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MARK  WALZTONI,  vice 
presktdRloflNNnn 
at  MasMLaays  ^ 
scans  flHnMsdtlige'fida^s  so 
he  can  counter  false  rumors 
that  could  hurt  recruitment 
and  retention  efforts 


SITES’ 


o  WHAT’S  IT  REALLY  LIKE  to  work  at  a  par¬ 
ticular  company?  Julia  King  reports  that 
today’s  job  applicants  check  Web  sites  and 
message  boards  that  are  full  of  insider 
gripes  about  low  pay,  long  hours  and  miserable 
managers.  In  today’s  tough  recruitment  market,  IT 
managers  would  be  wise  to  check  out  what’s  being 
said  at  the  “electronic  watercooler”  —  even  though 
much  of  it  comes  from  disgruntled  employees  — 
because  job  candidates  will  be  asking  for  a  response. 

Story  begins  on  page  52. 


B-TO-B  HARD  TO 
SPELL  WITH  XML 


E-commerce  growth  may  stall  before 
disparate  efforts  yield  concrete  standards 


BY  CAROL  SLIWA 
AND  JULIA  KINO 

Forget  the  multibillion-dollar 
market  forecasts.  For  now, 
business-to-business  e-com- 
merce  remains  in  search  of  a 
common  framework  to  help 
companies  efficiently  execute 
transactions  over  the  Internet. 

The  promise  lies  in  Extensi¬ 
ble  Markup  Language,  or  XML, 
which  companies  can  use  to 
categorize  and  tag  data  for  ex¬ 
change  between  disparate 
technology  systems.  But  reali¬ 
ty  bites. 

Corporate  users  must  sift 
through  an  alphabet  soup  of 
technology  frameworks  and 
data  definitions  being  worked 
on  by  sometimes  competing 
clusters  of  standards  and  in¬ 
dustry  groups  and  vendors, 
with  little  chance  of  an  elec¬ 
tronic  Esperanto  surfacing 
anytime  soon. 

“The  challenge  really  is,  at  a 


certain  point,  to  simplify.  Once 
they’ve  got  these  standards 
defined  and  stabilized,  start 
converging  them,’’  said  James 
Kobielus,  an  analyst  at  The 
Burton  Group  in  Midvale, 

XMLEfforts~  I 

Vertical  industry  groups,  from 
computer  technology  to  health  | 
care  and  even  shoe  manufac-  | 
turing,  are  involved  in  defining  | 
document  types  and  schemcL  | 
T\vo  examples  are:  | 

ACORD  (Association  for  Coopera-  | 
live  Operations  Research  and  Devei-  | 
opment),  the  insurance  industry’s  I 
standards-setting  arm.  which  recently  j 
approved  transactions  for  personal  | 
auto  quotes,  personal  auto  applica-  | 
tion  submissions  and  business  own-  | 
ers’ policy  quotes.  I 

OpenTravel  Alliance,  which  will  I 
soon  publish  a  travel  industry  custo-  | 
mer  profile  format.  i 


ONLINE  BUYERS  TOUT  AUCTION  GAINS 


Web-based  purchasing 
rewards  early  adopters 


BY  JULIA  KINO 

Erase  the  image  of  backroom 
purchasing  agents  thumbing 
through  fat  paper  catalogs  or 
haggling  over  prices  with  sup¬ 
pliers  by  phone. 

At  General  Motors  Corp., 
The  Quaker  Oats  Co.  and  state 
government  offices,  they’re 
online,  racking  up  millions  in 
savings  by  buying  parts,  grain, 
rock  salt  and  other  raw  materi¬ 
als  at  Internet-based  auctions. 

Online  Auctions,  page  97 


AT  A  GLANCE 


How  Internet 
Auctions  Work 

Not  all  auctions  are  the  same: 

IN  REVERSE  AUCTIONS,  buyers  publi¬ 
cize  what  they  want.  Prequaiified  suppliers 
bid  for  the  business. 

IN  LIVE  AUCTIONS,  suppliers  can  see 
competitors'  bids,  which  can  be  revised 
during  a  preset  time  period. 

■  Buyers  pay  auction  exchanges  a  percent¬ 
age  of  their  total  purchases  or  savings. 

■  Suppliers  don't  pay  a  fee  but  must 
install  software  to  participate 


Utah.  But  Kobielus  estimated 
that  this  convergence  could 
take  five  to  10  years  to  settle 
into  a  concrete  state,  adding, 
“It’s  going  to  be  a  mess.” 

Right  now,  at  least  a  dozen 
vertical  industries  have  groups 
working  to  define  the  types  of 
documents  they  need  to  ex¬ 
change  and  the  various  data  el¬ 
ements  that  must  be  part  of 
those  documents. 

Tom  Costello,  chief  technol¬ 
ogy  officer  at  E-Steel  Corp.  in 
New  York,  which  operates  an 
Internet-based  steel  market¬ 
place,  said  industry  groups 
Standards,  page  97 
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IMISTICSONTAP 


Ad  hoc  group  sets  rules 
to  coordinate  shipping 


BY  CRAIO  STEDMAN 

First,  there  was  a  move  by 
manufacturers  and  retailers  to 
use  the  Web  to  collaborate  on 
production  plans  and  demand 
forecasts.  Now,  the  same  thing 
is  starting  to  happen  on  the 
warehousing  and  transporta¬ 
tion  side  of  the  supply  chain. 

Several  blue-chip  users  are 
quietly  forming  an  ad  hoc 
group  to  develop  business  and 
technology  guidelines  for  bet¬ 
ter  coordinating  the  plaiming, 
scheduling  and  tracking  of 
product  shipments. 

The  group  will  be  part  of 
the  Voluntary  Interindustry 
Commerce  Standards  Associa¬ 
tion,  a  retail-oriented  organi¬ 
zation  in  Lawrenceville,  N.J., 
that’s  also  overseeing  the  de¬ 
velopment  of  guidelines  for 
collaborative  planning  and 
forecasting. 

Logistics,  page  16 
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Happy  Holidays! 


Y2K  Bouquet 

Ring  in  the  new  year 
millennium  with  our 
commemorative  Y2K 
bouquet!  $49.99- 
$69.99 
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1-800-FLOWERS.COM  is  one  of  the  world  s  lead- 
ing  and  fastest  growing  online  retailers.  With  a 
complex  network  of  thousands  of  florists  world¬ 
wide  offering  over  7,500  products  —  reliability, 
speed,  and  efficiency  are  crucial. 

Unicenter  TNG®  monitors  and  manages 
1 -800-FLOWERS. COM’s  worldwide  infrastructure 
and  support  systems,  enabling  them  to  fulfill 
online  orders 
with  subsecond 
response  times 
to  over  eight 

million  customers.  To  help  ensure  the  reliability  of 
1-800-FLOWERS.COM,  Unicenter  TNG  proactively 
s  .  ..K-f.. detects  and  corrects  problems  before  they  impact 
It^rtgrmarice:; From  the  front-end  website  to  the  underlying  network  infrastructure.  Unicenter  TNG 
F^yi^ei'tfiie.  rpost  complete,  ehd-to-end  eBusiness  management  solution  available. 

‘800-FLOWERS.COM,  and  wake  up  and  smell  the  roses.  It’s  time  to  reap  the 


Customer  Perks 

Register  Here 

Your  Account 
Your  Security  & 

Privacy 

Customer  Service 


Attar  Christmas 


Millennium  Ornament 

Add  some  sparkle  to 
your  New  Year's 
celebration  with  our 
keepsake,  beaded 
Millennium  Ornament. 
$24.99 

buy  now  Q 
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Shopping  Features 
Delivery  Outside  US 
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Shoo  Plow  &  Hearth 
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^l^ardf  dt  eBusiriess'with; Unicenter  TNG.  For  more  information,  visit  us  at 
l^iil^i^solutions.cai.com. 
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WEB-IFYING  YOUR  STAFF 

Jim  Lubinski  at  Galileo  International  (pictured)  says  IT  pros  need  to  supplement 
their  technical  smarts  with  soft  skills  if  they  want  to  be  able  to  build  great 
Web  sites.  Page  50 


HANDFUL 
OF  COLOR 


At  last,  a  color  screen  for  the  Palm.  Our 
reviewer  loved  the  new  screen,  but  corpo¬ 
rate  users  might  care  more  about  new 
security  and  menu  features  of  another 
Palm  device.  Pages  64  &  65 
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4  CAPITAL  ONE  NAMES 

women  co-CIOs  —  one  with  a 
business  background,  one  with 
tech  —  to  better  align  IT  and 
business. 

6  LEAP  YEAR  POSES  few 

problems.  Y2k  repairs  fixed 
most  potential  errors. 

8  HEALTH  SITES  DRAFT 

ethics  code  to  restore  confi¬ 
dence  in  privacy  protection. 

9  LINUX  VENDOR  launches 

bundles  of  the  free  operating 
system  with  for-fee  apps  like 
Oracle  and  Unicenter. 

10  OBSERVERS  QUESTION 

Microsoft’s  motives  in  a  policy 
change  that  requires  perma- 
temps  to  take  100-day  leaves. 

12  FORD  WINS  temporary  judg¬ 
ment  against  cybersquatter,  us¬ 
ing  a  federal  antisquatting  act. 

14  CELL  PHONES  COLLIDE 

with  Web  browsers  at  a  wire¬ 
less  technology  show  in  New 
Orleans  this  week. 

16  MANUFACTURERS  struggle 

to  overcome  cost,  complexity 
of  e-commerce  conversions. 

20  ANTITRUST  CASE  end 

draws  nearer.  Judge  presses 
Microsoft  hard  on  business 
practices  related  to  Windows. 


MORE 

Editorial/Letters . 34, 35 

How  to  Contact  CW . 96 

Shark  Tank . 98 

Stock  Ticker . 95 

Company  Index . 96 
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42  VENDORS  INVEST  in  e-to-B 

exchanges  they  help  to  build, 
trading  speed,  technology  and 
service  for  equity  in  start-ups. 

42  USERS  WARN  that  combin¬ 
ing  R/3  and  data  warehouse 
rollouts  isn’t  worth  the  effort. 

44  MANUFACTURERS  rally 

to  try  to  build  e-commerce 
attitudes  at  old-line  firms. 

46  SIERRA  CLUB  OFFERS  a 

great  atmosphere  to  work  in  IT 
but  not  the  paycheck  to  match. 

48  EXCHANGES  SHOW  how  to 

make  B-to-B  work,  bringing 
buyers  and  sellers  together. 

52  BITCH  SITES  are  more  than 

a  nuisance;  they’re  where  your 
employees  air  corporate  dirty 
laundry.  Can  you  stop  them? 

QUICKSTUDY 

56  INTANGIBLE  ASSETS  carry 

a  tangible  punch  on  Wall  Street. 

59  CAREER  ADVISER  Fran 

Quittel  takes  on  the  question  of 
whether  Windows  developers 
need  to  build  their  Linux  skills. 


OPINIONS 

34  DANGILLMOR  says  that 

despite  the  modest  fanfare 
surrounding  the  debut  of 
Windows  2000,  don’t  think 
that  Microsoft’s  heyday  is  over. 

35  GEOFFREY  JAMES  says 

Y2k  took  corporate  IT’s  focus 
off  a  bigger  problem;  security. 
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62  McAFEE  OFFERS  new 

tools  for  centralized  virus 
protection. 

63  A  COMPUTER  associates  ex¬ 
ecutive  says  recent  denial-of- 
service  attacks  succeeded 
largely  because  of  poor  Web 
site  systems  design. 

HANDS  ON 

66  WINDOWS  2000  Profes¬ 
sional  isn’t  a  do-it-yourself 
project,  writes  senior  reviews 
editor  Russell  Kay. 

QUICKSTUDY 

67  CUSTOMER  relationship 

management  helps  you  take 
full  advantage  of  every  point  of 
contact  with  your  customers. 

68  E~C0MMERCE  customers 
tell  us  how  well  Web  “solu¬ 
tions”  from  mainstream  IT 
vendors  worked  for  them. 

EMERGING  COMPANIES 

72  ANTISPAM  SERVICE  from 

Brightmail  Inc.  determines 
whether  incoming  e-mail  is 
appropriate  and  then  updates 
filtering  rules  on  client’s 
servers. 


36  MICHAEL  CUSUMANO  says 

that  if  you’re  looking  for  quali¬ 
ty  software  or  a  case  study  in 
software  quality,  look  to  India. 

36  DAVID  WELDON  says  Wash¬ 
ington  is  using  outdated  labor 
statistics  as  Congress  again 
tackles  the  H-IB  visa  cap  issue. 

44  KEVIN  FOGARTY  warns  that 

fear  of  being  left  behind  can 


SOMEONE  USED 
TO  HAVE  A  LITTLE 
COEEIN  THAT 
HAD  A  COPY  OE 
CC:MAIL  WITH  A 
STAKE  THROUGH 
IT  THAT  ONE  OE 
OUR  VOLUNTEERS 
SENT  TO  US. 

DAVE  SIMON,  DIRECTOR  OF  INFORMATION 
AND  COMMUNICATIONS  SYSTEMS  AT  THE 
SIERRA  CLUB.  DESCRIBING  THINGS  IT 
PEOPLE  THERE  KEEP  ON  THEIR  DESKS. 
SEE  WORKSTYLES,  PAGE  46. 


Online:  Our  Win  2k  Watch  has  forums, 
case  studies,  surveys  and  more. 
WWW.  computerworld.  com/win2k 


46  JIMCHAMPY  breaks  down 

management  into  three  styles: 
creators,  capital  izers  and  con¬ 
solidators. 

98  FRANK  HAYES  says  Micro¬ 
soft’s  impending  exit  from 
Java  is  good  news,  for  corpo¬ 
rate  IT  shops  most  of  all. 


drive  failure  —  or  success  — 
on  the  Web. 
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Big  Three  to  Team  Up 


In  an  unprecedented  move,  the 
world’s  three  largest  automakers  - 
General  Motors  Corp.  in  Detroit, 

Ford  Motor  Co.  in  Dearborn,  Mich., 
and  DaimlerChrysler  in  Stuttgart, 
Germany  -  Friday  unveiled  plans  to 
join  forces  on  a  common  Internet 
automotive  trade  exchange.  GM, 
Ford  and  DaimlerChrysler  will  share 
equal  equity  stakes  in  the  new  ven¬ 
ture,  which  will  operate  as  a  sepa¬ 
rate  company  and  from  a  new  Web 
address,  officials  said.  It  will  offer 
procurement  transactions  for  the 
Big  Three  automakers,  other  auto¬ 
motive  manufacturers  and  their 
extensive  supply  chains. 

Portal  for  Plastics 
Industry  in  Works 

PolySort  Inc.,  a  five-year-old  Internet 
company  that  operates  two  business- 
to-business  portals,  is  setting  up  a 
new  online  marketplace  for  the  plas¬ 
tics  industry.  The  Akron,  Ohio-based 
company  last  week  announced  plans 
to  merge  its  plastics  and  rubber  in¬ 
dustry  Web  site  with  that  of  a  new 
plastics  industry  e-commerce  com¬ 
pany  called  PolymerSite.com,  based 
in  Cleveland. 


Intel  Chip  Set  Delayed 

Intel  Corp.  will  be  about  two  months 
late  shipping  server  and  high-end 
workstation  components  to  its  cus¬ 
tomers.  The  components  are  mem¬ 
ory  hubs  used  with  Intel’s  820  and 
840  chip  sets. 


Short  Takes 

Antivirus  software  vendor  TREND 
MICRO  INC.  posted  a  warning  on  its 
Web  site  that  hackers  have  released 
new  tools  that  could  make  attacks 
like  those  that  temporarily  shut  down 
popular  Web  sites  such  as  EBAY  INC. 
and  AMAZON.COM  INC.  earlier  this 

month  even  easier _ MICROSOFT 

CORP.  last  week  staved  off  a  denial- 
of-service  attack,  during  which  K 
suffered  performance  and  availability 
problems  but  didn’t  shut  down. . . . 
NATfONAL  DISCOUNT  BROKERS 
GROUP  in  Jersey  City,  N.J.,  said  its 
Web  she,  www.ndb.com,  was  down 
for  nearly  two  hours  Thursday,  the 
apparent  victim  of  a  denial-of-service 
attack.  The  company  said  h  was  co- 
c^rating  with  FBI  investigators. 
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Capital  One  Fills  CIO  Slot 
With  Business,  Tech  Execs 


Joint  chiefs  say  closer  alignment  will  result 


BY  MARIA  TROMBLY 

APITAL  ONE  Fi¬ 
nancial  Corp., 
known  for  the 
high  level  of  inte¬ 
gration  between 
its  information  technology  and 
business  operations,  is  taking 
the  unusual  step  of  splitting 
the  CIO  job  between  two  peo¬ 
ple  —  an  IT  expert  and  a  busi¬ 
ness  professional. 

The  two  women  —  Laura 
Olle,  47,  and  Marjorie  M.  Con¬ 
nelly,  38  —  say  they  will  be 
able  to  draw  on  their  respec¬ 
tive  areas  of  expertise  to  fur¬ 
ther  an  even  closer  alignment 
between  IT  and  business  at 
the  Falls  Church,  Va.-based 
company. 

According  to  Bill  Bradway, 
an  analyst  at  Meridien  Re¬ 
search  Inc.  in  Newton,  Mass., 
the  Capital  One  announce¬ 
ment  is  unusual  because  the 
two  executives  will  be  sharing 
responsibilities  and  decision¬ 
making  within  a  single  corpo¬ 
rate  structure  instead  of  acting 
as  CIOs  of  different  business 
units. 

Separate  Responsibilities 

For  example,  he  said,  at 
Boston-based  Fleet  Bank,  there 
is  a  CIO  for  the  bank,  a  CIO  for 
the  Fleet  Mortgage  Group  Inc. 
subsidiary  and  a  CIO  for  the 
Robertson  Stevens  investment 
bank,  another  subsidiary  in 
San  Francisco.  Similarly,  The 
Chase  Manhattan  Corp.  in 
New  York  has  separate  CIOs 
for  its  retail  and  wholesale 
banking  operations. 

Other  companies  differenti¬ 
ate  between  CIOs  and  chief 
technology  officers,  with  the 
chief  technology  officers  typi¬ 
cally  handling  day-to-day  op¬ 
erations  and  the  chief  informa¬ 
tion  officers  responsible  for 
setting  and  aligning  business 
goals  and  strategies.  Those 
companies  include  Merrill 
Lynch  &  Co.  in  New  York  and 
GE  Electronic  Capital  Corp.  in 
Stamford,  Conn. 

Olle  and  Connelly  replace 
James  P.  Donehey,  who  served 


as  CIO  for  more  than  five  years 
and  who  will  leave  effective  to¬ 
morrow  to  spend  more  time 
with  his  family. 

Olle,  formerly  senior  busi¬ 
ness  information  officer  at 
Capital  One,  joined  Capital 
One  just  last  fall,  but  she  has 
more  than  20  years  of  experi¬ 
ence  in  IT  and  management 
consulting.  She  served  as  se¬ 
nior  vice  president  of  informa¬ 
tion  systems  and  services  at 
McLean,  Va.-based  Freddie 
Mac  and  has  held  key  IT  posi¬ 
tions  at  Washington-based 


BY  ANN  HARRISON 

A  student  at  Northeastern  Uni¬ 
versity  in  Boston  was  charged 
last  week  with  using  a  hijacked 
corporate  Internet  account  to 
attack  NASA  and  Department 
of  Defense  computers  and 
damage  servers  of  an  Internet 
service  provider  (ISP). 

According  to  a  statement  is¬ 
sued  by  the  U.S.  attorney’s  of¬ 
fice  in  Boston,  Ikenna  Iffih,  28, 
was  charged  with  three  counts 
involving  unauthorized  access 
to  computers. 

“The  defendant  gained  ille¬ 
gal  access  to  several  comput¬ 
ers,  either  causing  substantial 
business  loss,  defacing  a  Web 
page  with  hacker  graphics, 
copying  personal  information 
or,  in  the  case  of  a  NASA  com¬ 
puter,  effectively  seizing  con¬ 
trol,”  said  Donald  K.  Stern,  U.S. 
attorney  for  the  District  of 
Massachusetts,  in  a  statement. 

Attempts  to  reach  lawyers 
for  Iffih  were  unsuccessful. 

Investigators  said  that  last 
April,  Iffih  obtained  unautho¬ 
rized  access  to  a  corporate  In¬ 
ternet  account  known  as  emer- 
gon(®rcn.com  and  used  it  to 
access  a  Defense  Logistics 
Agency  computer  in  Colum¬ 
bus,  Ohio.  He  then  allegedly 


Marriott  International  Inc. 

ConneEy,  the  former  senior  vice 
president  of  domestic  card  ser¬ 
vices,  joined 
Capital  One’s 
manage¬ 
ment  team 
six  years 
ago.  She  has 
15  years  of 
experience 
on  the  busi¬ 
ness  side  of 
the  credit- 
card  indus¬ 
try,  having 
worked  in 
customer  service  and  opera¬ 
tions  at  Wilmington,  Del.- 
based  First  USA  Bank  NA, 


used  a  service  known  as  Telnet 
proxy  to  forward  traffic 
through  that  computer  to  mask 
his  address. 

After  hiding  his  location,  If¬ 
fih  allegedly  gained  unautho¬ 
rized  access  to  a  server  owned 
by  Zebra  Marketing  Online 
Services  (ZMOS)  in  Bainbridge 
Island,  Wash.,  where  investiga¬ 
tors  said  he  “recklessly  caused 


AT  A  GLANCE 


Cracker  Trail 

How  investigators  tracked 
down  Ikenna  Iffih: 

m  Compared  logs  of  compromised  sys¬ 
tems'  connection  times  with  suspected  ISP 

■  Issued  subpoena  to  Erols,  an  ISP.  for 
connection  activity  on  hijacked  account 
used  to  launch  attacks 

■  Obtained  phone  number  used  to  con¬ 
nect  with  Erols  from  phone  company  via 
court  order 

■  Placed  residence  under  surveillance  and 
traced  license  plates  of  cars  parked  nearby 

■  Contacted  U.S.  Postal  Service  for 
names  of  residents  at  suspected  address 

■  Used  federal  warrant  to  search  suspect’s 
residence 

■  Conducted  forensic  search  on  seized 
computers 

Source:  U.S.  attorney’s  office.  Boston 


among  others. 

Coimelly  said  she  and  Olle 
will  share  the  decision-making 
process. 

“It’s  a  huge 
job,”  said 
Olle.  “I  enjoy 
having  some¬ 
one  to  share 
it  with,  hav¬ 
ing  someone 
to  bounce 
ideas  off  of. 
Marge  [Con¬ 
nelly]  has 
all  the  infra¬ 
structure, 
and  I  have  all  the  development 
activities,  but  there  is  still  the 
idea  of  us  co-leading.”  I 


damage  to  the  computer  and 
caused  a  significant  loss  of 
business  to  ZMOS.”  According 
to  a  complaint  filed  by  U.S.  at¬ 
torneys  in  Seattle,  a  ZMOS  sys¬ 
tems  administrator  detected 
unauthorized  changes  in  pass¬ 
word  files  and  several  Trojan 
horse  programs.  The  operating 
system  had  to  be  reinstalled 
and  all  data  files  reconstructed, 
a  process  that  took  about  four 
days.  ZMOS  couldn’t  be 
reached  for  comment. 

In  May,  prosecutors  allege, 
Iffih  used  the  same  pilfered 
corporate  account  to  attack  a 
NASA  server  located  at  the 
Goddard  Space  Flight  Center 
in  Greenbelt,  Md.,  where  he 
obtained  root  access  that  let 
him  read,  delete  or  modify  files 
on  the  system.  He  then  in¬ 
stalled  a  sniffer  program  on  the 
system  that  captured  NASA 
log-in  names  and  passwords. 

Government  attorneys  said 
the  compromised  NASA  Web 
server  didn’t  affect  classified 
information  or  interfere  with 
satellite  command  or  control. 

If  convicted,  Iffih  could  face  a 
maximum  penalty  of  10  years  in 
jail  and  a  fine  of  $250,000.  Pros¬ 
ecutors  said  Iffih  wasn’t  con¬ 
nected  with  the  wave  of  denial- 
of-service  attacks  on  e-com¬ 
merce  sites  that  occurred  earli¬ 
er  this  month.  I 


Alleged  NASA,  DOD  Cracker  Is  Charged 

Suspect  also  meddled  with  systems  at  ISP 


CAPITAL  ONE’S  Marjorie  M.  Connelly, 
left,  and  Laura  Olle  will  both  act  as 
decision-makers  in  the  CIO  position 
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NEWS 


Users  See  Smooth  Leap  Year 


While  on  the  lookout  for  Feb.  29  date  glitches, 
companies  are  confident  systems  will  be  fine 


BY  PATRICK  THIBODEAU, 

KIM  S.  NASH 

AND  KATHLEEN  MELYMUKA 

T’S  NOWHERE  NEAR  as 
big  as  the  year  2000  prob¬ 
lem,  but  the  leap  year 
that  happens  on  Tuesday 
could  create  some  sys¬ 
tems  problems  if  programmers 
didn’t  get  the  date  rules  right. 

Companies  and  government 
agencies  are  taking  some  mod¬ 
est  precautions  to  keep  an  eye 
out  for  leap  year  date  glitches 
that  may  have  been  missed  in 
year  2000  testing. 

But  the  biggest  problem  may 
be  getting  workers  to  be  on  the 
lookout  for  errors,  especially 
after  the  relatively  problem- 
free  year  2000  rollover. 

“It’s  been  a  little  bit  of  a 
struggle  to  get  people  to  take  it 
seriously  because  we  were  so 
very  successful  with  the  millen¬ 


nium,”  said  Mickey  Galatola, 
the  Y2k  manager  at  PECO  En¬ 
ergy  Co.  in  Philadelphia.  “But 
one  thing  that’s 
different  is  that 
this  is  a  workday. 

I  keep  emphasiz¬ 
ing  that  I  don’t 
want  anybody  to 
show  up  and  not 
be  able  to  get 
on  their  system. 

That’s  why  it’s  so 
critical,  so  people 
are  taking  it  seri¬ 
ously.” 

PECO’s  infor¬ 
mation  technolo¬ 
gy  managers  will 
meet  at  8:15  on  the  mornings  of 
Feb.  29  and  March  1  to  review 
overnight  test  results.  If  any¬ 
thing  has  gone  wrong,  senior 
managers  will  be  notified,  said 
Galatola. 


The  fact  that  this  is  a  leap 
year  may  not  have  been  obvi¬ 
ous  to  programmers. 

Years  divisible  by  100  are  nor¬ 
mal  years,  and  if  programmers 
used  that  rule,  they  treated  the 
year  2000  as  a  normal  year.  But 
the  year  2000  is  a  leap  year  be¬ 
cause  it  is  divisi¬ 
ble  by  400.  If  pro¬ 
grammers  weren’t 
aware  of  that,  it 
may  be  under¬ 
standable:  The 
last  time  that  hap¬ 
pened  was  in  1600. 

The  relatively 
problem-free  Y2k 
transition  has  led 
John  Koskinen, 
who  headed  the 
White  House’s 
year  2000  effort, 
to  be  confident 
that  the  leap  year  won’t  cause 
many  glitches.  “It’s  unlikely  that 
systems  are  going  to  collapse; 
it’s  unlikely  that  we’re  going  to 
have  major  issues  at  all,”  he  said. 

The  White  House  plans  to 


revive  its  year  2000  operations 
center  to  watch  for  problems 
this  week,  but  not  to  the  same 
extent  that  it  tracked  the  year 
2000  problem. 

John  Burns,  vice  president  of 
projects  at  Canadian  Imperial 
Bank  of  Commerce  in  Toronto, 
said  he  found  two  kinds  of  leap 
year  problems.  Some  software 
didn’t  recognize  Feb.  29  as  a 
valid  date.  Other  programs, 
such  as  those  calculating  inter¬ 
est  on  loans,  didn’t  account  for 
the  extra  day. 

The  bank  won’t  have  IT  staJBf 
pulling  all-nighters  Feb.  28, 
Bums  said,  mainly  because  its 
year  2000  rollover  went  so  well 
that  it  doesn’t  anticipate  prob¬ 
lems.  “We  will  have  key  techni¬ 
cal  people  on  call  but  won’t  man 
any  command  centers,”  he  said. 

Kathy  Donovan,  an  applica¬ 
tion  technology  manager  for 
the  state  of  Delaware,  said  that 
if  problems  do  occur,  they  will 
be  easy  to  recognize  and  fix. 
Unlike  the  year  2000  problem, 
the  leap  year  date  glitches 
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AT  A  GLANCE 


Leap  Year 
Rules 

While  testing  for  the  Y2k 
problem,  officials  discovered 
leap  year  system  errors  due  to 
programmers  not  knovfing  the 
third  rule: 

RULE  1  Years  divisible  by  4  are  leap  years. 
Thus,  the  year  2000  is  a  leap  year. 

RULE  2  Years  divisible  by  100  are  regular 
years.  Thus,  the  year  2000  isn’t  a  leap  year. 

RULE  3  Years  divisible  by  400  are  leap 
years.  Thus,  the  year  2000  is  a  leap  year. 

SOURCE:  PRESIDENT’S  COUNCIL  ON  YEAR  2000 
CONVERSION 

aren’t  likely  to  be  buried  in 
code.  “The  risk  is  pretty  small, 
but  there  is  always  the  poten¬ 
tial,”  she  said. 

At  Agricredit  Acceptance 
LEG,  leap  year  work  was  done 
at  the  same  time  as  year  2000 
remediation,  said  Bruce  Cheek, 
IT  manager  at  the  financing 
company  in  Des  Moines,  Iowa. 

Except  for  one  input  screen 
in  a  credit  application,  all  Agri¬ 
credit’s  software  withstood  the 
Feb.  29  challenge  during  test¬ 
ing,  Cheek  said.  I 


BURNS:  Successful  Y2k 
rollover  easing  concerns 


ActiveX  Control  May  Open  Security  Hole 


Microsoft  says  it 
will  issue  a  patch 


BY  ANN  HARRISON 

Microsoft  Corp.  last  week  said  it 
will  issue  a  patch  for  an  ActiveX 
control  program  that  can  down¬ 
load  software  signed  by  Micro¬ 
soft  without  prompting  the  user 
for  permission  to  install  it. 

Critics  fear  intruders  could 
use  the  control  to  install  a 
Microsoft  component  with  a 
known  security  hole,  which 
could  then  be  used  to  take  over 
a  user’s  computer. 

ActiveX  controls  are  reusable 
programs  used  on  Web  sites  to 
download  files  and  execute 
commands  on  users’  comput¬ 
ers.  The  Install  Engine  Control, 
called  Active  Setup,  is  delivered 
with  several  versions  of  Inter¬ 
net  Explorer  to  provide  remote 
softv'are  installation  over  the 
Internet  and  allow  the  down¬ 
load  of  signed  executables. 

Usually  the  installation  pro¬ 
gram  will  ask  the  user  before 
downloading  software.  But 
Spanish  Web  designer  Juan 


Cuartango  discovered  that  in 
the  case  of  Microsoft-signed 
software,  the  software  is  silent¬ 
ly  installed  without  asking  for 
the  user’s  permission. 

“I  would  conclude  that  [Mi¬ 
crosoft]  has  a  backdoor  to  install 
and  execute  software  without 
the  [user’s]  approval,”  Cuartan¬ 
go  said  in  a  statement  on  his 
Web  site  ihttp-y/angelfire.com/ 


BY  JAIKUMAR  VIJAYAN 

IBM  this  week  will  announce 
new  software  technology  that 
it  claims  will  allow  administra¬ 
tors  to  back  up  a  DB2  database 
without  bringing  it  down. 

The  capability  is  essential  for 
corporations  that  run  around- 
the-clock  operations,  said  Eric 
Godfrey,  manager  of  database 
administration  at  Tyson  Foods 
Inc.  in  Springdale,  Ark. 

Tyson  spends  more  than  five 
hours  every  Sunday  backing 
up  just  one  of  its  two  produc¬ 
tion  databases  to  off-line  stor- 


ab/ juanl23/iengine.htmD. 

Cuartango,  who  posted  a 
demonstration  of  the  vulnera¬ 
bility  on  the  site,  warned  that 
data  on  the  user’s  computer 
could  be  exposed  if  signed 
Microsoft  software  can  bypass 
a  security  configuration. 

He  said  he’s  also  concerned 
that  Microsoft  could  potential¬ 
ly  use  the  hole  to  look  at  “cook- 


age  media.  The  company  hopes 
to  drastically  reduce  this  main¬ 
tenance  window  by  using  IBM’s 
technology,  Godfrey  said. 

“There’s  increasing  pressure 
from  business  units  in  terms  of 
having  our  [systems]  available 
all  the  time,”  he  added. 

At  the  core  of  IBM’s  new 
functionality  is  a  DB2  en¬ 
hancement  that  exploits  the 
FlashCopy  and  Peer-to-Peer 
Remote  Copy  capabilities  of 
IBM’s  new  Enterprise  Storage 
Server  technology. 

These  features  let  adminis- 


ies”  collected  by  people  who 
visit  Microsoft  Web  sites. 

Cuartango  added  that  he 
doesn’t  believe  that  Microsoft 
would  actually  use  this  soft¬ 
ware  maliciously. 

Microsoft  responded  that 
Active  Setup  “improves  the 
user  experience.”  But  a  com¬ 
pany  spokeswoman  acknowl¬ 
edged  that  “the  control  in 
question  could  be  abused  by  a 
malicious  Web  site  operator 
to  install  an  obsolete  piece 
of  Microsoft-signed  software 


trators  create  mirror  images  of 
active  production  volumes  on 
separate  storage  systems. 

The  latest  tweaJc  to  DB2  en¬ 
hances  this  capability  by  al¬ 
lowing  users  to  continue  con¬ 
ducting  transactions  against 
the  primary  data¬ 
base  while  the  mir¬ 
rored  image  is  be¬ 
ing  backed  up,  ac¬ 
cording  to  Sanjoy 
Das,  an  IBM  stor¬ 
age  manager.  Once 
the  backup  is  com¬ 
plete,  the  mirror 
volume  is  resyn¬ 
chronized  with  the 
production  volume. 

“IBM  is  adding 


on  a  user’s  computer.” 

“Under  this  scenario,  a 
user’s  data  is  not  at  risk,”  the 
spokeswoman  added. 

Nevertheless,  Microsoft  said 
it  will  make  changes  to  the 
control  to  provide  users  with 
additional  warnings  before 
signed  software  is  loaded. 

Microsoft  said  a  patch  for 
the  potential  hole  in  Active 
Setup  will  be  posted  on  the 
company’s  security  Web  site 
{www.microsoft.com/security) 
when  it’s  available.  I 


hot-split  capabilities  to  DB2, 
which  is  similar  to  what  Ora¬ 
cle  has  been  offering  for  sever¬ 
al  years,”  according  to  Steve 
Duplessie,  an  analyst  at  The 
Enterprise  Storage  Group  in 
Milford,  Mass.  I 


Corteclion 

A  photo  that  ran  with  a 
Feb.  14  Opinion  column 
[“Government  needs  bet¬ 
ter  Net  approach,  results,' 
page  34]  wasn’t  of  the 
author,  ^b  Campbell. 
Here  is  the  correct  photo. 
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Encryption  Program 
Ruled  OK  to  Post 

The  U.S.  Department  of  Commerce 
said  its  new  encryption  export  poli¬ 
cy  permits  University  of  Illinois  pro¬ 
fessor  Daniel  Bernstein  to  post 
source  code  for  his  Snuffle  encryp¬ 
tion  program.  Instead  of  requiring 
Bernstein  to  get  an  export  license 
for  each  person  who  views  his  Web 
site  from  outside  the  U.S.,  he  must 
now  send  a  copy  to  the  government 
and  pledge  not  to  charge  royalties 
for  use  of  the  code. 

A  U.S.  Court  of  Appeals  ruled 
last  May  that  the  former  policy  was 
a  violation  of  Bernstein’s  freedom 
of  speech. 

CIA  Training 
Cybeiwanlors 

The  CIA  warned  that  it's  detecting 
more  cyberwarfare  programs  being 
developed  by  nations  such  as  Rus¬ 
sia  and  China.  Information  warfare, 
which  targets  both  civilian  and  mili¬ 
tary  systems,  is  being  included  In 
war  college  curricula  and  military 
planning,  testified  John  Serabian, 
the  CIA's  Information  operations 
issues  manager,  before  the  Joint 
Economic  Committee  of  Congress 
last  week. 


U.S.  Charged  With 
Industrial  Espionage 

European  parliamentarians  belong¬ 
ing  to  the  Green  Party  last  week  de¬ 
manded  the  creation  of  a  committee 
to  probe  allegations  that  the  U.S.  is 
using  the  Echelon  electronic  surveil¬ 
lance  system  to  conduct  Industrial 
espionage  in  Europe.  The  system  is 
allegedly  capable  of  intercepting 
phone,  fax  and  e-mail  data  around 
the  world.  It  was  originally  set  up 
for  Cold  War  military  surveillance. 


In  the  wake  of  the  recent  distributed 
denial-of-service  attacks,  20  Inter¬ 
net  and  telecommunications  com¬ 
panies  have  organized  a  coalition 
to  raise  security  standards  for  Web 
sites  and  network  operators.  The 
Alliance  for  Internet  Security  has 
released  guidelines  that  recommend 
the  reconfiguration  of  routers  and 
the  addition  of  firewalls. 


NEWS 

Privacy  Fears  Spur 
Health  Groups’  Moves 

Health  firms  work  to  disclose  practices, 
promote  consumer  protection  on  Web  sites 


BY  JULEKHA  DASH 

WO  HEALTH  care 
industry  coali¬ 
tions  are  develop¬ 
ing  ethical  guide¬ 
lines  to  restore 
public  confidence  in  the  priva¬ 
cy  of  personal  health  informa¬ 
tion  collected  at  Web  sites. 

But  analysts  said  the  guide¬ 
lines  won’t  deter  further  inves¬ 
tigations  by  the  Federal  Trade 
Commission  (FTC)  unless 
they  include  strong  enforce¬ 
ment  measures. 

Earlier  this  month,  the  Inter¬ 
net  Healthcare  Coalition  in 
Washington  —  which  includes 
government,  academic  and  in¬ 
dustry  representatives  —  pub¬ 
lished  the  draft  of  a  code  of 
ethical  guidelines  for  medical 
Web  sites  of  all  sorts. 

After  an  eight-week  public 
comment  period,  the  coalition 
plans  to  release  the  final  ver¬ 
sion  in  mid-May. 

One  of  the  proposed  guide¬ 
lines  (see  chart)  urges  health 
sites  to  warn  users  that  third 
parties,  such  as  banner  adver¬ 
tising  servers,  may  collect  visi¬ 
tor  information  without  the 
host  site  being  aware  of  it. 

Lack  of  Notification  at  Issue 

Earlier  this  month,  the  Cali¬ 
fornia  Healthcare  Foundation 
in  Oakland,  Calif.,  reported 
that  the  third-party  affiliates  of 
some  health  Web  sites  collect 
personally  identifiable  infor¬ 
mation  about  users  through 
cookies,  profiling  and  banner 
ads  without  making  the  prac¬ 
tice  explicit  to  consumers. 

Because  of  such  concerns, 
Mediconsult.com  Ltd.  in  Tor¬ 
onto  in  December  stopped  ac¬ 
cepting  banner  advertisements 
that  reside  on  third-party 
servers,  said  John  Mack,  Medi- 
consult’s  director  of  drug  in¬ 
formation  and  president  of  the 
Internet  Healthcare  Coalition. 

A  health  Web  site  “may  say 
they’re  not  responsible  for  the 
privacy  policies  of  third  par¬ 
ties,  [but]  content  partners 
should  abide  by  the  same  pri¬ 


vacy  policies”  as  the  site,  said 
Kelli  Amick,  a  spokeswoman  at 
VHA  Inc.,  an  Irving,  Texas- 
based  hospital  cooperative. 

Amick  is  also  a  member  of 
Health  Internet  Ethics,  a  com¬ 
mittee  of  representatives  from 
20  Internet  health  care  compa¬ 
nies.  The  committee  plans  to 
publish  detailed  ethical  guide¬ 
lines  in  two  weeks. 

But  Mack  said  the  coalition 
hopes  the  guidelines  will  boost 
public  trust  in  Internet  health 
care  and  enable  the  industry  to 


Senate  to  examine 
agency  security 

BY  PATRICK  THIBODEAU 

WASHINGTON 

For  Roger  Baker,  CIO  at  the 
Department  of  Commerce,  the 
denial-of-service  attacks  that 
hit  Yahoo  Inc.,  eBay  Inc.  and 
others  have  given  him  a  tool 
for  improving  his  department’s 
security  practices.  It’s  called 
leverage. 

A  few  months  ago.  Baker 
said,  he  may  have  run  into  re¬ 
sistance  if  he  asked,  for  in¬ 
stance,  all.  the  independent 
groups  that  make  up  the  large 
federal  agency  to  register  their 
Web  sites  for  an  inventory  to 
help  with  security. 


JUST  THE  FACTS 


Workforce 

Development 

Federal  officials  proposed  $25M 
in  scholarships  and  training. 

Scholarships:  Award  information  security 
study  scholarships  in  exchange  for  work 
with  the  federal  government 

IT  excellence  centers:  Provide  ongoing 
security  training  for  federal  employees 

High  school  recruitment:  Select  stu¬ 
dents  for  summer  work  and  internships 


police  itself,  rather  than  have 
to  accept  government  enforce¬ 
ment.  “If  ethical  behavior  fails, 
then  the  only  recourse  is  law,” 
he  said.  How  the  code  will  be 
enforced  is  still  unclear. 

The  FTC  is  already  looking 
into  the  privacy  practices  at 
some  Internet  companies,  in¬ 
cluding  HealthCentral.com  in 
Emeryville,  Calif.,  and  iVil- 
lage.com  Inc.  in  New  York. 

Neither  company  returned 
calls  for  comment,  but  Health- 
Central.com  has  publicly  de¬ 
nied  any  privacy  abuses. 

Elizabeth  Boehm,  an  analyst 
at  Forrester  Research  Inc.  in 
Cambridge,  Mass.,  said  she 
doubts  the  Coalition’s  efforts 


“It’s  easy  for  me  to  do  it 
now”  because  of  the  attacks 
three  weeks  ago,  said  Baker.  “I 
don’t  even  have  to  ask  the  sec¬ 
retary  whether  he  would  back 
that  —  it’s  clear  to  everybody 
that’s  what  we  have  to  do.” 

Federal  agencies  have  re¬ 
ceived  consistent  criticism 
through  the  years  from  the  U.S. 
General  Accounting  Office  for 
their  security  management.  It’s 
the  seemingly  simple  things 
that  are  often  faulted  in  these 
reports:  managers  providing 
overly  broad  access  privileges, 
employees  sharing  passwords 
and  inadequate  monitoring  of 
user  access. 

These  lapses  are  “indicative 
of  a  larger  problem  in  govern¬ 
ment  —  that  is,  you  don’t  have 
to  make  a  profit,  and  there  is 
essentially  very  little  account¬ 
ability,”  said  Senate  Govern¬ 
mental  Affairs  Chairman  Fred 
Thompson  (R-Tenn.).  “We 
have  to  do  a  better  job  of  crack¬ 
ing  the  whip  at  the  top,”  said 
Thompson,  who  called  a  hear¬ 
ing  Wednesday  on  security. 

Hackers  frequently  probe 
government  systems,  accord¬ 
ing  to  federal  officials,  but 
aside  from  some  Web  site  de¬ 
facements,  there  have  been  no 
major,  publicly  reported  secu¬ 
rity  breaches.  And  government 
CIOs  often  stress  that  systems 


COMPUTERWORLD  February  28, 2000 


JUST  THE  FACTS 


Health  Sites 

Internet  Healthcare  Coalition's 
proposed  guidelines  include: 

m  Get  user's  consent  before  gathering 
personal  information 

■  Disclose  financial  arrangements  that 
influence  buying  decisions 

■  State  privacy  policies 

■  Distinguish  ads  from  health  content 

will  keep  the  government  from 
launching  investigations.  “Self¬ 
regulation  won’t  happen,  even 
if  these  guys  do  their  best  to 
stay  in  front.  There’s  so  much 
to  gain  in  using  the  Internet  as 
a  tool  for  sharing  and  collect¬ 
ing  information,”  she  said. 

Wes  Rishel,  an  analyst  at 
Gartner  Group  Inc.  in  Stam¬ 
ford,  Conn.,  agreed.  “There’s  a 
difference  between  having  a 
policy  and  having  measures  to 
make  sure  it’s  enforced  consis¬ 
tently,”  he  said.  > 


that  protect  confidential  data 
are  very  secure. 

The  recent  hacker  attacks 
have  prompted  a  renewed 
push  by  the  White  House  to 
make  federal  agencies  role 
models  for  private  industry. 
Officials  are  developing  IT  se¬ 
curity  best  practices  and  per¬ 
formance  measures. 

But  there  is  evidence  that  se¬ 
curity  worries  may  be  hurting 
government’s  ability  to  deliver 
personalized  online  services. 
Take  the  case  of  the  Social  Se¬ 
curity  Administration. 

In  1997,  Social  Security 
leaped  into  electronic  service 
delivery  by  offering  customers 
personalized  benefit  informa¬ 
tion  online.  The  agency  ended 
the  cost-saving  service  in  the 
face  of  criticism  that  it  could 
be  easily  breached. 

John  Dyer,  Social  Security 
CIO,  said  the  public  puts 
“higher  demands”  on  federal 
agencies  to  safeguard  data. 

The  agency  has  a  less  ambi¬ 
tious  project  planned.  By 
year’s  end,  it  hopes  to  roll  out  a 
service  that  will  let  employers 
check  online  or  via  telephone 
whether  a  job  candidate’s  So¬ 
cial  Security  number  matches 
the  name.  The  service’s  securi¬ 
ty  features  will  include  a  pass¬ 
word  system  and  anomaly  de¬ 
tection.  I 


Fed  CIOs  Seek  Higher  Security  Standards 
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Linux  Bundled  with  SAP,  Oracle,  CA  Apps  Draws  Interest 


BY  DOMINIQUE  OECKMYN 

Red  Hat  Inc.’s  Enterprise  Edi¬ 
tion  bundling  concept  has 
struck  a  chord  with  users,  and 
analysts  said  the  idea  may  help 
Red  Hat  increase  revenue  and 
enter  enterprise  markets. 

The  Linux  operating  system 
is  essentially  free,  and  popular 
distributions  often  sell  for  less 
than  $50,  including  printed 
documentation.  “Selling  the 
platform  by  itself  is  never  go¬ 
ing  to  make  anyone  rich,”  said 
Simon  Yates,  an  analyst  at 
Cambridge,  Mass.-based  For¬ 
rester  Research  Inc. 

Red  Hat  last  week  launched 
four  “enterprise  editions”  of  its 
Red  Hat  Linux,  bundled  with 
either  Computer  Associates 
International  Inc.’s  Unicenter 
systems  management  soft¬ 
ware,  Oracle  Corp.’s  OracleSi, 
SAP  AG’s  R/3  or  RealNetworks 
Inc.’s  RealSystem  7.0  media 
server  software. 

In  each  case,  the  operating 
system  is  configured  to  run  the 
application  and  comes  with  a 
year  of  around-the-clock  tele¬ 
phone  support  from  Red  Hat 
and  the  vendor  partner.  Pric¬ 
ing  for  the  bundles  will  range 
from  $999  to  $3,500. 

Stacey  Quandt,  an  analyst  at 
Giga  Information  Group  Inc.  in 
Santa  Clara,  Calif.,  said  the 
concept  may  not  appeal  to  cur¬ 
rent  Linux  users  but  could 
draw  new  customers. 

But  some  Linux  shops  said  if 
bundles  save  time  in  setting  up 
a  server,  that’s  a  big  win.  “I’m 
looking  for  a  better  SQL  solu¬ 
tion,  because  SQL  Server  7 
won’t  cut  it,”  said  Vince  Ber- 
tone,  MIS  director  at  telecom- 


Raising  the  Met 

Linux  downloads  are  free. 
Boxed  versions  sell  for  under 
$30.  These  versions  offer  more: 

Red  Hat  Linux  6.1  Professional  , 

includes  SSL  security  and  I 
30-day  configuration 
support.  $149.95 

Caldera  OpenLinux  eServer 

2.3  includes  the  Webmin 
administration  tool. 

$199.95 

TurboLinux  TurboCluster 
Server  4.0  offers  clustering 
for  more  than  25  nodes. 

$1,999.95 

Red  Hat  Linux  Enterprise  Edi-  - 
tion  includes  the  OracleSi 
database.  $3,500.00 


munications  equipment  manu¬ 
facturer  Miteq  Inc.  in  Haup- 
pauge,  N.Y.  He  said  he  likes  the 
combination  of  Oracle  and  Red 


Hat  and  would  buy  a  bundled, 
optimized  combination  “in  a 
heartbeat”  to  replace  his  SQL 
Server  on  Windows  NT. 


Pascal  Wattiaux,  senior  vice 
president  of  technologies  at 
Web  content  provider  Quokka 
Sports  Inc.  in  San  Francisco, 


said  the  bundle  concept  is  less 
valuable  for  CA  Unicenter, 
which,  he  said,  is  easy  to  set  up. 
For  software  like  SAP  R/3, 
which  Quokka  doesn’t  current¬ 
ly  use,  “it  would  be  a  huge  ad¬ 
vantage,”  he  said.  I 
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Microsoft  Changes  Policy  for  Contractors 


BY  LINDA  ROSENCRANCE 

In  what  it  said  was  a  response 
to  lawsuits  and  a  restructuring, 
Microsoft  Corp.  will  soon  re¬ 


quire  its  long-term  contract 
workers  to  take  a  100-day  hia¬ 
tus  —  an  increase  from  31  days 
—  after  one  year  of  full-time 


employment  at  the  company. 

The  policy  isn’t  ground¬ 
breaking  —  other  high-tech 
firms  already  have  such  regu¬ 


lations  —  but  some  observers 
questioned  Microsoft’s  mo¬ 
tives.  The  policy  will  take 
effect  July  1  and  will  force 
some  6,000  so-called  “per- 
matemps”  to  periodically  find 
other  work  or  seek  permanent 


Active 
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positions  at  the  company. 

Microsoft  spokesman  Dan 
Leach  said  the  company  is 
sorry  it  had  to  take  the  step, 
knowing  it  will  affect  people 
who  choose  multiple  assign¬ 
ments  at  the  firm.  “Our  goal  is 
to  make  sure  we  are  turning  to 
temporary  staffing  [in  an  ap¬ 
propriate  manner],”  said  Leach. 


AT  A  GLANCE 


Permatemps 

Microsoft’s  new  policy  for  long¬ 
term,  temporary  employees: 

■  Beginning  July1,  Microsoft's  "perma- 
temps"  must  take  a  100-day  hiatus  after 
working  365  days 

■  Temporary  workers  will  have  to  work 
elsewhere  or  seek  regular  employment 
at  Microsoft 

Microsoft  lost  one  round  of 
its  battle  with  the  permatemps 
last  month,  when  the  U.S. 
Supreme  Court  let  stand  a  de¬ 
cision  by  the  9th  U.S.  Circuit 
Court  of  Appeals  in  San  Fran¬ 
cisco.  The  decision  said  Mi¬ 
crosoft  must  open  its  discount¬ 
ed  stock-purchase  policy  to  as 
many  as  10,000  temporary 
employees  who  had  worked  at 
the  company  for  at  least  five 
months  in  any  12-month  period. 

Also  pending  is  a  ruling  in  a 
separate  lawsuit,  filed  by  Seat¬ 
tle-based  law  firm  Bendich, 
Stobaugh  &  Strong  in  1998, 
addressing  temporary  employ¬ 
ees’  eligibility  for  health  and 
retirement  benefits.  Attorney 
Stephen  Strong  said  he  wasn’t 
impressed  with  the  new  policy. 

“It’s  unclear  to  me  to  whom 
this  policy  applies.  But  if  [Mi¬ 
crosoft]  is  taking  long-term 
employees  and  firing  them  for 
100  days  to  avoid  paying  full 
benefits,  then  it  violates  state 
and  federal  law,”  Strong  said. 

Mike  Blain,  a  former  Mi¬ 
crosoft  contract  worker  and 
co-founder  of  The  Washington 
Alliance  of  Technology  Work¬ 
ers,  said  the  policy  doesn’t  pro¬ 
vide  Microsoft  workers  with 
any  meaningful  voice  on  the 
job.  He  said  his  organization 
will  continue  to  organize  con¬ 
tract  workers  and  other  Mi¬ 
crosoft  employees. 

Response  is  mixed,  accord¬ 
ing  to  information  posted  on 
the  alliance’s  Web  site.  While 
some  permatemps  say  the 
move  is  good  because  it  may 
force  Microsoft  to  hire  people 
on  a  regular  full-time  basis, 
others  say  Microsoft  is  using 
every  legal  loophole  to  avoid 
calling  its  workers  “employ¬ 
ees”  and  paying  benefits.  I 
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Automakers  Race  After 
Alleged  Cybersquatters 


Ford,  Nissan  in  domain  name  disputes 


BY  LEE  COPELAND 

Ford  motor  go.  re¬ 
cently  filed  suit  and 
won  a  temporary  in¬ 
junction  against  an 
alleged  cybersquat¬ 
ter  who  Ford  claims  attempted 
to  infringe  upon  its  trade¬ 
marks,  in  one  of  several  Inter¬ 
net  domain  name  disputes  in¬ 
volving  automakers. 

Dearborn,  Mich.-based  Ford 
contends  that  Ohio  resident 
Cory  Czech  attempted  to  sell 
52  domain  names,  including 
Ford-quality.com  and  Lincoln- 
quality.com,  on  eBay  Inc.’s 
auction  Web  site  last  month. 
The  automaker  won  a  tempo¬ 
rary  restraining  order  from  the 
U.S.  District  Court  in  Northern 
Ohio  to  halt  the  domain  name 
sales.  Ford  is  also  suing  anoth¬ 
er  individual  to  gain  the  rights 
to  www.sporttrac.com,  the  name 
of  a  Ford  utility  vehicle. 

Citing  the  federal  Anti-Cy¬ 
bersquatting  Consumer  Pro¬ 
tection  Act  passed  last  fall. 
Ford  officials  claim  that  by  at¬ 
tempting  to  hawk  the  domain 


names  on  eBay,  Czech  meets 
the  bad  faith  intent  stipulated 
in  the  act.  The  act  protects 
trademark  holders  from  indi¬ 
viduals  who  purchase  domain 
names  with  bad  faith  intent. 

Czech  also  holds  domain 
names  that  include  the  trade¬ 
marks  of  automakers  such  as 
General  Motors  Corp.  in  De¬ 
troit  and  DaimlerChrysler  in 
Stuttgart,  Germany. 

Czech’s  attorney,  Vince  Ruf- 
fa  of  Oakar  Ruffa  and  Abood  in 
Broadview  Heights,  Ohio,  de¬ 
clined  to  comment  on  the  case. 

Legal  Battles  Possible 

GM  spokeswoman  Kelly 
Cusinato  said  she  applauds 
Ford’s  “activism  in  protection 
of  its  trademarks.”  Cusinato 
said  GM  plans  to  investigate 
instances  where  it  may  be  able 
to  recover  domains  that  use 
the  company’s  trademarks. 

Bob  McAughan,  a  partner 
and  intellectual  property  attor¬ 
ney  at  Howrey  Simon  Arnold  & 
White  LLP  in  Washington,  said 
he  expects  the  anticybersquat¬ 


ting  law  to  help  resolve  domain 
name  disputes  quickly.  But  the 
law  could  also  spark  legal  bat¬ 
tles  over  Internet  trademark  is¬ 
sues  where  the  interests  of  the 
parties  aren’t  clear-cut. 

One  such  case  involves  Nis¬ 
san  North  America  Inc.  in  Gar¬ 
denia,  Calif.  In  December,  the 


company  brought  suit  against 
an  alleged  cybersquatter  to 
gain  the  rights  to  Nissan.com 
and  Nissan.net.  Unlike  in  typi¬ 
cal  cybersquatting  cases,  these 
domain  names  are  registered 
to  the  owner  of  a  business  with 
a  similar  name:  Uzi  Nissan  is 
president  of  Nissan  Computer 


Corp.  in  Raleigh,  N.C. 

Uzi  Nissan  registered  the 
names  in  1994  for  what  he  de¬ 
scribed  as  Internet  service  pro¬ 
vider  and  computer  reseller 
businesses.  Officials  for  the  au¬ 
tomaker  claim  that  the  compa¬ 
ny’s  case  meets  the  bad  faith 
provision  of  the  anticyber¬ 
squatting  act  because  Uzi  Nis¬ 
san  offered  to  sell  the  domain 
name  for  $15  million. 

But  he  contends  that  the 
high  figure  was  offered  in  jest. 
“They  want  to  crush  me  and 
get  it  for  nothing.  I  feel  that 
they  are  pressuring  me  to  give 
it  up,”  he  said.  I 


Fonl  Starts  Rrm  to  Manage  Hs  Web  Sites 


Will  serve  as  prime 
link  to  auto  dealers 


BY  LEE  COPELAND 

In  a  deal  dubbed  a  double- 
edged  sword  by  one  analyst. 
Ford  Motor  Co.  last  week 
launched  a  joint  venture  with 
Trilogy  Software  Inc.  to  create 
a  separate  firm  to  handle  the 
automaker’s  Web-related  busi- 
ness-to-business  services. 

The  new  venture  will  act  as 
Ford’s  Web  services  company, 
operating  all  of  the  automak¬ 
er’s  consumer  Web  sites  and 
serving  as  the  primary  Web  in¬ 
terface  to  more  than  6,000 


Ford  dealers.  The  ventmre  will 
use  e-commerce  software  from 
Trilogy  in  Austin,  Texas. 

Officials  said  the  still-un¬ 
named  company,  to  be  located 
in  Austin,  should  be  opera¬ 
tional  within  the  next  30  days 
and  have  up  to  300  employees 
by  year’s  end.  Dearborn,  Mich.- 
based  Ford  has  a  majority  stake 
in  the  venture. 

Rob  DeSisto,  an  analyst  at 
Gartner  Group  Inc.  in  Stam¬ 
ford,  Coim.,  said  the  venture 
could  free  Ford  from  maintain¬ 
ing  Web  services,  a  noncore 
business.  Yet  he  questioned 
whether  Trilogy  could  provide 
the  best  software  to  support 
the  venture. 


6M  to  Share  ITApps  With  Japanese  Rrms 


BY  LEE  COPELAND 

As  part  of  an  overall  drive  to 
streamline  its  information 
technology  efforts.  General 
Motors  Corp.  plans  to  share 
computer-based  car  develop¬ 
ment,  design  and  engineering 
systems  with  the  three  Japan¬ 
ese  automakers  in  which  it 
holds  equity  investments,  offi¬ 
cials  said. 

Detroit-based  GM  holds 
stakes  in  several  vehicle  manu¬ 
facturers  in  Japan,  including 
Fuji  Heavy  Industries  Ltd.  in 
Tokyo,  maker  of  the  Subaru 
line  of  vehicles;  Suzuki  Motor 
Corp.  in  Hamamatsu;  and 
Istizu  Motors  Ltd.  in  Tokyo. 

GM  spokesman  Patrick  Mor¬ 
rissey  said  the  company  is  in 
the  initial  stages  of  outlining  a 
common  design  and  engineer¬ 


ing  infrastructure  with  Fuji, 
Isuzu  and  Suzuki.  He  said  that 
GM  will  evaluate  high-end 
design  systems  and  software 
from  Unigraphics  Solutions 
Inc.  in  Maryland  Heights,  Mo. 

GM  said  that  engineers  on 
both  continents  will  be  able  to 
access  and  share  technical 
documents  remotely  once  the 
system  is  in  place. 

System  retooling  is  part  of 
an  overall  GM  initiative  called 
Consistent  Office  Environ¬ 
ment,  which  is  aimed  at 
streamlining  computer  sys¬ 
tems  and  software  to  boost 
productivity  and  lessen  train¬ 
ing  costs,  officials  said. 

A  common  computing  infra¬ 
structure  for  sharing  develop¬ 
ment,  design  and  engineering 
information  could  lead  to  sig¬ 


nificant  cost  savings  and  speed 
the  deployment  of  new  vehicle 
floor  pans,  analysts  said. 

“It  makes  a  lot  of  sense,  from 
an  efficiency  standpoint,  for 
GM  to  share  system  design 
with  [these  Japanese  automak¬ 
ers],  because  GM  does  own  a 
percentage  of  those  compa¬ 
nies,”  said  automotive  analyst 
Brad  Fox  at  AutoPacific  Inc.  in 
Tustin,  Calif.  “To  the  extent 
that  they  can  be  more  efficient, 
the  more  profitable  GM  will 
be.  As  the  leading  automaker, 
GM  gets  criticized  for  not  be¬ 
ing  more  efficient  in  how  it 
produces  vehicles.” 

Fox  said  GM  isn’t  as  produc¬ 
tive  as  its  counterparts  in  Asia. 
“[GM  is]  not  returning  [on  in¬ 
vestments]  as  highly  as  they 
could.  So  they  could  stand  to 
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trim  the  fat,”  he  said.  Fox 
added  that  GM  could  also  gain 
by  sharing  design  systems 
with  Fuji’s  Subaru  division, 
which  designs  all-wheel-drive 
systems  that  GM  hasn’t  yet 
been  able  to  deploy  in  its  pas¬ 
senger  cars.  I 


“This  deal  has  to  be  put  into 
perspective,”  he  said.  “Trilogy 
will  provide  most  of  the  tech¬ 
nology  for  them  to  be  success¬ 
ful,  but  what  Ford  is  really 
getting  with  Trilogy  is  some 
technology  that  has  significant 
gaps  in  functionality  relative  to 
other  competitors.” 

Configuration  Competition 

DeSisto  said  that  Trilogy  has 
failed  to  keep  pace  with  com¬ 
petitors  Selectica  Inc.  in  San 
Jose  and  FirePond  Inc.  in 
Waltham,  Mass.,  in  terms  of  its 
configuration  technology. 

“[These  companies]  are  fo¬ 
cused  on  different  parts  of  the 
market  with  simpler  con¬ 
figuration  problems.  Trilogy 
continues  to  dominate  the 
high  end  of  the  configuration 
market  for  large  Fortune  500 
companies,”  said  Chris  Porch, 
Trilogy  co-founder  and  CEO 
of  the  new  venture.  “There  is 
no  e-commerce  platform  that 
does  everything  that  a  Fortune 
500  company  would  need,  but 
that  is  true  for  every  vendor 
out  there.” 

The  venture  will  offer  a 
range  of  services,  including  car 
configuration  and  buying,  re¬ 
pairs,  maintenance  and  possi¬ 
bly  rental  services.  It  will  also 
pass  sales  leads  to  dealers. 

“The  big  problem  in  the  auto 
industry  is  disintermediation 
and  channel  conflict,”  said  ana¬ 
lyst  Eric  Schmitt  at  Forrester 
Research  Inc.  in  Cambridge, 
Mass.  “This  nicely  sidesteps 
that  problem  and  places  Ford 
in  the  role  of  a  central  organi¬ 
zation  that  provides  the  tech¬ 
nology  to  bring  in  dealers  at 
the  end  of  the  line.”  I 


To:  ZoneTrader.com  customers 
From:  becki@zonetracler.com 
Subject:  Top  Technology  Brands 

Every  day,  I  track  down  the  best  in  surplus  and  refurbished  business  technology  for  ZoneTrader.com:  everything 
from  hard  drives  and  monitors  to  printers  and  servers.  And  only  top-notch  brands  will  do.  You  know  what  you 
want.  It’s  my  job  to  make  sure  you  get  it. 


Always  on  the  lookout, 
Becki 
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Wireless  Meets  Web 


Wireless  2000  show  draws  heavyweights 

looking  to  get  in  on  convergence  action 


BY  MATT  HAMBLEN 

HE  CELLULAR 

phone  collides  with 
the  Web  at  Wire¬ 
less  2000  in  New 
Orleans  this  week. 

The  convergence 
of  wireless  commu¬ 
nications  and  Web 
technology  has 
rarely  been  the  fo¬ 
cus  of  such  a  big 
confab.  Such  nota¬ 
bles  as  Microsoft 
Corp.’s  Bill  Gates 
will  deliver  keynote 
addresses  to  more 
than  20,000  cellular 
industry  officials 
and  information 
technology  man¬ 
agers  from  companies  that  buy 
communications  services  and 
products. 

“We’ve  been  talking  about 
this  convergence  coming,  but 
it’s  come  like  a  vengeance  this 
year,”  said  Tom  Wheeler,  presi¬ 
dent  of  the  Cellular  Telecom¬ 


munications  Industry  Associa¬ 
tion  in  Washington,  which 
sponsors  the  show. 

“Everybody  realizes  that 
wireless  and  the  Internet  are 
the  two  hottest  technologies,” 
said  Craig  Mathias, 
a  wireless  analyst 
at  The  Farpoint 
Group  in  Ashland, 
Mass. 

Technologies  en¬ 
visioned  for  2002 
and  beyond  would 
give  mobile  work¬ 
ers  wireless  access 
to  corporate  ser¬ 
vers  and  vital  data 
via  smart  phones, 
at  speeds  many 
times  the  ciurrent 
9.6K  bit/sec. 

“The  wireless  data  industry 
is  in  its  very  early  stages,  and 
that’s  why  we’re  seeing  a  land- 
grab  going  on,”  with  large  com¬ 
panies  saying  they  will  pro¬ 
duce  wireless  Internet  prod¬ 
ucts  or  services  that  they  hope 


cellular  carriers  and  hardware 
makers  will  provide  to  users, 
said  analyst  Mark  Zohar  at  For¬ 
rester  Research  Inc.  in  Cam¬ 
bridge,  Mass. 

In  addition  to  Gates,  indus¬ 
try  luminaries  who  will  deliver 
keynotes  include  Jeff  Bezos  of 
Amazon.com  Inc.,  Michael  Ca- 
pellas  of  Compaq  Computer 
Corp.  and  Steve  Case  of  Ameri¬ 
ca  Online  Inc. 

Market  Muscle 

Analysts  said  the  presence 
of  such  companies  is  more  im¬ 
portant  than  any  product  or 
service  announcements  they 
might  plan  to  make  because  it 
shows  the  sheer  muscle  being 
exerted  in  the  market. 

For  example,  Microsoft  is 
planning  to  annoimce  wireless 
services  in  The  Microsoft  Net¬ 
work  that  mainly  affect  con¬ 
sumers,  but  the  announcement 
is  “nothing  major,”  according 
to  Zohar. 

In  preparation  for  the  show, 
Oracle  Corp.  last  week  an¬ 
nounced  OracleMobile.com,  a 
new  subsidiary  that  will  offer 
the  first  comprehensive  con¬ 
sumer  wireless  Internet  portal 


TOM  WHEELER:  Con¬ 
vergence  is  happening 
with  “a  vengeance” 


Pocket  PC  May  Help  Microsoft 
Gain  Handheld  Market  Share 


BY  MATT  HAMBLEN 

Some  analysts  say  they  expect 
the  new  Pocket  PC  handheld 
operating  system  from  Mi¬ 
crosoft  Corp.,  previewed  at  the 
CeBit  show  in  Hannover,  Ger¬ 
many,  last  week,  will  help  cut 
into  Palm  Inc.’s  80%  market 
share. 

One  of  the  biggest  reasons 
for  this  prediction  is  that 
Pocket  PC,  the  new  name  for 
the  third-generation  Windows 
CE  operating  system,  will  in¬ 
clude  a  full  Internet  Explorer 
browser,  analysts  said. 

“This  third  release  [of  Win¬ 
dows  CE]  is  a  charm,”  said  Jill 
House,  an  analyst  at  Interna¬ 
tional  Data  Corp.  (IDC)  in 
Framingham,  Mass.  She  said 
the  Internet  Explorer  browser 
will  make  it  easier  to  access 
any  Web  site  from  a  handheld 
device. 

'iTie  full-functioning  brows¬ 
er  includes  Secure  Sockets 


Layer  security  protection, 
which  could  entice  more  cor¬ 
porate  users  to  buy  the  ma¬ 
chines  for  e-commerce  uses, 
even  though  the  devices  will 
be  popular  with  consumers  as 
well,  analysts  said. 

Also,  the  design  of  the  new 
Pocket  PC  is  “sleeker,”  the  de¬ 
vice  is  easier  to  handle  and  the 
buttons  are  simpler  to  use,  said 
House,  basing  her  opinion  on 
prototypes  she  has  seen  that 
haven’t  been  made  public. 

The  Competition 

Analysts  at  IDC  and  Mobile 
Insights  Inc.  in  Mountain 
View,  Calif.,  said  they  believe 
the  Pocket  PC  will  help  Mi¬ 
crosoft  gain  market  share  from 
3Com  Corp.’s  Palm  Inc.  in  the 
next  three  years. 

IDC  said  Palm  held  83.5%  of 
the  handheld  market  in  the 
U.S.  last  year,  compared  with 
9.8%  for  Windows  CE.  In  2003, 


Handheld  Devices 

U.S.  market  share: 


■  1999  BZOOO*  *2003* 


Windows  CE/ 
Pocket  PC 


Palm  OS 

‘projected 


Pocket  PC  will  have  40%,  com¬ 
pared  with  57%  for  Palm,  IDC 
predicts  (see  chart). 

The  five  largest  companies 
building  Pocket  PC  machines 
are  Hewlett-Packard  Co.,  Casio 
Inc.  in  Dover,  N.J.,  Compaq 
Computer  Corp.,  Symbol  Tech¬ 
nologies  Inc.  in  Holtsville,  N.Y., 
and  Siemens  Communications 
Devices,  a  division  of  Ger¬ 
many’s  Siemens  AG. 

Microsoft  expects  to  release 
Pocket  PC  in  the  spring;  some 
analysts  specified  April.  I 


(see  “Oracle  Forms  Unit  to 
Launch  Wireless  Web  Content 
Portal”). 

And  Xerox  Corp.  in  Palo 
Alto,  Calif.,  last  week  an¬ 
nounced  MobileDoc,  software 
that  will  give  mobile  workers 
the  ability  to  control  and  dis¬ 
tribute  documents  on  a  corpo¬ 
rate  server  via  a  Motorola 
Corp.  pager  and  eventually 
through  Wireless  Application 
Protocol  phones. 

Alan  Reiter,  an  analyst  at 
Wireless  Internet  and  Mobile 
Computing,  a  consultancy  in 
Chevy  Chase,  Md.,  said  Proxi- 
com,  a  Web  design  firm  in  Re- 
ston,  Va.,  will  be  featured  at  a 
Wireless  2000  program  be¬ 
cause  it’s  being  asked  by  many 
large  corporations  to  design 
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portions  of  their  Web  sites  to 
make  them  accessible  via  wire¬ 
less  devices.  Such  designs  call 
for  fewer  or  no  graphics  and  re¬ 
quire  fewer  clicks  to  navigate 
through  information,  he  said.  I 


Grade  Forms  Unit  to  Launch 
Wireless  Wd)  Content  Portal 


Subsidiary  to  target 
consumers  now, 
businesses  later 


BY  CHRISTINE  McGEEVER 

Enterprise  database  power¬ 
house  Oracle  Corp.  wants  to  be 
the  company  consumers  use  to 
order  pizzas  over  the  Internet 
from  their  ceU  phones. 

Oracle  last  week  annoimced 
that  it  had  formed  a  subsidiary 
called  OracleMobile.com  and 
had  signed  business  agree¬ 
ments  with  21  consumer-ori¬ 
ented  content  providers  to 
populate  Oramobile.com,  a 
new  Internet  portal. 

“We’re  not  providing  the 
content.  We’re  bringing  con¬ 
tent  to  any  device  that  has  ac¬ 
cess  to  the  Internet,”  said 
Denise  Lahey,  president  and 
CEO  of  OracleMobile.com. 
The  portal,  which  is  operating 
now,  can  be  accessed  from 
Web-enabled  wireless  devices 
such  as  Web  phones  and  two- 
way  pagers.  It  enables  users  to 
get  stock  quotes,  make  flight 
reservations,  access  news, 
check  movie  listings  and  han¬ 
dle  other  “lifestyle  activities” 
—  as  Oracle  calls  such  tasks. 

Oracle  has  chosen  a  rocky 
time  in  the  life  of  Internet  e- 
commerce  to  pursue  consumer 
markets.  A  report  by  Forrester 
Research  Inc.  in  Cambridge 
Mass.,  asserts  that  the  overall 


e-commerce  market  will  con¬ 
solidate,  with  the  consumer 
segment  being  the  hardest  hit. 

Lahey  said  OracleMobUe. 
com  will  also  laimch  business- 
to-business  wireless  portals. 

The  portal  currently  sup¬ 
ports  only  text-based  access. 
An  agreement  with  Motorola 
Inc.,  also  announced  last  week, 
will  eventually  result  in  the  ad¬ 
dition  of  voice-recognition  ca¬ 
pabilities  to  the  portal,  but  Or¬ 
acle  didn’t  say  when  voice 
recognition  will  be  available. 

Increased  Demand 

Wireless  Web  access  is 
growing:  The  Telecommunica¬ 
tions  Industry  Association  re¬ 
ported  that  spending  on  wire¬ 
less  communications  equip¬ 
ment  totaled  $57.7  billion  last 
year,  up  17.4%  from  1998.  The 
association  predicts  that  wire¬ 
less  spending  will  reach  $86 
billion  by  2003. 

But  the  keypad-based  design 
of  phones  and  pagers  may  be  a 
barrier  to  consumer  accep¬ 
tance.  Greg  Phillips,  co¬ 
founder  of  Informative  Inc.,  a 
business  intelligence  company 
in  South  San  Francisco,  Calif., 
said  pager-based  short  mes¬ 
saging  is  an  example  of  a  useful 
application  hampered  by  a 
keypad  interface.  But  he  said 
OracleMobUe  has  chosen 
some  high-profile  consumer 
sites  that  may  overcome  that 
disadvantage.  I 
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Micronpc.com’s  e-commerce  solution  relieves 
all  of  your  major  e-commerce  headaches  with 
one  dedicated  point  of  contact.  You'll  find  the 
maximum  level  of  active  ingredients  to  put 
your  e-business  structure  in  place  (or  maintain 
a  pre-existing  one),  from  the  #1 -rated  Web-hosting  service 
for  outsourcing  your  website,  to  award-winning  hardware 
(like  the  lU  Micron  NetFRAME  4400R),  for  running  your 
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website  in-house.  And  as  the  third  largest 
provider  of  Web-hosting  services  in  the  U.S., 
we’ll  give  you  the  scalability  and  redundancy 
to  accommodate  rapid  changes  in  your 
e-business.  For  the  relief  you  need,  call,  or 


visit  micronpc.com/Rx4  today.  Warning:  Highly  customized, 
intensely  individual  attention  of  this  nature  has  been  shown 
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BRIEFS 


Wireless  at  CeBit 

Bluetooth  products  demonstrated  at 
CeBit  2000  in  Hannover,  Germany, 
last  week  included  handheld  comput¬ 
ers  from  Palm  Inc.  in  Santa  Clara, 
Calif.  Those  devices  link  wirelessly 
to  PCs  and  other  Palms  as  well  as 
NEC  Corp.  laptops  that  link  to  one 
another  using  Bluetooth  chips.  Blue¬ 
tooth  is  a  short-range  radio  technol¬ 
ogy  that's  designed  to  replace 
cables  for  device  connections. 


Northfield,  lll.-based  Kraft  Foods 
Inc.  signed  on  to  use  Mountain 
View,  Calif-based  Ariba  Inc.’s 
business-to-business  e-commerce 
and  procurement  software.  The 
companies  said  Kraft  plans  to  use 
the  Internet-based  procurement 
application  across  its  supply  chain. 


AOL  Hires  FCC  Chief 

America  Online  Inc.  has  named 
Dennis  Patrick,  former  commis¬ 
sioner  and  chairman  of  the  Federal 
Communications  Commission  (FCC), 
as  president  of  its  wireless  division. 
Patrick,  who  served  at  the  FCC  dur¬ 
ing  the  1980s,  will  oversee  AOL’s 
wireless  strategy  and  operations. 


XML  B-to-6  Platform 

Extricity  Software  Inc.  in  Redwood 
Shores,  Calif.,  announced  a  new 
XML-based  software  platform  for 
creating  business-to-business  Inter¬ 
net  trading  communities.  The  vendor 
also  said  that  three  customers  have 
signed  up  for  its  new  Alliance  for 
Net  Markets  software:  MarketFusion 
Inc.  in  San  Jose,  Need2Buy.com 
Inc.  in  Westlake  Village,  Calif.,  and 
RightFreight.com  in  New  York. 


Short  Takes 

INTELISYS  ELECTRONIC  COM¬ 
MERCE  INC.  in  New  York  and  XTRA 
ON-LINE  CORP.  in  Dallas  signed  a 
deal  that  will  give  users  of  Intelisys' 
Internet-based  purchasing  software 
desktop  access  to  travel  planning 
and  management  software  from  On- 
Line's  PowerTrip.com _ MICRO¬ 

SOFT  CORP.’s  Windows  Millennium 
Edition,  the  next  version  of  Consumer 
Windows,  will  ship  with  built-in  help 
dusk  software  from  SUPPORT.COM 
INC.  in  Redwood  City,  Calif. 
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Survey:  Manufacturers 
Stalled  by  B-to-B’s  Cost 


That  plus  complexity  of  building  secure 
system  keeps  70%  of  respondents  off-line 


BY  JAIKUMAR  VIJAYAN 

HE  COMPLEXITY 

and  cost  of  build¬ 
ing  a  secure  bus- 
iness-to-business 
e-commerce  infra¬ 
structure  is  slowing  adoption 
of  Internet  technology  in  most 
manufacturing  firms,  accord¬ 
ing  to  a  recent  survey.  But  few 
are  surprised. 

The  nationwide  poU  of 
American  industrial  firms  re¬ 
vealed  that  nearly  seven  out  of 
10  U.S.  manufacturers  aren’t 
using  e-commerce  as  a  medium 
for  business  transactions. 

The  survey  of  250  compa¬ 
nies  was  completed  earlier  this 
month  by  the  Washington- 
based  National  Association  of 
Manufacturers,  which  repre¬ 
sents  more  than  14,000  manu¬ 
facturing  companies. 

Sixty-eight  percent  of  the  re¬ 
spondents  said  their  compa¬ 
nies  aren’t  doing  transactions 
over  the  Internet.  And  though 
80%  claimed  to  have  a  Web 
site,  the  vast  majority  offer  only 


an  information  storefront  with 
no  transactional  capabilities  or 
links  to  back-end  systems. 

The  survey  also  found  that 
there  was  little  consistency 
about  who  is  accountable  for 
business-to-business  e-com¬ 
merce  ventures  within  compa¬ 
nies.  While  35%  said  their  CEO 
or  senior  management  person¬ 
nel  were  in  charge,  22% 
claimed  the  responsibility  rest¬ 
ed  with  IT  personnel,  and  10% 
acknowledged  that  no  one  was 
in  charge. 

Implementation  Gap 

“No  one  questions  the  im¬ 
portance  of  B-to-B  e-com¬ 
merce,  yet  relatively  few  man¬ 
ufacturers  are  participating  in 
it,”  said  National  Manufactur¬ 
ers  Association  President  Jerry 
Jasinowski  in  a  statement. 

The  survey  “shows  a  wide 
disparity  between  the  recogni¬ 
tion  by  business  that  the  Inter¬ 
net  is  a  vital  new  form  of  com¬ 
merce  and  the  actual  applica¬ 
tion  of  that  knowledge  by 


American  industry,”  he  said. 

“I’m  not  surprised  at  all  by 
these  numbers,”  said  Andy 
Chatha,  president  of  ARC  Ad¬ 
visory  Group  Inc.,  a  consul¬ 
tancy  in  Dedham,  Mass. 

E-commerce  for  manufac¬ 
turing  is  extremely  complex 
because  of  the  many  purchase 
combinations  and  configura¬ 
tions  involved  in  business-to- 
business  transactions,  said 
Dave  Krauthamer,  director  of 
information  technologies  at 
Advanced  Fibre  Communica¬ 
tions  Inc.,  a  Petaluma,  Calif., 
manufacturer  of  telecommuni¬ 
cations  equipment. 

For  example,  while  it  is  rela¬ 
tively  simple  to  accommodate 
online  purchases  of  single 
components  and  parts,  it  be¬ 
comes  far  more  complex  to  do 
the  same  with  orders  that 
require  custom  configurations, 
he  said.  “It’s  not  like  a  shop¬ 
ping-basket  scenario  where 
you  purchase  single  discrete 
items,”  he  added. 

“B-to-B  is  a  lot  more  com¬ 
plex,”  agreed  Chatha.  “Most 
[manufacturing  companies]  are 
just  getting  ready  here. . . .  They 
have  to  build  their  infrastruc¬ 
ture,  and  much  of  the  technol- 


Webified 
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j  How  manufacturing  compa-' 
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ogy  is  still  in  its  infancy.” 

What  appears  to  be  holding 
back  many  companies  are  un¬ 
certainties  related  to  costs  and 
seciurity,  said  Jo-Anne  Prokop- 
owicz,  an  association  spokes¬ 
woman.  Of  those  surveyed, 
more  than  50%  cited  cost  con¬ 
cerns  as  a  factor,  while  45%  said 
security  is  a  concern,  she  said. 

“Those  who  have  decided  to 
go  after  a  B-to-B  [strategy]  are 
still  figuring  out  how  to  take 
advantage  of  it,”  said  Bill  Mc- 
Spadden,  an  analyst  at  Plant- 
Wide  Research  Group  in  North 
Billerica,  Mass. 

“Some  believe  there  is  a 
significant  [financial]  risk 
involved,  while  others  are  sim¬ 
ply  not  sure  how  to  proceed,” 
he  said.  I 


Continued  from  page  1 

Logistics 

Participants  in  the  new  ini¬ 
tiative  include  Wal-Mart  Stores 
Inc.  in  Bentonville,  Ark.,  Proc¬ 
ter  &  Gamble  Co.  in  Cincinnati, 
and  J.  B.  Hunt  Transport  Ser¬ 
vices  Inc.  in  Lowell,  Ark.,  said 
Andrew  White,  a  vice  president 
at  Logility  Inc.  Logility,  an  At¬ 
lanta-based  software  vendor,  is 
also  involved  in  the  new  group. 

White  said  the  group  has  yet 
to  set  a  schedule  for  releasing 
any  collaboration  guidelines. 
But  it  plans  to  publicize  its  ef¬ 
forts  at  a  Vies  conference  in 
Chicago  in  April,  he  said. 

Simultaneously,  vendors  are 
starting  to  roll  out  Internet- 
based  applications  that  are 
supposed  to  make  collabora¬ 
tive  warehouse  and  transporta¬ 
tion  management  a  reality. 

For  example,  both  Logility 


and  San  Francisco-based  Qiva 
Inc.  this  week  plan  to  release 
software  that  lets  manufactur¬ 
ers  and  freight  carriers  interact 
via  the  Web  to  book,  schedule 
and  track  shipments. 

And  McHugh  Software  In¬ 
ternational,  a  Waukesha,  Wis.- 
based  vendor  that  shipped  a 
similar  product  last  fall  to  tie 


JUST  THE  FACTS 


Supply-Chain 

Collaboration 

VICS;  Voluntary  Interindustry  Commerce 
Standards  Association  (VICS)  -  a  group  of 
manufacturers,  retailers,  shipping  compa¬ 
nies  and  software  vendors  that  develops 
standards 

CPFR:  Collaborative  Planning,  Forecasting 
and  Replenishment  -  a  VICS  committee 
with  published  guidelines  for  forecasting 
demand  and  planning  production 

CTM:  Collaborative  Transportation  Man¬ 
agement  -  a  new  group  within  VICS  that  de¬ 
fines  guidelines  for  supply-chain  execution 


manufacturers  to  carriers,  is 
expected  to  armounce  plans 
next  month  to  expand  its  soft¬ 
ware  to  support  manufacturing 
subcontractors  and  third-party 
warehousing  firms. 

MSAS  Global  Logistics,  a 
U.K.-based  freight  carrier,  and 
four  other  European  shipping 
companies  have  jointly  signed 
up  to  use  Qiva’s  software  to 
share  truck  shipment  data. 

The  companies  are  rivals, 
but  they  often  handle  different 
legs  of  a  shipment,  said  Andre 
Haket,  an  information  technol¬ 
ogy  director  at  MSAS.  And 
manufacturers  want  to  be  able 
to  track  goods  through  the 
entire  supply  chain,  he  added. 

“We’re  not  on  our  own  any¬ 
more,”  Haket  said.  “We  all  have 
a  piece  of  the  jigsaw  puzzle, 
but  it’s  important  that  we  know 
about  all  of  the  information.” 

But  collaboration  isn’t  easy, 
Haket  warned:  It  took  the  five 
companies  nearly  18  months  to 


agree  to  work  together  and 
then  to  iron  out  the  details. 

John  Fontanella,  an  analyst 
at  AMR  Research  Inc.  in 
Boston,  said  transportation 
management  is  still  a  manual 
job  for  many  users.  Using  the 
Web  to  coordinate  shipments 
could  help  freight  carriers  do  a 
better  job  of  making  sure  they 
have  trucks  ready  when  manu¬ 
facturers  need  them,  he  said. 

Wickes  Furniture  Inc.,  a  fur¬ 
niture  retailer  in  Wheeling,  Ill, 
hopes  to  use  Logility’s  new 
software  and  a  companion 
collaborative  planning  applica¬ 
tion  to  reduce  delivery  times 
and  improve  customer  service 
in  its  stores. 

Being  able  to  tell  buyers 
when  an  item  will  arrive  from 
a  manufacturer’s  warehouse 
“is  our  ultimate  goal,”  said  Ken 
Maher,  a  vice  president  at 
Wickes.  It  plans  to  follow  the 
guidelines  set  by  VICS  to  help 
make  that  happen,  he  said.  I 
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Computer  Associates.  That’s  who. 

CA  is  one  of  the  industry's  leading  vendors  of  tools  for  DB2 
for  OS/390,  and  is  a  true,  one-stop  shop  for  ail  of  your  IT 
needs.  CA  has  a  broad  range  of  solutions  that  enable  you  to 
manage  your  applications  and  maximize  the  return  on  your 
DB2  investment  in  Performance  Management  and  Analysis, 
Database  Administration,  Data  Availability,  Backup  and 
Recovery,  and  Application  Development. 

CA  provides  proven  solutions  for  DB2,  that  will  ensure 
successful  implementation  and  management  of  all  of  your 
business-critical  applications,  including  third-party  ERP 


applications  running  on  DB2  for  OS/390. 
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CA  Solutions  for  DB2  for  OS/390  give  you  complete  control  of  your  mission-critical 
information. 


li/S\W  CA  Rescue 
Program 


CA  recently  completed  its  port¬ 
folio  of  DBA  tools  by  adding  IMS 
database  solutions  to  its  product 
portfolio.  Don’t  be  held  hostage  by 
other  tool  vendors  when  CA  can  offer  a  single  vendor  solution 
across  a  multiple  database  environment,  complete  with  an 
aggressive  value  proposition,  and  conversion  services.  Just 
send  an  e-mail  to  rescueprogram@cai.com  for  information 
on  CA’s  Rescue  Program  and  your  no  obligation  product 
conversion  analysis. 

And  remember,  when  you  think  DB2,  think  CA. 
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Judge’s  Pointed  Queries  to 
Microsoft  Buoy  DOJ  Hopes 


Court  makes  comparison  to  Standard  Oil 
antitrust  case;  verdict  may  come  soon 


BY  PATRICK  THIBODEAU 

WASHINGTON 

ITH  CLOS¬ 
ING  argu¬ 
ments  in  the 
Microsoft 
Corp.  anti¬ 
trust  trial  over,  it’s  now  up  to 
Judge  Thomas  Penfield  Jack- 
son  to  issue  a  verdict.  And 
he  did  little  last  week  to  dispel 
the  expectation  that  he  will 
come  down  hard  on  the  soft¬ 
ware  giant. 

Jackson  asked  numerous 
questions  of  both  sides  but  was 
particularly  tough  on  Mi¬ 
crosoft.  Government  attorneys 
are  clearly  anticipating  a 
strong  verdict  in  their  favor 
and  say  they  plan  to  ask  for 
severe  sanctions. 

“Remedies  have  to  be  drastic 
and  far-reaching,  because  the 
findings  of  this  conduct  and 
predatory  practices  are  so  seri¬ 
ous  and  significant,”  said  At¬ 


torney  General  Richard  Blu- 
menthal  of  Connecticut,  one  of 
19  states  that  brought  the  case 
against  Microsoft. 

Jackson  may  move  quickly  to 
issue  a  verdict.  He  has  kept  the 
trial  on  a  fast  track,  limiting 
witnesses  to  speed  the  process. 
He  released  his 
more  than  200- 
page  findings  of 
fact  in  Novem¬ 
ber,  less  than 
two  months  after 
attorneys  com¬ 
pleted  the  first 
set  of  closing  ar¬ 
guments. 

Most  telling 
about  what  the 
future  may  hold 
for  Microsoft 
came  when  the  judge  com¬ 
pared  the  company’s  power 
over  its  operating  system  with 
the  power  John  D.  Rockefeller 
once  had  over  oil,  citing  the  fa¬ 


mous  1911  Standard  Oil  case. 
The  courts  decided  to  break  up 
Standard  Oil,  and  attorneys  for 
the  government  are  consider¬ 
ing  the  same  remedy  for 
Microsoft. 

“Mr.  Rockefeller  had  fee 
simple  control  over  his  oil,” 
said  Jackson,  using  a  term  that 
describes  complete  or  unlimit¬ 
ed  control  over  property.  “I 
don’t  see  the  distinction.” 

The  judge’s  mention  of  the 
Standard  Oil 
case  under¬ 
scored  govern¬ 
ment  arguments 
that  antitrust 
laws  developed 
to  handle  manu¬ 
facturing  also 
apply  to  so- 
called  new-econ- 
omy  companies. 

David  Boies, 
the  lead  govern¬ 
ment  attorney, 
offered  a  litany  of  antitrust  vio¬ 
lations  against  Microsoft,  such 
as  making  inducements  and 
threats  to  competitors.  He  as¬ 
sured  Jackson  that  a  verdict 


against  Microsoft  would  pass 
the  ultimate  legal  test. 

“Try  to  imagine  the  U.S. 
Supreme  Court  ruling  that 
these  cases  do  not  violate  the 
antitrust  laws,”  Boies  said  to 
the  judge.  “It’s  impossible  to 
imagine.” 

But  while  John  Warden,  Mi¬ 
crosoft’s  chief  trial  attorney, 
argued  that  Microsoft  didn’t 
violate  any  law,  he  also  said  the 
industry  has  rapidly  changed 
since  this  case  was  brought, 
and  he  warned  that  the  wrong 
decision  could  endanger  U.S 
economic  prosperity. 

“The  success  of  this  industry 
. . .  is  by  common  acknowledg¬ 
ment  the  engine  that  has  dri¬ 
ven  the  nation’s  unprecedent¬ 
ed  economic  expansion,”  War¬ 
den  said. 

Arguments  Questioned 

Jackson  appeared  particular¬ 
ly  critical  of  Microsoft’s  legal 
arguments  that  copyright  law 
gives  it  control  over  how  PC 
makers  can  use  the  Windows 
operating  system,  telling  War¬ 
den  that  he  had  problems  with 


GOVERNMENT  AHORNEY 
David  Boies  (left)  said  Mi¬ 
crosoft  is  violating  antitrust 
laws,  while  Microsoft  attor¬ 
ney  John  Warden  said  a  de¬ 
cision  against  the  company 
could  hurt  the  economy 


Staffing  Woes  Spur  ASP  Use 


Application  helps  IT 
manage  outsourcing 

BY  MARK  HALL 

The  information  technology 
talent  crunch  has  increased  the 
pressure  on  CIOs  to  use  more 
outside  professional  services. 
Managing  those  services  has 
become  yet  another  challenge. 

According  to  a  study  con¬ 
ducted  by  Stamford,  Conn.- 
based  Gartner  Group  Inc., 
growth  in  IT  professional  ser¬ 
vices  will  more  than  double 
between  1998  and  2003  in 
every  category  —  from  data 
center  operations  to  help  desk 
functions. 

Gartner  also  concluded  that 
outsourcing  even  senior-level 
responsibilities,  such  as  IT 
planning  and  management, 
will  double  during  the  same 
period.  By  2002,  the  researcher 


said,  as  much  as  50%  of  all  IT 
operations  for  $1  billion  and 
larger  enterprises  will  be  han¬ 
dled  by  contract  workers. 

At  Limited  Technology  Ser¬ 
vices,  a  wholly  owned  sub¬ 
sidiary  of  The  Limited  Inc.,  a 
$10  billion  retailer  based  in 
Columbus,  Ohio,  recruiting, 
retaining  and  developing  em¬ 
ployees  is  the  No.  1  IT  problem. 
Group  CIO  Tom  McFadden 
said  he  employs  outside  con- 
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sultants  for  specific  projects 
“and  to  fill  skills  gaps.”  He  uses 
a  variety  of  professional  ser¬ 
vice  providers,  depending  on 
his  needs. 

Outsourcing  Application 

To  manage  contractors, 
McFadden  turned  to  applica¬ 
tion  service  provider  Mir- 
roneX  Technologies  Inc.  in 
Princeton,  N.J. 

The  company’s  mxConnect 
online  application  lets  McFad¬ 
den  have  a  single  view  of  the 
status  of  all  his  outside  profes¬ 
sional  resources.  He  can 
look  at  time  and  attendance 
records,  expenses,  worker  per¬ 
formance  and  billing  details. 

When  The  Limited  needs 
new  resources,  his  staff  sub¬ 
mits  a  requisition  to  MirroneX, 
and  the  software  automatically 
forwards  approved  requests  to 
all  outsourcing  providers.  Be¬ 
cause  they’re  in  a  competitive 
bidding  situation,  his  talent 
suppliers  are  much  more  re¬ 
sponsive,  McFadden  said.  In 
addition,  no  matter  how  many 


agencies  he  uses,  he  gets  only 
one  invoice. 

RHI  Consulting  Inc.  in  Men¬ 
lo  Park,  Calif.,  which  special¬ 
izes  in  IT  contract  profession¬ 
als,  hasn’t  done  business  with 
an  application  service  provider 
like  MirroneX,  according  to 
company  spokesman  Joel  Dib¬ 
ble.  “But  the  staffing  industry 
is  moving  in  that  direction,” 
he  said.  Dibble  said  RHI 
has  encountered  clients  that 
automate  their  own  consultant 
management  operations 
through  portals  or  extranets. 

Despite  the  difficulties  in 
hiring  IT  staff,  some  compa¬ 
nies  resist  using  outside  con¬ 
tractors.  Tom  Sikyta,  senior  di¬ 
rector  of  technical  services  at 
Carlson  Hospitality  World¬ 
wide,  a  global  hotel  and  cruise 
business  based  in  Omaha,  said 
he  tries  to  avoid  using  outside 
help. 

“I  think  the  value  of  consul¬ 
tants  is  that  they  can  get  you 
into  a  technology  real  quickly,” 
Sikyta  said.  “But  long  term, 
they’re  expensive.”  I 
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the  company’s  arguments. 

But  Jackson  questioned  the 
government  about  its  claim 
that  Microsoft  illegally  tied  its 
browser  to  its  operating  sys¬ 
tem.  A  1998  appeals  court  rul¬ 
ing  said  Microsoft  could  legal¬ 
ly  integrate  its  browser  with  its 
operating  system. 

“The  questions  to  Boies 
have  their  own  troubling  quali¬ 
ties  for  the  government,”  said 
George  Washington  University 
law  professor  William  Kovacic. 

Neither  side  would  offer  any 
details  about  the  ongoing  set¬ 
tlement  talks,  but  sources 
close  to  the  talks  aren’t  opti¬ 
mistic  that  a  settlement  will  be 
reached. I 


Highlights  of  the  Microsoft 
antitrust  investigation: 

1993 

Department  of  Justice  (DOJ) 
starts  investigating  Micro¬ 
soft  for  anticompetitive 
practices 

1994  . 

DOJ,  Microsoft  sign  consent 
decree  outlawing  restrictive 
licenses  with  PC  makers 

1995  . 

Judge  Thomas  Penfield 
Jackson  approves  consent 
decree 

1996  . 

DOJ  investigates  Microsoft 
for  allegations  of  consent 
decree  violations 

1997  . 

Jackson  issues  preliminary 
injunction  requiring  Mi¬ 
crosoft  to  unbundle  Internet 
Explorer  from  Windows  95 

1998  . 

■  January:  Microsoft  signs 
agreement  allowing 
licensees  to  install  Windows 
95  without  Internet  Explorer 
desktop  icon 

■  May:  Appellate  court  rules 
that  injunction  doesn’t  apply 
to  Windows  98;  DOJ  and  20 
states  slap  Microsoft  with 
antitrust  suit 

■  June:  Appellate  court  over¬ 
turns  Windows  95  prelimi¬ 
nary  injunction 

■  October:  Trial  begins 

1999  . 

■  September:  First  set  of  clos¬ 
ing  arguments  presented  to 
Jackson 

■  November  Jackson  issues 
“findings  of  fact”  in  case 

2000  . 

February  23:  Sides  give  final 
arguments 
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Chris  Dressier,  Senior  Program  Manager,  NORDSTROMshoes.com 

“So  the  challenge  here  was  knowing 
the  speed  of  how  quickly  we  had  to  bring 
shoe  vendors  oniine.” 


“We  went  from  6  to  10  to 
20  vendors  and  we’re 
continuing  down  that  road.” 


“So  how  do  we  rapidly  do 
the  development  to 
make  all  this  happen?” 
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Built  on  the  Microsoft®  Windows®  DNA  platform  using: 


Visual  Studio®6.0 
Windows  NT® Server  4.0 
SQL  Server™  7.0 
Site  Server  3.0,  Commerce  Edition 

Also  used: 
Smith-Gardner  MACS 
Taxware  Internet  Tax  System 


To  find  out  how  Chris  and  his  team  built 
NORDSTROMshoes.com,  go  to:  www.SHOEstory.com 


Where  do  you  want  to  go  today? 


V‘ 


“Tools  like  Microsoft  Visuai  InterDev  and 
Visuai  Basic,  iaid  on  top  of  Windows  DNA,  aiiowed 
us  to  bring  this  site  to  market  quickiy.” 
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Exchange  2000  Will 
Boost  E-mail  Services 


Jasper  will  expand  NetMeeting’s 

scalability  and  conferencing  features 


BY  LEE  COPELAND 

N  A  MOVE  designed  to 
beef  up  its  e-mail  add-on 
services,  Microsoft  Corp. 
last  week  announced 
plans  to  deliver  a  new 
conferencing  server  that  will 
run  on  Exchange  2000  later 
this  year. 

The  conferencing  server, 
code-named  Jasper,  will  allow 
users  to  schedule  and  partici¬ 
pate  in  video,  voice  and  data 
conferences  over  a  WAN  or 
LAN  or  the  Internet.  From  a 
specially  allocated  Web  ad¬ 
dress,  users  will  be  able  to 
share  whiteboards  and  desktop 
applications  from  a  standard 
browser. 

Microsoft  officials  developed 
the  server  from  technology 


acquired  from  Boston-based 
Flash  Communications  Inc. 
two  years  ago.  It  adds  to  Mi¬ 
crosoft’s  free  point-to-point 
conferencing  tool,  NetMeeting. 

“The  conference  server  is 
the  industrial  realization  of 
NetMeeting,”  said  analyst  Dan 
Rasmus  at  Giga  Information 
Group  Inc.  in  Cambridge, 
Mass.  “Despite  its  popularity, 
because  it  was  free  and  in¬ 
cluded  in  Microsoft’s  install 
package,  NetMeeting  was 
never  a  robust  solution,  al¬ 
though  it  was  a  good  example 
of  how  video  and  audio  could 
evolve.” 

Eric  Hewlett,  a  senior  sys¬ 
tems  engineer  at  Bank  One 
Corp.  in  Chicago,  uses  Net- 
Meeting  and  would  consider 


Microsoft’s  new  server  to  cut 
travel  time  and  costs. 

“We  do  not  use  NetMeeting  a 
whole  lot  now,  mainly  because 
it’s  not  available  on  a  server,” 
he  said.  “The  most  effective 
way  to  [host  a  conference] 
would  be  on  its  own  server.” 

Microsoft  plans  to  ship  the 
conference  server  along  with 
Exchange  2000  at  midyear. 
The  new  server  requires 
Exchange  2000  for  security, 
user  authentication  and  log-in 
and  for  access  to  Microsoft’s 
global  directory,  Active  Direc¬ 
tory.  However,  unlike  Ex¬ 
change  2000,  the  conferencing 
server  isn’t  integrated  with  Ac¬ 
tive  Directory  and  therefore 
requires  separate  user  identifi¬ 
cation,  Rasmus  noted. 

While  video  and  data  con¬ 
ferencing  have  yet  to  gain  wide 
corporate  acceptance,  corpo¬ 
rations  still  want  to  find  an 
alternative  to  the  high  costs  of 


in-person  meetings  and  tele¬ 
conferencing,  said  Joyce  Graft, 
an  analyst  at  Gartner  Group 
Inc.  in  Stamford,  Conn.  Mi¬ 
crosoft  officials  said  the  con¬ 
ference  server  could  handle 
10,000  concurrent  users. 

But  Graft  estimates  a  much 
lower  scalability  range.  “Mi¬ 
crosoft  numbers  are  typically 
very  high,”  he  said.  “We  usual¬ 
ly  divide  them  by  two  or  three 
because  they  tend  to  define 
scalability  under  very  unlikely 
parameters.” 

Microsoft  officials  said  the 
server  also  contains  a  feature 
that  will  allow  an  information 
technology  manager  to  control 
the  amount  of  bandwidth  allo¬ 
cated  to  a  conference.  I 


NetMeeting 

Exchange  2000  Conferencing 
Server  offers: 

■  Support  for  T120  and  H323 
conferencing  protocols 

■  Multicast  video,  voice  and 
data  conferencing 

■  Separate  server  requiring 
Exchange  2000 


Healtheon/WebMD  Acquires  Two  Rivals 


Analysts  raise 

integration  issues 

BY  JULEKHA  DASH 

Internet  health  care  company 
Healtheon/WebMD  Corp. 
spent  more  than  $5  billion 
this  month  purchasing  some 
major  rivals.  The  moves  re¬ 
newed  analysts’  questions 
about  whether  the  Atlanta- 
based  company  can  handle  the 
technology  challenges  of  inte¬ 
grating  disparate  systems  from 
its  numerous  acquisitions. 

The  most  recent  deals  an¬ 
nounced  Feb.  14  included  Seat¬ 
tle-based  OnHealth  Network 
Co.  for  more  than  $300  million 
in  stock,  as  well  as  Medical 
Manager  Corp.  and  its  sub¬ 
sidiary,  Carelnsite  Inc.,  for 
about  $5  billion  in  stock.  Both 
companies  are  based  in  Elm¬ 
wood  Park,  N.J. 

All  the  acquisitions  are  likely 
to  he  completed  by  midyear. 

By  purchasing  Carelnsite, 
Healtheon  will  eliminate  the 
“the  only  competitor  of  note 


left  on  the  scene,”  said  Clau- 
dine  Singer,  a  health  care  ana¬ 
lyst  at  New  York-based  Jupiter 
Communications  Inc. 

Since  December,  Healtheon 
has  made  at  least  two  other 
major  acquisition  announce¬ 
ments  (see  chart)  and  several 
strategic  alliances  that  require 
technology  changes.  The  al¬ 
liances  include  a  partnership 
with  San  Diego-based  Medi- 
buy.com  Inc.  to  create  an 


e-commerce  procurement  so¬ 
lution  for  physicians,  and  an 
agreement  to  complete  more 
than  50  million  electronic 
pharmacy  transactions  for 
CVS  Corp.  in  Woonsocket,  R.I. 

Despite  its  spate  of  acquisi¬ 
tions,  Healtheon  still  faces 
a  formidable  competitor  — 
“physician  inertia,”  Singer  said. 
Only  10%  of  the  estimated  30 
billion  health  care  transactions 
are  conducted  electronically, 


and  Singer  estimated  that  80% 
to  90%  of  all  physicians  still 
don’t  use  the  Internet  to  con¬ 
duct  transactions. 

With  so  many  acquisitions 
and  alliances,  another  big  chal¬ 
lenge  for  Healtheon  will  be 
to  “keep  track  of  everyone,” 
said  Mark  Anderson,  a  vice 
president  at  Stamford,  Conn.- 
based  Meta  Group  Inc. 

“It’s  not  an  easy  task,”  to  in¬ 
tegrate  various  systems  of  ac¬ 
quired  companies,  said  John 
Runningen,  vice  president  of 
investor  relations  at  Healtheon. 
But  Runningen  said  he  was 
confident  that  Healtheon’s 
1,700-plus  engineers  can  tackle 
the  task  of  integration.  “We 
have  a  lot  of  manpower  to 
make  it  happen,”  he  said. 

Many  health  care  providers 
and  bill  payers  connect  to 
Healtheon  via  private  net¬ 
works,  not  via  the  Internet, 
which  is  the  preferred  method. 
“You  can’t  convert  legacy  sys¬ 
tems  overnight,”  said  Pavan 
Nigam,  Healtheon’s  chief  tech¬ 
nology  officer.  Nigam  added 
that  the  company  wouldn’t 
pressure  health  care  providers 
to  upgrade  systems,  but  it 
would  let  “market  pressures 
prod  institutions.”  ► 


Recent  Healtheon  Acquisitions 


WHEN 

[  WHO 

1  WHAT 

AMOUNT 

FEBRUARY 

OnHealth  Network 

Consumer 
health  site 

$300M 

Medical  Manager 

Carelnsite 

=  Physician 
management 
Internet-based  ; 
healthcare 

$5B  for  both 
acquisitions 

JANUARY 

Envoy 

EDI  claims 
transactions 

$2.5B 

DECEMBER 

Kinetra,  a 
joint  venture 
between  EDS 
and  Eli  Lilly 

Electronic 
;  clinical 
■  transactions 

$300M* 

'Includes  cost  ol  marketinq  and  developnwnt  partnership 
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Reverse 
Auction  Cuts 
Training  Cost 

BYUULEKHA  DASH 

A  new  reverse-auction  service 
offered  on  a  training  portal 
could  lower  customers’  costs 
by  as  much  as  one-third,  obser¬ 
vers  said. 

RFP  Exchange,  launched 
earlier  this  month  by  Train- 
ingNet  Inc.  in  Billerica,  Mass., 
functions  like  an  online  match¬ 
making  service  for  buyers 
seeking  training  solutions.  Us¬ 
ing  RFP  Exchange,  users  can 
specify  training  requirements, 
such  as  how  many  people  need 
to  be  trained  and  their  budgets 
and  schedules.  Within  a  day 
or  two,  the  user  receives  a  list 
of  vendors  that  matches  his 
criteria  with  a  comparison  of 
vendors’  prices  and  features. 

Harold  Cypress,  national  di¬ 
rector  for  knowledge  delivery 
at  San  Francisco-based  De- 
loitte  &  Touche,  said  this  kind 
of  reverse-auction  service 
could  save  him  the  several  days 
it  normally  takes  to  identify 
and  contact  training  vendors 
individually. 

Over  time,  RFP  Exchange 
may  cut  the  cost  of  acquiring 
and  identifying  training  ven¬ 
dors  by  as  much  as  one-third, 
as  vendors  lower  their  costs 
to  compete.  Cypress  said.  He 
acknowledged  that  commodity 
products  such  as  training 
videos  and  CD-ROMs  will  be 
more  affected  in  price  than 
training  consulting  services. 
Cypress  used  TrainingNet  two 
months  ago  to  develop  an  elec¬ 
tronic-business  curriculum  for 
1,600  Deloitte  &  Touche  con¬ 
sultants. 

Cushing  Anderson,  an  ana¬ 
lyst  at  International  Data  Corp. 
in  Framingham,  Mass.,  said 
that  while  reverse  auctions 
have  emerged  in  other  indus¬ 
tries,  it  was  a  new  develop¬ 
ment  for  the  training  market. 

Clark  Aldrich,  an  analyst  at 
Stamford,  Conn.-based  Gartner 
Group  Inc.,  said  he  expects  this 
type  of  matching  service  to 
heighten  competition  in  the 
training  industry  and  to  “in¬ 
crease  pressure  on  vendors  to 
differentiate  [products]  signif¬ 
icantly  enough  to  create  brand 
loyalty.”  I 


FRS  Power 
Availability  Kit 

that  wfl  help  you  solve 
your  enterprise  power 
protection  proUems. 

Just  mail  or  fax  this  completed  coupon  or 
contact  APC  for  your  FREE  Power  Availability  Kit. 
Better  yet,  order  it  today  at  the  APC  Web  site! 

http'J/promo.apcc.com  *^”828?^ 

'  (888)  289-APCC  x1386  •  FAX:  (401)  788-2797 


Legendary  Reliability" 


□  YES!  Please  send  me  my  FREE 

Power  Availability  Kit. 

□  NO.  I'm  not  interested  at  this  time  but 

please  add  me  to  your  mailing  list. 


Name: _ 

Title: _ _ _ Company:  _ 

Address: _ 

City/Town: _ _ _ State: _ Zip: 
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Brand  of  UPS  used? _ ^ _ 

Brand  of  PC  used?  _ 

Brand  of  Servers  used? _ 


Country 
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# 
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is  only 
its  power 


APC  Symmetra®  Power  Array"*: 

N+1  redundancy  for  100%  uptime 

Data  access  is  critical  to  both  your  internal  and  external 
customers.  Now  that  applications  like  messaging,  Web 
integration  and  E-commerce  are  deemed  mission-critical, 
losing  power  to  your  storage  and  processors  is  not  an  option. 

You  need  to  be  ready  for  the  unexpected.  APC's  Symmetra 
Power  Array  is  the  single  most  highly  available  UPS  in  the 
marketplace.  Since  power  problems  are  the  leading  cause  of 
downtime,  make  sure  you're  prepared. 

Consider  how  Symmetra  protects  your  business: 

•  N+1  redundancy  design  assures  continuous  availability  - 

If  a  module  fails,  the  others  instantly  begin  supporting  the 
full  load. 

•  Scalable  power  -  Additional  4  kVA  modules  can  be  added  to 
expand  to  16  kVA  of  power  capacity  (4  unit  frame  is  expand¬ 
able  to  8  kVA) 

•  Serviceable  while  load  is  up  and  running  -  Additional  battery 
modules  increase  runtime  and  all  the  modules  are  hot  swap¬ 


“Not  having  a  Symmetra  in  place  would  have  resulted  in  lost  data, 
corrupted  hard  drives  and  lost  time  to  recover.  The  Symmetra  system 
has  more  than  paid  for  itself  during  this  one  outage. " 

-  Bob  Lesher  and  Charlie  Bise,  Information  Technology,  Exel  Logistics 


Installing  or 
reconfiguring 
your  modular 
Power  Array 
couldn't  be 
any  simpler. 


Your  enterprise 
as  available  as 


pable,  meaning  no  downtime. 


APC  is  a  leader  in  the  field  of  power  availability.  Our  technology 


Now  you  can  easily  manage  power  to  your  systems. 
APC  MasterSwitch"  in  your  communications  and 
computer  racks  can  save  you  time  and  money  by 
helping  your  staff  to  manage  power  proactively. 


grows  with  your  business  and  can  help  power  protect  your 
new  applications  as  you  roll  them  out.  Contact  APC  today  and 
let  APC's  Legendary  Reliability'"  work  for  you. 


PowerView”  is  a  hand-held  control  panel  for  network 
administrators  that  configures  and  controls  UPSs  in 
rack,  computer  room,  and  datacenter  environments. 


APC  Symmetra'^  Power  Array”  was 
recently  granted  US  Patent  No.  5,982,652. 


APC 


FREE  Power  Availability  Kit 

To  order.  Visit  http://promo.apcc.com 


Legendary  Reliability' 

-  Get  Legendary  Reliability  for  your  network. 
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NEWS 

ndustry  Players  Rubbing  SbouMers  With  Power  Brokets 


BY  MARGRET  JOHNSTON 

Last  month,  an  all-star  group 
of  high-tech  executives  was  at 
the  White  House  chewing  the 


fat  with  White  House  Chief  of 
Staff  John  Podesta  when  Presi¬ 
dent  Clinton  dropped  by  unex¬ 
pectedly. 


It  was  an  indication  that 
Clinton  thought  the  executives 
—  including  Intel  Corp.  Chair¬ 
man  Andrew  Grove,  Dell  Com¬ 


puter  Corp.  CEO  Michael  Dell 
and  Hewlett-Packard  Co.  CEO 
Carly  Fiorina  —  and  their  high- 
tech  political  agenda  were 
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worthy  of  special  attention. 

The  executives  were  at  the 
White  House  to  ensure  that  the 
president  understood  their 
support  for  normalized  trade 
with  China,  and  Clinton  as¬ 
sured  them  that  early  passage 
in  the  Senate  of  the  World 
Trade  Organization  treaty  with 
China  was  also  important  to 
him,  his  press  secretary  said. 

The  encounter  illustrates  the 
ascendency  of  the  high-tech  in¬ 
dustry  in  U.S.  politics  since 
1996,  the  year  of  the  last  presi¬ 
dential  election.  These  days, 
technology  executives  turn  up 
regularly  at  the  White  House 
and  accompany  presidential 
candidates  on  the  campaign 
trail,  at  congressional  hearings 
and  at  events  where  politicians 
and  industry  leaders  mix. 

Tech  PACs,  Think  Tanks  Grow 

Equally  important,  the  num¬ 
ber  of  political  action  com¬ 
mittees  (PAC)  and  think  tanks 
representing  technology  com¬ 
panies’  interests  and  the  issues 
they  track  has  increased  signif¬ 
icantly.  PACs  are  formed  by 
special  interest  groups  and 
raise  money  for  causes  and 
politicians  apart  from  the  po¬ 
litical  parties. 

“The  technology  community 
is  getting  involved  in  politics 
because  it’s  going  to  be  essen¬ 
tial  for  their  continuing  pros¬ 
perity,”  said  Tim  Hugo,  direc¬ 
tor  of  CapNet  in  Washington. 
The  group,  formed  in  June, 
represents  high-tech  industries 
and  includes  Microsoft  Corp., 
American  Online  Inc.,  AT&T 
Corp.,  IBM  and  Oracle  Corp. 

Hugo  said  it’s  clear  to  the 
high-tech  industry  that  “if  you 
don’t  engage  government,  gov¬ 
ernment  will  engage  you,  and 
they  may  engage  you  on  a  level 
that  you  don’t  appreciate.” 

The  amount  of  money  con¬ 
tributed  by  high-tech  PACs  and 
individuals  who  work  at  high- 
tech  firms  has  also  grown  con¬ 
siderably  since  the  last  presi¬ 
dential  election.  Figures  com¬ 
piled  by  the  Center  for  Respon¬ 
sive  Politics  (CRP)  in  Washing¬ 
ton  show  that  high-tech  donors 
gave  about  $348,000  to  presi¬ 
dential  candidates  from  Janu¬ 
ary  to  September  1995 . 

In  the  same  period  last  year, 
contributions  to  presidential 
candidates  more  than  tripled, 
to  $1.3  million,  CRP  figures 
show.  Republicans  received 
about  $841,000  of  the  total.  I 


42  sites  to  upgrade. 


Understaffed. 


Overloaded. 


14  states  to  cover. 


10  days  to  make  it  happen 


Let’s  face  it  -  sometimes 


CIOs  and  IT  managers  need 


help.  COMSYS  can  augment 


your  staff  for  any  size 


project,  or  provide  complete 


project  management  for 


special  initiatives.  And  with 


more  than  30  offices  nation¬ 


wide,  we  have  the  skilled 


people  you  need,  where 


and  when  you  need  them, 


For  help  with  everything 


from  legacy  systems  to 


e-commerce,  call  COMSYS 


at  877-6COMSYS,  or  visit 


www.comsys.com.  See  why 


129  of  the  Fortune  500 


companies  have  already 


made  the  call. 
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Johnston  writes  for  the  IDG 
News  Service  in  Washington. 


Your  enterprise  is 
as  available  as  its 


APC  Silcon®DP300E:  an  efficient  cost 
effective,  high-kVA  3-phase  solution 

As  your  business  grows  and  you  consolidate  your  datacenter, 
our  new  line  of  high-end  3-phase  UPSs  will  accommodate 
your  growth  and  provide  you  with  the  Legendary  Reliability™ 
you  require  for  continued  success  in  a  high-availability  world. 

APC's  revolutionary  Delta  Conversion  On-line™  technology 
offers  reduction  in  energy  loss  and  associated  operating  costs 
by  a  factor  of  four.  It's  also  the  most  efficient  3-phase  engine  in 
the  market,  with  efficiencies  higher  than  95%.  One  look  at 
Delta  Conversion  On-line  will  forever  change  the  way  you 
think  about  3-phase  power  protection. 

•  Service  and  Support  -  All  APC  3-phase  products  are  backed  by 
APC's  Global  Services  Organization.  Whether 
you  require  facility  audit  services,  installation 
and  start-up  services,  power  integration  servic¬ 
es,  or  maintenance  and  support  services,  APC's 
Global  Services  Organization  is  ready  to  assist. 


The  APC  DP  Series  UPSs  received  the  1999 
PC  Magazine  Award  for  Technical  Excellence. 


"The  installed  APC  Silcon  UPS  systems  have  not  only  met  but 
also  exceeded  our  expectations.  The  sinusoidal  input  cur¬ 
rent  eliminates  the  problem  of  input  harmonics." 

-  Peter  Nikonowitsch,  Engineering  Manager,  Hitachi  Semiconductor 


•  Uptime/scalability  -  Scalability  to  over  4  MW  assures  redun¬ 
dancy  and  constant  uptime  over  many  years.  Starting  at 
lOkVA,  all  units  can  easily  and  cost-effectively  be  configured 
in  parallel  redundant  mode. 


Manageability  -  Enterprise  users  of  Tivoli,  CA  Unicenter  and 
HP  OpenView  management  platforms  can  easily  integrate  the 
monitoring  of  all  APC  3-phase  and  single-phase  devices. 
APC's  popular  PowerChute®  Network  Shutdown  software 
allows  3-phase  management  from 
a  Web  browser  interface. 


Tivoli 


Find  out  today  why  customers  rely  on  APC  as  their  solutions 
provider  of  choice  for  high-end  datacenter,  facilities  and 
networking  power  protection  requirements.  Our  technology 
grows  with  your  business  and  can  help  power  protect  your 
new  applications  as  you  roll  them  out.  Contact  APC  today 
and  let  APC's  Legendary  Reliability  work  for  you. 

APC 

Legendary  Reliability  ' 


FREE  Power  Availability  Kit  -  Get  Legendary  Reliability  for  your  network. 

To  order:  Visit  http://promo.apcc.com  Key  Code  r827z  •  Call  888-289-APCC  xl385  •  Fax  401  -788-2797 
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SPECIAL  ADVERTISING  SECTION 


What  is  Windows  2000  Advantage? 

Windows  2000  Advantage  is  the  partnership  among  Microsoft, 
Compaq  and  Computerworld  Enterprise  Business  Solutions  to 
inform  IT  leaders  about  Windows  NT  and  Windows  2000  technol¬ 
ogy  by  providing  timely,  useful  information  —  in  print  and  online 
—  for  planning  and  deploying  Windows  NT  and  Windows  2000 
with  Compaq  services  and  solutions. 


ndows  2000 


Online  This  Week 


Subscriber  survey  reveals 
consistent  Win  2000  approval 

According  to  a  survey  of  Windows  2000  Advantage  sub¬ 
scribers,  on  the  eve  of  Windows  2000's  introduction,  the 
new  operating  system  is  already  considered  a  mission- 
critical  product  by  50%  of  respondents,  even  though 
many  of  them  have  yet  to  use  it. 


Compaq  helps  users  migrate 

Compaq  offers  an  array  of  services  to  help  customers 
get  ready  for  the  installation  of  Windows  2000.  The  serv¬ 
ices  were  developed  based  on  the  company’s  own 
experience  with  Windows  NT,  its  relationship  with 
Microsoft  and  its  own  internal  rollout  of  Windows  2000. 


Microsoft:  Win  2000  is  its  most 
secure  operating  system  ever 

Speaking  at  the  RSA  2000  security  conference,  Brian 
Valentine,  vice  president  of  the  business  and  enterprise 
division  of  Microsoft,  details  all  the  effort  Microsoft 
has  put  into  making  Windows  2000  what  he  called  the 
most  secure  operating  system  the  company  has  ever 
produced. 


•?7waiiaii 


Would  you  consider  your¬ 
self  more  confident  of  your 
move  to  Windows  2000  based  on  knowledge 
you’ve  gained  from  the  Windows  2000  Advan¬ 
tage  webzine? 

Cast  your  vote  now  at 

www.Windows2000Advantaae.com. 


Check  out  ► 
the  current  results: 
Base:  297 


52% 

Yesi 


28% 
k  Don't  Know 


"^20% 

No 


Gates  trumpets  Windows 
2000  scalability,  reliability 

Compaq-powered  configuration  sets  world-record  results 

By  Bruce  Hoard 

SAN  FRANCISCO,  Feb.  17  — Bill  Gates  to  world:  Windows  2000 
scales  for  the  enterprise.  Windows  2000  is  reliable.  And  here  is  the 
audited  proof. 

In  introducing  what  he  called  “the  most  ambitious  software  project 
ever  done,”  Microsoft’s  newly  named  chief  software  architect  took 
dead  aim  at  the  critics  who  have  repeatedly  hammered  away  at 
Windows  NT  for  its  alleged  scalability  and  reliability  deficiencies.  He 
did  so  by  unveiling  the  world-record  database  benchmark  results  of 
a  recently  completed  TPC-C  test. 


Those  results  came  in  the  form  of 
227,079  order  transactions  per  minute 
achieved  with  a  system  consisting  of  Win¬ 
dows  2000  and  SQL  Server  2000  running 
on  12  Compaq  ProLiant  servers  in  a 
scale-out  configuration. 

Gates  called  the  record  rate  “enough  to 
handle  all  the  e-commerce  done  on  the 
Web  during  the  last  year  in  two  days,” 
adding,  “Our  competition  and  our  cus¬ 
tomers  will  be  amazed  by  this.” 

Gates  built  his  case  for  the  three  new 
Windows  2000  products  —  Windows 
2000  Professional,  Windows  2000  Server 
and  Windows  2000  Advanced  Server  — 
by  harkening  back  to  the  not-too-distant 
past  when  users  wanting  to  scale  up  were 
faced  with  a  technology  gap  that  forced 
them  to  choose  between  inexpensive,  but 
low-volume  PC  systems,  and  high-vol- 
ume,  and  prohibitively  expensive,  main¬ 
frame  systems. 

In  his  words,  “There  simply  was  no 
best  solution.” 

Windows  2000  closes  that  gap  by 
allowing  users  to  employ  a  software- 
based  approach  that  enables  them  to 
realize  unprecedented  performance  by 
combining  large  numbers  of  PC  servers. 
The  result  is  an  economical  total  cost  of 
operation  that  typically  produces  100% 
return  on  investment  in  only  a  year. 

Before  disclosing  the  record-breaking 
TPC-C  numbers,  Gates  described  how 
tests  conducted  by  the  independent  ZD 
Labs  dramatically  portrayed  the  reliability 
of  Windows  2000  compared  with  its  oper¬ 
ating  system  predecessors,  Windows  95 
and  Windows  NT 


11. 


Operating  under  identical  conditions, 
Windows  95  had  to  be  rebooted  after 
two  days,  while  NT  required  a  reboot 
after  a  week. 

As  for  Windows  2000,  Gates 
declared,  “We’re  at  90  days  and  still 
counting.  When  you  move  up  to  this, 
it’s  a  very,  very  different  experience.”  ► 
For  the  full  text  of  this  story,  visit 
WWW.  Wi  ndows2000Advantage.com . 


Gates  called  the 
record  rate 
enough  to  handle 
all  the  e-commerce 
done  on  the  Uteh 
during  the  last 
year  In  two  days, 
adding,  "Our  com¬ 
petition  and  our 
customers  will  he 
amazed  hy  this. 


rr 


II 


SPECIAL  ADVERTISING  SECTION 


ADVANTAGE 


The  Web  Magazine  for  nlt^ders#  ' 
Implementing  Window^  NT^arid  Win^^ 

2000  with  Compaq  Services  and  Solutbns 


^  Windows  2000  Conference  &  Expo 

Capellas  outlines  Internet, 
e-business  strategies 


of  View 


By  Bruce  Hoard 
SAN  FRANCISCO,  Feb.  14  — 
Saying,  “We  are  committed  to  a 
world  of  interoperability,”  Michael 
Capellas,  president  and  CEO  of 
Compaq  Computer,  unveiled  an 
array  of  initiatives  designed  to 
position  Compaq  as  a  leader  in 
the  rapidly  evolving  world  of  the 
Internet  and  e-business. 

Capellas  made  it  clear  that  by 
introducing  concepts  such  as  its 
ProLiant  “eGeneration”  strategy 
for  empowering  e-business,  the 
company  is  bypassing  narrow 
point  solutions  in  favor  of  a  com¬ 
prehensive  approach  that  will 
competitively  position  its  cus¬ 
tomers  in  the  Internet  economy. 

Built  on  a  three-phase  foundation,  the 
eGeneration  strategy  leverages  Compaq’s 
expertise  in  meeting  the  rapidly  expanding 
needs  of  e-business  customers  who  must 
support  massive  numbers  of  users  simul¬ 
taneously  accessing  huge  amounts  of 
data. 

Phase  1  began  with  the  launch  of  Com¬ 
paq’s  8-processor  ProLiant  servers  in 
August  1 999.  It  also  included  the  incorpo¬ 
ration  of  leading-edge  technologies  such 
as  multiterabyte  storage,  hot  plug  capabili¬ 
ties  and  lights-out  remote  management 
capabilities. 

Compaq  will  accelerate  Phase  2  by 
complementing  ProLiant  8-way  platforms 
with  the  delivery  of  32-way  servers  based 
on  the  Unisys  Cellular  Multi  Processing 
(CMP)  architecture  beginning  in  the  sec¬ 
ond  half  of  this  year.  According  to  Mary 
McDowell,  vice  president  and  general 
manager  of  Compaq’s  Industry-Standard 
Server  division,  “Our  relationship  with 
Unisys  will  allows  us  to  deliver  a  unique 


Compaq  CEO  Michael  Capellas 


solution  to  customers  whose  needs  require 
extreme  performance  and  mission-critical 
stability.  This  solution  is  a  strong  element 
of  Compaq’s  Windows  2000  Datacenter 
program.” 

Phase  3  focuses  on  a  new  class  of  solu¬ 
tions  with  introductions  to  begin  next  year. 
These  will  include  leading-edge  ProLiant 
servers  —  scaling  to  32  processors  and 
beyond  with  availability  far  exceeding 
today’s  levels. 

Capellas  also  reminded  his  keynote 
audience  at  the  Windows  2000  Confer¬ 
ence  and  Exposition  here  that  stability  and 
reliability  are  two  key  components  of  Com¬ 
paq’s  strategy  for  Windows  2000.  Refer¬ 
ring  to  Compaq’s  status  as  the  leading 
worldwide  integrator  for  Windows  NT,  he 
noted  that  Compaq  will  remain  in  “lock- 
step”  with  Microsoft  on  Windows  when  it 
comes  to  the  development  and  deploy¬ 
ment  of  Windows  2000. 

“We  are  the  industry  leader  for  Windows 
NT  computing  platforms  today,  and  we  are 
1 00%  committed  to  maintaining  and  grow¬ 
ing  our  leadership  for  Windows  2000  as  a 
critical  component  of  providing  24/7  Non- 
Stop  e-business  solutions  to  our  cus¬ 
tomers,”  he  declared.  I 

For  the  full  text  of  this  story,  visit 
www.Windows2000Advantaqe.com. 


Windows  2000  features 
make  it  easier  to  manage 


By  Carla  Catalano 
Windows  2000  has  uni¬ 
versal  appeal.  Designed 
as  the  platform  for  dis¬ 
tributed  enterprise  appli¬ 
cations,  Windows  2000 
gives  end  users  the 
power  and  flexibility  to 
manage  their  systems 

—  from  the  smallest  to 
the  largest  network  — 
securely,  reliably  and 
seamlessly. 

New  tools,  features 
and  improvements  are 
built  in  to  every  major 
component  of  Windows 
2000  with  the  intention 
of  easing  development 
and  deployment  of 
today’s  electronic  busi¬ 
ness  applications. 

According  to  Tony 
Redmond,  Compaq's 
director  of  applied 
Microsoft  technology 
group,  the  standard 
management  and 
administration  tools  in 
Windows  2000  co-oper¬ 
ate  within  distributed 
environments  and  make 
it  possible  to  remotely 
manage  servers  around 
the  world. 

That’s  a  huge  advan¬ 
tage  over  Windows  NT 

—  which  couldn’t  man¬ 
age  large  networks 
effectively  because  its 
management  and 
administration  tools  were 
designed  for  small  sys¬ 
tems,  Redmond  says. 

“For  example,”  says 
Redmond,  “with  NT  4.0 
and  Exchange  Server, 


you  have  separate  infor¬ 
mation  repositories  — 
one  for  NT  accounts  and 
security  information  and 
one  for  MS-Exchange 
information.  Windows 
2000  uses  Active  Direc¬ 
tory,  which  is  also  the 
information  repository  for 
Exchange  2000,  so 
there  will  be  one  reposi¬ 
tory  to  manage  instead 
of  two.  This  means  less 
maintenance,  less  over¬ 
head  and  reduced 
costs.” 

According  to  Liz  With- 
erell.  Worldwide  Win¬ 
dows  2000  Program 
Manager  at  Compaq 
Professional  Services, 

“A  well-designed  infra¬ 
structure,  with  appropri¬ 
ate  levels  of  consolida¬ 
tion,  will  improve  admin¬ 
istration  and  reduce  the 
need  for  technical 
expertise  and  servers  in 
each  and  every  site 
where  the  customer 
does  business.  Having  a 
central  point  of  manage¬ 
ment  lowers  the  total 
cost  of  ownership  signifi¬ 
cantly  by  reducing  man¬ 
agement  complexity  and 
the  need  for  a  large  IT 
staff.” 

Active  Directory  scala¬ 
bility  means  fewer 
aomains,  which  leads  to 
server  consolidation, 
one  of  the  key  Windows 
2000  benefits.  I 

For  the  full  text,  visit 
wvtfW.Windows2Q00- 


www.Windows2000Ailvantage.com 
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Sun,  Microsoft  Invest 
In  Same  Start-Up 


Sun  Microsystems  Inc.  and  Mi¬ 
crosoft  Corp.,  known  to  be  fierce 
rivals,  separately  announced  $25 
million  investments  in  BroadBand 
Office  Inc.,  a  Falls  Church,  Va.- 
based  start-up  that’s  rolling  out 
Internet  access,  Web  hosting  and 
communications  services.  Sun  said 
BroadBand  plans  to  use  Sun  hard¬ 
ware  and  software  for  some  ser¬ 
vices.  Microsoft  said  in  a  separate 
statement  that  BroadBand  intends 
to  deliver  messaging,  e-commerce 
and  other  services  using  Microsoft 
software. 


Motorola  Buys  C-Port 

Motorola  Inc.  in  Schaumburg,  III., 
said  it  would  buy  programmable  mi¬ 
croprocessor  company  C-Port  Corp. 
in  North  Andover,  Mass.,  in  a  stock 
deal  valued  at  $430  million.  The 
companies  said  the  acquisition  will 
allow  Motorola  to  develop  faster 
high-bandwidth  networks  based  on 
its  DigitalDNA  technology.  C-Port 
produces  a  networking  processor 
used  in  vendors’  routing  switches 
and  other  devices. 


Mobile  [-Commerce 

Amazon.com  Inc.  and  Finnish  mo¬ 
bile  phone  maker  Nokia  Corp.  said 
they  would  join  forces  to  bring 
e-commerce  to  mobile  users.  The 
companies  plan  to  roll  out  Internet- 
based  mobile  commerce  services 
based  on  the  wireless  application 
protocol  starting  in  the  U.K.  Seattle- 
based  Amazon.com  said  its  British 
Web  site  launched  a  section  for  mo¬ 
bile  users  last  week. 


SHORTTAKES 

Networking  vendor  ADC  TELECOM¬ 
MUNICATIONS  INC.  in  Minnetonka, 
Minn.,  said  it  will  buy  digital  sub¬ 
scriber  line  systems  maker  PAIR- 
GAIN  TECHNOLOGIES  INC.  in 
Tustin,  Calif.,  in  a  stock  deal  worth 
$1.8  billion. . . .  Mountain  View, 
Calif.-based  REMEDY  CORP.,  a 
maker  of  customer  relationship 
management  and  e-commerce  ap¬ 
plications,  said  it  would  acquire  the 
development  team  and  the  Ostream 
Migrator  product  of  Issaquah, 
Wash.-based  OSTREAM  SOFTWARE 
me.,  for  $2.8  million. 
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Alcatel  to  Acquire 
Newbridge  for  $7.1B 

Deal  aimed  at  growth  in  telco  gear  market 


BY  DOMINIQUE  DECKMYN 
AND  MARTYN  WILLIAMS 

EEKiNG  to  become  a 
larger  player  in  the 
carrier-class  telecom¬ 
munications  equip¬ 
ment  market,  Alcatel 
SA  said  it  would  buy  New¬ 
bridge  Networks  Inc.  in  a  stock 
deal  valued  at  $7.1  billion. 

The  acquisition  will  imme¬ 
diately  make  Alcatel  a  rival  to 
Lucent  Technologies  Inc.  and 
Cisco  Systems  Inc.  in  the  mar¬ 


ket  for  Asynchronous  Transfer 
Mode  (ATM)  equipment. 

Newbridge  Networks  holds 
approximately  25%  of  the  ATM 
market,  Alcatel  said. 

The  deal  is  part  of  a  major 
restructuring  in  the  telecom¬ 
munications  industry,  said  Jef¬ 
frey  Kagan,  a  telecommunica¬ 
tions  analyst  in  Marietta,  Ga. 

“In  five  years,  we  won’t  rec¬ 
ognize  the  industry  or  the 
players,”  Kagan  said.  “They  are 
all  scrambling  to  expand  their 


size,  scope,  footprint,  reach, 
core  competencies  and  cus¬ 
tomer  base  in  order  to  be 
everything  to  everyone,  no 
matter  where  they  are  on  the 
globe.  This  [acquisition]  helps 
position  [Alcatel]  to  do  that.” 

Michael  Neiberg,  an  analyst 
at  Chase  H&Q^  in  New  York, 
said  the  merger  helps  Alcatel 
keep  pace  with  Cisco,  which 
bought  StrataCom  Inc.,  and 
Lucent,  which  acquired  As¬ 
cend  Communications.  Strata¬ 
Com  and  Ascend  are  New¬ 
bridge  competitors. 

The  merged  company  will 
have  the  necessary  size  to 


compete,  said  Neiberg.  And 
Newbridge  will  benefit  from 
Alcatel’s  experience  in  turning 
around  companies. 

After  the  merger,  Paris- 
based  Alcatel  plans  to  create  a 
Carrier  Internetworking  Divi¬ 
sion  based  at  Newbridge’s 
headquarters  in  Kanata,  On¬ 
tario.  The  division  will  consist 
of  Newbridge  Networks  and 
Alcatel’s  Carrier  Data  Divi¬ 
sion,  which  includes  the  com¬ 
pany’s  Assymetric  Digital  Sub¬ 
scriber  Line,  IP  and  Internet- 
related  equipment  divisions. 

Alcatel  said  acquiring  New¬ 
bridge  will  help  it  get  into  the 
market  for  high-bandwidth 
data  networking  equipment  for 
telecommunications  carriers 
faster  than  it  could  by  develop¬ 
ing  its  own  products.  I 


Williams  writes  for  the  IDG 
News  Service  in  Tokyo. 


Intepting  Acquisitions  Key 
To  Cisco’s  Srowth  Strategy 


Networking  giant 
plans  20  more  buys 

BY  JAMES  COPE 

Hardly  a  week  goes  by  without 
Cisco  Systems  Inc.  making  an¬ 
other  acquisition.  On  Feb.  16, 
the  networking  giant  said  it 
would  buy  Growth  Networks 
Inc.,  a  silicon  fabric  maker  in 
Mountain  View,  Calif.,  for  $355 
million.  It  would  be  Cisco’s 
sixth  acquisition  in  the  past 
three  months  and  its  21st  since 
the  beginning  of  1999. 

John  Chambers,  Cisco’s 
president  and  CEO,  said  re¬ 
cently  that  the  company  plans 
to  make  another  20  to  25  acqui¬ 
sitions  before  year’s  end. 

San  Jose-based  Cisco’s  ac¬ 
quisitions  have  contributed  to 
its  growth;  for  its  second  quar¬ 
ter  ended  Jan.  29,  the  company 
posted  net  income  of  $825  mil¬ 
lion  on  total  sales  that  were  up 
53%  to  $4.35  billion.  That’s  al¬ 
most  triple  the  $282  million  the 
company  netted  in  the  same 
period  a  year  ago. 

But  it  isn’t  the  frequency  of 
acquisitions  that  makes  Cisco 
successful  —  it’s  the  compa¬ 
ny’s  ability  to  quickly  integrate 
the  technology  of  the  acquisi¬ 
tions,  said  Jim  Slaby,  an  analyst 


at  Giga  Information  Group  Inc. 
in  Cambridge,  Mass. 

Cisco  will  frequently  ac¬ 
quire  a  company  after  working 
with  it  in  some  partnering  ca¬ 
pacity,  Slaby  said.  That  gives 
Cisco  management  a  feel  for 
how  well  the  company’s  tech¬ 
nology  will  meld  with  Cisco’s. 

Michael  Speyer,  an  analyst  at 
The  Yankee  Group  in  Boston, 
said  another  attribute  that 
keeps  Cisco  rolling  is  its  com¬ 
petitive  mind-set.  “When  they 
enter  a  market,  they  aim  to 
dominate  it,”  Speyer  said.  “Cis¬ 
co  dominates  Internet  routing 
technology.  In  the  Fortune 
1,000,  they’re  the  market-share 
leader  when  it  comes  to  [enter¬ 
prise  network]  switching.” 


Analysts  agree  there’s  still 
plenty  of  equipment  to  be  sold 
in  the  large  enterprise  space  — 
Cisco  said  it  increased  its  share 
of  the  enterprise  market  by 
30%  this  past  year  —  but  the 
big  corporate  market  is  becom¬ 
ing  satirrated  to  the  point 
where  Cisco  will  be  forced  to 
look  elsewhere  for  opportuni¬ 
ties  to  increase  its  revenue. 

According  to  Slaby,  the  ser¬ 
vice  provider  market  is  an  area 
Cisco  is  likely  to  focus  on. 

More  Growth  Expected 

Indeed,  the  service  provider 
space  is  where  Cisco  sees  the 
most  revenue  growth  going 
forward,  said  Peter  Alexander, 
a  Cisco  enterprise  networking 
vice  president.  That’s  especial¬ 
ly  true  in  converging  technolo¬ 
gies,  such  as  voice  over  IP, 
which  lets  voice  and  video 
travel  the  same  pipes  as  data. 

Analysts  say  these  technolo¬ 
gies  won’t  gain  widespread 


adoption  until  2005.  But  Cisco 
believes  they  will  take  hold  in 
the  market  much  sooner. 

Slaby  said  Cisco’s  key  cus¬ 
tomers  for  converging  tech¬ 
nologies  will  be  the  next-gen¬ 
eration  service  providers,  who 
use  packet  technologies  based 
on  Internet  protocols  to  trans¬ 
mit  all  information,  including 
voice  and  video. 

“These  people  are  comfort¬ 
able  with  packet  technology,” 
Slaby  said.  However,  a  harder 
sell  will  be  the  big,  traditional 
telecommunications  providers 
that  are  still  locked  into  older 
circuit-switched  technologies 
in  a  domestic  market  dominat¬ 
ed  by  Lucent  Technologies  Inc. 
and  Nortel  Networks  Corp. 

Alexander  said  Cisco  isn’t 
asking  its  customers  to  replace 
their  traditional  phone  sys¬ 
tems  with  IP  telephones. 

Instead,  it’s  recommending 
that  users  evolve  into  the  next- 
generation  technology.  I 


Recent  Cisco  Acquisitions 


Dec.  1  through  Feb.  16 

Growth  Networks  Inc. 
Altiga  Networks 
I'  Compatible  Systems  Corp. 


Internet  service  provider  switching  fabric 
Enterprise  virtual  private  networks 


$355M 


$567M* 


,  Virtual  private  network  service  provider 
!  Optical  networking 
Optical  networking 


Pirelli  Optical  Systems 

Internet  Engineering 
Group  LLC 

Worldwide  Data 
Systems  Inc. 

All  are  privately  held  companies  except  Pirelli,  which  is  a  unit  of  publicly  held  Pirelli  SpA 


■  Consulting  and  engineering  services 
for  data  and  voice  networks 


$2.15B 

$25M 

$25.5M 


’Combined  cost  of  Altiga  and  Compatible  Systems 


The  difference  is  intelligence. 


First  generation  e-business  seems  pretty  smart  already,  but  Intelligent  E-Business  moves  your 
customers  into  the  fast  lane. 


First  generation  e-business  lets  travelers  book  flights  online.  That  sure  beats  the  old  way. 

Intelligent  E-Business  lets  airlines  call  ticketholders  with  real  time  information  on  flight  changes, 
suggest  alternatives  and  let  them  use  their  keypad  to  book  choices...  all  in  the  same  automated  call. 
No  lines,  no  waits.  Customers  are  happier. 

First  generation  e-business  gives  e-stock  traders  nice  graphs.  Very  colorful. 


Intelligent  E-Business  lets  firms  run  continuous  multiple  analyses  of  client  portfolios,  alert  them  by 
pager  with  time-sensitive  opportunities  and  let  them  buy  or  sell  instantly  with  the  press  of  a  button. 
No  missed  profits,  no  regrets.  Customers  are  richer. 


When  you  deliver  personalized  information  to  your  customers  at  the  moment  it’s  most  useful,  that 
information  is  turned  into  intelligence. That’s  the  Power  of  Intelligent  E-Business.Today,  MicroStrategy 
software  is  creating  a  new  generation  of  one-to-one  e-business  delivered  via  the  web,  wireless  and 
voice.  Contact  MicroStrategy  today,  and  put  the  power  of  intelligence  into  your  e-business. 


www.microstrategy.com 
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SMAHLA  BUTLER 


VP,  Director 


a  job  most  of  us  would  die /or. 


is  about  using  every  opportunity — every  technology — to 


reinforce  your  company’s  purpose.  It’s  about  defining  business  imperatives  and  driving  the 
acquisition  of  the  right  technology.  But  the  daily  demands  of  running  a  company  and  an  IT 
infrastructure  don’t  always  allow  the  time  to  get  up  to  speed  on  the  latest  innovations. 

As  Director  of  the  AMS  Center  for  Advanced  Technologies,  Dr.  Butler’s  mission  is  to 
increase  our  understanding  of  emerging  technologies.  “Ours  is  a  commitment  to  keeping 
AMS  clients  on  the  frontier  of  IT  practice,”  she  says.  “To  address  technologies  that  will 
fundamentally  change  the  business  landscape.” 


MONTHS  BEFORE  MOST  OF  US  SEE  THE  LATEST  TECHNOLOGY, 
DR.  BUTLER  GETS  A  PEEK  AT  THE  REALLY  INTERESTING  STUFF. 

For  example,  her  team’s  initial  XML  research  yielded  an  intelligent  agent  that  collects 
relevant  information  across  multiple  sources  then  synthesizes,  categorizes  and  disseminates 
it  based  on  a  user’s  specified  interests.  “Our  Next  Generation  Enterprise  and  Business 
Intelligence  &  Knowledge  Management  labs  are  collaborating  now  to  evaluate  emerging 
non-numeric  mining  tools,”  she  proudly  reports.  “We’ll  be  releasing  the  results  soon.” 

And  where  does  Dr.  Butler  gain  her  imderstanding  of  emerging  technologies?  From  her  peers, 
at  conferences,  from  the  Web  and  from  Computerworld.  The  Newspaper  for  IT  Leaders. 
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MARK  HALL 


DAN  GILLMOR 


Farewell,  floppy 


Almost  used  my  floppy  disk  drive  last  week.  A  col¬ 
league  told  me  that  he  wanted  to  send  me  a  file,  but  his 
Internet  connection  was  down.  “I  don’t  want  to  forget, 
so  I’ll  just  pop  it  on  a  disk  and  mail  it  to  you,”  he  said. 
When  I  opened  his  envelope,  a  CD-ROM  fell  into  my 
hands.  For  some  reason,  I  was  surprised  he  had  his  own  CD-ROM 
burner,  vital  as  it  was,  considering  that  his  file  was  SMB,  way  too  big 
for  the  floppy  disk  I  had  expected  to  receive. 


Then,  in  one  of  those  Homer 
Simpson,  head-slapping,  “D’oh!” 
moments,  I  realized  that  the  flop¬ 
py  disk  drive  was  not  just  dead, 
but  long  dead.  I  didn’t  even  know 
where  my  floppy  drive  was  on  my 
5-month-old  laptop.  And  why 
should  I?  I  have  never  used  it. 

Using  any  removable  media 
today  to  transfer  files  is  quaint. 

Sure,  I  still  consider  it  rude  to 
e-mail  big  files  without  the  recipi¬ 
ent’s  consent.  But  getting  multi¬ 
megabyte  PowerPoint  attachments  doesn’t 
upset  me  any  longer.  For  one  thing,  these  in¬ 
stances  are  becoming  increasingly  rare  as 
more  people  simply  point  me  to  Web  ad¬ 
dresses  to  view  multimedia  content.  For  an¬ 
other,  corporate  network  and  storage  capaci¬ 
ties  are  ample  enough  to  handle  the  vast 
majority  of  file  attachments  Pm  likely  to 
receive. 


The  puny  amount  of  data  you 
can  put  on  a  floppy  disk  makes  it 
an  irrelevant  device.  In  the  days  of 
yore  when  hard  disk  drives  maxed 
out  at  a  couple  hundred  mega¬ 
bytes,  1.44MB  looked  like  a  pretty 
big  number.  It’s  just  a  spit  in  the 
ocean  of  information  today. 

If  I  were  an  IT  manager.  I’d  rip 
out  every  floppy  drive  on  every 
desktop.  Not  only  are  they  use¬ 
less,  they  are  dangerous  as  entry 
points  for  viruses  and  exit  points 
for  sensitive  information.  Yes,  most  of  the 
security  issues  are  network-related,  but  you 
can  at  least  try  to  defend  against  them.  But 
you  can’t  protect  your  company  against  an 
ignorant  or  disgruntled  employee. 

Any  CIO  that  permits  floppy  drives  on  the 
company  network  puts  the  enterprise  at  risk 
far  beyond  any  value  of  the  device.  It’s  time 
to  say  so  long  to  the  floppy  drive.  I 
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Despite  Win  2k’s 
tepid  debut, 
Microsoft  still  rules 

The  launch  of  Windows  2000 
came  and  went  with  only  modest 
fanfare  despite  Microsoft’s  best 
efforts  to  turn  the  San  Francisco  an¬ 
nouncements  into  a  big  event.  Some 
observers  took  this  as 
a  sign  that  Microsoft’s 
heyday  has  passed  or 
even  that  the  compa¬ 
ny  might 
be  in  trouble. 

Bull.  Microsoft  is 
still  by  far  the  most 
powerful  single  force 
in  the  technology  in¬ 
dustry.  The  woe-is- 
Redmond  chorus  is  a 
combination  of  wish¬ 
ful  thinking  and  misinformation.  And 
Microsoft’s  public  relations  tactics  are  at 
least  partly  responsible  for  the  impression  that 
the  company  may  somehow  be  facing  tough 
times. 

Consider  the  company’s  response  after  U.S. 
District  Court  Judge  Thomas  Penfield  Jackson 
issued  his  scathing  “findings  of  fact”  in  the  anti¬ 
trust  trial  last  fall.  The  judge  almost  totally  ac¬ 
cepted  the  government’s  arguments,  making  clear 
he  hadn’t  believed  a  word  of  Microsoft’s  testimo¬ 
ny.  The  findings,  by  almost  all  expert  accounts, 
are  a  prelude  to  a  verdict  against  the  software 
company. 

Microsoft  launched  a  furious  public  relations 
offensive,  trying  to  convince  the  public  that  even 
if  it  was  found  guilty  of  wrongdoing  —  of  course, 
the  company  continues  to  deny  what  almost 
everyone  else  not  on  the  Microsoft  payroll  can 
plainly  see  —  the  offenses  didn’t  justify  any  seri¬ 
ous  remedies. 

The  company  then  posted  another  quarter  of 
massive  earnings  and  revenue  growth.  Micro¬ 
soft’s  cash-generation  machine  has  accelerated 
despite  a  spending  spree  for  new  technology 
“outside  such  core  businesses  as  Windows  and 
the  Office  suite.  Those  investments  in  bandwidth 
and  other  technologies  would  be  almost  impossi¬ 
ble  for  any  other  company,  but  they  guarantee 
Microsoft  a  strong  position  in  whatever  markets 
emerge  in  coming  years.  Wall  Street’s  valuation 
of  Microsoft  is  a  rational  bet  on  further  strong 
growth. 

Anyone  who  thinks  Microsoft’s  clout  is  ebbing 
needs  only  to  read  the  March  issue  of  Wired  mag¬ 
azine.  An  article  (www.wired.com/wired/archive/ 
8.03/deepthroat.html)  by  John  Heilemann  reveals 


DAN  oiLLMOR  is  technol¬ 
ogy  columnist  at  the  San 
Jose  Mercury  News. 

Contact  him  at 
dgiiliTior@sjmercury.cain. 


COMPUTERWORLD  February  28. 2000 


NEWSOPINION 


how  Silicon  Valley’s  most  powerful  executives 
showed  craven  cowardice  when  government  offi¬ 
cials  asked  them  to  speak  publicly  about  the  need 
for  stern  remedies  in  the  antitrust  case. 

Microsoft  likes  to  talk  about  how  the  prices 
of  personal  computers  keep  dropping.  What  it 
doesn’t  like  to  remind  people  is  that  the  price  of  a 
single,  crucial  component  in  desktop  computers 
—  the  Windows  operating  system  —  hasn’t  gone 
down,  and  it  certainly  hasn’t  improved  in  func¬ 
tionality  at  anything  close  to  the  rate  of  hardware 
improvements. 

Remember,  too,  that  Windows  has,  for  Mi¬ 
crosoft,  no  marginal  cost:  A  hardware  manufac¬ 
turer  makes  copies  from  a  master  disk  for  each 
new  PC  it  sells. 

Sure,  Microsoft  faces  competition  on  the  serv¬ 
er,  as  it  always  has,  and  in  the  newer  market  for 
handheld  devices.  But  more  and  more  PCs  are 
still  being  sold  every  year,  and  in  that  market  Mi¬ 
crosoft  continues  to  wield  almost  absolute  power 
and  collect  continued  monopoly  profits,  generat¬ 
ing  more  than  enough  cash  to  buy  into  the  new 
technologies  it  covets. 

Some  trouble.  I 

GEOFFREY  JAMES 

Y2k  waste  left  IT 
unprepared  for 
a  real  problem 

After  the  denial-of-service  at¬ 
tacks  this  month  on  several  major 
Web  sites,  it  turns  out  that  the  In¬ 
ternet  is  far  more  fragile  than  anyone  in 
the  computer  industry  had  been  willing 
to  admit.  There  are  real,  substantial 

problems  with  secur¬ 
ity  and  stability  that 
should  have  been  ad¬ 
dressed  years  ago. 

But  they  weren’t. 
Why?  Because  every¬ 
body  was  focusing 
their  time  and  energy 
on  a  largely  fictional 
problem:  the  so-called 
Y2k  bug. 

I’m  not  saying  that 
there  weren’t  some 
two-character  date  fields  that  needed 
fixing.  However,  it’s  clear  that  the  Y2k  problem 
was  nowhere  as  big  as  the  hype  suggested.  The 
new  year  arrived  without  any  significant  prob¬ 
lems,  even  in  countries  like  Russia,  Bulgaria  and 
Vietnam,  where  next  to  nothing  was  spent  on  the 
problem.  International  Data  Corp.  conservatively 
estimates  that  as  much  as  $19.9  billion  worldwide 
was  wasted  on  contingency  planning  and  that 
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salaries  for  extra  New  Year’s  weekend  staffing 
alone  cost  $6.5  billion.  That  money  represents 
manpower  that  could  have  been  devoted  to  some¬ 
thing  useful,  like  retooling  Web  sites  to  make 
them  more  secure. 

The  Y2k  mania  was  fueled  by  fundamentalists 
hoping  for  the  end  of  the  world,  authors  trying  to 
sell  Y2k  self-help  books  and  radio  talk-show  hosts 
hawking  overpriced  gold  coins.  As  each  piece  of 
misinformation  was  published  or  republished  on 
the  Web,  Web  sites  built  connecting  links,  creat¬ 
ing  an  entire  cyber  subculture  with  a  self-rein¬ 
forcing  world  view.  The  U.S.  government  added 
to  the  problem  by  launching  “fact-finding”  groups 
stuffed  with  self-proclaimed  experts  who  pub¬ 
lished  speculation  as  fact,  giving  it  instant  credi¬ 
bility.  One  government  Web  site,  for  example, 
stated  that  “most  computer  programs”  had  the 
Y2k  bug  —  an  absurd  exaggeration.  The  main¬ 
stream  press,  from  Business  Week  to  USA  Today, 
swallowed  the  story  hook,  line  and  sinker. 

The  computer  industry,  seeing  an  opportunity 
to  make  big  bucks,  simply  played  along  with  the 
hoax.  Market  research  firms  kept  the  furor  going, 
even  as  their  predictions  about  pre-Y2k  problems 
never  materialized.  Hardware  and  software  ven¬ 
dors  were  aware  that  Y2k  was  basically  a  no-op 
but  weren’t  willing  to  pass  up  a  seemingly  ir¬ 


refutable  reason  for  companies  to  upgrade  their 
systems.  As  for  the  IT  services  vendors,  they  had 
their  snouts  so  deep  in  the  trough  that  the  last 
thing  they  were  going  to  do  was  say  anything  that 
might  keep  customers  from  hiring  more  Y2k- 
related  help. 

What’s  deeply  troubling  to  me  is  that  the  IT 
community  —  which  should  have  known  better 
—  didn’t  stand  up  and  cry  foul. 

Most  of  us  knew,  long  before  the  fateful  date, 
that  Y2k  was  mostly  hype.  As  early  as  last  spring, 
a  blind  survey  of  1,100  IT  managers  conducted  by 
Addison  Whitney  revealed  that  only  8%  of  them 
considered  Y2k  an  issue  worthy  of  keeping  them 
awake  at  night.  And  yet  very  few  IT  managers 
were  willing  to  stand  up  and  admit  that  spending 
more  on  Y2k  would  simply  be  throwing  good 
money  after  bad. 

The  simple  fact  about  Y2k  is  that  a  hell  of  a  lot 
of  money  was  wasted,  partly  because  the  IT  com¬ 
munity  didn’t  have  the  courage  to  stand  up  and 
say,  “We’ve  got  more  important  things  to  do!” 

And  now  we’re  stuck  with  a  real  problem  —  hack¬ 
er  attacks  that  threaten  e-commerce.  We’ll  scram¬ 
ble  and  no  doubt  eventually  fix  the  problem,  but 
only  after  some  companies  and  bottom  lines  have 
taken  it  on  the  chin.  And  that’s  a  damn  shame,  be¬ 
cause  it  didn’t  have  to  be  this  way.  I 
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Intel  should  avoid 
legal  maneuvering 

ANY  PEOPLE  in 
the  industry 
know  the  pres¬ 
sure  that  Intel  has  put  on 
the  motherboard  makers 
that  have  made  boards 
for  Advanced  Micro  De¬ 
vices  Inc.’s  Athlon  pro¬ 
cessor,  and  makers  like 
First  International  Com¬ 
puter  Inc.  (FIC)  should 
be  commended  for 
standing  firm  in  support 
of  the  Athlon.  Now  Intel 
has  filed  suit  with  the 
U.S.  International  Trade 
Commission  against  Via 
Technologies  Inc.’s  new 
133  chip  set  [“Intel  seeks 
to  bar  Via  chip  sets  from 
U.S.,”  Computerworld 
Online,  Jan.  19]. 

Of  all  the  motherboard 
makers  it  could  have 
named  in  the  suit,  Intel 
named  FIC.  How  can  Intel 
be  so  blatant  in  its  actions 
while  the  windows  are 
being  slammed  shut  on 
Microsoft? 

Surely  Intel  has  the 
ability  to  conduct  busi¬ 


ness  on  the  strength  of 
its  products  and  not  by  * 
legal  maneuvering. 
Timothy  Martin 
Computer  operations  manager 
Taylors,  S.C. 


SNMP  inaccutades 

EBORAH  Radcliff 
quite  correctly 
identifies  a  huge 
hole  in  most  systems’  se¬ 
curity  —  SNMP  [“Cover 
Your  SNMP,”  Technolo¬ 
gy,  Feb.  7].  By  default, 
there  is  little  security  to 
protect  unauthorized 
persons  from  viewing 
potentially  useful  infor¬ 
mation  that  could  be 
used  to  hack  into  remote 
systems.  However,  there 
were  a  few  inaccuracies 
I  would  like  to  point  out. 

Radcliff  stated  that 
SNMP  uses  the  commu¬ 
nity  name  “default.”  The 
default  name  is  “public.” 
Also,  SNMP  does  not  use 
TCP  port  161;  it  uses 
UDP  ports  161  and  162. 
Simply  changing  the 
community  name  on  all 
your  SNMP-enabled  sys¬ 
tems  is  not  sufficient.  For 


total  security,  the  network 
administrator  needs  to 
employ  additional  mech¬ 
anisms  such  as  IPSec. 

John  Howie 
Consultant 
Co-Active  Inc. 

West  Hollywood,  Calif. 
Jhowie®msn.com 

Deborah  Radcliff  responds: 

I  ’fess  up.  You  caught  me 
on  the  “public”  default 
password  and  the  UDP 
boo-boos.  And,  I  assume 
by  IPSec  (a  standard  for 
traffic  encryption),  you 
mean  VPNs?  Or  are  you 
referring  to  Windows  2000 
IPSec  built-in  features? 

Sometimes  I  sound  like 
a  broken  record,  but  I’ll 
say  it  again:  The  best  de¬ 
fense  is  proper  configura¬ 
tion  and  layered  security. 
You  and  two  other  read¬ 
ers,  Shawn  Tu  and  Steve 
Shockley,  point  out  a  cou¬ 
ple  of  other  errors.  You  all 
suggest  I  was  wrong  to 
point  out  the /etc/passwd 
vulnerability  on  Solaris 
boxes  because  that  file  1 

contains  no  passwords  i 

except  in  older  versions  of  | 
SunOS.  Stuart  McClure  of  I 


Rampart  Security,  along 
with  other  security  con¬ 
sultants,  says  he  still  finds 
a  lot  of  these  older  boxes. 
But  I  should  have  includ¬ 
ed  that,  in  more  current 
Solaris  boxes,  the  user 
information  is  stored  in 
/etc/shadow. 

Lastly,  Shockley  claims 
that  I  was  also  mistaken 
when  I  wrote  that  you 
could  view  UDP  services 
such  as  name  server.  He 
suggests  the  DNS  server 
only  uses  TCP,  which  is 
wrong.  DNS  zone  trans¬ 
fers,  a  favorite  DNS  func¬ 
tion  hackers  love  to  exploit, 
always  run  over  UDP  port 
53.  DNS  lookups  run  off 
TCP  port  53. 

More  letters,  page  38 
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DAVID  WELDON 

Feds  using  musty 
numbers  in  FT 
jobs  outlook 


CONGRESS  IS  ONCE  AGAIN  ex¬ 
pected  to  take  up  the  issue  of  rais¬ 
ing  the  cap  on  H-IB  visas  for 
foreign-national  professionals  this  year. 
A  recent  proposal  would  even  increase 
the  number  from  115,000  to  190,000  an¬ 
nually,  largely  in  response  to  projected 
job  growth  in  the  information  tech¬ 
nology  industry. 

Unfortunately,  Congress  will  once 
again  debate  the  issue  without  having  a 
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clue  about  what  the  IT  population  is.  The  Bureau 

of  Labor  Statistics  at¬ 
tempts  to  track  such 
things.  But  it  continues  to 
use  generic  and  outdated 
job  categories,  and  its 
published  workforce  num¬ 
bers  are  generally  2  years 
old,  hardly  of  any  use  in 
an  Internet-time  economy. 

Two  recent  studies 
claim  to  project  technical 
job  vacancy  rates.  But 
those  studies  relied  on  the 
vendor  and  consulting 
segments  of  the  industry, 
which  are  minority  seg¬ 
ments  and  therefore  don’t  truly  reflect  overall  IT 
employment  trends. 

So  how  many  people  work  in  IT  right  now,  how 
many  vacant  jobs  are  there  and  what  will  be 
needed  in  the  near  future?  No  one  really  knows. 
And  we  need  to. 

Consider  a  few  factors  that  make  the  IT  popu¬ 
lation  such  an  elusive  number: 

College  enrollments:  Three  years  ago,  a  well-publi¬ 
cized  study  of  college  enrollments  (reported  by 
the  Information  Technology  Association  of 
America)  in  IT  was  released.  The  study,  based  on 
data  which  was  then  2  years  old,  cited  a  continual 
decline  in  college  IT  graduates.  This  study  fueled 
a  great  deal  of  alarm  that  we  wouldn’t  be  produc¬ 
ing  enough  new  technical  workers  for  years  to 
come.  Unfortunately,  colleges  and  universities 
were  already  reporting  that  their  enrollment  de¬ 
clines  had  leveled  off  or  were  on  the  upswing, 
and  by  last  year  enrollments  had  doubled  or 
tripled  at  most  leading  IT  programs.  The  anecdo¬ 
tal  evidence,  therefore,  suggests  we’ll  make  up  for 
the  previous  enrollment  decline  in  two  years. 

Job  vacancies:  During  the  past  two  years,  a 
tremendous  number  of  IT  professionals  decided 
to  hoed  the  call  of  consulting  and  gave  up  the  full¬ 
time  employee  lifestyle.  Fueling  the  migration 
were  the  well-publicized  salaries  of  skilled  con¬ 


sultants  and  the  tremendous  need  for  contractors 
and  consultants  to  work  on  Y2k  projects.  Many 
companies  lost  full-time  staffers  as  a  result  and 
had  to  place  contractors  or  consultants  in  key  po¬ 
sitions,  while  job  requisitions  went  unfilled.  De¬ 
spite  the  fact  that,  in  many  cases,  IT  professionals 
were  performing  the  tasks,  they  weren’t  counted 
as  employees,  and  the  jobs  were  counted  as  un¬ 
filled  for  months.  Vacancy  rates  were  often  over¬ 
inflated.  Now,  with  Y2k  a  fleeting  memory,  many 
of  those  contract  workers  are  available  for  staff 
jobs  again. 

The  new  Net  workforce:  The  explosion  of  Internet- 
related  companies  and  jobs  can  easily  mislead  the 
general  public  to  assume  we’re  becoming  a  totally 
techie  workforce.  But  many  of  these  hew  jobs  are 
held  by  people  from  non-IT  backgrounds.  Never¬ 
theless,  for  many  companies,  Internet-related 
jobs  will  represent  their  greatest  job  growth  for 
the  next  couple  of  years. 

Obviously  there  are  many  conflicting  issues  at 
play  here.  But  however  you  view  the  worker 
shortage  or  skills  gap  projections,  IT  has  become 
the  critical  workforce  in  our  economy.  It’s  time 
Washington  got  a  true  handle  on  the  number  of 
IT  workers  we  have,  and  the  number  we’ll  need. 
It’s  too  important  an  issue  to  keep  guessing  at.  I 

MICHAEL  CUSUMANO 

‘Made  in  India’ 
a  new  sign  of 
software  quality 

I  JUST  RETURNED  FROM  a  three- 
week  trip  to  Asia,  including  nearly  a 
week  in  India,  and  I  can  report  that 
the  Internet  start-up 
craze  is  alive  and  well 
in  Japan,  China,  Tai¬ 
wan,  Thailand  and  In¬ 
dia.  Most  impressive, 
though,  were  the 
achievements  and 
potential  of  India’s  soft¬ 
ware  industry. 

Almost  everywhere  you 
go  in  India,  you  see  appar¬ 
ent  chaos.  In  traffic  jams 
you  have  Mercedes-Ben- 
zes  and  1950s-era  cars  and 
trucks  competing  with  bi¬ 
cycles,  three-wheel  vehi¬ 
cles  and  carts  pulled  by 
horses  and  oxen.  People  in  cars  honk  their  horns 
incessantly,  as  if  they  can  really  influence  the 
confusing  flow  of  traffic.  Everybody  stops  to  let 
cows  cross  the  road.  Masses  of  destitute  people 
live  in  abominable  roadside  huts  and  tents. 
There’s  a  scarcity  of  basics  such  as  clean  water. 
Bazaars  spring  up  without  notice.  Crowds  of  peo¬ 
ple  are  everywhere,  many  of  them  waiting  for 
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buses  or  walking.  In  parts  of  India,  it  seems  that 
the  population  increases  faster  than  the  food 
supply. 

And  then  you  have  the  Indian  software  indus¬ 
try.  Recent  data  I  have  seen  says  that  of  the  top 
two  dozen  or  so  software  development  facilities 
rated  at  Level  5  —  the  highest  level'on  the  l-to-5 
process  maturity  scale  established  by  the  Soft¬ 
ware  Engineering  Institute  (SEI)  at  Carnegie  Mel¬ 
lon  University  —  11  are  in  India.  (One  is  in  Japan, 
and  most  of  the  rest  are  in  the  U.S.)  The  11  Indian 
firms  include  U.S.-owned  subsidiaries  such  as 
Motorola  India  Electronics  Ltd.  and  IBM  Global 
Services  India  and  local  companies  such  as 
Satyam  Computer  Services  Ltd.,  Tata  Consultancy 
Services  and  Wipro  Infotech. 

I  have  some  personal  history  (and  minor  brag¬ 
ging  rights)  in  India.  In  1990, 1  consulted  for  Mo¬ 
torola  on  software  processes,  using  my  book 
Japan’s  Software  Factories  (Oxford  University 
Press,  1991)  as  a  blueprint.  To  make  up  for  a  short¬ 
age  of  programming  talent,  Japan  had  taken  to 
standardizing  around  best-practice  development 
methods  and  encouraging  reusability  and  Japan- 
ese-style  quality-control  techniques.  NEC,  Toshi¬ 
ba,  Fujitsu  and  Hitachi  made  impressive  gains  in 
productivity  and  quality,  and  Motorola  officials 
were  interested  in  creating  a  Japanese-style  soft¬ 
ware  factory  within  the  company.  When  it  proved 
difficult  to  get  U.S.  managers  interested  in  the 
idea  of  a  software  “factory,”  Motorola  decided  to 
try  a  “clean  sheet”  approach  in  India.  In  1991,  this 
became  Motorola  India,  which  now  has  more 
than  500  software  engineers  as  well  as  an  SEI 
Level  5  rating.  I  also  learned  that  India’s  largest 
software  company  (also  an  SEI  Level  5),  Tata 
Consultancy,  has  used  Japan’s  Software  Factories 
as  a  key  input  for  its  facilities,  especially  for  re¬ 
cent  Y2k  work. 

However  chaotic  the  rest  of  India  may  seem, 
India’s  engineers  are  world-class.  According  to 
data  collected  by  Deependra  Moitra,  general 
manager  at  Lucent  Technologies  India,  the  coun¬ 
try’s  software  industry  generated  some  $5.5  bil¬ 
lion  last  year  for  the  nation’s  economy,  and  that 
figure  was  growing  at  an  annual  rate  of  50%,  up 
from  a  mere  $20  million  in  1989.  India  exported 
software  to  86  countries  last  year  (mainly  the  U.S. 
and  Europe).  Companies  now  employ  some 
260,000  software  engineers  and  are  adding 
40,000  per  year,  though  businesses  are  fighting  to 
attract  and  retain  experienced  engineers. 

In  the  1980s,  Japanese  software  factories  devel¬ 
oped  great  process  capabilities,  too,  but  never 
moved  much  beyond  mainframe  systems  for  the 
domestic  market.  That’s  finally  changing,  such  as 
with  Web-enabled  cell  phones,  although  Japanese 
computer  companies  are  still  struggling.  Even  if 
Indian  software  engineers  never  invent  new  prod¬ 
ucts  or  standards,  India’s  software  companies 
have  already  made  invaluable  contributions  to  the 
country’s  economy  and  reputation.  “Made  in  In¬ 
dia”  is  a  sign  of  quality  —  at  least  in  software. 

The  bottom  line  for  U.S.  managers?  Buy  Indian 
software,  set  up  software  facilities  there  and 
study  how  India  has  made  progress  so  quickly  in 
software  quality.  I 


^ 

'ML 

•«£>  --•  -  •'5 


'*>^f . 

S^v 


Saving  the  world  from  the  indignities  of  the  company  picnic-^r^ 

'  •  ’  >  -  ■■■  *'  "’  '•-■  'v  i-' 

6Vie  person  at  a  time. 


'-*  ■■  X- .*V*  >' 


;  ■'  ' 

''*2  •'-■•■•■''■*  •  • 

-  ■  '-2;^  ' 

'^''•7^'-... 

.' -  •  V-  .  '--  ' 

■  S'’7%'/---W'S-' 

•  .  .  vr7  »•  •  ?&  • 


^  *.'  -f-’  I'i--  r;' 

''K 


, 


"4 


wir?'.  ;^;.?v'-.-^>. 


■  '•  'i  i’‘ <v  .‘■.''-•^  ■’- 

.  '•  ^'a.  7' V;. ,.»  Viiif..",  .,  i 


, '  .,,;-.r:- '-.!??:■ 


Working  for  yourself  sound  like  more  fun?  FreeAgent.com  lets  yo 
projects  at  leading  companies.  We  even  offer  things  like  health 
being  part  of  a  team.  Without  the  potato  salad. 
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NEWSOPMION 


Get  facts  straight  on  racial  equality  in  IT  workforce 


I  READ  “IT  Industry  Lags 
Behind  Nation  in  Hiring 
Blacks”  [Business,  Jan.  31] 
with  dismay. 

The  information  is  mislead¬ 
ing  and,  to  be  frank,  pointless. 
The  apparent  intent  of  the 
article  is  to  encourage  hiring 
according  to  racial  character¬ 
istics  as  opposed  to  hiring 
qualified  personnel  regardless 
of  racial  or  ethnic  background. 

Freeman  Fridie’s  brutally 
racist  statement,  “There  is 
very  little  color  in  the  high- 
tech  industry,”  is  indicative  of 
the  strong  antiwhite  discrimi¬ 
nation  evident  in  the  IT  mar¬ 
ketplace.  Isn’t  white  a  color? 
The  chart  accompanying  the 
article  shows  that  whites  are 


also  underrepresented  in  IT. 
Why  doesn’t  Fridie  or  the  au¬ 
thor  question  the  gross  over¬ 
representation  (almost  2.5 
times  the  representation  in  the 
general  population)  of  Asians 
in  IT?  Why  doesn’t  the  article 
explain  the  10%  fall  in  white 
employment  in  IT  (the  only 
group  to  have  reduced  num¬ 
bers  in  the  time  period  indi¬ 
cated)? 

Shannon  Brown 

CEO 

Rubicon  Gulch  Software  LLC 
Manheim,  Pa. 

shannonbrown@rubicongulch.com 

Two  ARTICLES  concern¬ 
ing  racial  equality  with¬ 
in  IT  were  featured  in 


Computerworld’s  Jan.  31  busi¬ 
ness  section.  Black  Data  Pro¬ 
cessing  Associates’  Curvie 
Burton  stated  that  positions 
currently  filled  with  foreign 
IT  workers  could  be  filled 
with  African-Americans 
[“Moving  Beyond  the  Racial 
Ravine,”  Business]. 

It  is  a  well-known  fact  that 
the  U.S.  lags  behind  in  educat¬ 
ing  our  youth  regardless  of  so¬ 
cial  or  racial  composition.  As 
noted  in  the  article,  African- 
American  youths  often  lag  be¬ 
hind  mainstream  America  in 
education,  further  complicat¬ 
ing  racial  workforce  statistics. 
The  lack  of  truly  qualified 
candidates  in  the  market  re¬ 
quires  many  of  the  highly 
technical  positions  (and  often 
the  higher-paying  positions) 


to  be  filled  with  qualified  for¬ 
eign  citizens. 

With  more  than  seven  years 
of  global  IT  man¬ 
agement  experi¬ 
ence,  I  have  had 
the  pleasure  of 
working  for  cor¬ 
porations  that 
promote  and 
practice  diversi¬ 
ty  in  the  work¬ 
place.  However, 
hiring  criteria 
in  all  jobs  re¬ 
mained  the 
same.  Candidates 
must  have  a 
proven  back¬ 
ground,  required 
technical  skills  and 
exceptional  inter¬ 
personal  and  business 
skills.  The  successful  candi¬ 
date  will  be  the  most  qualified 
individual  regardless  of  race, 
nationality  or  gender.  That  in¬ 
dividual  must  then  perform  in 


that  position  for  retention  and 
advancement. 

Today’s  business  require¬ 
ments  do  not 
allow  substan¬ 
dard  perfor¬ 
mance  for  the 
sake  of  IT 
workforce  sta¬ 
tistics.  Until  the 
U.S.  improves 
its  educational 
systems  at  all 
social  and  cul¬ 
tural  levels,  cor¬ 
porate  America 
■will  continue  to 
use  foreign 
visas  to  find  the 
best  of  the  best. 
The  statistical 
makeup  of  the 
IT  workforce  is 
only  a  symptom  of  a  much 
larger  problem. 

W.  P.  Thacker 
Nashville 

slothJndustries@hotmail.com 
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Microsoft  deserves  btsakup 

Mark  hall  says  a 

breakup  of  Microsoft 
would  not  be  neces¬ 
sary  thanks  to  the  recent  rise 
in  competition.  But  that  rise 
was  only  possible  because  Mi¬ 
crosoft  was  treading  carefully 
due  to  the  antitrust  lawsuit. 

It  is  essential  for  the  Justice 
Department  to  follow  through 
with  punitive  action  on  the 
scale  of  a  breakup  so  that  anti¬ 
trust  action  will  continue  to 
be  an  effective  deterrent  to 
companies  in  the  future. 

Philip  Brown 
Lakewood,  Calif. 

WHAT  IS  IT  that  Mi¬ 
crosoft  owns  that 
allows  it  to  become 
a  monopoly?  The  operating 
system,  or  more  specifically, 
the  application  programming 
interfaces  (API)  to  which  the 
application  developers  write 
their  code.  By  breaking  up  the 
company  into  several  little 
companies  [“Commonsense 
Law,”  News  Opinion,  Jan.  31], 
you  will  have  done  nothing  to 
stop  or  hinder  the  “operating 
system  Baby  Bill”  from  contin¬ 
uing  its  monopolistic  ways. 

It  would  be  better  to  force 
Microsoft  to  give  away  its 
-APIs.  Let  all  other  makers  of 
C'perating  systems  have  the 
same  AITs  so  that  developers 
can  write  applications  that  can 


run  on  any  platform  (assum¬ 
ing  the  operating  system  mak¬ 
ers  would  be  interested  in 
adding  the  APIs  to  their  oper¬ 
ating  system  products). 

Dale  Cosgro 

Corporate  account  manager 
The  Santa  Cruz  Operation  Inc. 

Santa  Cruz,  Calif. 
dalec@sco.com 

Is  MARK  HALL  out  to 
lunch?  Microsoft  abused 
its  monopolistic  power  to 
further  entrench  itself  across 
product  lines  and  into  new 
markets.  This  allowed  it  to  un¬ 
fairly  and  permanently  damage 
its  competition.  The  penalty 
for  this  criminal  action  should 
have  permanent  effects  that 
at  least  begin  to  punish  Mi¬ 
crosoft.  Nothing  short  of 
breakup  will  be  of  lasting 
effect  to  Microsoft. 

Hall’s  counters  that  Microsoft 
is  no  longer  a  monopoly  and 
that  many  foolish  IT  people 
locked  themselves  in  too  deep 
with  that  monopolist  do  not 
erase  the  fact  that  Microsoft  is 
where  it  is  today  due  to  illegal 
abuse  of  monopoly  power. 
Russell  Petree 
Technical  specialist 
Warrensburg,  Mo. 


Railroad  report  appreciated 

Thanks  to  Kim  S.  Nash 
for  her  much-needed 
report  on  Norfolk 


Southern  [“Merged  Railroads 
Still  Plagued  by  IT  Snafus,” 
News,  Jan.  17].  I  had  bought  its 
stock  (and  some  of  CSX)  in 
the  late  ’80s  and  had  hoped  it 
would  grow  sufficiently,  pay 
dividends  and  provide  a  lega¬ 
cy  for  my  children  and  grand¬ 
children.  The  stock  as  of  today 
is  17  3/4.  Last  May,  just  before 
the  Conrail  merger  comple¬ 
tion,  it  was  35. 

The  brokerage  and  company 
reports  were  silent.  I  even 
wrote  to  the  chairman  trying 
to  obtain  information  as  to 
why  the  stock’s  performance 
was  so  poor.  There  was  no  re¬ 
sponse.  It’s  times  like  these 
that  I  feel  that  the  executives 
of  corporate  America  should 
be  judged  and  reverse-com¬ 
pensated  (having  to  pay 
deeply  from  their  own  pock¬ 
ets)  for  poor  decisions,  per¬ 
sonal  rivalries  and  policies. 
Gene  Flinter 
Seymour,  Term. 


Give  e-comm  human  touch 

-COMMERCE  vendors 
still  don’t  get  the  fact 
that  real,  live  people  are 
the  best  means  of  providing 
e-mail  customer  service  [“Get 
the  Right  Answer,  RightNow,” 
Technology,  Jan.  17].  Trying  to 
avoid  answering  e-mail  by 
substituting  FAQs  and  knowl¬ 
edge  bases  won’t  cut  it.  Greg 
Gianforte  of  RightNow  says, 


“In  most  cases,  e-mail  is  a 
black  hole,”  and  he’s  right.  But 
the  solution  is  not  to  buy  more 
software:  it  is  to  hire  knowl¬ 
edgeable  people  to  answer 
your  e-mail  —  and  enough  of 
them  to  do  it  fast.  In  the  long 
run,  answering  e-mail  doesn’t 
cost  —  it  pays. 

I’ve  been  providing  e-mail 
customer  support  for  online 
information  products  since 
1992,  and  I  can  tell  you  that  if 
you  give  a  customer  a  good, 
solid  answer  to  an  e-mail  ques¬ 
tion,  and  you  do  it  within  24 
hours,  you’ve  got  a  happy  cus¬ 
tomer  who  will  come  back  and 
spend  more  money  with  you. 
John  Kafalas 
Kafalas.com  LLC 
Flagstaff,  Ariz. 


Best  OS  gives  best  support 

The  ARTICLE  “Compaq’s 
Effort  to  Integrate  Digi¬ 
tal  Moves  Ahead  Slow¬ 
ly”  [News,  Jan.  31]  left  me 
scratching  my  head  a  bit. 
Specifically,  the  quote  from 
Kal  Raman  of  Drugstore.com 
Inc.  in  the  last  paragraph,  say¬ 
ing  that  Compaq’s  support  ser¬ 
vice  for  Digital  is  good  but  that 
its  support  of  NT  is  lacking. 

NT  is  owned  and  written  by 
Microsoft.  It  seems  perfectly 
reasonable  to  me  that  Compaq 
would  do  a  better  job  support¬ 
ing  its  own  products.  And  if 
you  look  at  what  we  pay  for 


I  support  of  these  first-class  op¬ 
erating  systems,  it  makes  even 
more  sense.  If  you  want  first- 
class  support,  buy  a  first-class 
operating  system. 

Phillip  A.  Kriley 
Systems  manager 
Allegheny  Ludlum  Corp. 
PKriley@AlleghenyLudlum.com 


A  bigger  harrier  to 
Web-enabingCRM 

Deborah  radcliff’s 
Jan.  24  article  “The 
Web  Meets  the  Call 
Center”  suggests  that  technol¬ 
ogy  aspects  are  the  major  bar¬ 
riers  to  the  Web  enabling 
the  call  center.  I  have  foimd 
process  to  be  a  bigger  barrier. 

Web-enabling  CRM  applica¬ 
tions  requires  little  more  than 
bolting  on  front  ends  like  Al¬ 
laire’s  Cold  Fusion  that  trans¬ 
late  SC^L  into  dynamic  HTML. 
The  real  trick  is  presenting 
service  processes  to  best 
showcase  your  company.  In  a 
recent  CRM-to-Web  conver¬ 
sion  engagement,  I  first  had  to 
create  call-  and  defect-track¬ 
ing  processes  before  worrying 
about  how  to  present  the  data. 
I  borrowed  liberally  from  ISO 
9001.  Once  I  had  a  meaningful 
service  process  to  present, 
how  to  present  it  became 
pretty  straightforward. 

Matt  Conescu 
Amherst.  N.H. 
matt@conescu.com 


I 


1 


-?**  f ' 


M,  i 

i 

i  If  «  I 


-■h’i: 


Major  corporations  such  as  Cellular  One®  in  the  San  Francisco  Bay  Area  and  Peachtree 
Software  use  the  Aspect  Portal  to  offer  their  customers  a  consistent  experience — 
no  matter  how  the  customer  contacts  them. The  Aspect  Portal  is  a  framework  for  j 

that  allows  true  integration  of  all  contact  media — phone,  fax,  e-mail  and  Web — ^with 
front-office,  back-office  and  contact  center  systems.  Find  out  how  Aspect,  a  leader  in  :  mm 
customer  relationship  management  solutions,  can  help  you  turn  contacts  into  relationshipi|;^y!i:t?^-;j^ 

Visit  www.aspect.com/go/GW  OR  CALL  1-888-4 1 2-7728  AND  RECEIVE  A  FREE  . 

WHITE  Paper  AUTHORED  by  the  Aberdeen  Group  on  e-business  CRM  Strategies. 

Aspect,  the  Aspect  logo,  and  the  phrase  "Defining  the  Customer  Experrence  are  trademarks  and/or  service  A  ^  P)  T  /^TT*  •'?  '  -'-w' 

marks  of  Aspect  Communications  Corporation  in  the  United  States  and/or  other  countries.  All  other  product  or  \  I  y,*  |  f 

service  names  nientioned  in  this  document  may  be  trademarks  of  the  companies  with  which  they  are  associated.  .c  •  i.u 
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Simplicity*^ 

Announcing  the  creation  of  a  new  company  that  will  provide  simpler  solutions  to  the  complexities  of  global  communications. 
Concert.  A  new  joint  venture  that  harnesses  the  resources  of  AT&T  and  BT  to  make  connectivity  work  like  never  before. 
Whether  you’re  a  start-up  Internet  service  provider,  an  established  multinational  or  a  global 
carrier,  Concert  offers  the  expertise  to  make  sense  of  communications  technology  today, 
and  the  power  to  deliver  your  dreams  tomorrow. 

When  communications  are  as  simple  as  ABC,  the  possibilities  are  endless® 

Global  communications  simplified  to  the degree.  www.concert.com 
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Fm-TRACKING 

EXCHANGES 

Business-to-business 
exchanges  are  all  the 
rage,  but  they  can  take 
time  to  set  up.  Integra¬ 
tors  are  helping  ex¬ 
changes  launch  at  light¬ 
ning  speed,  contributing 
technology,  services  and 
business  expertise  in 
exchange  for  a  piece  of 
the  pie. » 42 


RESTRAINING 
SAP  ROLLOUTS 

Some  companies  want 
to  roll  out  SAP’s  data 
warehouse  simultane¬ 
ously  with  R/3  to  com¬ 
pensate  for  R/3’s  notori¬ 
ously  inadequate  report¬ 
ing  functions.  Users 
who  have  tried  it  say, 
“don’t.”  They  say  each 
application  is  a  job-and- 
a-half  to  implement; 
putting  in  both  at  once 
is  just  too  much. » 42 


OLD  DOGS. 

NEW  TRICKS 

Old-line  manufacturing 
companies  are  rousing 
the  troops,  loosening 
restrictions  and  trying 
to  move  forward  on 
e-commerce  models. 
The  trick  is  to  teach 
managers  and  staffers 
who  are  trained  to  avoid 
risk  that  it’s  OK  to  make 
mistakes,  if  the  goal 
they’re  pursuing  is 
worth  the  effort. » 44 


RULED  BY  FEAR 

Some  companies  are 
frozen  by  fear  of  the 
Web.  Managers  worry 
about  profit  exposure, 
and  staffers  worry  about 
career  catastrophe, 
Kevin  Fogarty  writes. 
Those  who  can  manage 


the  fear  and  keep  an  eye 
on  their  goals  can  devel¬ 
op  an  e-commerce  strat¬ 
egy  that  makes  sense, 
rather  than  throw  mon¬ 
ey  away  online. » 44 


SIERRA  REWARDS 

What’s  it  like  to  work  at 
Sierra  Club?  Not  lucra¬ 
tive.  But  the  rewards  of 
working  at  something 
you  believe  in  can  some¬ 
times  compensate  for  a 
smaller-than-you’d-like 
paycheck. » 46 


A  GOOD  MATCH 

The  AOL/Time  Warner 
deal  is  more  than  a 
megamerger.  It’s  a  part¬ 
nership  between  a  man¬ 
ager  who  can  create  a 
business  and  one  who 
can  capitalize  on  exist¬ 
ing  businesses,  Jim 
Champy  writes.  >  46 


WEB-IFYING 

In  Web  projects,  IT  folk 
require  a  lot  more  than 
technical  know-how. 
They  have  to  be  negotia¬ 
tors,  deal-makers,  astute 
businesspeople  and, 
sometimes,  diplomats. 
Making  it  work  requires 
staffers  with  skills  nor¬ 
mally  expected  of  top 
managers.  1 50 


msnES 


IN  THE  MIDDLE 
OE  B-TO-B  TRADES 


They’re  places  people 
go  to  to  grouse  about 
working  conditions  and 
how  unfair  you  are  to 
them  at  work.  They’re 
not  isolated  bulletin 
boards  anymore,  they’re 
public,  influential,  and 
you  need  to  know  what 
to  do  about  them. » 52 


MORE 

Advice . 59 

Careers . 54 

Opinion:  Jim  Champy . 46 

QuickStudy . 56 


TWO  DIGITAL  EXCHANGES  —  Medibuy.com  and  Agriplace.- 
com  —  show  how  sellers  can  find  buyers  in  the  explod¬ 
ing  business-to-business  marketplace.  Most  of  these 
exchanges  are  also  shopping  —  for  partici¬ 
pants.  But  e-commerce  analysts  warn  that 
it  won’t  be  long  before  economic  factors 
will  compel  every  business  to  participate 
in  some  fashion. 


42 
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Tech-for-Equity  Deals 
Speed  B-to-B  Rollouts 

Integrators  offering  services,  systems, 

business  know-how,  not  just  money 


BY  JULIA  KING 

EW  business-to- 
business  market¬ 
places  are  spring¬ 
ing  up  online  in 
weeks  rather  than 
months,  thanks  to  a  growing 
venture  funding  trend  under 
which  investors  provide  tech¬ 
nology  and  business  expertise 
in  exchange  for  a  piece  of  the 
action. 

What’s  behind  the  blurring 
speeds  is  a  cutthroat  race  to  ac¬ 
quire  customers.  Analysts  said 
whoever  acquires  a  critical 
mass  early  has  the  best  chance 
of  surviving  a  shakeout  during 
the  next  two  years  within 
the  ultralucrative  business-to- 
business  e-commerce  arena. 

Cambridge,  Mass.-based  For¬ 
rester  Research  Inc.  forecasts 
that  digital  marketplaces  will 
have  captured  53%  of  $2.7  tril¬ 
lion  in  online  trade  by  2004. 

Online  Fast 

Internet  service  firms  Tech- 
Trader  Inc.  in  Washington  and 
Context  Integration  in  Bur¬ 
lington,  Mass.,  already  have 
brought  new  marketplaces  on¬ 
line  in  less  than  12  weeks. 
That’s  about  one-third  the  time 
it  typically  takes  established 
brick-and-mortar  companies  to 
develop  and  launch  business- 
to-business  e-commerce  sites. 

Earlier  in  February,  for  exam¬ 
ple,  Cinncinati-based  GE  Air¬ 
craft  Engines  launched  an  on¬ 
line  customer  Web  center  that 
took  a  40-person  e-commerce 
team  nine  months  to  build, 
according  to  John  Rosenfeld, 
the  firm’s  e-commerce  leader. 

Also  this  month,  Chicago- 
based  Andersen  Consulting  an¬ 
nounced  a  network  of  17  so- 
called  dot-com  launch  centers 
that  offer  start-ups  fast  access 
to  technology  and  services  in 
exchange  for  cash  and  equity  in 
the  new  companies. 


For  more  on  business-to-business 
marketplaces,  see  page  48. 


TechTrader’s  specialty  is  cre¬ 
ating  and  launching  business- 
to-business  exchanges  that  let 
buyers  and  sellers  search  for 
and  compare  commodity  prod¬ 
ucts  and  services  based  on 
hundreds  of  different  attri¬ 
butes.  In  exchange  for  technol¬ 
ogy  and  services,  TechTrader 
collects  an  initial  implementa- 


Each  requires  major 
dedication  of  labor 

BY  CRAIG  STEDMAN 

The  lack  of  good  reporting 
tools  inside  SAP  R/3  is  pushing 
some  users  to  attempt  simulta¬ 
neous  rollouts  of  the  ERP  sys¬ 
tem  and  SAP  AG’s  new  data 
warehousing  software  so  their 
business  analysis  capabilities 
won’t  be  diminished. 

Their  goal  is  to  give  business 
analysts  and  managers  the 
tools  they  need  to  report  on 
and  analyze  all  of  the  transac¬ 
tion  data  captured  by  an  enter¬ 
prise  resource  plaiming  (ERP) 
system  such  as  R/3.  But  their 
advice  to  other  users:  Don’t  try 
this  yourself  unless  you  ab¬ 
solutely  have  to. 

“Don’t  do  them  at  the  same 


AT  A  GLANCE 


Keep  ’em 
Separated 

Many  R/3  users  are  interested 
in  SAP’s  data  warehousing 
software  because: 
m  R/3’s  reporting  tools  require  a  lot  of 
programming  and  are  too  complex  to  use 

■  Running  queries  in  R/3  could  bog  down 
its  ability  to  process  business  transactions 

■  Business  Information  Warehouse  lets 
end  users  run  reports  from  Web  browsers 


tion  fee,  which  can  range  as 
high  as  $200,000,  plus  a  per¬ 
centage  of  the  value  of  future 
marketplace  transactions,  ac¬ 
cording  to  Jacob  Pechenik, 
CEO  of  18-month-old  Tech- 
Trader,  which  was  founded  by 
a  group  of  MIT  engineering 
graduates. 

TechTrader  created  its  first 
business-to-business  exchange 
in-house  in  12  weeks  and  spun 
it  off  as  Packaginglnsider.com., 
an  online  marketplace  for  the 
packaging  industry. 


time,”  said  Dan  Barnett,  a  busi¬ 
ness  planning  analyst  at  Exxon 
Mobil  Corp.  in  Irving,  Texas. 
“It  requires  an  extraordinary 
amount  of  coordination,  and  it 
[meant]  a  lot  of  late  nights.” 

Prior  to  its  merger  with 
Exxon  Corp.,  the  former  Mobil 
Corp.  went  live  with  both 
R/3  and  Business  Information 
Warehouse  early  last  year. 
There  was  a  good  business 
reason  for  doing  that,  Barnett 
said;  Mobil  wanted  to  have  a 
reporting  system  in  place  for 
its  end  users,  and  R/3’s  built-in 
tools  weren’t  good  enough. 

But  it  wasn’t  easy.  “I’ve  never 
climbed  Mount  Everest,  but 
sometimes  it  feels  like  I  did,” 
he  said.  The  project’s  nick¬ 
name  was  Project  Everest. 

Montana  Power  Co.,  a  utility 
in  Butte,  Mont.,  started  out 
with  a  combined  installation, 
but  business  and  information 
technology  workers  involved 
in  the  R/3  rollout  were  too 
busy  to  spend  much  time  wor¬ 
rying  about  the  data  warehous¬ 
ing  part  of  the  project,  accord¬ 
ing  to  Mark  Palagi,  a  senior  in¬ 
formation  analyst  at  the  utility. 

“There’s  a  limited  number  of 
people  available,  and  they  real¬ 
ly  can  get  stretched  pretty  thin 
on  these  projects,”  Palagi  said. 

The  utility,  which  plans  to  go 
live  with  R/3  in  May,  hasn’t 
stopped  working  on  Business 


The  exchange  not  only  en¬ 
ables  manufacturers  to  buy 
packaging,  but  also  to  figure 
out  what  size  and  quantity  of 
containers  they  need  based 
on  the  composition  of  their 
products. 

Being  first  to  market  was 
also  the  primary  driver  at  Go- 
Cargo.com,  a  new  business-to- 
business  shipping  exchange 
for  importers  and  exporters, 
which  also  took  12  weeks  to 
launch  online. 

The  downside  is  that  for  now. 


Information  Warehouse  alto¬ 
gether.  But  the  data  warehous¬ 
ing  software  will  initially  be 
tied  to  an  existing  non-R/3 
customer  billing  system  when 
it’s  turned  on  later  this  year. 
R/3  data  will  be  added  after¬ 
ward,  although  the  plans  to  do 
that  haven’t  been  finalized  yet. 

The  World  Bank  adopted  a 
similar  strategy  after  an  at¬ 
tempt  to  tie  together  R/3  and 
Business  Information  Ware¬ 
house  in  a  single  rollout  turned 
out  to  be  “extremely  difficult,” 
said  Luisita  Guanlao,  manager 
of  data  administration  at  the 
Washington-based  lender. 

The  two  projects  were  com- 


For  some  SAP  users,  the  chal¬ 
lenge  of  rolling  out  Business  Infor¬ 
mation  Warehouse  has  been  in¬ 
creased  by  the  fact  that  the  soft¬ 
ware  is  still  something  of  a  work 
in  progress. 

For  example,  Mobil  last  year 
went  live  with  one  of  the  first 
releases  of  the  data  warehousing 
package.  But  at  the  time,  SAP 
didn’t  have  many  ready-to-use 
reports  or  data  marts  developed 
for  oil  companies  such  as  Mobil. 

That  meant  Mobil  had  to  take  a 
do-it-yourself  approach  to  creat¬ 
ing  reports  for  end  users,  said  Dan 
Barnett,  a  business  planning  ana¬ 
lyst  at  what  is  now  ^on  Mobil. 

SAP  is  now  shipping  a  more 
advanced  version  with  increased 
data  warehousing  functionality 
[News.  Feb.  14]. 

“I’m  so  jealous  of  people  who 
are  starting  out  now  because  [the 


the  exchange  doesn’t  provide 
back-end  integration  with  buy¬ 
ers’  and  sellers’  enterprise  sys¬ 
tems  to  conduct  the  trans¬ 
action  once  the  comparison 
shopping  is  done.  That  will 
come  later,  said  GoCargo  CEO 
Eyal  Goldberger. 

“We  were  focused  on  de¬ 
signing  a  system  that  gave  key 
value  to  customers  fast  with¬ 
out  losing  distraction  to  addi¬ 
tional  features,  which  we  can 
add  down  the  road,”  Gold¬ 
berger  said. 

Dror  Liwer,  chief  technol¬ 
ogy  officer  at  Context  Inte¬ 
gration,  agrees  that  speed  is 
critical.  But  until  a  shakeout 
occurs,  “my  concern  is  there’s 
going  to  be  so  many  ex¬ 
changes  that  you  won’t  be  able 
to  see  the  forest  through  the 
trees,”  Liwer  said.  I 


peting  for  attention  from  the 
same  set  of  business  and  IT 
workers,  Guanlao  said.  And 
the  configuration  of  the  R/3 
system  was  being  changed  on 
the  fly,  making  it  difficult  to 
keep  up  on  the  data  warehous¬ 
ing  side.  “We  were  working 
with  a  moving  target,”  she  said. 

To  escape  that  dilemma,  the 
bank  decided  to  hook  Busi¬ 
ness  Information  Warehouse 
to  some  older  and  more  stable 
project  management  applica¬ 
tions  before  developing  any 
R/3  ties,  Guanlao  said.  'That 
combination  went  into  use  last 
July,  and  the  first  feed  from  R/3 
wasn’t  added  until  October.  I 


new  release]  is  just  going  to  be  so 
much  better  than  what  we  had 
available  to  us."  said  Daniel  Cur¬ 
ran.  manager  of  data  administra¬ 
tion  and  warehousing  at  Hercules 
Inc.  in  Wilmington.  Del. 

Hercules,  a  $3.6  billion  maker 
of  chemicals,  began  using  an  ear¬ 
lier  version  of  Business  Informa¬ 
tion  Warehouse  last  year. 

But  there’s  a  catch:  Release 
2.0  is  becoming  available  in  two 
stages,  with  full  functionality  not 
due  until  June.  And  SAP  officials 
said  the  first  batch  of  the  2.0  code 
that’s  now  shipping  will  only  be 
supported  until  year’s  end. 

Even  after  Release  2.0  is  fully 
available,  several  users  said,  in¬ 
stalling  the  data  warehousing 
software  will  still  be  a  big  enough 
job  that  it  would  be  best  to  do  it 
separately  from  a  rollout  of  SAP’s 
R/3  system.  -  Craig  Stedman 


Users;  Don’t  Launch  8/3, 
Warehouse  Simultaneously 


Firms  Adapt  to  Still-Evolving  SAP  App 
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THE  BUSIN 
VALUE  OF 
ERTI FI  ED 
APPLICATIONS 


PUT  TO  THE  TEST 
Matthew  Parsons,  of  Pfizer 
Inc.,  helped  develop  the 
challenging  new  specification 
for  the  Windows*  2000 
certification  program.  ,  j 
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ADVERTISING  SUPPLEMENT 


Not  scheduled  for  a  tropical  vacation  this  year?  If  TCO  for  your  corporate 
technologies  went  south  instead,  some  of  your  IT  headaches  could  disappear 
anyway.  |  By  Bill  Laberis 

CERTIFIED 
APPLICATIONS: 
TAKING  CARE 

OF  BUSINESS 


ORA  TECH  NOLOGY  TO  HAVE  maximum  value,  it  must  deliver  core  bene¬ 
fits  to  IT  and  to  the  organization.  Simply  put,  these  core  benefits  must 
make  life  better  and  the  job  easier  for  IT  while  lowering  the  technology’s 
total  cost  of  ownership  (TCO)  for  the  company. 

You  can  probably  count  on  one  hand,  without  affecting  your  typing 
speed,  the  number  of  times  a  major  product  or  technology  has  delivered 
on  both  promises.  Thus,  if  something  new  comes  along  claiming  such 
double-barreled  value,  your  skepticism  meter  ticks  up  a  notch  or  two.  That 
was  to  be  expected.  Before  now. 

Available  for  users  today,  with  more 
waiting  in  the  wings,  is  an  elite  corps 
of  applications  which  have  been  certi¬ 
fied  to  make  maximum  use  of  the 
wealth  of  features  in  Microsoft’s® 

Windows®  2000  operat¬ 
ing  system.  These  Win¬ 
dows  2000<ertified  ap¬ 
plications  provide  users 
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with  the  richest  possible  Windows 
2000  experience  and  have  passed  a 
tightly  controlled,  independently  veri¬ 
fied  testing  process  unlike  any  before. 

In  addition  to  the  Windows  2000- 
certified  applications,  there  are  cur¬ 
rently  more  than  7,000  non-certified 
applications  that  also  run  on  Win¬ 
dows  2000.  But  the  certification 
process  and  the  applications  that 


ADVERTISING  SUPPLEMENT 


stand  up  to  its  test  have  been  de¬ 
signed  from  the  ground  up  to  im¬ 
prove  the  overall  quality  of  IT  life, 
while  making  your  organization  more 
productive. 

GETTING  WHAT  YOU  NEED 

What  would  make  your  life  easier  and 
your  job  better.^  If  you  have  many  PCs, 
workstations  and  notebooks  in  your 
management  purview,  then  greater 
application  reliability  and  manage¬ 
ment  probably  top  your  list  of  criteria 
for  an  improved  worklife.  And  if  you 
can  improve  reliability  and  manage¬ 
ment,  preserve  your  company’s  in¬ 
vestment  in  these  technologies,  and 
simultaneously  deploy  applications 
more  quickly,  then  TCO  will  head 
south,  where  you  want  it  to  go. 

For  IT  and  the  company  to  realize 
such  benefits,  several  things  must  oc¬ 
cur  at  the  application-deployment  and 
upgrade  levels. 

►Applications  must  install  in  a  stan¬ 
dard,  unified  way.  This  avoids  costly 
rescripting  of  new  software,  while 
minimizing  the  “DLL  hell”  of  con¬ 
flicts  among  shared  components. 

►  New  applications  software  must  in¬ 
tegrate  cleanly  with  all  the  existing 
software  already  up  and  running. 
►The  system  must  meet  the  demands 
of  mobile  professionals  who  in¬ 
creasingly  insist  upon  going  any¬ 
where  on  the  network  and  using  any 
available  machine  there.  These  folks 
also  want  to  see  their  individual  user 
preferences  on  any  machine  they 
happen  to  use. 

►Applications  must  run  reliably  in  to¬ 
day’s  highly  controlled  and  secure 
network  environments,  enabling  ad¬ 
ministrators  to  control  desktops 
even  in  a  lockdown  situation. 

MAKING  IT  HAPPEN 

For  more  than  two  years,  a  team  of  io 
major  user  organizations,  several  in¬ 
dependent  software  vendors,  and  Mi- 
j  crosoft  have  labored  to  produce  the 
I  Application  Specification  for  Windows 
«  2000.  The  purpose  of  this  detailed 
i  specification  is  to  ensure  that  the  ap¬ 


plications  certified  under  its  rigorous 
standards  fulfill  the  promise  of  the 
points  above.  The  specification  is  a 
roadmap  for  building  highly  reliable 
applications  on  Windows  2000,  and 
certification  is  a  guarantee  to  the  user 
that  the  application  will  fully  exploit  the 
benefits  and  new  features  of  Windows 
2000. 

How  tough  are  the  specification 
and  the  certification  process  them¬ 
selves?  Greg  Dowling,  Managing  Di¬ 
rector  at  Credit  Suisse  First  Boston, 
acknowledges  that  application  ven¬ 
dors  adhering  to  the  specification 
may  find  the  process  difficult  and  de¬ 
manding. 

“But  the  benefits  to  those  of  us  in 
the  user  community  are  substantial,” 
notes  Dowling,  who  helped  draft  the 
specification.  “We  are  certainly  going 
to  use  the  specification  as  the  basis 
for  a  standard  for  our  internal  devel¬ 
opers.  One  of  the  things  we  certainly 
plan  to  do  is  include  adherence  to  this 
specification  as  part  of  our  software 
purchase  criteria.” 

Another  IT  manager  who  helped 
Microsoft  draft  the  specification  is 
Matthew  Parsons,  of  Pfizer  Inc.  Par¬ 
sons,  whose  group  deploys  and  sup¬ 
ports  both  desktop  and  mobile  net¬ 
work  applications,  says  the 
specification  accurately  reflects,  “on 
all  the  big  items,”  the  feedback  devel¬ 
opers  gave  Microsoft  at  the  outset  to 
maximize  the  business  value  of  appli¬ 
cations  written  to  the  specification. 


if’ 


!  the  Windows  2000  Ap- 
I  Specification  as  a  valu- 
I  that  we  can  use  to 
evaluate  software  purchases. 
Applications  that  meet  these 
specifications  increase  manage¬ 
ability  and  reduce  our  cost  of 
ownership.  We  plan  to  incorpo¬ 
rate  compliance  with  this  speci¬ 
fication  into  our  purchase  crite¬ 
ria  for  new  applications.” 

— Tracy  Futhey,  Executive  Direc¬ 
tor  at  Carnegie  Mellon  University 
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AN  ELITE  CLUB 

The  rigor  of  certifying  applications  in 
compliance  with  the  application  spec¬ 
ification  is  not  lost  on  software  devel¬ 
opers  either.  The  high  certification  bar 
notwithstanding,  Microsoft  has  seen 
significant  momentum  for  certifica¬ 
tion  in  its  early  stages.  That  momen¬ 
tum  is  related  to  the  ultimate  user 
benefits  of  certification,  which  place 
the  emphasis  squarely  on  quality  of 
the  applications  certified,  not  quanti¬ 
ty.  This  is  also  what  gives  the  Certified 
for  Windows  2000  logo  exceptional 
meaning,  because  it  is  proof  that  the 
application  will  exploit  the  rich  fea¬ 
tures  of  Windows  2000  to  the  great¬ 
est  possible  extent. 

“The  certification  process  certain¬ 
ly  is  harder,”  reports  Rajiv  Agrawal, 
director/research  &.  development, 

PTC,  Waltham,  Mass.,  a  developer  of 
design  and  engineering  software.  “It 
is  a  very  rigorous  process,”  confirms 
Andy  Staffer,  director/research.  Exec¬ 
utive  Software  International  Inc., 
Glendale,  Calif.,  the  developer  of 
Diskeeper,  a  disk  defragmentation 
tool.  While  both  developers  agree 
that  the  Windows  2000  certification 
process  is  significantly  more  detailed 
and  involved  than  previous  certifica¬ 
tion  programs,  they  also  concur  that 
this  extra  effort  is  just  what  is  needed 


CERTIFIED  APPLICATIONS  » 
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Ma^jox* 

Cex*tifiedL  A.ppliea.tioii.s 

Here’s  how  Windows®  2000-certifled  applications  give  users  the  most  reliable  and  pro¬ 
ductive  experience  on  the  Windows  2000  platform: 

►  Certified  applications  provide  a  uniform,  standard  and  robust  installation  that  is  self-re- 
pairing  and  which  minimizes  conflicts  among  shared  system  components  —  the  so- 
called  “DLL  hell.”  Certified  applications  use  side-by-side  DLLs  and  protect  Windows 
2000  system  files.  For  example,  if  important  application  files  and  DLLs  are  accidentally 
deleted,  desktop  applications  that  are  certified  can  repair  themselves  “on  the  fly.” 

►  Certified  applications  use  IntelliMirror™  technology  to  offer  mobile  or  roaming  users 
correctly  maintained  user  preferences  and  computer  settings.  IntelliMirror  technology 
also  supports  multiple  users  per  machine  and  helps  regenerate  application  settings 
when  machines  must  be  replaced.  Administrators  can  install  applications  remotely, 
even  on  locked-down  desktops. 

►  Network  administrators  can  secure  and  control  corporate  desktops  while  running  Win¬ 
dows  2000-certified  applications  in  a  controlled  network  environment  or  in  a  lockdown 
setting.  Since  they  are  assured  that  certified  applications  will  run  in  a  lockdown  setting, 
administrators  can  reduce  TCO  by  locking-down  desktops  to  reduce  the  chance  of  er¬ 
rors  created  by  users. 

►  For  applications  that  are  backward-certified  on  earlier  platforms,  Windows  2000-certi- 
fled  applications  provide  a  seamless,  controlled  transition  of  the  application  for  users 
who  upgrade  from  previous  versions  of  Windows  to  Windows  2000  Professional.  Certi¬ 
fication  ensures  compatibility  among  applications,  the  key  to  preserving  the  current  IT 
investment. 

►  Support  for  OnNow  power  management  in  certified  applications  gives  a  PC  the  same 
instant  availability  that  people  expect  from  TVs  and  other  common  appliances,  while  re¬ 
ducing  overall  power  consumption. 

►Windows  2000-certified  applications  lower  their  overall  cost  of  ownership  through  a 
consistent  user  interface  which  reduces  training,  support  and  testing  costs.  These  appli¬ 
cations  can  also  assist  users  with  specific  needs,  such  as  creating  custom  dictionaries. 

►  Certified  applications  promote  greater  accessibility  standards  in  that  persons  with  dis¬ 
abilities  can  use  compliant  software  more  easily. 

IT  managers  can  find  further  information  on  these  and  other  features  and  benefits  of 

Windows  2000-certified  applications  at  http://www.microsoft.com/windows2000/up- 

grade/compat/certifled.asp 


to  give  users  applications  that  are  op¬ 
timized  to  the  fullest  for  Windows 
2000.  For  example,  developers  appre¬ 
ciate  that  the  certification  process  en¬ 
sures  that  a  product  behaves  correctly 
in  the  Windows  2000  environment, 
such  as  by  minimizing  conflicts 
among  shared  components. 

Both  PTC  and  Executive  Software 
are  among  the  first  vendors  to  earn 
the  Certified  for  Windows  2000  logo 
for  their  packages  (see  related  stories, 
pages  5-12). 


IMPROVING  IT's  WORLD  - 
ONE  APPLICATION  AT  A  TIME 

“The  specification  is  excellent,”  says 
Len  Lamphar,  systems  programmer  at 
Carnegie  Mellon  University,  long  rec¬ 
ognized  as  a  test  cell  and  seedbed  for 
major  new  information  technologies. 
“We  can  take  a  package  off  the  shelf, 
see  that  it  has  this  [Certified  for  Win¬ 
dows  2000]  logo  on  there,  and  know 
immediately  it  will  perform  correctly 
in  an  environment  such  as  ours.” 

Noting  that  “DLL  hell  is  a  reality... 


that  could  make  every  software  instal¬ 
lation  something  of  a  magical  event,” 
Pfizer's  Parsons  applauds  the  Win¬ 
dows  Installer  feature  for  its 
“significant”  time-,  and  therefore 
money-saving,  attributes,  as  well  as 
for  its  overall  ability  to  allow  him  to 
deploy  applications  with  far  greater 
consistency  and  without  costly 
rescripting. 

Parsons,  who  supports  a  far-flung 
user  organization  that  includes  many 
mobile  professionals,  also  appreci¬ 
ates  the  built-in  IntelliMirror™  man¬ 
agement  technologies  that  mirror  sys¬ 
tems,  data  and  applications  on  a 
server.  “Without  IntelliMirror,  we  did 
a  lot  of  custom  coding  to  do  what  In¬ 
telliMirror  does  right  out  of  the  box,” 
Parsons  notes.  “Now,  for  mobile 
users,  we  have  custom  roaming  capa¬ 
bilities  built  right  into  the  OS  and  the 
application.” 

CartnerCroup,  renowned  for  its 
own  tough  brand  of  technology  evalu¬ 
ations,  noted  that  organizations  using 
Windows  2000-certified  applications 
will  potentially  increase  the  stability  of 
their  systems  while  lowering  TCO 
through  decreasing  overall  support, 
systems  research,  planning  and  prod¬ 
uct  management,  and  user  downtime. 
In  its  1999  Research  Note  “The  Win¬ 
dows  2000  Logo:  More  Teeth  Added,” 
GartnerCroup’s  Michael  Silver  deter¬ 
mined  that  users  could  reduce  desk¬ 
top  TCO  by  27  percent  by  using  certi¬ 
fied  applications,  primarily  because 
certified  applications  can  leverage  the 
Zero  Administration  Windows  fea¬ 
tures  of  Windows  2000  for  user  profile 
management  and  software  distribu¬ 
tion. 

The  bottom  line,  as  seen  by  Cart- 
nerGroup,  is  that  “Managers  who 
want  to  take  advantage  of  Windows 
2000  features  should  encourage  their 
developers  to  follow  Microsoft’s  appli- 
continued  on  page  8 
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Each  of  the  following  seven 

companies  markets  desktop 
applications  that  have  earned 
the  Certified  for  Windows  2000 
logo.  Certification  testing 
for  server  applications  began 
in  Februa ry , 2000.^ 


by  Alan  Radding 


CAERE  COUP.  I  As  the  first  application  certified  for  Windows*  2000 
Professional,  OmniPage  Pro  lO*  delivers  a  host  of  new  benefits  to  the  OCR  market. 


LEAVING  THE  PAPER  BEHIND 


Windows*  2000  certification  is  very  impor¬ 
tant  to  us,  a  necessity  in  fact,  to  ensure  our 
users  that  they  will  have  no  problems  with  our 
product,”  declares  Natalie  Miller,  OmniPage 
Pro  io*  product  manager,  Caere*  Corp.,  Los  Catos,  Calif. 
The  company  released  OmniPage  Pro  io  in  October,  1999, 
and  took  it  immediately  for  certification  testing  by  VeriTest, 
the  independent  testing  lab  designated  by  Microsoft*.  By 
mid-  October,  OmniPage  Pro  10  became  the  first  applica¬ 
tion  certified  for  Windows  2000  Professional. 

“OmniPage  Pro  10  has  proven  its  ability  to  be  a  premier 
Windows  2000-based  application  by  passing  the  Certified 
for  Windows  2000  requirement,”  declared  Jim  Allchin,  se¬ 
nior  vice  president  of  Platforms,  Microsoft  Corp.  “Rigorous 
testing  has  verified  that  OmniPage  Pro*  will  be  easy  to  de¬ 
ploy  and  manage  in  a  Windows  2000  enterprise  environ¬ 
ment,  providing  features  like  self-repairing  application,  in- 
stall-on-demand,  and  mobile  features  for  power 
management  and  roaming  users.” 


IMPROVED  QUALITY 

The  extensive  testing  required  for  Windows  2000  certifica¬ 
tion  has  greatly  improved  the  quality  of  Windows  2000- 
certified  applications  such  as  OmniPage  Pro.  For  example, 
streamlined  installation  processes  and  system  policies 
help  corporations  control  deployment  more  effectively. 
Also,  there  is  less  chance  for  certified  applications  to  con¬ 
flict  with  each  other,  thereby  increasing  the  reliability  of  the 
system,  Miller  reports. 

The  certification  process  also  benefits  mobile  users. 
“The  certification  requires  the  applications  to  store  user 


data  under  special  folders  [My  Documents].  The  folders 
can  easily  roam  with  the  user.  As  a  result,  users  are  no 
longer  tied  to  a  single  system,  and  they  no  longer  have  to 
customize  each  system  separately  as  they  desire,”  Miller 
continues.  Also,  key  application  data,  such  as  user  prefer¬ 
ences,  application  state  information,  and  temp  files  can  be 
classified  in  various  ways  to  support  roaming  and  non¬ 
roaming  users. 

BEYOND  THE  PRINTED  PACE 

Caere  describes  OmniPage  Pro  as  the  world’s  leading  opti¬ 
cal  character  recognition  (OCR)  application.  It  enables 
users  to  convert  static,  scanned  images  into  dynamic, 
computer-editable  text  for  use  in  word  processing  and  oth¬ 
er  text-based  applications.  With  a  scanner  and  an  OCR  ap¬ 
plication,  users  can  essentially  eliminate  retyping  printed 
paper  documents.  OmniPage  Pro  includes  a  new  OCR  en¬ 
gine  that  produces  the  highest  level  of  accuracy  among 
significant  desktop  OCR  applications.  The  latest  version  in¬ 
cludes  new  and  enhanced  features  for  improved  format  re¬ 
tention,  ease-of-use  and  robustness,  including  voice  read- 
back  of  OCR  results.  Also  included  with  the  product  is 
OmniPage  Web  Personal  Edition*,  Caere's  pioneering  pa- 
per-to-Web  solution. 

At  this  early  stage,  having  the  Windows  2000  certifica¬ 
tion  gives  Caere  bragging  rights  and  conveys  a  certain 
“cool  factor”  notes  Miller.  The  real  value  over  the  long 
term  will  come  as  customers,  particularly  large  organiza¬ 
tions,  recognize  that  OmniPage  Pro  10  will  be  easy  to  de¬ 
ploy  on  Windows  2000.  “Customers  see  it  as  a  Windows 
stamp  of  approval."* 


Caeic  and  OmniPage  Pdo  arc  recistereo  traoemarks  Of  Glcre  Corroration 
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AJLIBIiE  IN'C.  I  New  features  built  in  to  Alibre  Design™  take  full  advantage  of 
the  Windows®  2000  environment  to  help  designers  collaborate  over  the  Web. 


THROUGH 

AND 


/~y  //  HY  IS  A  WEB-BASED  application  service  provider 

,  I  (ASP)  sporting  the  Certified  for  Windows®  2000 

u/  W//  ASPs  typically  use  thin  clients,  bulked-up 
u/  temporarily  by  Java  applets  if  necessary.  But 
Alibre’”  isn’t  a  typical  ASP.  “We’re  a  Web-based  application, 
but  we’re  not  pure  java  or  a  thin  client.  We  use  smart 
clients  and  benefit  from  a  workstation-class  computer  on 
the  desk,"  explains  Paul  Grayson,  president/CEO,  Alibre 
Inc.,  Richardson,  Texas.  The  smart  software  Alibre  requires 
on  the  Windows  2000  desktop  is  Windows  2000  certified. 

BUILT  TO  SUIT 

Alibre  provides  an  architecture  that  benefits  from  the  dis¬ 
tributed  nature  of  the  Internet.  Strategically  aligned  with 
Microsoft®,  Alibre  takes  advantage  of  new  technologies 
within  Windows  2000,  such  as  COM-e  and  the  Active  Di¬ 
rectory^”  Service.  Alibre  is  also  working  closely  with  Mi¬ 
crosoft  to  support  Windows  DNA  (Distributed  InterNet 
Applications  Architecture)  to  foster  design-team  communi¬ 
cation  and  data-sharing  among  engineers. 

"Windows  2000  Server  is  more  reliable  and  secure,  and 
the  Active  Directory  provides  a  secure  framework  to  man¬ 
age  authentication  of  subscribers  for  our  mechanical  de¬ 
sign  service,”  Grayson  continues.  The  result:  Windows 
2000  can  scale  to  support  any  enterprise  environment  be¬ 
cause  it  has  the  ability  to  upgrade  servers  and  add  proces¬ 
sors  to  match  the  computational  requirements  of  a  given 
design  project. 

Alibre  Design",  the  company’s  Windows  2000  design 
solution,  provides  3D  solid  modeling,  which  allows  design¬ 
ers  to  create  prototypes  of  products  intended  for  manufac¬ 
ture.  The  company  is  aiming  Alibre  Design  at  small  design 
and  manufacturing  shops.  Users  will  run  Alibre  Design  on 
a  Windows  2000  Professional-based  workstation  and  con¬ 
nect  with  the  Alibre  ASP  site  on  the  Web  for  additional  ser¬ 
vices  and  for  real-time  collaboration.  “Engineers  can  actu¬ 
ally  edit  a  CAD  model  in  real  time,  not  just  view  it  or 
comment  on  it,”  Grayson  notes.  In  addition,  they  can 
share  data  over  the  Web  and  manage  dispersed  teams. 


ENGINEERING  FROM  THE  GROUND  UP 

Although  Windows  2000  certification  is  more  demanding 
than  previous  certification  efforts,  the  certification  process 
has  not  hindered  Alibre’s  development.  “We  have  been 
working  on  this  product  for  two  years  and  took  certification 
into  consideration  from  early  on.  You  don’t  want  to  wait 
until  the  end,”  says  Grayson.  The  Windows  2000  certifica¬ 
tion  requirements,  he  adds,  “are  like  a  roadmap  to  guide 
you  in  safe  Windows[-based]  development.” 

Specifically,  the  certification  process  significantly  aug¬ 
ments  Alibre’s  internal  quality  assurance  processes,  due  to 
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the  extensive  range  of  tests  comprising  the  certification 
suite.  Certification  also  ensures  that  Alibre  Design  will  be¬ 
have  in  the  same  way  as  any  other  certified  application  that 
a  customer  may  be  using,  with  no  unwanted  surprises. 
“The  people  who  manage  IT  and  users  themselves  will 
know  what  to  expect  when  they  use  Alibre  Design,  and  we 
are  better  able  to  support  them  since  our  application  has 
been  extensively  tested,"  he  explains. 

IT  organizations  will  also  benefit  from  the  new  Win¬ 
dows  2000  install  process.  “Windows  2000  certification 
guarantees  that  the  install  and  uninstall  of  Alibre  Design 
conforms  to  the  standards  with  no  unexpected  file  replace¬ 
ment  or  deletion,”  explains  Grayson.  Windows  2000  Serv¬ 
er  also  provides  for  centralized  management  and  distribu¬ 
tion  of  applications. 

“Windows  2000  certification 
guarantees  that  the  install 
and  uninstall  of  Alibre 
Design  conforms  to  the  stan¬ 
dards  with  no  unexpected 
file  replacement  or  deletion.” 

—Paul  Grayson,  president/CEO,  Alibre  Inc. 


EXECUTIVE  SOFTWARE 
INTERNATIONAL  INC.  | 

Diskeeper  5.0  sets  anew  standard 
for  disk  defragmentation  utilities. 

RAISING 
THE  BAR 

• 

I  T  TOOK  SEVERAL  days  to  complete  Windows® 

I  2000  certification  testing  for  Diskeeper  5.0,  the 
I  disk  defragmentation  utility  from  Executive  Soft- 
I  ware  International  Inc.,  Glendale,  Calif  By  com¬ 
parison,  less  rigorous  logo  compliance  for  its  previous 
Windows  releases  took  about  a  day,  recalls  Andy 
Staffer,  director  of  research.  “The  Windows  2000  certi¬ 
fication  process  has  hundreds  of  pages  of  test  proce¬ 
dures  and  is  much  more  rigorous,”  he  concludes. 

A  HELPING  HAND 


The  Windows  2000  certification  they  have  earned  rep¬ 
resents  an  important  part  of  Alibre's  strategy.  “Our  cus¬ 
tomers  expect  us  to  be  Windows  2000  certified.  It  makes 
them  feel  comfortable,”  notes  Grayson.  IT  and  end  users 
alike  take  comfort  from  the  Windows  and  Microsoft  Inter¬ 
net  Explorer  user  interface  conventions  that  are  part  of  the 
certification  specification,  ensuring  that  Alibre  Design  is 
easy  to  use  and  intuitive.  Similarly,  certification  guarantees 
that  Alibre  Design’s  functions  in  areas  such  as  menus, 
number  of  mouse  clicks,  opening  and  closing  the  applica¬ 
tion,  and  other  look-and-feel  issues  will  be  familiar  to  end 
users  and  to  IT  support.  Finally,  by  conforming  to  the  Win¬ 
dows  2000  standards  for  user  accessibility,  Alibre  also 
made  their  product  more  accessible  to  customers  with 
special  needs.* 

Ail  applications  seeking  to  earn  the  Certified  for  Win¬ 
dows*  2000  logo  must  pass  the  strict  certification  test 
administered  by  VeriTest,  the  leading  independent  soft¬ 
ware  testing  company  with  offices  in  Los  Angeles,  Paris 
and  Tokyo.  VeriTest  makes  all  test  results  pub¬ 
licly  available,  including  exceptions  granted  in 
the  testing  process  and  the  reasons  for  those 
exceptions.  You  can  view  the  past  results,  as 
well  as  an  updated  list  of  certified  applications  or  appli¬ 
cations  well  on  the  road  to  certification,  by  going  to 
http://www.microsoftcom/windows20oo/upgrade 
/compat/certified.asp. 


But  the  extra  effort  is  worth  it.  By  following  the  certifica¬ 
tion  specification.  Executive  Software  ensured  that 
Diskeeper  5.0  works  for  disabled  users,  which  helps  or¬ 
ganizations  comply  with  various  government  mandates 
to  accommodate  employees  with  disabilities.  Previous 
releases  of  Diskeeper 

“We  take  Windows 
2000  certification 
very  seriously.” 

—Andy  Staffer,  director 
of  research.  Executive 
Software  International  Inc. 


had  built-in  support 
for  disabled  users,  but 
it  wasn’t  consistent. 

“Because  of  the  certifi¬ 
cation  process,  we 
had  to  look  at  every  di¬ 
alog  box  and  make 
sure  it  worked  for  disabled  users,”  Staffer  explains. 

Executive  Software  found  the  certification  concept 
of  Advertisement  another  big  advantage.  Advertise¬ 
ment  posts  notification  of  an  application’s  availability, 
even  if  the  application’s  flies  have  not  been  installed  on 
the  system.  The  advertised  application  can  then  be  de¬ 
ployed,  using  software  management  tools.  This  is  an 
important  consideration  for  IT  organizations  faced  with 
deploying  an  application  like  Diskeeper  across  hun¬ 
dreds,  or  thousands,  of  desktops.  “Advertisement  can 
save  systems  administrators  a  lot  of  work,”  notes 
Staffer. 

Complying  with  the  certification  process  also  helped 
Executive  Software  produce  a  better  product  for  mobile 
users,  for  whom  power  management  is  a  critical  con¬ 
cern.  “We  totally  tapped  into  the  Windows  2000  power 
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management  capabilities,”  Staffer  reports.  Diskeeper  re¬ 
quires  considerable  power  to  complete  a  full  defragmenta¬ 
tion.  Working  with  Windows  2000,  Diskeeper  5.0  recog¬ 
nizes  when  there  isn’t  sufficient  battery  power  to  complete 
a  task  and  shuts  itself  down,  preventing  potential  problems. 

CERTIFIABLY  CONFIDENT 

Achieving  Windows  2000  certification  is  important  to  the 
company.  “It  gives  our  customers  a  feeling  of  confidence 
in  the  product.  It  is  a  sign  that  the  product  meets  very 
stringent  quality  standards,”  says  Staffer. 

Microsoft®  agrees.  “We  are  delighted  to  recognize 
Diskeeper  5.0  as  the  first  utility  to  pass  our  Certified  for 
Windows  2000  program,”  said  Deborah  Willingham,  vice 
president.  Business  Enterprise  Division,  Microsoft  Corp., 
in  a  company  announcement.  “By  ensuring  that  their  solu¬ 
tion  is  as  reliable  and  manageable  as  possible,  this  certifi¬ 
cation  validates  Executive  Software’s  reputation  as  a 
provider  of  premier  utilities  for  the  enterprise  market.” 

Diskeeper  5.0  for  Windows  2000  is  backward-compati¬ 
ble  with  earlier  versions  of  Diskeeper  and  features  three 
major  technological  breakthroughs:  Frag  Guard,  a  frag¬ 
mentation-prevention  technology;  automatic  scheduling 
and  network  controls  for  mixed  Windows  95/98  and  Win¬ 
dows  NT/Windows  2000  environments;  and  online  direc¬ 
tory  consolidation. 

Overall,  Executive  Software  feels  that  Windows  2000 
certification  has  raised  the  bar  of  software  quality,  which  is 
a  clear  win  for  both  IT  and  end  users.  Quality  is  so  impor¬ 
tant,  in  fact,  that  the  company  incorporated  certification  re¬ 
quirements  into  the  earliest  designs  for  Diskeeper  5.0.  “We 
take  Windows  2000  certification  very  seriously,”  Staffer  as¬ 
serts.  Next  on  the  company’s  agenda  is  to  certify  its  un¬ 
delete  product  for  Windows  2000.* 


continued  from  page  4 

cation  specifications  when  developing 

new  applications.” 

WHAT  A  WONDERFUL  WORLD 
IT  WOULD  BE 

Encouraging  the  use  of  certified  appli¬ 
cations  is  exactly  what  Greg  Dowling 
of  Credit  Suisse  First  Boston  is  plan¬ 
ning  to  do  for  his  organization  and  its 
installed  base  of  some  15,000  PCs 
worldwide.  Of  the  many  aspects  of 
certified  applications  that  appeal  to 
him,  one  of  the  most  appealing  is  the 
Windows  Installer  service,  which  en¬ 
sures  the  quickest  and  easiest  deploy¬ 
ment  of  corporate  applications. 

At  Credit  Suisse  First  Boston,  it  is 
not  unusual  for  IT  to  release  30  or 
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more  software  modifications  in  a  sin¬ 
gle  week  to  support  the  very  dynamic 
nature  of  the  investment  bank’s  core 
businesses.  IT  had  to  find  a  way  to 
manage  this  chore  while  keeping  the 


Wk. 


1  certified  application] 
i>w  we  can  install  it  and 
it  in  our  NT  environ¬ 
ment  without  trampling  on  the 
rest  of  the  environment.  So  we 
feel  quite  strongly  that  we  don’t 
want  to  buy  software  that 
doesn’t  obey  these  standards.” 
— Greg  Dowling,  Managing 
Director,  Credit  Suisse  First 
Boston 


operating  system  stable,  and  without 
breaking  the  bank  with  numerous 
special  modifications  of  each  upgrade 
to  ensure  stability. 

How  well  does  Dowling  anticipate 
the  Windows  Installer  will  work  for 
him?  “We  look  forward  to  a  world 
where  all  applications  are  installed  us¬ 
ing  the  Windows  Installer  service, 
where  all  the  problems  we  typically 
have  today  where  applications  are  in¬ 
terfering  with  each  other,  and  prevent¬ 
ing  each  other  from  working  properly, 
will  go  away,”  he  says.  “That’s  where 
we  want  to  be.”  * 


Bill  Laberis  is  president  of  Bill  Laberis 
Associates  and  former  Editor  in  Chief  of 
Computerworld. 
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GEMEPLX7S  |  Lowering  training  and  support  costs  for  users  were  top 

priorities  for  Gemplus®  as  they  pursued  their  goal  of  Windows®  2000  certification. 


SMART  SOLUTIONS 


I  S  THERE  A  SMART  Card 
I  in  your  future?  If  you 
I  use  a  cellular  phone, 

I  you  probably  have  a 
smart  card  tucked  into  your 
phone  now,  or  will  in  fu¬ 
ture.  In  1999,  Gemplus® 
made  500  million  smart 
cards,  which  were  used  pri¬ 
marily  in  mobile  tele¬ 
phones.  And  the  numbers 
are  only  going  up.  The 
company  is  an  independent 
hardware  vendor,  which 
builds  Windows®  2000-cer- 
tified  software  into  its 
smart  card  products. 

Gemplus®  S.C.A.,  Red¬ 
wood  Shores,  Calif,  is  the 
world’s  leading  provider  of 
plastic  and  smart  card- 
based  solutions,  according 
to  Dataquest.  Founded  in 
1988,  Gemplus  has  suc¬ 
cessfully  implemented 
portable  and  secure  smart 
card-based  solutions  to 
simplify  a  wide  range  of  ap¬ 
plications  ranging  from 
public  and  wireless  com¬ 
munications  to  electronic 
business. 

A  SECURE  FUTURE 

For  Windows  2000  users, 
smart  cards  will  play  a  key 
role  in  network  security.  As 
network-based  activities 
such  as  electronic  business 
expand,  the  demand  for  a 
secure  environment  in¬ 
creases.  In  order  to  address 
these  security  demands, 
various  network  security 
systems  have  been  devel¬ 


oped  based  on  a  Public  Key 
Infrastructure  (PKI),  which 
is  considered  the  standard 
for  secure  distributed  appli¬ 
cations. 

GemSAFE™  Enterprise, 
the  company’s  Windows 
2000  Professional-certified 
solution,  addresses  PKI  se¬ 
curity  concerns  by  enhanc¬ 
ing  a  corporate  PKI  imple¬ 
mentation.  GemSAFE 
Enterprise  is  a  desktop  so¬ 
lution  that  adds  portability 
and  ease-of-use  to  network 
security  by  tapping  the  in¬ 
herent  benefits  of  smart 
cards  to  provide  more  reli¬ 
able  authentication  of  the 
user.  In  addition,  GemSAFE 
Enterprise  sets  the  stage 
for  future  smart  card  ap¬ 
plications  beyond  net¬ 
work  security,  explains 
Scott  Smith, 
director/product  man¬ 
agement  and  marketing 
at  Gemplus. 

As  a  Windows  2000 
product,  GemSAFE  Enter¬ 
prise  had  to  meet  the  de¬ 
manding  certification  speci¬ 
fication.  “It  required  some 
extra  work  to  meet  all  the 
requirements  for  install, 
uninstall,  [and]  power  man¬ 
agement,  but  it  paid  off,” 
concludes  Smith.  For  in¬ 
stance,  the  new  remote  in¬ 
stallation  and  management 
capabilities  built  into  Gem¬ 
SAFE  Enterprise  benefit 
system  administrators. 
Similarly,  self-repairing  in¬ 
stallations  make  the  install 


process  more  reliable.  Pre¬ 
viously,  Smith  notes,  prob¬ 
lems  resulted  from  incor¬ 
rect  and  incomplete 
installs.  "When  users  are 
using  products  with  incom¬ 
plete  installations,  who 
knows  what  will  happen? 
Through  certification,  we 
eliminate  this  problem,”  he 
explains. 

TCO:  HOW  LOW 
CAN  YOU  GO? 

Certification  has  particular¬ 
ly  improved  the  remote  in¬ 
stall  process.  “For  adminis¬ 
trators  to  install  our 
components  remotely  is  an 
important  feature  for  us 


and  helps  us  remove  objec¬ 
tions  during  the  sales 
process,”  explains  Smith. 
Certification  addresses  re¬ 
mote  installs  through  the 
required  MSI  file,  which  de¬ 
scribes  how  the  product 
will  be  installed  remotely. 
"This  is  important  because 
GemSAFE'”  Enterprise 
Workstation  is  supposed  to 
run  on  the  client,  which  of¬ 
ten  requires  remote  instal¬ 
lation,”  he  continues.  Be¬ 
cause  of  the  remote 
installation  capabilities  of 
Windows  2000,  a  user  can 


install  Gemplus  smart-card 
reader  hardware  while  the 
software  is  installed  and 
supported  remotely  by  an 
administrator.  This  capabil¬ 
ity,  he  expects,  will  be  very 
important  to  users  and  can 
save  administration  and  IT 
time  when  adding  new  de¬ 
vices. 

Windows  2000  Profes¬ 
sional’s  power  manage¬ 
ment  is  another  benefit  for 
Gemplus  customers.  Gem¬ 
SAFE  Enterprise  is  a  securi¬ 
ty  application.  IT  managers 
need  the  reassurance  that 
security  will  not  be  compro¬ 
mised  when  a  machine 
goes  into  power-manage¬ 


ment  mode.  “The  certifica¬ 
tion  process  ensures  we 
support  power  manage¬ 
ment  features  and  operate 
correctly,”  Smith  reports. 

Customers  will  benefit 
immediately  from  the  con¬ 
sistency  of  behavior  found 
in  certified  applications. 
“Certification  means  the 
software  will  be  well-be¬ 
haved,  particularly  in  terms 
of  correct  and  complete  in¬ 
stallation.  It  is  not,  howev¬ 
er,  a  quality  test.  Quality  is 
our  responsibility,”  Smith 
insists.  But  the  certification 


“Certification  means  the  soft¬ 
ware  will  be  well-behaved,  par¬ 
ticularly  in  terms  of  correct 
and  complete  installation.” 

—Scott  Smith,  director/product  management  and 
marketing,  Gemplus  S.C.A. 
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specification,  he  adds, 
helps  the  internal  quality 
assurance  effort  by  provid¬ 
ing  another  checklist  and 
third-party  testing. 

Ultimately,  both  IT  and 
users  will  benefit  from 
CemSAFE  Windows  2000 
certification.  Smith  con¬ 
cludes;  "By  focusing  on  the 
certification  process,  we 
have  added  features  to  our 
product  that  help  organiza¬ 
tions  lower  cost  of  owner¬ 
ship  through  remote  instal¬ 
lation  and  a  consistent  look 
and  feel,  which  reduces 
training  and  support 
costs.”  * 


Cei:H^ica.tio^ 


The  following  companies  have  applica¬ 
tions  that  are  well  along  the  path  to 
Windows  2000  certfwation: 

►Agresso  Croup  ASA 
►Argent  Software  Inc. 

►  BMC  Software  Inc. 

►Citrix  Systems  Inc. 

►  DamgaardA/S 

►  FastLane  Technologies  Inc. 

►  FileNET  Corporation  USA 
►Cemplus  S.C.A. 

►  Lane  System  Solutions 

►  Logility  Inc. 

►  Mission  Critical  Software  Inc. 

►  Motiva  Software  Corporation 

►  Navision  Software  A/S 

►  NetlQ  Corporation 

►  Pivotal  Corporation 
►pragma  Systems  Corporation 
►Scab  Business  Solutions 
►TIDAL  Software 
►Trend  Micro  Inc. 

►VERITAS  Software 


WMwiJOSqrrolMlontl 


A/S  |  In  the  highly  competitive  world 
of  ERP  applications,  Damgaard  aims  to  be  the  top  choice. 


FUTURE 

j  AMCAARD  a/s,  Copenhagen, 

I  I  Denmark,  needs  the  best  prod- 
^  1  uct  it  can  deliver  if  it  is  to 

thrive  in  its  chosen  market  seg¬ 
ment:  the  hotly  contested  enterprise  re¬ 
source  planning  (ERP)  segment.  By  meet¬ 
ing  the  Windows®  2000  certification 
requirements,  the  company  has  been  able 
to  bolster  AXAPTA®,  its  ERP  solution  for 
midsize  companies,  in  several  critical 
ways. 

Damgaard’s  AXAPTA  is  designed  for 
multinational  companies  that  need  a  flex¬ 
ible  way  to  standardize  their  worldwide 
operations.  AXAPTA  is  an  integrated  en¬ 
terprise  solution  covering  finance,  supply- 
chain  management,  customer  relation¬ 
ships,  logistics,  project  management  and 
manufacturing  —  all  of  which  can  be  ac¬ 
cessed  via  the  Internet,  third-party  prod¬ 
ucts,  or  custom-built  applications. 

EYES  ON  THE  PRIZE 

Windows  2000  certification  assures  IT 
managers  that  AXAPTA  will  continue  to 
support  the  industry’s  new  directions  in 
the  future.  Damgaard,  which  prides  itself 
on  staying  on  the  cutting  edge  of  technol¬ 
ogy,  has  closely  followed  Microsoft®’s 
lead  in  technology.  "We  see  Microsoft  as 
headed  in  the  right  direction  for  the  fu¬ 
ture,”  explains  Daniel  B6vort,  strategic  al¬ 
liance  coordinator.  Being  the  first  ERP 
product  to  achieve  Windows  2000  certifi¬ 
cation  confirms  the  company’s  commit¬ 
ment  to  advanced  technology  and  its  con¬ 
fidence  in  the  Microsoft  strategy. 

Among  the  other  benefits  of  AXAPTA’s 
Windows  2000  certification  is  that  "the 
IT  organization  will  gain  from  the  stan¬ 
dardized  deployment  provided  through 
Windows  2000,”  notes  B^vort.  Although 
ERP  solutions  can  be  notoriously  difficult 
to  install,  IT  will  experience  a  simplified, 
consistent  AXAPTA  installation  that  fol- 


PROOF 


lows  the  stringent  Windows  2000  install 
requirements.  “The  entire  installation 
procedure  is  more  consistent,  stable,  and 
controllable.  Files,  for  example,  can  only 
be  written  to  certain  places,"  he  adds.  Be¬ 
cause  of  its  built-in  support  for  Windows 
Active  Directory^”,  IT  will  also  gain  from 
centralized  management  of  the  applica¬ 
tion. 

Another  benefit  from  Windows  2000 
certification  that  will  prove  popular  with 
IT  and  end  users  alike,  B^vort  continues, 
is  the  new  standby  mode.  “This  provides 
a  very  fast  way  to  effectively  shut  down, 
and  then  bring  back,  the  application,”  he 
explains.  Previously,  IT  has  absorbed  the 
brunt  of  user  complaints  about  slow 
shut-down  and  start-up. 

Windows  2000  certification  also 
means  that  IT  will  see  results  from  cor¬ 
rect  maintenance  of  user  preferences  and 
computer  settings  for  people  who  use 
several  computers.  It  will  also  be  easier 
for  IT  to  support  multiple  users  per  com¬ 
puter.  Windows  2000  certification  stan¬ 
dards  allow  AXAPTA  to  run  in  a  tightly 
controlled  network  environment,  which 
lets  network  administrators  secure  and 
manage  corporate  desktops.  Finally,  the 
consistent  user  interface  and  accessibility 
standards  required  by  the  certification 
standards  reduce  IT’s  support  burden 
and  lower  training  costs. 

As  a  result  of  all  these  changes, 
Damgaard  expects  Windows  2000  certifi¬ 
cation  to  reduce  the  total  cost  of  owner¬ 
ship  for  a  product  like  AXAPTA.  “The  im¬ 
proved  manageability  and  installation 
means  that  it  will  be  much  easier  for  IT  to 
roll  out  the  application  to  hundreds  of 
users,”  B^vort  says.  Easier  installation 
and  manageability  mean  fewer  IT  re¬ 
sources  are  required,  which  translates  di¬ 
rectly  into  a  lower  cost  of  ownership  of 
the  product.* 
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WTIQ  J.NC.  I  When  your  job  is  to  show  your  customers  what  their  computers 
have  inside,  you  had  better  provide  a  clear  picture. 


MIRROR, 

IRR 


Wf  IN  DOWS®  2000 
certification  was 
high  on  the  WRQ 
agenda.  The  Seat¬ 
tle,  Wash. -based  company 
provides  Windows®-based 
terminal  emulation  soft¬ 
ware,  WRQ  Reflection®, 
which  allows  Windows- 
based  desktops  to  connect 
to  mainframes.  The  soft¬ 
ware  runs  on  Windows  95, 
Windows  98,  Windows 
NT®,  and  now  on  Windows 
2000.  “We  offer  connectivi¬ 
ty  software,  and  our  cus¬ 
tomers  expect  that  it  will 
work  right,”  says  Sue  Lind¬ 
sey,  WRQ  Reflection  mar¬ 
keting  manager.  Certifica¬ 
tion  helps  ensure  that  it 
will. 

WRQ  Inc.  customers 
use  WRQ  Reflection  to  pro¬ 
vide  connectivity  between 
PC  desktops  and  host  sys¬ 
tems  such  as  IBM  main¬ 
frames  and  AS/400S,  HP 
3000,  UNIX,  OpenVMS, 
and  Xsystems.  Windows 
2000  certification  reas¬ 
sures  IT  managers  that  the 
WRQ  product  will  behave 
properly  in  the  Windows 
2000  environment  as  it  de¬ 
livers  reliable  terminal  emu¬ 
lation  and  connectivity  be¬ 
tween  the  PC  desktops  and 
their  host  systems. 

RELIABILITY  AND 
MANAGEABILITY 

By  meeting  the  Windows 


2000  certification  specifi¬ 
cation,  WRQ  was  able  to 
add  features  that  both  Win¬ 
dows  users  and  IT  recog¬ 
nize  and  appreciate.  For  ex¬ 
ample,  by  using  the 
Microsoft®  Windows  In¬ 
staller  within  WRQ  Reflec¬ 
tion,  the  company  was  able 
to  create  an  installation 
program  that  is  easily  rec¬ 
ognizable  to  many  Win¬ 
dows  users.  The  benefits  of 
consistency  go  beyond  fa¬ 
miliarity:  they  allow  WRQ 
to  deliver  a  product  that 
does  not  require  additional 
training  for  users,  resulting 
in  a  lower  total  cost  of  own¬ 
ership  of  the  product. 

Microsoft  also  recog¬ 
nizes  the  importance  of 
WRQ’s  host  connectivity. 
“Organizations  want  to 
know  that  their  Windows 
2000  environment  will  be 
interoperable  with  their  cur¬ 
rent  host  systems,”  says 
Deborah  Willingham,  vice 
president.  Business  Enter¬ 
prise  Division,  Microsoft 
Corp.,  commenting  on 
WRQ’s  Windows  2000  cer¬ 


tified  for  Windows  2000 
Specification,  and  our  joint 
customers  can  be  assured 
of  a  reliable,  manageable 
solution.” 

WRQ  Reflection  for  HP 
8.0  host  access  software, 
which  will  ship  in  February, 


eludes  the  Active  Directo¬ 
ry™  Service,  Windows  In¬ 
staller,  fully  integrated  Visu¬ 
al  Basic®  for  Applications 
(VBA)  6.0,  and  centralized 
management  tools.  WRQ 
Reflection  8.0  will  also  sup¬ 
port  previous  versions  of 


“We  offer  connectivity  software,  and  our 
customers  expect  that  it  will  work  right.” 

—Sue  Lindsey,  WRQ  Reflection  marketing  manager 

tiflcation.  “WRQ  has  acted  2000,  is  the  first  product  in  Windows  including  Win- 


quickly  to  take  advantage  of 
the  great  technologies  in 
Windows  2000.  WRQ  Re¬ 
flection  has  passed  the  Cer¬ 


the  WRQ  Reflection®  8.0 
suite  to  receive  the  Win¬ 
dows  2000  certification. 
WRQ  Reflection  8.0  in- 


dows  NT  4.0,  Windows  98 
and  Windows  95.This 
means  users  can  access 
mission-critical  information 
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PTC  I  Enhanced  mobility  and  simplified  management 
are  key  components  in  PTC’s  Pro/DESKTOP™  2000. 

TAKING  IT 
ITH  YOU 


stored  on  host  systems 
from  all  Windows  operating 
systems,  according  to  WRQ. 

MORE  THAN  A 
PRETTY  FACE 

Terminal-emulation,  or 
host-access,  software  may 
not  be  the  most  glamorous 
application,  but  it  is  vitally 
important,  Lindsey  ex¬ 
plains.  Using  a  Windows 
2000-certified  product  such 
as  WRQ  Reflection  means 
that  IT  can  be  confident 
that  the  terminal  emulation 
product  on  the  PC  desktop 
will  behave  properly,  allow¬ 
ing  IT  to  concentrate  on 
back-end  systems. 

In  the  fast-moving  con¬ 
nectivity  market,  being  first- 
to-market  with  a  new  fea¬ 
ture,  especially  one  as 
significant  as  Windows 
2000  certification,  is  an  ad¬ 
vantage.  Customers  and  IT 
will  appreciate  the  extra  at¬ 
tention  to  detail,  such  as 
easy  install  and  remote 
management,  which  certifi¬ 
cation  represents.  They  will 
also  benefit  from  the  third- 
party  testing  and  indepen¬ 
dent  assessment  that  aug¬ 
ments  the  normal 
quality-assurance  work  rou¬ 
tinely  performed  by  WRQ. 
“The  certification,”  Lindsey 
concludes,  “gives  IT  and 
end  users  a  clear  sign  that 
WRQ  has  done  the  work 
necessary  to  ensure  our 
products  will  work  as  ex¬ 
pected. "♦ 
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■  ACED  WITH  A  CLEAR  shift  tO  Mi- 

■  crosoft®  Windows®  among  its  cus- 

I  tomer  base,  PTC,  based  in 

I  Waltham,  Mass.,  regards 
Windows®  2000  certification  as  a  must- 
have  requirement.  “It  is  viewed  as  a  sign 
that  the  product  has  a  certain  level  of 
quality,”  explains  Dan  Starr,  PTC  director 
of  strategic  marketing.  Certification  gives 
both  IT  and  end  users  a  greater  level  of 
comfort.  They  are  reassured  through  the 
certification  program’s  independent  test¬ 
ing  that  the  product  has  met  stringent  re¬ 
quirements. 

ENHANCED  DESICN 

PTC’s  first  Windows  2000-certifled  prod¬ 
uct  is  Pro/DESKTOP™  2000,  a  tool  that 
enables  conceptual  engineers  to  capture 
ideas  rapidly  and  to  explore  design  possi¬ 
bilities.  With  Pro/DESKTOP,  engineers 
can  start  work  in  2D  and  the  correspond¬ 
ing  3D  design  transparently  evolves, 
while  automatically  leveraging  too  per¬ 
cent  of  the  design  intent.  Conceptual  de¬ 
signs  created  with  Pro/DESKTOP  are 
then  passed  to  Pro/ENCINEER®.  Pro/ 
ENGINEER  is  the  de  facto  standard  for 
mechanical  design  automation  and  is 
based  on  PTC's  parametric,  feature- 
based,  fully  associative  architecture. 

By  meeting  the  Windows  2000  certifi¬ 
cation  standard,  PTC  has  enhanced 
Pro/DESKTOP  in  a  number  of  ways  that 
directly  benefit  both  the  IT  organization 
and  end  users.  For  example,  the  Win¬ 
dows  2000  Installer  provides  a  robust 
self-repairing  installation  process,  “en¬ 
abling  Pro/DESKTOP  applications  to  be 
more  reliably  installed  on  workstations, 
PCs,  and  notebooks  that  already  have 
many  other  previously  installed  applica¬ 
tions,”  notes  Starr.  This  ensures  that  IT 
will  be  able  to  deploy  the  application  eas¬ 
ily  and  efficiently  on  dozens,  even  hun¬ 


dreds,  of  desktops,  allowing  the  organi¬ 
zation  to  collect  direct  input  from  more 
people  during  product  development. 

BOOSTING  PRODUCTIVITY 

Specifically,  the  new  Windows  2000  in¬ 
stallation  requirements  specify  how  ap¬ 
plications  must  treat  shared  software 
components,  such  as  Dynamic  Link  Li¬ 
braries  (DLL).  Since  Pro/DESKTOP 
meets  the  new  installation  requirements, 
IT  managers  are  assured  that  installing 
Pro/DESKTOP  will  not  create  problems 
with  previously  installed  software,  Starr 
adds. 

Similarly,  the  Multiple  Monitor  sup¬ 
port  in  Windows  2000  also  provides 
needed  support  for  new  hardware,  en¬ 
abling  engineers  to  more  easily  visualize 
large  complex  designs  in  Pro/DESKTOP. 
This  will  increase  designer  productivity, 
ultimately  boosting  the  organization’s  re¬ 
turn  on  its  investment  in  Pro/DESKTOP. 

Finally,  Windows  2000  improvements 
to  power  management  and  plug-n-play 
“promise  to  make  mobile  platforms 
more  practical  for  both  Pro/DESKTOP 
and  Pro/ENGINEER,”  Starr  continues. 
Engineers  and  designers  will  no  longer 
be  restricted  to  working  at  their  desktops, 
but  will  be  able  to  run  their  design  tools 
on  a  laptop  anywhere,  making  them 
more  productive. 

The  easy  installation  and  enhanced 
mobility  achieved  through  Windows 
2000  certification  create  that  many  more 
opportunities  to  extend  the  design 
process  to  more  people  in  more  places. 
For  Pro/DESKTOP  2000  users,  Windows 
2000  certification  means  easier  deploy¬ 
ment,  greater  manageability,  and  higher 
productivity.  ♦ 


Alan  Radding  is  a  technology  writer  based 
in  Newton,  Mass. 
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I  Storage  Networking  promises  to  change  the  way 
user  companies  deploy  their  storage  and  networking 
solutions.To  prepare  for  this  journey,  IT  Leaders  from 
j  corporations  nationwide  along  with  industry  storage 
networking  professionals  will  join 
their  peers,  thought  leaders  and  key 
I  solution  providers  at  the  Storage 
!  Networking  World®  Conference  and 
I  Expo,  April  17-19,  2000  in  Palm 
j  Desert,  CA! 

!  Get  on  the  Fast  Track 
With  the  Leaders 

With  three  jam-packed  days  in  April, 
you  can  help  set  your  company  strat¬ 
egy  for  the  future.  In  this  unique 
industry  and  corporate  IT  user  con¬ 
ference,  you  will  have  the  opportunity 
to  network  with  hundreds  of  your 
peers  and  storage  networking  profes¬ 


sionals  and  hear  and  see  the  latest  technology  devel¬ 
opments,  deployments  and  a  vision  for  the  future. 
Don’t  miss  the  opportunity  to  develop  key  industry 
relationships  as  Storage  Networking  heats  up! 

A  complete  conference 
and  expo  program  will 
include: 

•  User  and  Industry  Keynotes 

•  Town  Meetings 

•  Dynamic  Panels 

•  Interoperability  Lab 

•  Expo  with  Reception  and  Dinner 

•  All  Meals  and  Receptions  Included 

•  Optional  Technical  Tutorial 

•  Optional  Networking: 

Golf  /  Spa  activities 
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For  more  information,  or  to  register, 
visit  www.computerworld.com/snw 


Usten  to  what  your 
peers  are  saying  about 


STORAGE 

NETWORKING 
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“The  Storage  Networking  World 
conference  gave  me  some 
great  insight  and  new  information 
to  bring  back  to  my  company 
as  we  move  toward  the  creation 
of  a  switched  SAN  environment 
I  would  recommend  this 
conference  to  anyone 
implementing  SAN  technology.” 

DARREL  OWEN 
Director, 
Platform  Engineering 
The  Associates 


“This  is  the  event  to  attend  in 
order  to  understand  the 
true  state  of  the  art  and  future 
outlook  of  SAN  technology.” 

BARRY  BARNETT 
Fibre  Channel  RAS  Engineer 
IBM 


“SNW  was  an  ideal  opportunity 
to  meet  with  vendors  and 
customers  of  Storage  Networking 
products  while  also  getting  an 
update  and  education  on  current 
storage  networking  technology 
and  SAN  futures.” 
MICHAEL  FISHMAN 
Manager,  Clusters  Engineering 
Data  General  Corporation, 
a  division  of  EMC  Corporation 


“Storage  Networking  is  about 
bringing  different  worlds  together 
for  mutual  benefit.  The  Storage 
Networking  World  conference  is  a 
great  venue  to  demonstrate  to  IT 
user  customers  that  vendors  can 
cooperate  (to  ensure  interoper¬ 
ability)  and  compete  (to  add  value) 
at  the  same  time.” 
MIKE  DUTCH 
Director 
Hitachi  Data  Systems 


“The  Storage  Networking  World 
conference  was  a  must-attend 
event  for  anybody  in  die  storage 
world.  The  world’s  premier  suppli¬ 
ers  and  IT  user  customers  attend 
this  event  and  it  is  a  fantastic 
opportunity  to  network  with 
peers  and  pundits  alike.  There  is 
no  other  forum  that  comprehen¬ 
sively  gathers  all  the  appropriate 
powers  of  the  storage  future.” 

CHRISTOPHER  STAKUTIS 
VP,  Engineering  &  CTO 
SANergy 
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Manufacturers  Make  E-Business  Leap  of  Faith 


Old-style  firms  push  Internet  attitude 
to  help  managers  adapt  to  Web  business 


BY  JAIKUMAR  VIJAYAN 

Information  technology  man¬ 
agers  at  old-line  manufactur¬ 
ing  firms  are  scrambling  to  get 
their  companies  to  think  like 
fast-moving  Internet  players. 

Take  Eastman  Chemical  Co. 
in  Kingsport,  Tenn.,  for  exam¬ 
ple.  It  has  launched  a  twofold 
strategy  aimed  at  extending  its 
existing  businesses  to  the  Web, 
in  addition  to  tapping  new 
online  opportunities  via  dot¬ 
com  partnerships,  said  Fred  A. 
Buehler,  director  of  Eastman’s 
e-commerce  operations. 

The  firm  is  taking  a  series 
of  steps  to  make  sure  that  its 
strategy  gets  across  to  the  peo¬ 
ple  who  matter.  Those  steps  in¬ 
clude  the  following: 

■  Inviting  speakers  from  other 
companies  —  including  dot¬ 


coms  —  to  talk  about  their 
Internet  strategies. 

■  Walking  company  managers 
through  real-time  online  auc¬ 
tions  on  business-to-business 
portal  sites  to  give  them  an 
idea  of  how  they  work. 

■  Holding  e-commerce  work¬ 
shops  and  education  programs 
for  business  unit  managers  and 
business  groups  within  the 
company  to  educate  staff  about 
key  aspects  of  Web-enabling 
the  business. 

■  Setting  up  a  separate  elec¬ 
tronic-ventures  unit  focused 
on  partnerships,  including  the 
recent  launch  of  an  Internet- 
based  transportation  manage¬ 
ment  service  for  manufactur¬ 
ers  and  distributors  of  chemi¬ 
cals  and  plastics,  in  collabora¬ 
tion  with  Global  Logistics 


[The  idea  has 
been]  let’s  do 
something,  let’s 
go  fast  and  it’s 
OK  to  make 
mistakes. 

KATHERINE  HUDSON,  CEO, 
BRADY  CORP. 


Technology  Inc.,  a  logistics 
software  start-up  in  Shelton, 
Conn. 

In  this  environment,  “no  fail¬ 
ure  is  bad.  If  we  are  going  to 
innovate,  there  are  going  to 
be  failures. . . .  Repeating  them 
would  be  bad,”  Buehler  said. 

Not  Waiting  for  Change 

The  goal  should  be  to  “just 
move,”  echoed  Stewart  McCut- 
chean,  director  of  electronic- 
business  technology  at  Du 
Pont  Co.  in  Wilmington,  Del. 
“You  can’t  steer  a  car  that’s  not 
moving.” 

Like  Eastman  Chemical,  Du 
Pont  has  set  up  a  separate  elec¬ 
tronic-ventures  unit,  which  has 
made  deals  such  as  a  partner¬ 
ship  with  ImproveNet  Inc.,  a 
Redwood  City,  Calif.,  business 
portal  for  buying  construction 
materials. 

Katherine  Hudson,  CEO  of 
Milwaukee-based  Brady  Corp., 
calls  her  strategy  DAMAGE  — 
an  acronym  for  develop,  accel¬ 
erate,  make  mistakes,  act,  glob¬ 
alize  and  engage. 

For  more  than  a  year,  Hud¬ 


son  has  used  the  program  and 
the  attitude  behind  it  as  a  rally¬ 
ing  cry  to  help  quickly  orga¬ 
nize  the  $500  million,  old-line 
industrial  sign-making  com¬ 
pany  for  the  new  world  of 
e-commerce. 

During  that  time,  the  focus 
has  been  as  much  on  extending 
Brady’s  traditional  business 
through  new  Web  develop¬ 
ment  activities  as  it  has  been 
on  getting  people  within  the 
firm  to  think  Internet  first.  For 
example,  Brady  is  encouraging 
each  of  its  nearly  2,800  em¬ 
ployees  worldwide  to  design 
and  post  their  own  Web  sites 
on  the  company  intranet  with¬ 
in  the  next  two  years. 

Already  Brady  has  convert¬ 
ed  much  of  its  catalog  business 
to  the  Web,  set  up  an  online 
support  network  for  distribu¬ 
tors  and  launched  a  fee-based 
service  that  lets  users  custom 
design  posters  from  the  Brady 
Web  site. 

The  company’s  idea  has 
been:  “Let’s  do  something,  let’s 
go  fast  and  it’s  OK  to  make  mis¬ 
takes,”  Hudson  said.  I 


KEVIN  FOGARTY/BRICKS  AND  CLICKS 


Strategies  ruled 


HOW  MUCH  of  your  e-commerce 

strategy  is  driven  by  fear?  A  friend 
of  mine  works  in  a  top-flight  finan¬ 
cial  services  company.  Lots  of  his¬ 
tory,  lots  of  infrastructure.  A  sophis¬ 
ticated,  tough-minded,  aggressive  place  that  sells 
specialized  info  to  investment  banks  and  other 
uber-traders,  using  expensive  proprietary  com¬ 
puters  and  networks. 


It’s  obvious  to  everyone 
from  the  CEO  to  the  janitor 
that  the  Web  is  pushing 
them  toward  a  lower-cost 
distribution  system  that 
reaches  out  to  a  wider  swath 
of  customers. 

But  middle  managers 
aren’t  willing  to  put  their 
huge  bonuses  at  risk  by 
launching  e-commerce 
efforts  that  could  hurt  their 
divisional  P&L.  Staffers  can’t 
make  themselves  heard.  Top 
managers  are  distracted  by 
politics  and  hidebound  tra¬ 
dition,  and  by  uncertainty 
about  what  would  happen  if 


they  changed  the  business 
model. 

They’re  paralyzed,  afraid 
to  do  more  than  dip  their 
toes  into  the  e-commerce 
waters,  even  knowing  that 
if  they  don’t  at  least  paddle 
around  a  bit,  the  rising  flood 
will  eventually  drown  them. 

That’s  a  new  kind  of  fear 
for  many  companies  —  and 
for  many  IT  people. 

IT  people  used  to  worry 
about  whether  they’d  get 
fired  for  buying  or  building 
the  wrong  system.  That  the 
system  would  be  too  hard  to 
use  or  wouldn’t  work  at  all. 


by  fear 

That’s  a  healthy  fear.  It’s 
the  kind  that  keeps  us  from 
walking  on  building  para¬ 
pets,  leaping  into  traffic 
without  looking  or  commit¬ 
ting  ourselves  to  a  presiden¬ 
tial  candidate  based  on  a 
sound  bite. 

But  there’s  a 
new  kind  of  fear 
among  the  tech¬ 
nologists  at  major 
companies.  It’s  an 
immobilizing, 
intoxicating,  judg¬ 
ment-impairing 
terror  that  has 
become  worse 
because  its  source 
is  something  over 
which  IT  has  little 
control  —  their 
company’s  e-com¬ 
merce  strategy  and  whether 
the  Web  will  enhance  their 
careers  or  destroy  them. 

It’s  the  desperate  fear  of 
being  left  behind  in  a  world 
that’s  changing  forever,  but 


not  being  able  to  figure  out 
how  to  change  with  it.  Or 
worse,  knowing  how  to 
change  but  being  unable  to 
convince  anyone  that  you 
are  right. 

That  fear  can  work  for 
you.  It  can  be  a  great  moti¬ 
vator.  It’s  fueled  the  rise  of 
Microsoft  and  Intel,  among 
others.  Fear  of  being  over¬ 
whelmed  has  driven  Ama¬ 
zon’s  Jeff  Bezos  into  burning 
hundreds  of  millions  just 
trying  to  grow  big  enough  to 
survive. 

But  fear  is  only 
an  advantage  if  it 
doesn’t  control 
you  —  just  as 
e-commerce 
gives  your  com¬ 
pany  leverage 
only  if  it’s  accom¬ 
plishing  what  the 
business  really 
needs. 

Paul  Charron, 
the  no-nonsense 
chief  executive  of 
Liz  Claiborne,  fears  the  hit 
he’d  take  from  shareholders 
and  Wall  Street  if  he  spent 
millions  on  an  e-commerce 
site  that  might  only  alienate 
his  resellers  without  signifi¬ 


cantly  improving  revenue 
[“CEO:  Blind  Rush  to 
E-Commerce  Is  Foolish,” 
Business,  Feb.  21]. 

So  he’s  stepping  carefully 
along  the  stony  bottom, 
wading  into  e-commerce  by 
partnering  with  his  existing 
retailers,  experimenting 
with  online  sales  of  the 
Lucky  Brand  of  jeans  (so  as 
not  to  expose  his  premium 
brands  to  risky  new  ven¬ 
tures)  and  testing  other 
commercial  strategies. 

Meanwhile,  Charron  is 
spending  the  $10  million  or 
so  that  Liz  Claiborne  could 
have  blown  on  a  consumer 
site  to  build  a  new  brand  he 
expects  will  bring  in  $300 
million  in  new  revenue  in 
three  years  —  which  a  Web 
site  wouldn’t. 

That’s  a  rational  response 
to  fear.  Not  panicky  spend¬ 
ing,  not  terrified  paralysis, 
not  a  desperate  attempt  to 
shed  an  existing  identity  to 
become  a  dot-com. 

Just  a  savvy  way  for  a 
company  to  become  a  more 
effective  version  of  itself 
using  fear  as  a  motivator, 
rather  than  letting  it  make 
all  the  decisions.  I 


KEVIN  FOGARTY  iS 

Computerworld  s  busi¬ 
ness  editor.  Contact  him 
at  kevin.fogarty@ 
computenmrld.com. 
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WORKSTYLES 


What  It’s  Like  to  Work  at . . . 
The  Sierra  Ciuh 


Interviewee:  Dave  Simon, 
director  of  information  and 
communications  systems 
Company:  The  Sierra  Club,  a 
nonprofit  environmental  con¬ 
servation  and  activist  organiza¬ 
tion  {www.sierraclub.org) 

Main  location:  San  Francisco 
Tenure:  Just  over  eight  years 
Number  of  information 
technology  employees:  12 
Number  of  end  users:  300 
employees,  plus  several  thou¬ 
sand  volunteers  supported  with 
e-mail  lists,  local  Web  sites, 
Web-accessible  membership 
databases  and  more. 

As  a  nonprofit 
organization, 
what  IT  salary 
challenges  do 
you  face?  ‘Typ¬ 
ically,  our  sal¬ 
aries  [have 
been]  10%  to 
20%  below  the 
market  average.  With  the  dot¬ 
com  thing  sending  local  salaries 
through  the  roof,  it’s  terribly  diffi¬ 
cult  to  get  people.  We  have  a  ju¬ 
nior  network  administration  job 
open  now  that  pays  in  the  $30s, 
and  I  put  the  salary  in  our  ad.  I 
only  got  one  rdsumd.” 

What  motivates  IT  people  to 
work  here?  “I  think  people 
come  to  work  here  because 
they  believe  in  the  organization, 
but  also  because  we're  doing  a 
lot  of  exciting  things  technically. 
For  example,  we  were  doing 
commerce  on  the  Web  in  1996, 
we  have  wide-area  links,  we  just 
implemented  a  PeopleSoft  fi¬ 
nancial  system.  We’re  not  the  IT 
backwater  that  you  might  think 
of  in  a  nonprofit.” 

What  motivates  you?  “I  think 
I’m  making  a  difference.  I  have 
an  idealistic  streak  - 1  was  in 
the  Peace  Corps,  and  I  have 
kids  who  I  want  to  grow  up  in  a 
natural  world." 

Major  Web  initiatives:  ’’Time¬ 
keeping  systems  for  tracking 
hours  spent  on  conservation 
work,  which  are  critical  because 
since  our  activities  are  funded 
by  grants,  the  government  re¬ 
quires  scrupulous  tracking  of 
how  we  spend  our  time:  a  mem¬ 
bership  information  system  to 
provide  information  about  club 
members  to  our  local  leaders; 
an  up-to-the-minute  trip  reser¬ 
vation  system." 

The  one  thing  everyone 
complains  about:  "I  would  say 


that  even  here  there’s  a  little 
dot-com  envy  going  on.  I’ve  had 
people  leave  because  they  got 
offered  60%  more  money  at  a 
dot-com." 

Turnover  rate:  “About  20%, 
about  the  same  as  the  IT  aver¬ 
age.” 

Workday:  “Pretty  much  9  a.m. 
to  5  p.m.,  which  is  one  of  the 
perks  for  putting  up  with  a  lower 
salary  in  a  no-profit." 

Kind  of  offices:  "We’re  the  an¬ 
chor  tenant  in  a  beautiful  eight- 
story,  turn-of-the-century  build¬ 
ing  that’s  now  being  surrounded 
by  high-rises.  We  have  three 

floors  with  12-ft.- 
high  ceilings. 
Managers  have 
the  interior  of¬ 
fices,  and  the 
staff  has  cubi¬ 
cles  next  to  the 
windows,  which 
are  easily  8  feet 
tall.  We  have  all  hand-me-down, 
mismatched  office  furniture.” 
What  do  you  see  in  people’s 
cubicles?  “A  lot  of  Sierra  Club 
posters  and  calendars.  Some¬ 
one  used  to  have  a  little  coffin 
that  had  a  copy  of  Cc:Mail  with 
a  stake  through  it  that  one  of 
our  volunteers  sent  to  us." 
Favorite  part  of  the  job:  “it 
sounds  really  hokey,  but  feeling 
that  I'm  working  toward  some¬ 
thing  that  makes  a  difference.  In 
many  of  our  conservation  bat¬ 
tles,  the  timely  delivery  of  infor¬ 
mation  plays  a  significant  con¬ 
tributing  role  -  like  being  able  to 
generate  several  thousand 
e-mails  from  our  Web  site,  or 
being  able  to  provide  a  local 
phone  list  for  activists  to  call 
people  about  a  key  bill  -  and 
that’s  a  good  feeling." 

Little  perks:  “Free  Sierra  Club 
calendars.  We  can  go  on  Sierra 
Club  backpacking  trips  for  re¬ 
duced  rates.  And  having  the 
privilege  to  work  with  Dr.  Edgar 
Wayburn.  He  just  won  the  Presi¬ 
dential  Medal  of  Freedom  award 
for  creating  the  Golden  Gate  Na¬ 
tional  Recreation  Area.  He’s  in 
his  90s  now,  and  to  have  had 
the  office  next  to  his,  and  get 
him  batteries  for  his  hearing  aid 
and  fix  his  Dictaphone  -  that’s 
been  a  great  perk." 

Quote:  “We’re  doing  a  lot  of  ex¬ 
citing  technical  projects  for  a 
cause  that  we  believe  in.  There’s 
a  collegial  atmosphere,  and  the 
hours  aren’t  bad."  -  Leslie  Goff 


JIM  CHAMPY 

Style-ish  marriages 

IF  STEVE  CASE  AND  JERRY  LEVIN  weren’t  such  good  execu¬ 
tives,  I  would  fear  for  their  corporate  survival.  Shortly  after  last 
month’s  announcement  of  the  AOL/Time  Warner  merger,  they 
were  touted  on  one  magazine  cover  as  “Men  of  the  Century.” 
Such  praise  can  often  lead  managers  to  believe  they’re  infal¬ 
lible.  Business  troubles  often  follow. 


The  AOL/Time  Warner  deal  is  sound.  Case  and 
Levin  should  be  admired  for  their  courage.  But  as 
good  managers,  they  know  their  vision  of  a  New 
Age  media  company  will  take  lots  of  work,  and 
the  accolades  may  be  premature.  But  Case  and 
Levin  are  also  good  examples  of  creator  and  capi- 
talizer,  respectively.  They  are  two  of  the  arche¬ 
types  of  technology  managers  I’ve  run  across. 

A  creator  is  a  true  innovator  who  pioneers  a 
new  technology  to  the  point  of  making  current 
technologies  obsolete.  Case  has  certainly  been 
doing  that  in  communications.  He  has  made  the 
Internet  accessible  to  and  affordable  for  millions, 
replacing  other  forms  of  communi¬ 
cations  technologies. 

A  capitalizer  is  a  manager  who 
markets  a  technology  so  energeti¬ 
cally  that  a  whole  new  infrastruc¬ 
ture  is  required  to  accommodate  its 
distribution.  Some  may  argue  that 
Levin  is  in  the  media  and  entertain¬ 
ment  business  rather  than  in  tech¬ 
nology,  but  the  lines  between  media 
and  technology  are  blurring.  And 
there’s  no  argument  that  Levin  has 
marketed  his  media  capabilities  so 
energetically  that  Time  Warner  can 
now  benefit  from  AOL’s  Internet- 
based  distribution  system. 

A  creator  is  sometimes  also  seen 
as  an  undisciplined  inventor/entre¬ 
preneur.  A  capitalizer  is  expected  to 
bring  discipline  to  the  venture.  But 
what  is  also  valuable  about  the 
Case/Levin  management  team  is 
that  there  is  some  inventiveness  and 
discipline  in  both  parties.  Case  is 
certainly  disciplined  as  a  manager. 

And  Levin  has  a  creative  side. 

The  complementary  natures  of 
such  managers  are  what  often  build 
a  great  technology  company.  Hew¬ 
lett  and  Packard,  and  Gates  and 
Ballmer,  are  other  examples  of  com¬ 
plementary  teams. 

But  technology  companies  must  be  aware  of 
the  third  managerial  archetype:  the  consolidator. 
Consolidators  are  often  called  in  to  make  tech¬ 
nologies  work  consistently  and  profitably  in  cor¬ 
porate  settings.  But  often,  consolidators  can  be¬ 
gin  to  look  inward  to  their  own  corporate  cul¬ 
tures  as  they  try  to  fix  their  companies.  When 


that  occurs,  the  company  can  miss  what’s  hap¬ 
pening  with  changing  customer  needs.  And  the 
creative  and  subversive  impulses  that  brought 
forth  new  technologies  can  be  lost. 

Maybe  that’s  what  happened  with  Apple  Com¬ 
puter,  when,  after  Steve  Jobs’  first  tenure,  the 
company  went  through  a  succession  of  well- 
intentioned  consolidators  who  served  as  CEO. 
With  Jobs  now  back  at  the  helm,  Apple  seems  to 
be  regaining  its  inventive  spirit.  After  all.  Jobs  is 
the  quintessential  creator. 

Is  one  of  these  managerial  types  better  than 
the  other?  Not  necessarily.  There  are  times  in  the 
growth  and  development  of  a  tech¬ 
nology  company  when  a  certain 
dominant  managerial  style  is  more 
appropriate  —  a  creator  at  the 
launch,  a  capitalizer  as  the  company 
grows  and  a  consolidator  to  make 
everything  work  with  scale.  But  the 
truth  is  that  a  company  needs  some 
of  each  style  all  the  time.  When  a 
technology  company  loses  its  cre¬ 
ative  capability,  it’s  at  risk,  and  with¬ 
out  discipline,  it  can’t  deliver.  We 
have  also  learned  that  from  the 
Apple  experience. 

Ideally,  a  corporate  culture  can 
tolerate  all  three  management  styles 
at  the  same  time.  Imagine  the  power 
of  creators,  capitalizers  and  consol¬ 
idators  working  together.  I  some¬ 
times  wonder  whether  that’s  the  se¬ 
cret  behind  what  Michael  Dell  and 
Andy  Grove  have  achieved  at  their 
companies,  both  of  which  seem  lim¬ 
itless  in  their  growth. 

And  what  happens  if  a  technology 
company  is  in  trouble  and  a  board  of 
directors  decides  to  give  control  to  a 
consoUdator?  Is  that  what  happened 
at  Digital  when  Robert  Palmer  be¬ 
came  its  CEO  in  1992? 

It  may  mean  that  a  company  is 
near  the  end  of  its  corporate  life,  but  then  the  op¬ 
portunity  is  opened  up  for  the  cycle  to  begin 
anew.  Every  managerial  type  serves  a  purpose.  I 


Champy  is  chairman  of  consulting  at  Perot  Systems 
Corp.  in  Cambridge,  Mass.  He  can  be  reached  at 
JimChampy@ps.net.  His  newspaper  columns  are  syn¬ 
dicated  by  Tribune  Media  Services. 
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And  it  can  blow  a  nasty  hole  in  the  side  of  your  company.  The  most  innocent-looking  e-mail 
can  be  a  silent  letter  bomb. 

E-mail  can  circulate  offensive  content  and  get  you  sued.  Or  deliver  your  trade  secrets  to  your 
competitors.  It  can  cripple  your  network  with  spam,  huge  files  and  viruses.  And  sink  employee 
productivity  to  a  new  low. 

Content  Technologies  enables  you  to  work  in  the  e-world  with  total 
content  security.  Find  out  how  to  defuse  dangerous  e-mail  and 
Internet  content  -  before  it  sends  you  into  damage  control. 

Get  a  free  evaluation  copy  of  our  MIMEsweeper  software 
along  with  our  "Guide  to  Content  Security" CD. 

www.contenttechnologies.com/ads  (888)  888-6883 

C  Content  Technologies  2000 
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NALYSTS’  FORECASTS  may 
vary  by  billions  of  dollars, 
but  they  all  point  to  the 
same  thing:  an  enormous 
business-to-business 
e-commerce  market. 

Forrester  Research  Inc.  in  Cam¬ 
bridge,  Mass.,  pegs  last  year’s  business- 
to-business  Internet  trade  at  $109  bil¬ 
lion.  It  expects  that  figure  to  reach  $2.7 
trillion  by  2004.  Gartner  Group  Inc.  in 
Stamford,  Conn.,  also  predicts  skyrock¬ 
eting  growth,  from  $145  billion  last 
year  to  $7.29  trillion  worldwide  by 
2004. 

Analysts  expect  the  bulk  of  this 
trade  to  take  place  on  vertical  industry 
exchanges,  the  online  trading  commu¬ 
nities  where  multiple  buyers  and  sell¬ 
ers  come  together  to  buy,  sell  and  con¬ 
duct  a  wide  range  of  other  activities, 
from  posting  requests  for  proposals 
and  comparing  pricing  to  auctioning 
off  excess  inventory. 

In  the  past  few  months  alone,  the 
number  of  these  trading  communities 
has  nearly  doubled  —  from  about  200 
to  400  —  according  to  Vernon  Keenan, 
founder  of  San  Francisco-based  Inter¬ 
net  consultancy  Keenan  Vision  Inc. 

“We’re  seeing  a  general  movement 
[toward  exchanges]  in  every  industry 
you  can  think  of,”  Keenan  says. 

For  now,  the  great  majority  of  these 
exchanges  are  busy  wooing  buyers  and 
sellers  in  the  new  digital  marketplaces. 
But  before  long,  wooing  won’t  be  nec¬ 
essary,  analysts  say. 

“Economic  factors  will  compel 
everybody  to  participate,”  says  Keenan. 
Those  who  don’t,  as  well  as  late¬ 
comers,  “will  be  wounded  in  their  eco¬ 
nomic  underbellies,”  not  unlike  the 
mom-and-pop  hardware  stores  that 
went  belly-up  with  the  advent  of  mega¬ 
home  improvement  stores. 

But  not  all  exchanges  operate  the 
same  way.  Some  link  buyers  with  sell¬ 
ers,  while  others  operate  with  a  mid¬ 
dleman  at  the  center  of  the  process. 
Still  others  offer  auction  capabilities. 
Some  charge  only  sellers,  while  others 


provide  users  with  the  information 
technology  infrastructure,  software 
and  implementation  services  to  get  up 
and  running  on  their  exchanges. 

Here’s  a  look  at  two  exchanges  with 
different  approaches. 

The  Seller’s  Agent:  Medibuy.com 

Business-to-business  e-commerce 
isn’t  new  to  Buffalo  Hospital  Supply 
Co.  For  more  than  a  decade,  the  $50 
million,  Buffalo,  N.Y.-based  distributor 
has  been  using  electronic  data  inter¬ 
change  (EDI)  to  buy  and  then  sell  its 
line  of  health  care  products  and  equip¬ 
ment,  primarily  to  hospitals  and  long¬ 
term-care  nursing  homes  in  New  York 
and  Permsylvania. 

But  now,  the  company  is  taking  a 
giant  step  onto  the  Internet.  After  being 
courted  by  at  least  a  half-dozen  online 
exchanges  that  cater  to  the  $100  biUion- 
plus  medical  supplies  market,  the  dis¬ 
tributor  is  making  its  product  catalog 
available  online  via  Medibuy.com  Inc.,  a 
San  Diego-based  business-to-business 
health  care  exchange. 

“What  Medibuy  allows  us  to  do  is 
put  our  catalog  on  their  site  for  any¬ 
body  to  use.  It  tears  down  the  geo¬ 
graphic  barriers  and  makes  us  much 
more  of  a  global  company,”  says  Buffa¬ 
lo  Hospital  Supply  CEO  Gary  Skura.  “It 
also  lets  us  branch  out  to  sell  beyond 
hospitals  and  nursing  homes.” 

Since  November,  when  the  medical 
supplier  established  a  Medibuy.com 
beta  site,  only  a  few  new  orders  have 
trickled  in  from  the  exchange.  But 
Skura  says  he  isn’t  worried.  He’s  still 
ahead  of  the  competition.  “We’ve  done 
more  [on  the  Internet]  than  most  dis¬ 
tributors  have  done,”  he  says. 

“It’s  still  the  early  adopters  and  pio¬ 
neers  who  are  doing  this  stuff,”  says 
Gartner  analyst  Mike  Davis.  In  general, 
Davis  notes,  health  care  companies  are 
slow  to  adopt  new  technologies.  But  in 
three  to  five  years,  he  says,  business 
will  be  thriving  on  the  digital  ex¬ 
changes,  which  have  the  potential  to 
pare  industry  transaction  costs  of  $24 


How  two  digital 
exchanges  help  sellers 
find  buyers  in  the 
exploding  business-to- 
business  marketplace. 
By  Julia  King 
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to  $100  per  order  today  to  between  $5 
and  $10.  Eventually,  those  numbers 
should  drop  to  less  than  $1  per  order, 
Davis  says. 

Meanwhile,  as  a  beta  site,  Buffalo 
Hospital  Supply  hasn’t  spent  a  nickel 
on  technology  or  professional  services 
to  begin  selling  its  products  on  the  In¬ 
ternet.  Medibuy.com  has  done  all  the 
systems  integration  work,  including 
customizing  contract  pricing  data  for 
Buffalo’s  various  customers.  Before  it 
signed  on  with  Medibuy.com,  Buffalo 
Hospital  Supply  had  been  developing 
its  own  Web  site.  But  it  dropped  the 
project  in  favor  of  moving  to  the  Inter¬ 
net  via  the  industry  exchange. 

The  company’s  customers  can  also 
access  real-time  availability  and  ship¬ 
ping  information  because  the  Med- 
ibuy.com  site  transparently  connects 
customers  to  the  supplier’s  in-house 
enterprise  systems. 

“We  have  seamless  integration,  so 
the  buyer  doesn’t  feel  they  have  left 
the  Medibuy  site,  but  they’re  actually 
using  the  [supplier’s]  price  files.  The 
advantage  of  that  is  the  likelihood  of 
much  higher  accuracy,”  says  Robert 
Witt,  chief  technology  officer  at 
Medibuy.com. 

Medibuy.com  also  does  much  of  the 
systems  integration  work  necessary  to 
hook  up  buyers  and  suppliers  to  the 
Web  site.  “We  have  a  very  robust  im¬ 
plementation  methodology,  under 
which  we  send  in  an  integration  man¬ 
ager  with  a  series  of  tools  that  identi¬ 
fies  which  suppliers  a  hospital  needs 
to  deal  with  to  conduct  business,”  Witt 
explains.  Because  it  has  this  informa¬ 
tion,  Medibuy.com  also  knows  what 
kind  of  traffic  volumes  to  anticipate, 
and  that  helps  with  its  own  planning  of 
network  and  Web  site  capacity,  he  says. 

Buyers  need  only  minimal  IT  exper¬ 
tise.  Medibuy.com  provides  a  turnkey 
service  “where  buyers  can  come  onto 
otu  site  with  very  little  in  the  way  of 
internal  systems  to  support  their  work 
[online].  We’ll  provide  them  access 
to  the  Internet  through  our 
business  intelligence  sys¬ 
tems,  and  we’ll  also  provide 
them  with  all  the  reports 
they  need,"  Witt  says. 

Medibuy.com  also  fur¬ 
nishes  the  buyers  with  de¬ 
tailed  monthly  reports  of  all 
of  their  purchasing  activity. 

This  can  pinpoint  high-vol¬ 
ume  suppliers,  which  hospi¬ 
tals  can  then  target  as  can¬ 
didates  for  contract  renegotiation. 

Now,  in  contrast,  hospitals  “often 
won’t  realize  the  number  of  times  their 
own  [purchasing  group]  goes  off  [pre¬ 
negotiated]  contracts  for  the  same 
items,”  notes  Witt.  “This  way,  they  can 
aggregate  their  buying  potential  and  go 
out  and  negotiate  better  contracts.” 


Medibuy.com’s  pricing  model  calls 
for  free  use  by  buyers,  while  suppliers 
like  Buffalo  Hospital  Supply  pay  a 
transaction  fee  of  less  than  1%  of  the 
total  for  each  order  that  comes  in  over 
the  exchange.  One  of  the  biggest  ways 
a  supplier  can  recoup  these  costs  is  in 
the  significant  savings  achieved  by 
processing  orders  electronically,  rather 
than  by  phone  or  fax. 

But  pricing  is  also  where  things  may 
get  sticky.  Skura,  for  example,  says  he’s 
willing  to  pay  a  fee  for  new  business 
that  comes  in  via  the  Web  site,  but  he 
doesn’t  want  to  ante  up  for  Web-based 
orders  from  existing  customers  who 
now  use  EDI  (about  55%  to  60%  of  Buf¬ 
falo’s  incoming  orders)  or  do  business 
with  the  company  manually. 

“I’m  not  keen  on  giving  [Medibuy.- 
com]  money  for  that,”  Skura  says. 
“We’re  still  negotiating.” 

Grain  Middleman:  AgriPlace.com 

The  Internet  may  be  global,  but 
AgriPlace.com  is  using  it  to  create 
regional  networks  of  grain  buyers 
and  sellers  with  a  traditional  twist: 
middlemen. 

Rather  than  cut  out  brokers  and  link 
buyers  and  sellers  directly,  Calgary, 
Alberta-based  AgriPlace.com  has  posi¬ 
tioned  them  as  service  providers. 

Grain  brokers,  who  sell  on  behalf  of 
farmers,  continue  to  match  buyers 
with  sellers,  arrange  for  transporting 
crops  and  help  set  up  credit  terms. 
What’s  different  is  that  they  carry  out 
these  tasks  on  the  Internet  at  a  central 
digital  marketplace,  rather  than  by 
phone  or  fax. 

“If  there’s  500  tons  of  barley,  and  the 
farmer  wants  $75  a  ton  for  it,  we  can 
put  that  [on  AgriPlace.com],  and  it 
goes  out  to  more  than  100  buyers,”  says 
Blair  Pfeil,  a  trader  at  Western  Com¬ 
modities  Trading  Inc.,  a  grain  broker 
and  AgriPlace.com  beta  site  in  Spald¬ 
ing,  Saskatchewan.  The  advantage  here: 
Brokers  can  more  quickly  reach  a 
wider  audience  of  potential  buyers. 

“Instead  of  phoning  up 
every  one  of  them  to  see  if 
they  want  to  buy  this  500 
tons,  it  goes  out  on-screen, 
and  everybody  can  see  it. 
And  they  all  get  a  chance  to 
bid  on  it,”  he  says. 

It  wasn’t  always  this  way. 
In  its  debut  —  as  an  online 
trading  exchange  called 
Agrilink  —  buyers  and 
farmers  could  do  business 
online  directly.  But  they  didn’t. 

“The  technology  was  built  with  the 
view  that  you  could  displace  the  mid¬ 
dleman,  but  the  strategy  was  not 
largely  successful,”  says  AgriPlace.com 
President  Greg  Lore. 

The  reason  had  to  do  with  one  of  the 
market’s  most  critical  players:  the 


farmers  themselves.  They  value  long¬ 
standing  relationships  and  weren’t 
willing  to  sell  their  crops  without  a 
broker’s  guidance.  Lore  says. 

“We  find  that  computers  scare  most 
producers,  except  the  younger  ones,” 
says  Pfeil.  “They  don’t  want  to  use 
computers  to  do  business.  They  want 
to  have  a  one-to-one  relationship, 
which  is  a  big  thing.  They  want  to  put 
a  name  and  a  face  together.” 

So  AgriPlace.com  reworked  its  strat¬ 
egy  and  last  year  launched  a  site  that 
includes  brokers,  who  use  the  exchange 
to  contact  a  broader  group  of  buyers 
whom  they  can  reach  via  phone  or  fax. 

Here’s  how  it  works:  Brokers  post 
a  list  of  available  crops  on  the  ex¬ 
change  for  buyers  to  view.  Once  a  bid 
is  placed  and  accepted,  AgriPlace.com 
immediately  executes  the  transaction 
online  and  then  collects  a  percentage 
of  each  deal  —  between  0.25%  and 


1.25%  of  the  value  of  the  commodity. 

Since  its  beta-test  launch  in  Septem¬ 
ber,  AgriPlace.com  has  hosted  trades 
totaling  more  than  2.5  million  bushels 
of  grain.  The  exchange  has  signed  up 
three  brokerages  and  about  600  farm¬ 
ers  so  far.  Compared  with  other  indus¬ 
tries,  that’s  a  slow  start  on  the  Internet, 
analysts  say.  But  looking  ahead,  the 
pace  is  sure  to  pick  up  rapidly,  as 
younger,  more  technology-savvy  farm¬ 
ers  take  over  family-run  operations. 

“The  average  age  of  farmers  today  is 
close  to  50  years  old.  This  is  a  person 
who  isn’t  likely  to  trust  his  entire  liveli¬ 
hood  to  somebody  he  has  no  idea  of 
on  the  other  [side  of]  a  screen,”  says 
Shawn  McCambridge,  a  grain  analyst  at 
Prudential  Securities  Inc.  in  Chicago. 

It  won’t  be  until  the  next  generation 
comes  up  that  farmers  will  be  likely  “to 
grasp  all  of  the  efficiencies  of  the  new 
[Internet]  technologies,”  he  says.  > 


GREG  LORE:  Farmers 
value  middlemen 
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JAMES  E.  LUBINSKI 
at  Galileo  International 
says  the  Web  is  forcing  IT 
staff  to  expand  their  knowl 
edge  beyond  technology 


WEB-m 

VOURSTAFF 


To  help  build  a  great 
Web  site,  IT  pros  need 
more  than  technical 
smarts.  Here’s  how 
you  and  your  people 
can  ramp  up  quickly 
on  the  softer  skills  that 
you  need  for  a  strong 
Web  presence. 

Johanna  Ambrosio 


Thanks  to  the  Web-heads 
at  Galileo  International 
Inc.,  the  company  has  an 
equity  position  in,  and  a 
great  new  business  rela¬ 
tionship  with,  Stamps.com  Inc.,  an 
electronic-postage  provider  in  Santa 
Monica,  Calif.  The  deal  allows  Galileo 
to  offer  its  40,000  travel  agency  clients 
and  other  customers  the  ability  to  use 
the  Web  to  print  out  postage  and  more 
easily  send  and  receive  the  vast  num¬ 
ber  of  airplane  tickets  they  handle  daily. 

Galileo’s  information  technology 
staffers  first  spotted  the  Internet  start¬ 
up  when  they  were  looking  for  in- 
house  technology  to  encrypt  postage 
over  the  Web.  But  then  the  IT  staffers 
got  others  at  the  Rosemont,  Ill.-based 
company  involved  to  broaden  and 
deepen  the  deal  with  Stamps.com,  ac¬ 
cording  to  James  E.  Lubinski,  executive 
vice  president  of  operations  at  Galileo. 
He  says  the  staff  “took  that  deal  much 
further  along  than  what  you  would 


have  expected  three  or  five  years  ago.” 

Galileo  isn’t  alone.  Because  of  the 
Web,  IT  professionals  are  being  called 
on  for  a  lot  more  than  just  technical 
know-how.  They  need  to  be  negotiators, 
deal  makers,  astute  businesspeople  and, 
all  too  often,  coimselors  to  help  mitigate 
disputes  among  internal  and  external 
customers  who  want  the  Web  to  do 
different  things.  All  these  new  roles 
require  new  kinds  of  “soft”  skills,  many 
IT  executives  agree. 

Some  shops  teach  these  skills  in  off¬ 
site  training  sessions;  others  do  less- 
formal  on-the-job  training.  Some  exec¬ 
utives  say  the  Web  requires  hiring  dif¬ 
ferent  types  of  people  from  the  get-go. 

Constant  Pressure 

Fueling  the  change,  in  part,  is  the 
hastened  pace  of  development  that’s 
needed  to  stay  competitive  on  the  Web. 
“You’re  under  pressure  all  the  time,” 
says  Pierre  Samec,  CIO  at  Chemdex 
Corp.,  a  Mountain  View,  Calif.-based 
online  marketplace  for  the  life  sciences 
industry.  “And  that  takes  someone  who 
can  deal  with  ambiguity,  who  can  learn 
from  oiu:  customers,  [who]  assumes 
we’ll  never  know  all  of  what  we  need  to 
know.  It’s  all  about  learning.” 

That  squeezed  time-to-market  also 
means  that  IT  staffers  need  to  gather 
requirements  from  users  much  more 
quickly.  “You’re  talking  to  people 
you’ve  never  met,  at  suppliers  and  at 
customer  shops,  and  that  means  you 
need  to  commimicate  more  effectively,” 
says  Tom  Johnson,  a  partner  at  KPMG 
Consulting  LLC  in  Miimeapolis.  ‘You 
need  to  listen  and  understand  in  two 
hours  what  used  to  take  several  weeks 
or  months.”  So,  he  says,  speaking, 
writing  and  listening  skills  are  more 
important  than  ever  in  today’s  IT 
enviromnent. 

Also  critical  are  skills  that  used  to 
be  relegated  only  to  top  managers  — 
understanding  costs,  returns  and  busi¬ 
ness  strategy.  As  IT  professionals  are 
called  on  to  carry  out  more  joint  deals 
with  technology  suppliers  to  help 
expand  the  Web’s  presence  into  new 
areas,  they  need  to  understand  what 
types  of  deals  make  sense  for  the  busi¬ 
ness.  They  also  must  understand  their 
roles  in  seeing  these  deals  through. 

Another  issue  is  that  the  Web  is 
more  public  than  any  preceding  tech¬ 
nology  —  everyone  sees  mistakes. 

“Everyone  and  his  brother  is  an  In¬ 
ternet  developer,  and  everyone  has  an 
opinion,”  says  Marc  DeNarie,  interim 
director  of  energy  management  sys¬ 
tems  at  Pacific  Gas  &  Electric  Co.  in 
San  Francisco.  “It’s  a  madhouse  —  and 
that  requires  negotiation  skills.  You 
need  someone  who  can  tell  you  to  take 
a  hike  with  a  smile,  and  everyone 
walks  away  happy.” 

Setting  expectations  has  always  been 
part  of  IT  culture  and  practice,  but  it’s 
different  with  the  Web.  “People  use  the 


People  use  the  Web 
. . .  and  they  see 
what  is  being  done. 
And  sometimes  they 
ask,  ‘If  these  other 
companies  can  do  it, 
why  can’t  we?’ 

JAMES  E.  LUBINSKI,  EXECUTIVE 
VICE  PRESIDENT  OF  OPERATIONS. 
GALILEO  INTERNATIONAL  INC. 

Web  all  the  time  for  their  own  use,  and 
they  see  what’s  being  done,”  says 
Galileo’s  Lubinski.  “And  sometimes 
they  ask,  ‘If  these  other  companies  can 
do  it,  why  can’t  we?’  It  creates  an  im¬ 
pression  that  things  can  be  done,  and 
we  have  to  do  a  better  job  of  explain¬ 
ing  in  layman’s  terms  what  the  issues 
are.  It’s  heightened.” 

Anyone  Need  Help? 

So,  what  does  all  this  mean  for  IT 
managers?  You  have  to  be  on  your  toes 
to  spot  who  needs  help  and  figure  out 
how  best  to  teach  soft  skills.  At  Wells 
Fargo  &  Co.,  it  typically  comes  down 
to  on-the-job  training,  says  George 
Cheng,  senior  vice  president  of  online 
financial  services  at  the  San  Francisco- 
based  banking  company. 

Still,  as  Wells  Fargo  and  others  have 
discovered,  the  smartest  companies 
hire  IT  staffers  who  already  have  soft 
skills.  “More  than  half  of  the  people 
who  do  our  technical  interviewing 
aren’t  technical  people,”  Cheng  says. 

“It  makes  sense  that  if  someone  is 
going  to  need  to  work  with  marketing 
people,  a  person  with  [a]  marketing 
background  should  be  involved  in  the 
interviewing  process.” 

“Two-thirds  of  our  developers  were 
hired  because  they’ve  got  great  people 
skills,”  says  Sharon  Vonk,  chief  tech¬ 
nology  officer  and  vice  president  of 
customer  care  at  MetalSite  LP,  a  Pitts¬ 
burgh-based  online  marketplace  for 
the  metals  industry.  “We  have  more 
[technical]  people  with  MBAs  than  we 
have  with  computer  science  degrees.” 
MetalSite  interviews  for  leadership, 
customer  relationship  skills  and  adapt¬ 
ability  to  the  corporate  culture.  The 
difficulty  in  hiring  for  the  Web,  Vonk 
adds,  “is  to  find  someone  with  broad 
business  understanding  but  also  with 
very  specialized  skills”  in  technology.  I 


Ambrosio  is  a  freelance  writer  in 
Marlboro,  Mass.  Contact  her  at 
johannaambrosio@aol.com. 
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ORGAN  STANLEY  DEAN  WITTER  &  CO.’S 
equity  researchers  and  bond  traders 
make  lots  of  money.  But  for  information 
technology  professionals,  the  New  York- 
based  financial  services  firm  is  “a  regu¬ 
lar  sweatshop,”  according  to  a  posting  on  the  Inter¬ 
net  gripe  site  www.vault.com.  On  the  upside,  though, 
the  company  offers  all  new  hires,  including  IT  pro¬ 
fessionals,  excellent  training  that  lasts  four  months. 

Thinking  about  taking  a  job  at  Andersen  Consult¬ 
ing?  Expect  the  Chicago  firm  to  “grind  you  into  the 


dust.”  Arthur  Andersen  LLP,  its  former  sister  compa¬ 
ny,  isn’t  much  better.  There,  the  “pay  is  horrendous.” 

And  by  the  way.  The  Chase  Manhattan  Corp.  in 
New  York  has  absolutely  no  concern  for  its  employ¬ 
ees.  The  so-called  “Chase  Values”  are  a  joke  inside 
the  organization. 

These  are  just  a  few  of  the  choice  tidbits  to  be 
found  on  message  boards  at  www.vault.com,  which 
bills  itself  as  an  “electronic  watercooler”  for  workers 
seeking  the  scoop  on  what  goes  on  inside  companies. 

But  just  how  useful  are  sites  such  as  vault.com  to 


IT  managers  and  workers?  Do  they  warrant  your 
attention  on  any  kind  of  regular  basis? 

The  short  answer  is  yes.  Managers  can  get  an  un¬ 
filtered  version  of  what  workers  think  of  them  and 
their  companies  by  periodically  tuning  in  to  these 
sites.  And  job  seekers  can  gain  access  to  information 
that  could  make  all  the  difference  in  a  decision  to 
accept  or  reject  a  job  offer. 

Like  other  Web  sites  geared  toward  employees. 
New  York-based  Vault.com  Inc.’s  company  message 
boards  are  long  on  worker  whining  about  low  pay. 


Who  are  these  anonymous 
people  on  the  Web,  and 
why  are  they  saying  such 
terrible  things  about  you? 

They  may  well  be  your 
former  —  or  even  current 
—  IT  employees.  And  you’d 
better  know  where  they’re 
going  to  vent,  and  why. 

By  Julia  King 
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long  hours  and  miserable  managers.  That’s  why 
they’re  mainly  known  as  “bitch”  or  “gripe”  sites. 

There’s  also  a  good  deal  of  sniping  among  workers 
with  differing  views  on  everything  from  project 
management  methods  to  expense  accounts.  For  a 
sampling,  head  straight  to  Vault.com’s  message  board 
on  Andersen  Consulting,  where  contributors  tend  to 
amplify  their  views  with  ample  doses  of  cynicism 
and  four-letter  expletives. 

Of  course,  everything  you  read  on  these  sites 
should  be  taken  with  a  grain  of  salt. 

“For  every  one  thing  that’s  true  and  useful  [on  the 


electronic  message  boards],  the  offset  is  a  couple  [of] 
hundred  things  that  are  just  ridiculous,”  says  Vaugh¬ 
an  Merlyn,  an  IT  consultant  at  The  Concours  Group 
in  Kingwood,  Texas. 

“If  one  looked  at  what  the  Web  sites  were  saying 
about  [America  Online  Inc.]  two  years  ago,  you’d 
never  go  work  for  them,”  Merlyn  notes.  “But  today,  if 
you’re  not  a  subscriber  or  investor  [in  AOL],  you 
probably  have  missed  out.” 

It’s  not  that  these  sites  don’t  have  value,  Merlyn 
says.  “You  just  have  to  be  careful  because  they’re 
unfiltered.  Anyone  with  an  ax  to  grind  can  put  dis¬ 
creditable  information  up  there.”  And,  boy,  do  they. 

Still,  Merlyn  and  other  experts  say  managers 
should  regularly  monitor  sites  to  keep  their  fingers 
on  the  pulse  of  the  rumor  mill.  But  they  should  never 
rebut  anything  they  read  online.  Doing  so  works  only 
to  lend  credibility  to  a  rumor. 

Be  Aware  of  Gripes 

Mark  Walztoni,  vice  president  of  human  resources 
at  Mastech  Corp.,  an  IT  consulting  and  contracting 
company  in  Oakdale,  Pa.,  recommends  that  IT  and 
hiring  managers  regularly  read  what’s  posted  on 
elected  sites.  Walztoni,  for  example,  regularly  checks 
Santa  Clara,  Calif.-based  Yahoo  Inc.’s  message  boards 
for  postings  about  Mastech. 

If  he  comes  across  what  he  deems  a  false  rumor 
that  must  be  set  straight,  Walztoni  sends  all  employ¬ 
ees  an  e-mail  clarifying  the  company’s  position. 
Another  option  is  a  statement  in  the  company’s 
newsletter. 

“I  would  not  participate  [on  the  message  boards], 
but  I  do  read  them,  and  I  temper  everything  I  do  read 
because  you  never  know  who’s  at  the  other  end.  It 
could  be  a  short-seller  or  a  disgruntled  employee,” 
he  says. 

But  Walztoni  says  he  still  monitors  the  site  regu¬ 
larly  because  “in  the  world  of  IT  recruiting  and  re¬ 
tention,  you  can’t  afford  to  turn  a  deaf  ear  to  any  kind 
of  feedback.” 

Every  once  in  a  while,  there’s  also  the  possibility  of 
a  positive  surprise,  such  as  the  time  Walztoni  discov¬ 
ered  someone  had  posted  a  Mastech  press  release 
about  the  company’s  $4,500  employee  referral 
bonuses.  “It  said  the  company  must  be  pretty  good  if 
they  were  offering  that  kind  of  incentive,”  he  says. 

Keeping  Perspective 

Like  IT  managers,  IT  job-seekers  need  to  view  the 
information  from  so-called  bitch  sites  with  a  healthy 
dose  of  skepticism.  Sometimes  the  name  of  the  site 
offers  a  pretty  good  indication  of  what’s  to  be  found 
there. 

One  example  is  www.disgruntled.com,  which 
invites  workers  to  “tell  us  something  your  boss  did 
that  was  really  stupid  or  mean”  or  “why  the  organiza¬ 
tion  you  work  for  is  dysfunctional.” 

Other  sites,  like  www.walmartsucks.com  and 
www.aolsucks.com,  are  geared  more  toward  customer 
complaints,  but  they  have  been  known  to  contain 
employees’  complaints  as  well. 

Still,  it  pays  for  workers  to  scan  the  sites,  just  as  it 
pays  for  managers  to  scan  them. 

But  employment  experts  say  that’s  just  the  first 
step.  Job-seekers  should  take  the  information  they 
find  on  the  sites  and  ask  about  it  during  the  inter¬ 
view  process,  rather  than  use  it  to  screen  out  poten¬ 
tial  employers. 

By  and  large,  that’s  what  most  job  applicants  do  at 
Owens  Corning  in  Toledo,  Ohio,  according  to  Bill 
Hamilton,  a  company  spokesman. 

“I  have  never  heard  of  anyone  turning  us  down  for 


BITCH  SITES  TUTORIAL 

WHAT  ARE  THEY? 

Web  sites  or  message  boards  where  workers  post 
so-called  real-life  stories  -  usually  complaints  -  about  their 
companies,  managers,  career  choices,  working  conditions 
and  more. 


WHO  STARTS  AND  MAINTAINS  THEM? 

Anyone,  including  competitors,  activists,  disgruntled 
employees,  whistle-blowers  or  self-appointed  watchdogs. 
Their  motives  also  run  the  gamut,  from  venting  frustration 
and  anger  to  getting  revenge  by  spreading  misinformation. 


WHO  POSTS  TO  THEM? 

Employees  or  ex-employees,  usually.  College  seniors  and 
other  potential  employees  also  frequently  post  questions 
soliciting  specific  information  from  current  employees.  They 
usually  want  to  know  what  it’s  like  to  work  at  a  particular 
company. 


WHO  VISITS  THEM? 

Everyone  from  IT  managers,  public  relations  agents,  human 
resources  managers,  recruiters,  potential  employees,  cur¬ 
rent  workers,  consumers,  the  curious  and  those  that  stum¬ 
ble  in  when  a  site  pops  up  on  a  search  engine  query. 


WHAT  IF  YOU  OR  YOUR  COMPANY  IS  MENTIONED 
ATONE? 

Choose  your  battles  carefully,  says  Renu  Aldrich,  a  spokes¬ 
woman  at  eWatch  Inc.,  a  Minneapolis-based  company  that 
scours  sites  for  all  references  -  good  and  bad  -  to  its 
clients.  Respond  calmly  and  appropriately,  perhaps  by 
requesting  proof  of  wrongdoing.  Off-line,  managers  can 
point  out  errors  on  the  sites  plus  admit  vdien  they’re  wrong, 
perhaps  in  an  e-mail  or  company  newsletter,  to  ensure 
credibility,  says  Aldrich. 


WHAT  SHOULD  YOU  DO  IF  A  POTENTIAL 
EMPLOYER  IS  MENTIONED  ON  ONE? 

Take  the  information  with  a  grain  of  salt.  Ask  about  it  during 
the  interview  process. 


WHAT  ARE  SOME  POPULAR  BITCH  SITES? 

■  www.vault.com 
m  www.disgruntled.com 

m  www.[companyname]sucks.com(^a\-Mar\  Stores  Inc., 
America  Online  Inc.,  GTE  Corp.,  Toys  R  Us  Inc.  and  others) 
There  are  so  many  consumer-oriented  gripe  sites  (that 
may  also  contain  worker  information)  that  Yahoo  Inc.’s  Web 
portal  has  a  special  section  for  these  sites  at  http:// 
dir.yahoo.eom/Business_and_Economy/Consumer_ 
Advocacy_and_lnformation/Consumer_Opinion. 

-Julia  King 


a  job  offer  because  they  went  off  and  read  something 
on  a  gripe  site,”  Hamilton  said. 

Hamilton  suggests  that  IT  professionals  —  per¬ 
haps  more  so  than  other  categories  of  workers  — 
“recognize  gripe  sites  and  chat  rooms  as  forums  for 
individual  opinions  and  not  as  legitimate  publica¬ 
tions  where  people  do  research  and  get  their  facts 
straight.” 

Hiring  managers  at  other  large  companies,  includ¬ 
ing  Federal  Express  Corp.  in  Memphis  and  Eli  Lily 
and  Co.  in  Indianapolis,  also  report  that  the  sites 
have  had  little,  if  any,  impact  on  the  companies’  abil¬ 
ity  to  attract  and  hire  IT  workers. 

“We’ve  not  had  a  lot  of  focus  on  them  at  all,”  said 
Sandy  Sifferlen,  a  recruiting  manager  for  IT  and 
engineering  at  Eli  Lily.  • 
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Advice 

for  the  « 

Promotionally 

CMengea 


When  it  comes  to  being  in  iine  for  promotion 
proposals,  do  you  find  yourseif  aiways  a 
bridesmaid  but  never  a  bride?  Consider  the 
foiiowing  wisdom  on  how  to  finaliy  make  it  to 
the  advancement  altar.  By  Jeffery  D.  Zbar 


JACKIE  HUGHES  knows  what 
she  likes  in  fast-track  staffers 
hoping  to  climb  through  the 
ranks.  The  problem  is,  they’re 
very  hard  to  find. 

In  her  15  years  in  information  tech¬ 
nology  management,  Hughes  says  less 
than  20%  of  her  staffers  have  been  of 
the  cahber  that  she  would  like  to  see  in 
management  positions. 

Too  many  IT  professionals  don’t  em¬ 
pathize  with  others  or  communicate 
progress  or  problems  to  managers  or 
users  on  specific  projects  —  in  other 
words,  they  lack  the  people  skills 
needed  to  make  them  reliable  leaders, 
says  Hughes,  vice  president  and  CIO  at 


Specialty  Laboratories  Inc.,  an  interna¬ 
tional  medical  reference  lab  in  Santa 
Monica,  Calif. 

Many  IT  workers  simply  haven’t 
learned  the  art  of  “spin  doctoring,”  or 
sending  the  messages  that  others  want 
or  need  to  hear,  Hughes  says.  Some  are 
even  guilty  of  being  prima  donnas  or 
elitists,  unconcerned  with  how  or  why 
their  work  fits  into  the  bigger  picture. 

They  remain  perennial  bridesmaids 
as  their  peers  become  brides  and 
grooms  of  promotion  within  the  orga¬ 
nization. 

“The  type  of  person  I  want  to  pro¬ 
mote  is  someone  who  can  instill  confi¬ 
dence  that  they  are  in  control,”  says 


Hughes.  “That  holds  a  lot  of 
technical  people  back.  They’re  so  ab¬ 
sorbed  with  what  they’re  doing,  they 
can’t  connect  with  what  the  company 
or  key  organizations  are  trying  to  do.” 

In  today’s  tight  labor  market,  growth 
opportunities  abound  —  for  the  right 
candidates.  Executives  say  the  problem 
is  that  many  staffers  lack  the  qualities 
needed  to  rise  through  the  ranks  or  be 
singled  out  for  plum  jobs  or  leadership 
assignments.  It’s  not  that  there’s  a  sin¬ 
gle  attribute  that  becomes  an  Achilles’ 
heel;  rather,  many  workers  lack  a  pack¬ 
age  of  skills  that  many  executives  are 
looking  for  in  promotable  candidates, 
says  Helen  MacKirmon,  a  former  IT 
manager  who  is  currently  president  of 
Technical  Connections  Inc.,  a  Los 
Angeles-based  IT  recruitment  firm. 

Risk,  Recognition  and  Reward 

The  worst  habits  a  passed-over 
worker  demonstrates  include  blowing 
commitments  or  deadlines,  not  ad¬ 
vancing  his  own  education  or  knowl- 


Taking  Off  the  Blinders 

Managers  say  the  ideal  would-be  brides  or 
bridegrooms  in  corporate  IT  attempt  to  broad¬ 
en  their  skills,  remove  the  visors  that  blind 
them  to  other  corporate  concerns  and  work 
longer  hours  than  is  expected. 

This  is  especially  true  for  supervisors  who 
want  to  advance,  says  M.  Victor  Janulaitis. 
CEO  of  Positive  Support  Review  Inc.,  a  Santa 
Monica,  Calif.-based  IT  consultancy.  He 
warns  that  although  good  IT  staffers  are  at  a 


premium,  workers  shouldn’t  become  cursed  with 
self-importance.  “Even  in  an  employees’  market, 
they  can’t  have  unrealistic  expectations,"  he  says. 

Tomorrow’s  managers  will  become  more  entre¬ 
preneurial  as  companies  place  more  responsibili¬ 
ties  on  internal  IT,  Janulaitis  says. 

Managers  will  find  themselves  interacting  di¬ 
rectly  with  larger  and  more  diverse  groups  within 
the  company,  adds  Jackie  Hughes,  vice  president 
and  CIO  at  Specialty  Laboratories. 

Managers  will  be  expected  to  lead  with  less 
guidance,  says  Hughes,  who  often  cites  informa¬ 
tive  anecdotes,  managerial  guffavre  and  other  in¬ 


sights  she  has  gleaned  from  management 
books.  From  those  books,  she’s  able  to  pre¬ 
sent  scenarios  where  managers  have  learned 
from  their  mistakes. 

Hughes  says  she  believes  it’s  her  role  to 
ensure  that  Specialty  Laboratories  has  a  suc¬ 
cession  plan  that  leaves  as  few  workers  as 
possible  stranded  at  the  altar.  She  says  if  she 
helps  people  with  their  careers,  they  are  hap¬ 
pier  and  the  organization  is  more  stable  -  and 
there  are  fewer  bridesmaids.  “It  is  critical  to 
my  success  to  have  the  right  people  on  staff." 
Hughes  says.  -  Jeffery  D.  Zbar 
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edge  of  IT  through  conferences  or 
classroom  study  and  staying  focused 
on  a  single  technology  without  concern 
for  branching  out,  MacKinnon  says. 
These  workers  don’t  ask  for  risky  as¬ 
signments  because  of  a  fear  of  failure. 
They  don’t  realize  that  success  could 
bring  heightened  recognition  and  im¬ 
proved  career  possibilities,  she  says. 

Even  if  all  those  attributes  are  in 
place,  the  workers  who  get  left  behind 
often  don’t  speak  up  to  managers  or 
the  company’s  senior  management, 
MacKinnon  says.  They  don’t  request 
leadership  or  presentation  roles  on 
projects,  and  that  lack  of  self-promo¬ 
tion  can  often  leave  even  a  ripe  man¬ 
agerial  candidate  hovering  in  the  shad¬ 
ows.  When  e-mailing  project  news  or 
updates  to  their  managers,  these  work¬ 
ers  won’t  send  copies  to  more  senior 
management  —  even  with  their  super¬ 
visor’s  approval,  she  notes. 

“You  want  to  get  that  kind  of  expo¬ 
sure.  It  doesn’t  have  to  be  obnoxious, 
but  it  has  to  be  done,”  MacKinnon  says. 
“If  you’re  in  a  large  organization,  you 
have  to  let  the  right  people  know  who 
you  are.” 

Being  Part  of  Tomorrow’s  Team 

Bob  Rose  says  fewer  than  a  dozen  of 
his  37  staffers  will  rise  through  the 
ranks  at  Miami-based  Carnival  Cruise 
Lines.  As  manager  of  end-user  support. 
Rose  follows  the  philosophy  of  compa¬ 
ny  President  Bob  Dickinson:  “If  we  had 
to  start  Carnival  over  again  tomorrow, 
who  would  the  manager  use?” 

The  people  who  don’t  get  the  pro¬ 
motions  or  plum  assignments  are  poor 
partners  to  the  company  and  its  end 
users.  Rose  says.  They  just  don’t  see 
the  big  picture,  he  says,  and  they  don’t 
realize  or  acknowledge  that  the  depart¬ 
ment’s  ultimate  goal  is  to  facilitate  or 
boost  sales  of  cruise  vacations. 

Rose  also  warns  that  “information 
hoarders”  who  deliberately  identify 
themselves  with  their  skill  sets  and  ex¬ 
pertise  and  believe  that  their  technical 
prowess  will  make  them  indispensable 
could  be  left  behind. 

Companywide,  Carnival  managers 
rank  employees  on  a  scale  of  one  to 
four.  Rose  says  half  his  staffers  are 
ones  or  twos  —  people  who  could  be 
replaced  “in  no  time”  with  a  simple 
want  ad.  “If  it’s  a  guy  who  believes  he’s 
irreplaceable,  I  look  to  replace  him,” 
Rose  says. 

Lynn  Johnson,  supervisor  of  logistics 
at  Carnival,  says  she’s  never  considered 
herself  irreplaceable  during  her  11  years 
at  the  company.  But  she  still  hasn’t 
climbed  Carnival’s  corporate  ladder. 

In  the  past,  it  was  rare  when  Johnson 
was  noticed  by  her  superiors.  She 
admits  she  played  the  role  of  perennial 
bridesmaid,  with  co-workers  rising 
through  the  ranks  and  getting  noticed 
while  she  toiled  in  the  shadows.  When 
she  was  noticed,  her  demeanor  was 


Want  to  catch  the  garter  or  bouquet  of 
management  opportunity?  Use  the  follow¬ 
ing  tips  to  make  yourself  the  most  eligible 
person  in  your  organization: 


■  Feel  for  your  “mate.”  People  are 
relying  on  your  efforts.  Let  them  know  that 
you  care  about  their  problems  and  you  are 
working  to  resolve  them. 

■  Talk  with  your  mate.  Some  workers 
fail  to  report  progress  or  problems  with 
projects  to  managers  or  users.  Inform 
people  earlier  about  possible  problems, 
and  they’ll  appreciate  the  warning  -  and 
be  able  to  prepare  for  the  outcome. 

■  Spin  it  right.  Don't  just  report  any  bad 
news  you  may  have.  Spin  it  with  alterna¬ 
tives  or  options. 

■  Meet  your  vows.  Keep  your  word  on 
promised  deadlines  and  commitments  - 
especially  if  others  are  depending  on  the 
timely  delivery  of  your  work. 

■  Learn.  Make  yourself  a  desirable  em¬ 
ployee  by  staying  skilled  and  certified  in 
the  latest  technologies. 

■  Serve  the  company  and  its  family. 
Realize  what’s  expected  of  you  in  your 
current  post  and  don’t  dodge  responsibili¬ 
ties  -  no  matter  how  burdensome. 

■  Don’t  hoard  information.  If  you 
believe  your  expertise  with  a  particular 
application  makes  you  indispensable  to 
the  company,  your  managers  may  be¬ 
come  suspicious  of  your  intentions. 

■  Speak  up.  Even  if  you  do  it  all  profes¬ 
sionally,  if  you  don’t  let  others  -  especially 
your  managers  and  their  managers  -  know 
about  your  successes  or  desire  to  take  on 
more  challenges,  you  could  remain  the 
eternal  bridesmaid,  getting  passed  over 
for  choice  assignments  or  promotions. 

-  Jeffery  D.  Zbar 


considered  “very  direct”  —  a  tone  she 
acknowledges  likely  held  her  back. 

“It  was  how  I  talked  to  and  handled 
people,”  Johnson  says.  Then  Rose,  her 
boss,  sat  with  her,  acting  as  a  mentor 
and  offering  her  advice  about  how  to 
carry  herself  with  peers  and  managers 
and  in  meetings  and  presentations. 
Today,  Johnson’s  a  team  player. 

What  changed?  She  received  guid¬ 
ance  from  her  manager  and  gained  the 
wisdom  to  take  cues,  Johnson  says. 
Higher  management  now  has  more 
confidence  in  and  awareness  of  her,  she 
says.  Her  job  title  has  remained  the 
same,  but  her  pay  has  increased. 

“I  was  somebody  else’s  bridesmaid,” 
Johnson  claims,  three  years  after  Rose 
began  helping  her  find  her  way  to  the 
advancement  altar  at  Carnival.  “Now 
my  satisfaction  is  up  200%  from  where 
it  was.  There’s  no  comparison.”  I 


Zbar  is  a  freelance  writer 
in  Coral  Springs,  Fla. 
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Catching  the  Garter 
Of  Promotion 


BUSINESSQUICmUDY 

FINANCIAL  &  BUSINGS  CONCEPTS  IN  BRIEF 

Intangible  Assets 


DEFINITION 
Intangible  assets  represent  an  attempt  to  reconcile  the 
difference  between  the  value  of  the  assets  a  company 
counts  on  its  books  and  the  value  the  stock  market 
assigns  it.  Examples  of  intangible  assets  include  knowl¬ 
edge  inside  a  company  and  good  hiring  practices, 
which  contribute  to  making  the  company  successful. 
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BY  MATHEW  SCHWARTZ 

HEORETICALLY,  the 
value  of  a  company 
is  the  sum  total  of 
all  the  assets  it  car¬ 
ries  on  its  books. 
So  why  is  the  total  stock  value 
of  some  companies  —  especial¬ 
ly  technology  firms  —  as  much 
as  50  or  100  times  greater? 

“That  difference  must  be  re¬ 
lated  to  intangible  assets,”  says 
David  Larcker,  professor  of 
accounting  at  The  Wharton 
School,  the  University  of  Penn¬ 
sylvania’s  business  school. 

Assuming,  as  Larcker  does, 
that  the  market  is  rational  — 
rather  than  being  in  the  midst 
of  a  speculative  bubble  right 
now  —  the  stock  market 
should  value  a  company  ac¬ 
cording  to  its  current  worth, 
plus  the  factors  that  could  con¬ 
tribute  to  its  success. 

Value  that’s  intangible,  how¬ 
ever,  is  also  subjective.  And 
subjective  perceptions  can 
stretch  the  value  of  a  stock 
much  higher  —  or  much  lower 
—  than  the  fundamental  fi¬ 
nancial  picture  of  a  company 
would  indicate,  say  analysts. 

Knowing  True  Value 

Those  fluctuations  and  the 
use  of  general  accounting 
practices  make  it  very  difficult 
to  calculate  a  company’s  true 
value.  “People  are  starting  to 
wonder  if  this  accounting  sys¬ 
tem  that  has  served  us  well  for 
500  years  has  become  obso¬ 
lete,”  says  Larcker.  That’s  be¬ 
cause  traditional  accounting  is 
tied  to  bricks-and-mortar  as¬ 
sets,  to  a  “what  happened?” 
mentality,  he  says.  But  in  many 
newer  companies,  investors 
are  interested  more  in  people 
or  ideas  than  previous  perfor¬ 
mance. 

It  may  be  true  that  account¬ 
ing  “eventually  accounts  for 
everything,”  but  Larcker  says 
that  notion  applies  more  to 
long-term  stewardship  of  a 
company’s  assets  than  to  its 
current  market  value. 

Financial  analysts,  the  U.S. 
Securities  and  Exchange  Com¬ 
mission,  investors  and  many 
others,  of  course,  would  like  to 
be  able  to  better  predict  and 
measure  a  company’s  current 


worth.  So  they’re  studying  a 
broad  range  of  factors  that 
could  influence  intangible  as¬ 
sets,  from  business  metrics 
such  as  customer  loyalty  to 
more  New  Age  metrics  like 
employee  happiness. 

Areas  of  Excellence 

Two  examples  illustrate  in¬ 
tangible  value.  The  first  is  Dell 
Computer  Corp.,  which  has 
“a  superior  logistical  supply 
chain”  and  “a  superior  ability 
to  get  people  to  the  Web  site  to 
order,”  says  Larcker.  Contrast 
Dell  with  Compaq  Computer 
Corp.  Compaq  has  much  high¬ 
er  revenue  than  Dell,  but  it 
isn’t  as  highly  valued  in  the 
market,  partly  because  it’s  stUl 
revamping  its  supply  chain  and 
Web-based  ordering  system. 


Intangibles 

Brand 

Consumers  often  have  an  affinity  for 
a  brand  irrespective  of  a  company’s 
performance.  Take  Apple  Computer 
Inc.,  General  Motors  Corp.’s  Saturn 
unit  or  The  Coca-Cola  Co.,  for 
example.  The  level  of  recognition 
those  brands  enjoy  helps  make 
sales  and  has  value  on  Wall  Street. 

Corporate  culture 

Microsoft  has  established  a  corpo¬ 
rate  culture  that  produces  the 
results  it’s  looking  for,  and  it  goes 
out  of  its  way  to  hire  people  who 
will  fit  into  that  culture,  not  neces¬ 
sarily  revolutionize  it.  Corporate 
culture  also  reflects  knowledge 
gathered  within  a  company. 

Customer  loyalty 

Simply  put,  if  a  company’s  cus¬ 
tomers  return  often  and  spend  a 


Clearly  the  innovation  or  intel¬ 
ligence  —  or  however  you 
characterize  Dell’s  aforemen¬ 
tioned  aptitudes  —  would  be  an 
intangible  asset,  Larcker  says. 

Another  example  is  Micro¬ 
soft  Corp.  “The  amount  of 
knowledge  they  have  generat¬ 
ed  has  got  to  be  a  primary  asset 
—  it’s  in  people’s  heads  there,” 
says  Larcker.  But  Microsoft 
corporate  culture  is  also  valu¬ 
able.  “TTiey  have  figured  out 
what  kinds  of  people  fit  into 
that  culture,  and  they  have 
superior  hiring  practices,”  he 
says.  'That  shows  how  aspects 
of  a  company  that  are  often 
considered  mundane,  such  as 
hiring  practices,  can  impact  a 
company’s  bottom  line. 

As  Microsoft  and  Dell  illus¬ 
trate,  even  if  leading  companies 


lot,  then  the  company  is  doing 
something  right.  America  Online 
Inc.  doesn’t  typically  give  its  cus¬ 
tomers  cutting-edge  software, 
back-office  architecture  or  points 
of  presence,  but  those  customers 
are  loyal.  Accordingly,  AOL  does 
very  well  in  the  marketplace. 

Environmental  sustainability 

An  example  of  poor  environmental 
sustainability  is  Hooker  Chemical  & 
Plastics  Corp.,  which  dumped  toxic 
chemical  waste  near  the  Nigara 
River  from  1942  to  1953  with  little 
knowledge  of  the  long-term  haz¬ 
ards  such  dumping  posed  to  the 
environment  or  to  human  beings. 
The  company’s  value  obviously 
suffered  from  the  resulting  public 
wrath  and  various  lawsuits.  This 
bad  public  image  is  a  negative 
intangible  asset. 

Innovation 

Pharmaceutical  companies  often 


don’t  use  the  terms  “intangible 
assets”  or  “knowledge  man¬ 
agement,”  they  manage  those 
assets. 

Besides  striving  to  adopt  hir¬ 
ing  practices  designed  to  boost 
the  corporate  culture  or  imple¬ 
ment  excellent  supply  chain 
logistics  or  customer-friendly 
Web  order  entry  systems, 
many  companies  can  begin 
managing  intangible  assets  by 
documenting  their  processes. 
“It’s  not  just  a  question  of  writ¬ 
ing  down  what  you  know,  but 
getting  it  built  into  the  busi¬ 
ness  processes,”  says  Henry 
Morris,  an  analyst  at  Interna¬ 
tional  Data  Corp.  in  Framing¬ 
ham,  Mass. 

Just  studying  —  and  of 
course,  retaining  —  key  em¬ 
ployees  is  a  start,  says  Morris. 


derive  enormous  revenue  from 
already-discovered  materials  given 
new  application.  Examples;  Post-it 
notes  and  superglue. 

Knowledge  management 
systems 

Systems  or  processes  a  company 
installs  that  help  unearth  best  prac¬ 
tices.  promote  knowledge  sharing 
or  provide  a  repository  for  such 
knowledge  and  make  it  useful  to 
the  rest  of  the  workforce. 

Product  management  aptitude 
Systems  inside  a  company  that 
help  deliver  products  more  quickly, 
such  as  excellent  supply-chain 
logistics,  order-entry  systems, 
fulfillment  systems  and  customer 
service. 

Technological  sustainability 
Patent  on  a  new  widget  with 
myriad  as-yet-unrealized  uses. 

-  Mathew  Schwartz 
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For  example,  he  says,  ask 
yourself,  “What  does  the  top 
sales  representative  do  after  he 
lands  a  new  account?”  Gaining 
that  knowledge  and  applying  it 
to  sales  representatives  who 
don’t  perform  as  well  can  help 
those  salespeople  discover 
previously  unknown  ways  to 
boost  their  productivity  —  and 
perhaps  their  motivation  and 
happiness  levels. 

Using  IT  to  Boost  Assets 

Knowledge  management 
software  can  help  sustain  a 
company’s  excellence.  The 
term  knowledge  management 
can  be  applied  to  a  range  of 
systems.  For  example,  it  can  be 
a  system  used  to  document 
employee  best  practices;  it  can 
be  an  online  forum  in  which 
employees  share  tips  and 
tricks  and  a  system  for  subse¬ 
quently  indexing  that  forum 
and  enabling  other  employees 
to  search  it;  or  it  can  be  a  data¬ 
base  that  lets  researchers  track 
discoveries  their  company  has 
made  so  they  can  try  to  find 
new  applications  for  those  dis¬ 
coveries. 

The  knowledge  and  experi¬ 
ence  of  an  information  tech¬ 
nology  department  is  an  intan¬ 
gible  asset  in  and  of  itself, 
but  so  is  the  way  IT  applies 
that  knowledge  to  make  other 
departments  function  more 
smoothly. 

In  situations  where  depart¬ 
ments  don’t  work  well  togeth¬ 
er,  an  IT  department  could 
press  for  standardization  on 
fewer  technologies,  rather  than 
waiting  for  businesspeople  to 
come  up  with  “airline  maga¬ 
zine  syndrome”  projects  that 
don’t  contribute  to  productiv¬ 
ity.  That  approach  likely  would 
give  the  company  a  more  stable 
technology  infrastructure,  says 
Ashim  Pal,  an  analyst  at  Meta 
Group  Inc.  in  Stamford,  Conn. 
Even  stability  has  an  intangible 
value. 

Yet  the  IT  staffs  at  many 
companies  would  rather  boost 
their  skills  on  new  products 
than  stick  to  established  ones. 
Pal  says.  “They  want  to  do  a 
Java  project  because  it  adds 
$30,000  to  their  [resumes]  the 
next  time  aroimd.”  I 
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Keeping  up  with  technology  is  a  competitive  necessity. 
Whether  you're  building  a  company,  a  team,  or  your  own  career, 
TrainingNet  is  your  one-stop  resource  for  staying  on  top. 

In  today's  knowledge-based  economy,  people  are  the  most 
critical  asset.  If  skills  grow  stale,  so  do  careers,  so  do  companies. 
That's  why  professionals  go  to  TrainingNet.com  and  smart 
companies  plug  the  TrainingNet  marketplace  into  their 
company  intranet. 


With  literally  hundreds  of  thousands  of  courses  in 
everything  from  IT  certification  and  desktop  applications  to 
accounting  and  finance,  TrainingNet  is  the  largest  and  smartest 
training  marketplace.  Search,  evaluate,  and  buy  classroom  and 
online  courses,  CDs,  videos,  books,  and  audiotapes  from  over 
1,200  leading  providers. 

So  whether  you  need  training  for  your  employees, 
your  team,  or  yourself,  TrainingNet  helps  you  stay  ahead. 
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Compaq's  Storage 
Commitment 

Compaq’s  sponsorship  of  Building 
Storage  Networks,  just  like  their 
sponsorship  of  Storage  Networking 
World,  demonstrates  their  commitment 
to  open,  standards-based  storage 
solutions.  To  get  your  copy,  go  to 
http://www.compaq.com/products/ 
sanworks/sanbook.html 


Building  Storage  Networks 
Sponsored  by  Compaq 

The  latest  addition  to  Computerworld  Books 
for  IT  Leaders,  Building  Storage  Networks 
gives  readers  everything  they  need  to  plan 
and  design  storage  networks  from  the 
ground  up  —  or  from  their  existing 
infrastructure.  You  will  understand  the 
differences  between  the  major  storage 
technologies  and  become  fluent  in  storage 
network  topics  such  as  network  I/O,  tracing 
data  paths  from  application  to  storage  and 
Internet  based  storage. 
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When  you  ARCserve®//^™  you  get  the  first 
storage  management  solution  that  leverages 
multi-vendor  Fibre  Channel  Storage  Area 
Networks  (SAN),  enabling  you  to  make  the  most 
of  your  IT  resources  by  off-loading  data  from 
your  business  network  to  its  own  dedicated 
storage  network,  freeing  up  bandwidth  for  other 
business-critical  operations.  When  you  ARCserve/T) 
you’ll  be  able  to  share  storage  devices  while 
reaping  the  benefits  of  high-speed  backup  and 
restore  over  a  fast  fiber-optic  storage  backbone. 

ARCserve/r,  Complete  Storage  Management,™ 
delivers  advanced  functionality,  easy  administration, 
and  unsurpassed  reliability  to  any  environment  — 
from  a  single  server  to  a  global  enterprise. 
ARCserve/7''s  extensive  suite  of  solutions  offer 
extensive  client/server  support,  automated  disaster 
recovery,  “hot”  application  protection,  enhanced 
performance,  policy-based  data  management, 
non-stop  availability,  and  support  for  the  latest 
IT  technologies. 

For  more  information  on  SAN  initiatives, 
call  1-877-2  GO  FOR  IT  or  visit  our  website  at 
www.cal.com/justarGserveit.  Do  it  today — 
because  when  it  comes  to 
improving  storage  perfor¬ 
mance  and  efficiency,  you 
have  only  two  choices:  you 
can  live  with  it — or  you 
can  ARCserve/7i 
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why  does  storage  matter?  Why  do  enterprises  care  beyond  opening 
up  their  checkbooks  to  buy  more  and  more  tons  of  gigabytes  and 
terabytes  each  year?  The  answer  is  simple:  The  way  companies 
►  will  use  the  content  in  those  acres  of  storage  to  separate  them¬ 
selves  from  their  competitors  —  while  managing  storage  to 
enable  the  effective  use  of  that  content  —  will  become  more  and 
more  critical  to  company  success. 


Neither  bandwidth  nor  application  code  is  likely  to  confer  lasting  competitive  advantage  for  a  company.  Often  forgot¬ 
ten  in  the  current  gold  rush  to  achieve  faster  bandwidth  (networks)  and  more  effective  processes  (applications)  to  differ¬ 
entiate  oneself  from  competitors  is  the  fact  that  the  advantages  conferred  by  bandwidth  and  processes  will  erode  over  time. 
Increased  bandwidth  follows  primarily  a  time  and  money  curve.  Many  enterprises  long  ago  determined  that  third-party 
software  vendors  could  more  effectively  provide  application  code.  The  fine-tuning  that  each  business  makes  to  an  appli¬ 
cation  can  be  copied  by  a  competitor,  if  necessary.  In  contrast,  the  data  that  makes  up  the  content  that  fills  up  the  stor¬ 
age  is  unique  to  each  enterprise  (whether  it  is  customer  relationship  history,  product  design  or  just  e-mail).  Content  will 
remain  the  last  proprietary  source  of  competitive  advantage. 

Storage  isn’t  a  static  resource,  as  the  word  storage  implies.  Content  must  be  protected,  moved  hither  and  yon,  and  be 
accessible  on  demand.  Yet,  as  storage  grows  exponentially,  information  technology  budgets  and  headcount  remain  roughly 
constant,  so  the  need  to  manage  storage  efficiently  and  effectively  increases.  IT  must  make  decisions  to  acquire  storage 
hardware  and  storage  management  software  that  will  reduce  this  need.  Failure  to  do  so  puts  at  risk  the  ability  to  use  the 
key  business  differentiator  —  content  —  effectively. 


Network  Storage  and  Storage  Networking 

Storage  is  not  only  a  dynamic  resource,  but  it  is  also  a  networked  resource.  Almost  all  storage  can  be  reached  over  a 
network.  That  applies  equally  to  a  Microsoft  PowerPoint  presentation  downloaded  via  an  e-mail  attachment  to  a  laptop 
and  to  a  multiterabyte  Oracle  data  warehouse.  Managing  network  storage  is  the  role  of  storage  networking. 

Seen  from  the  perspective  of  an  individual  (for  example,  a  mobile  worker  accessing  the  Internet),  business  files  (word 
processing),  data  (spreadsheet)  and  general  content  (video  files)  can  be  uploaded  to,  downloaded  from  or  e-mailed 
between  a  business  department,  a  corporate  data  center  via  an  Intranet,  a  Web-outsourced  storage  facility  (such  as  an 
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director  for  storage  and  storage  management. 
He  has  30  years  in  the  IT  field,  with  a  strong 
emphasis  on  storage  management,  decision 
support  systems  and  internal  IT  management. 
Hill  is  currently  advising  leading  storage  and 
storage  management  suppliers  on  what  they 
will  need  to  do  to  address  enterprise  needs 
for  storage  networking.  He  can  be  reached  via 
e-mail  at  hill@aberdeen.com. 


application  systems  provider)  or  the  open-to-the-public 
Internet.  From  an  IT  perspective,  mission-critical  data  for 
which  it  has  custodial  management  responsibility  may  be 
anything  from  removable  media  on  a  laptop  to  internal  or 
outsourced  storage  systems  located  worldwide.  It  is  essen¬ 
tial  for  IT  to  have  a  storage  networking  strategy  in  place  so 
users  can  access  content  when  and  where  they  want. 

Storage  networking  as  a  broad  term  encompasses  not 
only  the  often-discussed  storage-area  networks  (SAN)  and 
network-attached  storage  (NAS),  but  also  even  direct- 
attached  storage.  Moreover,  distance  limitations  don’t  apply 
(albeit  LANs  or  WANs  can  both  use  storage  networking). 
That  doesn’t  mean  the  same  type  of  storage  networking 
can  be  used  in  all  situations.  For  example,  typically,  a  SAN 
is  considered  a  campus  solution  measured  in  the  tens  of 
kilometers.  Yet,  even  here,  WAN  SAN  solutions  are  becom¬ 
ing  available  in  certain  situations. 

Storage  Gains  Its  Independence 

The  fact  that  all  storage  is  network  storage  leads  to 
another  conclusion:  Storage  has  become  not  just  a  key  dif¬ 
ferentiator,  but  also  a  separate  and  distinct  component  of 
the  IT  infrastructure  in  its  own  right.  It  is  easy  to  find 
server-independent  storage  for  a  SAN  and  a  NAS  that  owes 
no  allegiance  to  any  particular  server.  Even  external  stor¬ 
age  attached  with  the  umbilical  cord  of  a  bus  to  a  single 
server  can  be  seen  as  independent  if  the  server  is  viewed 
simply  as  the  conduit  to  access  data  for  the  actual  user. 
In  fact,  the  server  could  be  replaced  with  a  more  powerful 
one  and,  except  for  the  downtime  to  switch  over  the  end 
user,  the  only  perceived  difference  might  be  faster  perfor¬ 


mance.  If,  however,  the  storage  system  were  swapped  out 
without  time-consuming  data  migration,  the  end  user 
would  notice  even  if  greater  capacity  and  faster  storage 
were  made  available. 

Viewing  storage  as  independent  is  key  to  understanding 
why  it  needs  to  be  managed  as  an  IT  infrastructure  com¬ 
ponent  in  its  own  right.  Some  would  have  an  enterprise 
believe  that  building  a  storage  infrastructure  is  a  simple 
process.  It  isn’t.  Storage  is  as  complex  as  the  more  well- 
recognized  components  of  the  IT  infrastructure,  such  as 
server  and  network  hardware,  as  well  as  application,  data¬ 
base  and  operating  system  software. 

Storage  management  is  the  glue  that  makes  storage 
work.  And  it  is  much  more  than  backup  and  recovery  soft¬ 
ware.  Storage  management  also  Includes  storage  system 
health  diagnostics  and  repair  software,  storage  resource 
management  software  to  improve  storage  planning  (to 
avoid  running  out  of  space)  and  specialized  functions,  such 
as  point-in-time  copying  that  allows  backup  to  take  place 
without  having  to  take  a  revenue-producing  transaction 
processing  system  off-line. 

Storage  purchases  aren’t  just  about  how  and  when  to 
acquire  extra  gigabytes  of  capacity.  Of  course,  large  disk 
arrays  for  high-end  enterprise  or  midrange  requirements 
are  the  most  familiar  buys,  but  tape  storage  systems  are 
also  a  key  purchase. 

Storage  decisions  aren’t  just  about  how  to  acquire  hard¬ 
ware  and  software:  they  can  also  be  policy  decisions,  such 
as  how  to  back  up  distributed,  mission-critical  data.  These 
policy  decisions  can  also  include  when  to  opt  for  storage 
outsourcing. 
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The  Storage  Utility  Framework 

Among  the  many  decisions  that  IT  has  to  make  about 
storage  in  2000  are  SAN,  NAS,  various  flavors  of  storage 
management  software  and  storage  outsourcing.  To  under¬ 
stand  all  these  choices,  an  enterprise  needs  to  put  them  in 
the  context  of  a  storage  utility. 

A  storage  utility  is  analogous  to  other  utilities  —  tele¬ 
phone,  electricity  and  water  —  in  terms  of  always  being 
available  and  relatively  inexpensive.  Today,  a  storage  util¬ 
ity  is  a  conceptual  framework  rather  than  a  reality.  Only  in 
very  controlled,  single-vendor  storage  environments  does  a 
storage  utility  come  close  to  being  true  today.  But  the  vision 
of  a  storage  utility  can  be  realized  today;  enterprises  can 
look  at  what  is  available  now  and  determine  how  their 
choices  will  fit  within  the  storage  utility.  In  addition  to  a 
standard  service-level  agreement  for  performance  and 
availability,  IT  should  look  for  other  benefits  that  the  stor¬ 
age  utility  will  have.  These  include  the  following: 

•  Manageability:  Easing  the  process  of  planning,  configur¬ 
ing,  monitoring  and  controlling  storage. 

•  Flexibility:  The  ability  to  make  changes  with  minimal  dis¬ 
ruptions,  such  as  hot-swapping  disk  drives  without  bring¬ 
ing  the  storage  system  down. 

•  Integration:  Working  in  close  harmony  with  applications, 
servers  and  networks. 

•  Scalability:  Meeting  significant  growth  requirements  with¬ 
out  major  disruptions  or  loss  of  storage  investment. 

•  Robustness:  Availability  plus  resilience  to  shocks  and 
stresses  on  the  overall  IT  environment  without  severe  inter¬ 
ruptions  to  service. 

•  Breadth:  Extra  features,  functions  and  facilities,  such  as 


remote  mirroring  and  point-in-time  copy,  that  create  addi¬ 
tional  value  for  the  overall  storage  solution. 

Using  storage  networking  to  create  the  storage  utility  is 
an  ongoing  challenge  for  IT  departments.  Think  of  storage 
networking  as  IT’s  next  course  of  action. 

SANs:  A  Building  Block  for  the  Storage  Utility 

Storage  is  still  the  Rodney  Dangerfield  of  the  IT  infra¬ 
structure  —  it  doesn’t  get  the  respect  it  deserves.  Even 
though  storage  requires  the  same  high  degree  of  skill, 
knowledge  and  experience  as  other  parts  of  IT,  few  —  if 
any  —  in  a  typical  IT  organization  are  experts  in  storage 
networking.  That  means  opportunities  for  career  growth 
within  IT  organizations  await  those  who  can  master  the  art 
of  storage  networking. 

And  there  is  no  better  way  to  start  that  mastery  than  by 
learning  how  to  plan,  deploy  and  operate  a  SAN.  For  all  the 
hype  and  interest  in  SANs,  relatively  few  enterprises  will 
own  up  to  having  one.  Of  course,  that  may  be  because 
there  are  many  definitions  of  a  SAN.  A  simple  way  to 
describe  a  SAN  is  as  a  centralized  pool  of  storage  shared  by 
two  or  more  servers  over  communications  links,  for  exam¬ 
ple,  buses,  dedicated  to  I/O-related  traffic.  That  would 
greatly  increase  the  number  of  SANs  in  the  world,  since 
ESCON,  or  even  SCSI  connections  between  two  or  more 
servers  and  a  disk  storage  array,  such  as  an  EMC  Sym- 
metrix,  would  qualify  as  a  SAN.  Typically,  the  communica¬ 
tions  channels  are  Fibre  Channel  —  either  Fibre  Channel 
Arbitrated  Loop  (FC-AL)  using  hubs  or  Fibre  Channel  fab¬ 
ric  using  switches. 

A  SAN  does  have  advantages.  The  ability  to  separate 
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storage  from  servers  by  kilometers  instead  of  meters  is  use¬ 
ful  for  some  enterprises  but  not  a  main  driver  for  many  oth¬ 
ers.  The  ability  to  put  a  tape  library  shared  among  many 
servers  on  a  SAN  instead  of  having  individual  tape  drives  on 
each  server  improves  the  manageability  of  backup  and 
reduces  burden  on  LANs  and  servers.  That’s  valuable  for 
some  firms  but  isn’t  a  driving  force  for  many  others. 

Although  more  organizations  are  looking  at  SANs,  a 
lack  of  a  compelling  reason  to  move  to  SANs,  as  well  as 
uncertainties  surrounding  the  ability  to  deploy  a  SAN,  are 
inhibiting  the  broader  adoption  of  the  technology.  Thus,  the 
“killer  application”  for  the  SAN  has  to  be  the  storage  util¬ 
ity.  Storage  consolidation  is  one  way  of  moving  toward  a 
storage  utility,  as  it  improves  the  manageability  of  storage 
and  leverages  specialized  storage  management  functional¬ 
ity,  such  as  point-in-time  copy  and  remote  mirroring. 
Although  Fibre  Channel  isn’t  necessary  for  this  process,  a 
Fibre  Channel  SAN  can  help  when  there  are  multiple  disk 
arrays  and  one  or  more  tape  libraries  in  the  SAN. 

The  storage  pools  that  make  up  the  SAN  should  be  more 
scalable,  robust  and  flexible  than  isolated  islands  of  storage 
so  they  move  the  enterprise  in  the  direction  of  the  storage 
utility.  But  storage  pools  may  lead  to  a  possible  conflict 
between  business  unit  management  and  IT  management 
that  the  enterprise  needs  to  resolve.  Business  unit  man¬ 
agement  focuses  only  on  applications  and  storage  for 
which  they  have  responsibility.  They  may  not  want  their 
information  commingled  with  that  of  other  business  units 
in  pools  of  storage  for  fear  of  loss  of  availability  or  respon¬ 
siveness  of  data  access.  Confidentiality  of  the  data  may 
also  be  an  issue.  Meanwhile,  IT  management  wants  the  effi- 
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ciency  and  effectiveness  of  managing  storage  comprehen¬ 
sively  rather  than  as  splinters  of  storage  scattered  ran¬ 
domly  throughout  the  company. 

The  answer  is  the  use  of  service-level  agreements  (SLA). 

Even  an  informal  SLA  without  the  contract-like  rigidity  of  a 
formal  SLA  may  be  sufficient.  Both  parties  get  what  they 
need;  business  unit  management  gets  the  assurance  of  j 

good  service:  and  IT,  as  well  as  the  business  as  a  whole,  |' 

gains  the  ability  to  do  a  better  job  at  lower  cost.  I 

After  articulating  a  clear-cut  value  proposition  for  the  i 

SAN  and  making  sure  that  business  and  IT  management  are  ; 

in  agreement  on  the  direction  for  a  SAN,  a  major  remain-  j 

ing  roadblock  is  concern  over  interoperability.  Can  hetero¬ 
geneous  servers,  storage  and  SAN-specific  equipment,  such 
as  switches,  all  play  together?  If  every  possible  combination 
is  included,  the  answer  is  no,  never.  If  a  simple  set  of  mostly 
heterogeneous  hardware  is  used,  the  answer  is  yes,  and 
probably  now.  If  a  heterogeneous  mix  that  matches  80%  of 

I. 

a  company’s  requirements  is  the  target  set,  the  answer  is  —  | 

it  all  depends.  | 

Much  work  is  being  done  on  interoperability.  The  Fibre  .  ; 

Channel  Industry  Association  (FCIA)  and  the  Storage  Net¬ 
working  Industry  Association  (SNIA)  have  a  SanMark  pro-  'I 

gram  to  verify  interoperability  among  products.  The  ^ 

FibreAlliance,  an  open  industry  consortium  initiated  by 
EMC  Corp.,  has  submitted  to  the  Internet  Engineering  Task  I 

Force  (IETF)  a  draft  of  a  Management  Information  Base 
(MIB)  to  ensure  the  interoperability  of  SAN  management 
software  tools.  The  five  leading  SAN  switch  vendors  have 
created  the  Open  Standards  Fabric  Initiative  (OSFI)  to  work  [ 

on  SAN-switch  interoperability  issues.  Perhaps  of  more 


immediate  impact  to  those  considering  deploying  a  SAN  are 
the  interoperability  labs  that  many  of  the  leading  vendors 
have  established.  These  vendors  can  help  IT  navigate  the 
interoperability  rapids  —  what  is  known  to  work  today, 
what  is  known  not  to  work  today  and  what  needs  to  be 
tested  to  show  whether  or  not  it  works.  No,  all  interoper¬ 
ability  issues  haven’t  been  resolved,  but  that’s  no  excuse  for 
not  looking  at  a  SAN. 

NAS:  A  Second  Building  Block  for  the  Storage  Utility 

With  the  advent  of  the  SAN,  network-attached  storage 
(NAS)  —  available  for  a  number  of  years  —  is  now  receiv¬ 
ing  renewed  interest.  A  NAS  is  a  disk  array  that  is  directly 
attached  to  a  network,  such  as  a  LAN.  Users  who  have 
access  to  the  network  can  share  the  information  available 
on  the  NAS.  The  NAS  front-ends  the  disk  array  with  a  thin 
server-embedded  operating  system  that  is  dedicated  to 
managing  the  I/O  requests  directed  to  the  NAS  system,  in 
essence,  a  NAS  was  an  information  appliance  before  there 
were  information  appliances. 

The  file-system  orientation  of  a  NAS  means  it  has  to 
work  with  the  Network  File  System  (NFS)  created  by  Sun 
Microsystems  Inc.  for  Unix  environments  and  with  the 
Common  Internet  File  System  (CIFS)  used  in  Windows  NT 
environments.  In  some  NAS  implementations,  users  on 
both  Unix  and  Windows  platforms  can  share  (read  and 
write  access  to)  the  same  file.  For  example,  in  a  computer- 
aided  design/computer-aided  manufacturing  (CAD/CAM) 
system,  either  a  Unix-  or  a  Windows-based  user  could 
update  documents.  In  contrast,  “sharing"  a  disk  storage 
array  today  is  typically  a  process  of  partitioning  the  array 


into  fixed  pieces,  where  each  piece  of  the  array  is  assigned 
to  the  exclusive  use  of  a  particular  server. 

On  the  surface,  the  difference  between  a  NAS  and  a 
SAN  is  that  a  NAS  sits  directly  on  a  common  network, 
whereas  the  storage  in  a  SAN  can  be  reached  only  by  going 
through  servers  that  connect  to  the  storage  through  a  ded¬ 
icated  “network,”  for  example.  Fibre  Channel.  In  a  common 
network,  heavy  I/O  traffic  could  disrupt  acceptable 
response  times  for  non-NAS  applications.  However,  the 
bandwidth  of  the  common  network  may  be  upgraded,  such 
as  when  the  user  moves  from  Ethernet  to  Gigabit  Ethernet. 

To  an  enterprise,  the  arguments  about  whether  a  SAN  or 
NAS  is  best  shouldn’t  matter.  A  NAS  could  front-end  a  ded¬ 
icated  storage  network,  for  example,  a  SAN,  or  serve  files  at 
the  back  end  of  a  SAN;  or  the  two  could  be  kept  separate. 
A  heavy-duty  transaction  processing  system  could  access 
storage  over  a  SAN,  whereas  a  NAS  would  be  preferable 
when  text-based  files  are  shared  by  many  users.  The  ques¬ 
tion  isn’t  which  is  better,  but  where  each  can  best  be  used. 

Storage  Management  Software:  The  Storage  Utility  Glue 

Cost  estimates  for  managing  storage  are  some  multiple 
of  the  cost  of  purchasing  storage,  and  the  cost  of  purchas¬ 
ing  storage  exceeds  the  other  IT  hardware  costs  in  an  iT 
budget.  Reducing  the  cost  of  managing  storage  and  lever¬ 
aging  the  storage  investment  are,  therefore,  two  goals  that 
many  IT  organizations  might  pursue;  especially  when  the 
alternative  could  be  unmanageability.  Storage  management 
software  is  the  key  to  achieving  these  goals  —  and  moving 
to  the  storage  utility. 

Many  enterprises  still  have  a  limited  idea  of  what  stor- 
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age  management  software  is.  Too  often,  businesses  only 
equate  storage  management  software  with  backup  and 
recovery  software.  Although  backup  and  recovery  are 
important  types  of  storage  management  software,  “storage 
management  software"  is  an  umbrella  term  that  covers  a 
set  of  disparate  topics,  including  the  following: 

•  Data  protection,  such  as  backup/restore  software  and 
RAID. 

•  Storage  health  management  to  monitor,  diagnose  and 
repair  (where  possible)  storage  system  components. 

•  Storage  resource  management  to  configure,  manage  the 
performance  of,  plan  for  and  space  manage  storage. 

•  Replication  and  virtualization  software  to  copy  or  logi¬ 
cally  group  storage. 

All  of  these  pieces  have  to  play  together  in  the  continu¬ 
ous  storage  management  process  of  planning,  deploying 
and  operating  storage  facilities.  As  much  as  possible, 
access  to  each  piece  of  software  should  be  through  a  com¬ 
mon  management  interface.  A  common  interface  facilitates 
obtaining  action-required  information  on  a  timely  basis, 
regardless  of  what  tool  it  is  that  provides  the  information. 

Storage  management  software  will  need  to  apply  three 
principles  on  the  way  to  the  storage  utility: 

•  Automation:  Policy-driven,  autonomous  software  agents 
can  be  used  to  free  up  IT  administrators  for  nondelegable, 
higher  judgment  tasks.  IT  administrators  can  set  policies. 
Autonomous  agents  carry  the  policies  out. 

•  Centralization:  A  control  point  enables  IT  administration 
to  get  its  arms  around  storage  as  a  whole  instead  of  trying 
to  piece  together  isolated  storage  island  fragments. 

•  Managing  storage  logically,  not  physically:  Obviously, 


physical  limitations  still  apply,  but  managing  storage  logi¬ 
cally  better  conforms  storage  to  business  requirements. 
Moreover,  an  IT  administrator  doesn’t  have  to  become  bur¬ 
dened  with  physical  details  that  aren’t  essential  for  storage 
management. 

All  types  of  storage  management  software  play  a  role  in 
achieving  SLA  metrics.  For  example,  without  RAID  protec¬ 
tion,  monitoring  storage  health  is  unnecessary  as  a  disk 
failure  would  have  an  obvious  impact.  RAID  protection 
without  storage  health  monitoring  would  mean  that 
IT  wouldn’t  know  when  a  disk  failure  had  occurred.  IT 
wouldn’t  be  able  to  take  corrective  action. 

At  the  same  time,  neither  RAID  nor  health  monitoring 
addresses  out-of-space  conditions.  Running  out  of  disk 
space  due  to  poor  planning  isn’t  a  physical  device  failure, 
but  out-of-space  conditions  are  no  fun. 

When  a  disaster  makes  a  site  unavailable,  an  alternative 
availability-enhancing  technique  is  necessary.  Replication, 
in  the  form  of  remote  mirroring,  creates  a  second  copy  of 
data  at  a  remote  site  that  is  much  faster  to  restore  from 
than  tape.  But  remote  mirroring  accounts  only  for  physical 
failure  —  not  data  corruption  —  so  fast  tape  restoration 
remains  a  priority. 

Replication  and  virtualization  are  two  approaches  that 
can  yield  positive  surprises  as  to  what  storage  management 
can  do  for  a  company.  Replication  has  many  forms.  In  its 
point-in-time  copy  incarnation,  a  company  may  make  a 
copy  that  can  be  used  to  back  up  an  online  production 
database  without  having  to  take  the  production  system  off¬ 
line.  The  time  saved  may  translate  into  bottom-line  dollars. 

One  form  of  virtualization  enables  creation  of  a  single 
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Do  you  have  copyrighted 
MP3  files  on  your  servers? 


www.getagriponi  t .  com 


O  2000  W.  Quinn  Associates 


MP3  files  take  up  tons  of  disk  space  on  your  servers.  And  your 
servers  are  crashing  costing  you  a  fortune  in  IT  time  of  staff  and 
lost  office  productivity.  Worse  yet,  they  make  your  company 
liable  for  copyright  infringement  lawsuits.  It’s  time  to  put 
yourself  back  in  control. 
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Servers 


Storage 
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Solutions 


Wait.  Before  you  invest  another  penny  in  information  storage,  why  not  get  all 
the  facts?  At  Hitachi  Data  Systems? we've  invested  millions  of  dollars  and  man¬ 
hours  designing  and  refining  the  World's  most  advanced  storage  technology. 
But  we've  invested  precious  little  in  self-promotion.  So  while  our  storage 
Systems  are  legendary  for  their  reliability,  scalability,  and  openness,  they  remain 
one  of  the  IT  world's  best  kept  secrets. 

Fortunately,  word  is  beginning  to  spread.  Call  1-888-387-5315  to  find 
out  why..  Or  visit  www.hds.com. 


D  A  T  A  S  y  S  t  E  M  S 

Bui  I  f  f  o  r  f  a  s  t  f  i  rn  e  % 


rLOMfHCi  AUCKIAND  HOMC  KOMG  PCNVE*  NtWOllHI  GRtENWICH  AMSTERDAM  LONDON  •EIJtNO  SINCARORC  LISiON  CARC  TOWN  RfyiiiAVIK  SVONtT 


I 


COMPUTERWORLD  February  28, 2000 


BUSINESSADVICE 


tt  Dear  Career  Adviser: 

Fm  a  programmer  developing  financial  applications  on 
top  of  Windows.  Should  I  acquire  Linux  skills  to  stay 
ahead  of  the  curve  in  my  career?  WhaFs  the  market  for 
Linux  programmers  like?  Is  demand  higher  for  people 
with  expertise  in  specific  applications?  —  Linux  Lou 


Dear  Doublet: 

Naturally,  if  your  principal 
focus  is  consumer  desktop 
applications  where  Windows 
predominates,  it  might  be 
hard  to  justify  Linux  studies. 

“However,  if  you  are  think¬ 
ing  about  moving  to  the  serv¬ 
er  side  and  the  Internet,  then 
learning  Linux  is  definitely 
worthwhile,”  says  Michael 
Tiemaim,  chief  technology 
officer  at  Durham,  N.C.-based 
Red  Hat  Inc.  He  cites  the  in¬ 
creasing  interest  in  open 
source,  the  use  of  Linux  for 
public  Web  servers  and  Intel’s 
work  with  the  Linux  commu¬ 
nity  to  develop  the  Itanium, 
the  next  generation  IA-64 
chips,  among  other  industry 
developments. 

Take  introductory  Linux 
classes  emphasizing  Internet 
infrastructure  and  software 
development  and  deploy¬ 
ment,  counsels  Tiemann.  Get 
involved  in  projects  where 
applications  are  being  written 
or  ported  to  the  Internet  and 


work  on  obtaining  some  stan¬ 
dard  certifications. 

Then  add  classes  and  expe¬ 
rience  with  the  top  databases 
behind  the  next  generation 
of  Internet  applications,  such 
as  Oracle,  and  the  new  wave 
of  embedded  technologies  in 
line  to  deliver  a  whole  new 
wave  of  Internet  appliances. 

In  short,  says  Tiemaim,  with 
the  abimdance  of  traditional 
applications  rapidly  migrating 
to  Linux  plus  a  whole  new 
future  of  embedded  devices 
just  waiting  to  explode,  start 
your  education  process  now. 

A  Reader  Writes: 

Concerning  this  column’s 
advice  to  SAP  Samantha 
[Business  Advice,  Jan.  17], 
Glenn  Sawyer,  group  manag¬ 
er  of  enterprise  management 
technical  services  at  Osprey 
Systems  Inc.  in  Charlotte, 
N.C.,  counsels  that  Basis  ad¬ 
ministration  is  a  critical  skill. 

“It  is  the  one  skill  set  re¬ 
quired  from  almost  Day  1 


of  an  SAP  implementation, 
upgrade  or  even  day-to-day 
care  and  feeding  of  an  [SAP 
enterprise  resource  planning] 
system,”  says  Sawyer.  “With¬ 
out  Basis,  an  SAP  landscape 
quickly  falls  out  of  sync  and 
becomes  a  disaster  waiting 
to  happen.” 

In  short.  Basis  plus  SAP 
Samantha’s  AS/400  skills  are 
very  much  in  demand  in  the 
Southeast,  where  AS/400  is 
heavily  installed  and  running 
SAP.  Therefore,  while  other 
SAP  skills  are  important, 
there’s  also  high  demand  for 
people  with  Basis  talent. 

Dear  Career  Adviser: 

I  am  an  experienced  main¬ 
frame  programmer/analyst 
with  technical  experience  in 
Cobol,  CICS  and  IMS/DLl.  In 
addition  to  feeling  uncertain 
of  my  skills  in  this  particular 
Web-oriented  job  market,  I 
have  another  problem.  I  am 
dazed  by  a  recent  significant 
change  in  my  health  status. 


which  over  time  could  have  a 
real  impact  on  my  ability  to 
continue  working  in  the  same 
way.  I  am  concerned  about 
whether  or  not  to  reveal  my 
change  in  health  status  at 
work,  and  I’m  wondering  what 
else  I  should  do. 

—  DAZED  DENNIS 

Dear  Dennis: 

In  a  highly  com¬ 
petitive  job  mar¬ 
ket,  inseciurities 
imderstandably 
run  rampant  when 
serious  health 
problems  arise. 

But  “save  re¬ 
vealing  this  infor¬ 
mation  for  later, 
when  it’s  unavoid¬ 
able,”  says  Joe  Pel- 
lerito,  director  of  consumer 
technology  at  Michigan-based 
TCan  Inc.  iwww.icanonline. 
net),  which  provides  a  multi¬ 
tude  of  personal  and  employ¬ 
ment-related  resources  for  the 
disabled.  Right  now,  you  must 
use  every  second  available  to 
strategize  how  you  will  handle 
your  evolving  workplace  and 
home  accommodation  needs. 

Start  by  investigating  the 
key  term  assistive  technology 
and  the  many  resources  high¬ 
lighted  through  the  Tech 
2000  project,  the  assistive 
technology  grant  from  the 
federal  government  that  is 
part  of  the  Technology-Relat¬ 
ed  Assistance  for  Individuals 
with  Disabilities  Act  passed 


by  Congress  in  1988. 

Affiliate  yourself  with  non¬ 
profits,  support  groups,  Web 
organizations  and  the  com¬ 
munity  assistive  technology 
councils  in  your  state.  These 
will  offer  ongoing  consulta¬ 
tions  with 
experts,  rehab 
engineers,  occu¬ 
pational  and 
physical  thera¬ 
pists  and  speech 
language  physia- 
trists  who  will 
continually  evalu¬ 
ate  your  physical 
condition  in  rela¬ 
tion  to  available 
enabling  tech¬ 
nologies. 

Visit  sites  such 
as  www.webofcare. 
com  and  web- 
ABLE!  (www.webable.com),  a 
Web  directory  for  disability- 
related  Internet  resources, 
counsels  Pellerito,  plus  sites 
addressing  your  particular 
needs  as  a  computer  profes¬ 
sional.  These  include  Job 
Accommodation  Network 
(http://janweb.icdi.wvu.edu), 
which  offers  information 
about  job  accommodations 
and  the  employability  of 
people  with  disabilities,  and 
the  Assistive  Technology 
On-Line  Home  Page  (www. 
asel.udel.edu/atonline/ 
assistive.html),  which  has 
links  to  vendors  with  prod¬ 
ucts  that  provide  alternative 
methods  for  using  computers 
or  modifying  the  workplace.  I 


FRAN  quiTTEL  is  an  expert 
in  high-tech  careers  and 


recruitment.  Send 
questions  to  her  at 
www.computerwortd.com/ 
career.adviser. 
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E-Comm  Slowdown 

The  online  e-commerce  universe  is 
likely  to  stop  expanding  within  four 
years,  according  to  a  new  report 
from  Forrester  Research  Inc.  in 
Cambridge,  Mass.  The  report, 
published  last  week,  predicts  the 
e-commerce  market  will  undergo 
vast  consolidation,  especially 
among  consumer-oriented  sites. 

The  report  predicts  the  require¬ 
ment  for  100%  uptime  will  be  too 
expensive  for  most  companies, 
leading  to  a  rash  of  mergers.  More¬ 
over,  it  says  the  number  of  online 
buyers  and  e-commerce  sites  will 
both  level  off.  Forrester  also  pre¬ 
dicts  that  the  amount  existing 
buyers  spend  will  increase. 

Business-to-business  e-com¬ 


merce  is  poised  to  expand,  however, 
because  e-commerce  business-to- 
business  organizations  rely  less  on 
expensive  marketing  gimmicks  to 
attract  customers,  said  Forrester 
analyst  Joe  Sawyer. 

Europe  to  Legislate 
Internet  Economy 

European  industrialists  and  politi¬ 
cians  have  announced  an  initiative 
to  adapt  the  European  economy  to 
cope  with  the  Internet  revolution.  A 
group  called  the  European  Internet 
Foundation,  which  represents  53 
members  of  the  European  Parlia¬ 
ment  from  across  the  political 
spectrum,  will  press  for  legislative 


changes  to  adapt  the  multinational 
European  economy  to  e-commerce. 

The  group  has  the  financial  back¬ 
ing  of  at  least  10  large  European 
companies,  including  France’s  Alca¬ 
tel  SA,  British  Telecommunications 
PLC,  Siemens  AG  and  Telefdnica 
SA.  The  foundation  will  identify 
emerging  policy  priorities  and  help 
frame  policy  options  through  dia¬ 
logue  and  debate,  but  it  won’t  take 
positions  on  specific  issues,  a  public 
statement  said. 

The  European  Internet  Founda¬ 
tion  can  be  found  on  the  Web  at 
www.eifonline.org/. 


Deutsche  Bank 
Teams  With  SAP 

Deutsche  Bank  AG  and  SAP  AG 
have  announced  they  will  jointly 
provide  financial  and  trading 


services  based  on  SAP’s  Internet- 
based  mySAP.com  e-commerce 
technology. 

Deutsche  Bank  will  develop  appli¬ 
cations  to  provide  services  such  as 
transaction  payment  between  busi¬ 
ness  partners  (clean  payments)  and 
escrow  services  for  payments  via  a 
trustee  account.  The  applications 
developed  by  Deutsche  Bank  will  be 
made  available  during  this  year  on 
electronic  marketplaces  powered 
by  mySAP.com. 


Telecom  Web  Service 

A  survey  of  51  communications 
carriers  shows  that  more  than  75% 
expect  to  offer  online  capabilities 
for  ordering,  trouble  reporting,  ac¬ 
count  inquiry  and  billing  by  the  end 
of  this  year.  The  survey,  conducted 
by  CompTel,  a  trade  association  in 
Washington,  and  American  Man¬ 


agement  Systems  Inc.,  an  informa¬ 
tion  technology  consultancy  in  Fair¬ 
fax,  Va.,  also  shows  that  75%  of 
the  companies  are  using  extranets 
to  build  relationships  with  partners 
and  suppliers. 


Health  Exchange 
DealAnnounc^ 

Medibuy.com,  a  San  Diego-based 
digital  exchange  in  the  health  care 
market,  and  Bellevue,  Wash.-based 
online  retailer  Drugstore.com  Inc. 
have  announced  a  plan  to  develop  a 
cobranded  online  marketplace 
geared  toward  the  home  health  care 
market.  Under  a  five-year  deal  an¬ 
nounced  last  week,  Medibuy.com 
will  design  a  suite  of  electronic  pro¬ 
curement  applications  specifically 
for  home  health  care  providers,  and 
Drugstore.com  will  fulfill  all  orders. 


HCOMDEX 


Now  that  you  know  your  business  is  definitely  headed  for  e-business, 
you  need  to  head  to  the  place  where  you  can  accelerate  decision  making 
to  Internet  speed  —  COMDEX/Spring  2000  and  WINDOWS  WORLD. 

This  is  the  event  where  IT  professionals,  corporate  managers,  developers 
and  distribution  professionals  find  and  compare  the  solution-building 
technologies  they  need  to  compete  in  the  Internet  economy, 

And  it’s  the  event  that  added  special  programs  on  Linux,  e-comm 
management,  infosecurity  and  wireless  technologies  —  just  to  make 
sure  you’ll  be  as  competitive  as  possible. 


With  all  the  technology  choices  out  there,  you  only  have  one  more 
decision  to  make.  Be  there. 


W' 

Don’t  mis^  COMDEX/Spring  and  WINDOWS  WORLD,  co-located  with  LINUX  Business  Expo. 

April  17  -  20,  2000  •  McCormick  Place,  Chicago 

'  -*'*■ 

i'i  L 

To  register  for  your  FREE  expo  pass  or  to  learn  more  about  the  events,  go  online  today.  Interested  in  exhibiting 

Call  Arnie  Wolfson  at  781-433-1573  or  e-mail  arnold.wolfson@zd.eom. 


C2000  20  Events  Inc.  All  Rights  Reserved  COMDEX  is  a  trademark  ol  ZD  Events  Inc.,  registered  in  the  U.S  and  other  countries  Other  names  and  logos  may  be  trademarks  of  their  respective  holders  SPOO-6675  2  00 
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HOW  REAL  ARE 
WEB  SOLUTIONS? 

Mainstream  IT  vendors 
claim  they  can  give  you 
almost  everything  you 
need  to  create  an  e-com- 
merce  site.  We  talk  to 
five  customers  to  see 
how  well  these  solutions 
stack  up  against  their 
real-world  needs. » 68 


COLOR  AND 
MUCH  MORE 

Computerworld’s  Math¬ 
ew  Schwartz  says  he 
loves  the  readability  of 
the  new  Palm  IIIc,  the 
company’s  first  hand¬ 
held  that  boasts  a  color 
display.  Even  though  few 
applications  now  take 
full  advantage  of  the 
color  display,  the  truer 
blacks  and  whites  make 
even  plain  text  stand  out 
more  clearly. » 64 
Corporate  customers 
may  be  more  interested, 
though,  in  the  improved 
security  and  menu  fea¬ 
tures  of  another  Palm 
handheld,  as  well  as  a 
$99  portable  keyboard 
that  folds  to  about  the 
size  of  the  Palm.  >  65 


EMERGING 

COMPANIES 

Tired  of  junk  mail  and 
questionable  attach¬ 
ments  flooding  your 
network?  Brightmail  Inc. 
thinks  it  has  an  answer. 
Its  Anti-Spam  Service 
examines  incoming 
e-mail  to  determine  if 
it’s  appropriate  and  then 
updates  filtering  rules 
on  its  clients’  e-mail 
servers.  Brightmail  is 
targeting  Fortune  1,000 
companies.  But  its  real 
market  may  be  Internet 
service  providers  that 
will  offer  the  service  to 
corporate  IT. » 72 


HANDS  ON 

Senior  reviews  editor 
Russell  Kay  has  been 
wrestling  with  the  desk¬ 
top  version  of  Micro¬ 
soft’s  latest  operating 
system,  Windows  2000 
Professional.  Despite 
both  hardware  and 
software  compatibility 
problems,  he  likes  it  — 
but  he  doesn’t  recom¬ 
mend  it  as  a  do-it-your¬ 
self  project. » 66 


BAN  THE  BUGS 

Distributed  denial-of- 
service  attacks  may  be 
getting  the  publicity,  but 
viruses  are  still  a  major 
threat.  For  those  who 
want  to  take  an  integrat¬ 
ed  approach  to  fighting 
hackers,  McAfee  unveils 
a  new  suite  of  central¬ 
ized  tools  for  protecting 
against  viruses  in  net¬ 
works  of  up  to  100,000 
users.  >  62 


FAULTY  DESIGN 

The  success  of  the  re¬ 
cent  distributed  denial- 
of-service  attacks 
against  leading  Web 
sites  was  largely  be¬ 
cause  of  the  poor  design 
of  the  systems  support¬ 
ing  those  sites,  says  an 
executive  at  Computer 
Associates.  He  says 
building  distributed 
systems  can  help  defeat 
such  attacks. » 63 


CUTTING 

CAREERS 


-EDGE 
IN  CRM 


smusims 

Thanks  to  the  Univer¬ 
sity  of  California,  San 
Diego,  middle  school 
students  in  four  coun¬ 
tries  were  able  to  re¬ 
quest  photo  images  of 
Earth  from  astronauts 
on  the  space  shuttle 
Endeavour  —  and  get 
the  results  in  just  a  few 
hours.  >  63 


WHILE  CUSTOMER  RELATIONSHIP  MANAGEMENT  (CRM)  has  been 
around  as  long  as  merchants  have  been  doing  business, 
technology  is  turning  it  into  the  driving  force  for  mar¬ 
keting,  notes  Dave  Towers,  director  of  CRM  at  J.  Crew 
in  New  York.  This  means  huge  opportu¬ 
nities  for  IT  professionals  who  combine 
the  right  technology  and  business  skills. 

And  read  CJuickStudy  (page  67)  for  an 
explanation  of  CRM  automation. 


62 
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New  McAfee  Suite  Ofim  Centralized  Virus  Protection 


BY  ANN  HARRISON 

Despite  the  recent  concern  over  dis¬ 
tributed  denial-of-service  attacks,  com¬ 
puter  viruses  remain  a  much  more 


common  and  costly  problem  for  many 
companies. 

According  to  Carlsbad,  Calif.-based 
research  firm  Computer  Economics 


Just  a  reminder 

when  considering  which  piatform 
to  host  your  next  Web  appiication. 

According  to 
Doculabs  tests, 
Web  apps  built 
on  Microsoft^ 
Windows^  DN  A 
performed  over 


faster  than 


on  6  leading  app 
servers  running 
on  Sun  Solaris. 


Microsoft 


Where  do  you  want  to  go  today?* 

msdn.microsoft.coni/vstudlo/scale 

©  2000  Microsoft  CorpofaOofi.  Art  lights  reserved.  Microsoft  Where  do  you  went  to  go  today?  and  Windows  NT  are  either 
registered  trademar1<s  or  tradcinnrks  of  Microsoft  Corporation  in  the  United  States  and/or  other  countries.  Sun  and 
Solaris  are  trademarks  or  registe'ea  trademarks  of  Sun  Microsystems,  tnc.  Doculabs  O  Bench  Test  Report:  Performance 
and  Scalability  of  Web  Servers  1999.  Wtndows  NTS  ptatform  tested:  4  Compaq  6400R  servers  running  Windows 
NT  4.0.  lnt©ft>ei  information  Ser^vur  (IIS)  4.0.  Microsoft  Transaction  Server  (MTS),  plus  1  Compaq  6500R  running 
Windows  Nf  4.0.  Microsoft  SQL  7.0.  Unix  piatform  tested:  1  Sun  E3(XX)  server  runrung  Oracle  8.  4  Sun  Ultra  1 

servers  running  Netscape,  i  Sun  E  450  and  2  Sun  Uttra  2  application  servers  running  Solaris  2.6.  1  Compaq  6000 
and  1  Compaq  7000  running  IIS  4.0. 


Inc.,  viruses  cost  businesses  and  users 
more  than  $12.1  billion  worldwide  last 
year  alone. 

To  counter  both  denial-of-service 
and  virus  attacks,  some  information 
technology  managers  are  considering 
centralizing  their  security  efforts 
[Technology,  Feb.  21]. 

In  response,  McAfee,  which  is  owned 
by  Network  Associates  Inc.  in  Santa 
Clara,  Calif.,  last  week  announced  the 
availability  of  McAfee  Ac- 
tive  Virus  Defense,  its  flag¬ 
ship  integrated  suite  of  an¬ 
tivirus  policy  management, 
enforcement  and  reporting 
software. 

The  suite  includes  ePoli- 
cy  Orchestrator,  which  en¬ 
forces  virus  policies  and 
updates  across  a  network 

of  up  to  100,000  users  and  •; . ; . 

allows  network  admmistra-  .  agamst  the 


AT  A  GLANCE 


Virus 

Protection 

VinisScan  4.5  protects 
against  malicious  code 
delivered  via: 
m  E-mail 


I  ActiveX 
I  Java 

I  JavaScript  applets 


tors  to  update  security  poli¬ 
cies  across  the  enterprise 
from  a  single  server. 

Because  logging  virus  ac¬ 
tivity  is  essential  to  finding 
the  source  of  infection,  the  suite  also  in¬ 
cludes  McAfee  Anti-Virus  Informant, 
which  compiles  reports  of  virus  activity. 

Preventing  Vims  Outbreaks 

For  e-mail-borne  viruses,  the  McAfee 
GroupShield  and  McAfee  WebShield 
products  offer  the  new  McAfee  Out¬ 
break  Manager,  which  monitors  incom¬ 
ing  and  outgoing  e-mail  for  suspicious 
patterns.  Outbreak  Manager  can  also 
stop  new  Internet-borne  e-mail  viruses, 
based  solely  on  the  behavior  of  an  in¬ 
coming  message. 

McAfee  Active  Virus  Defense  also 
delivers  McAfee  Autoimmune  technol¬ 


ogy,  which  detects  and  removes  pre¬ 
viously  undiscovered  viruses  through 
heuristic  techniques,  analyzes  the  sus¬ 
pected  virus  and  returns  cures  authen¬ 
ticated  by  the  company’s  Anti-Virus 
Emergency  Response  Team  in  a  matter 
of  hours. 

VirusScan  4.5  includes  an  enhanced 
AutoUpdate  feature,  which  automati¬ 
cally  pushes  new  virus  defenses  to 
client  machines  faster,  than  previous 
methods  because  of  a  reduced  signa¬ 
ture  file  size  of  100KB. 

The  VirusScan  engine  can  be  embed- 
ded  in  both  Linux  and  So¬ 
laris  applications  and  man¬ 
aged  services  with  the 
McAfee  Virus  Interface  for 
Protective  Early  Response 
tools,  which  can  detect  mal¬ 
icious  code  such  as  the  Tri- 
noo  tool,  which  laimches 
distributed  denial-of-ser- 
vice  attacks. 

“Updates  for  protection 
newest  virus 
threats  are  essential  for  sol¬ 
id  security  against  viruses,” 
said  Jim  Stough,  director 
of  technology  services  at 
Texas  law  firm  Locke  Lid¬ 
dell  &  Sapp  LLP. 

“The  McAfee  Active  Virus  Defense 
product’s  incremental  updating  will 
save  our  company  large  amoxmts  of 
bandwidth  by  providing  us  with  only 
what  is  needed,  and  up  to  20  times 
faster  than  before,  helping  us  to  respond 
even  quicker  to  attacks,”  Stough  said. 

Network  Associates’  McAfee  Virus¬ 
Scan  4.5  is  available  as  part  of  the 
McAfee  Active  Virus  Defense  suite  of 
enterprise  antivirus  products  and  costs 
$24  per  node  at  the  5,000-node  level. 
The  entire  McAfee  Active  Virus  De¬ 
fense  product  line  will  be  available  at 
the  end  of  March.  I 


BRIEFS 


BEA  Unveils  MLogic  Server 

BEA  Systems  Inc.  in  San  Jose  has  unveiled 
WebLogic  Commerce  Server  2.0,  a  new 
component-based  e-commerce  transaction 
server  and  development  environment.  Based 
on  the  Java  2  Enterprise  Edition  standard, 
the  server  includes  components  for  building 
online  catalogs,  shopping  carts,  order  entry 
functions  and  inventory  management  ser¬ 
vices.  WebLogic  will  be  available  in  April  for 
Windows  NT  and  Solaris.  Pricing  starts  at 
$40,000  per  CPU. 


Mley  Links  Web,  Phones 

Webley  Systems  inc.  in  Deerfield,  III.,  has  an¬ 
nounced  Webley,  a  messaging  system  that  in¬ 
tegrates  computers,  the  Internet  and  telepho¬ 
ny.  The  system  offers  speech-to-text  and  text- 


to-speech  capabilities,  as  well  as  personal 
Web  site  control  features  and  phone  access  to 
a  user’s  e-mail  service.  Calls  are  answered  by 
Webley,  which  can  place  the  caller  on  hold 
while  it  tracks  down  the  user;  the  user  can  ac¬ 
cept  the  call  or  have  Webley  take  a  message. 
Messages  can  be  sent  by  pager,  e-mail,  fax  or 
voice;  Webley  can  make  calls,  receive  faxes  to 
be  viewed  over  the  Internet  and  read  e-mails 
over  the  phone.  Pricing  hasn’t  been  disclosed. 

Microsoft  Betas  Host 
Integration  Server 

Microsoft  Corp.  has  released  a  public  beta 
version  of  Host  Integration  Server  2000,  the 
successor  to  SNA  Server  4.0.  The  upgrade 
will  include  support  for  Windows  2000  fea¬ 
tures  such  as  Active  Directory  and  C0M«,  as 
well  as  for  the  latest  versions  of  Microsoft 
Message  Queue  Server  and  IBM's  M()Sefies 
messaging  middleware.  Host  Integration 
Server  2000  is  expected  to  ship  this  summer. 
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CA  Exec  Says  Poor  Design  Lets  Crackers  Disable  Sites 


BY  DAVID  LEGARD 

SINGAPORE 

The  success  of  the  recent  distributed 
denial-of-service  attacks  against  lead¬ 
ing  Web  sites  was  largely  caused  by  the 
poor  design  of  the  systems  architecture 
supporting  those  sites,  according  to 
Alan  Lloyd,  manager  of  strategic  devel¬ 
opment  at  Computer  Associates  Inter¬ 
national  Inc.’s  OpenDirectory  group. 

Systems  that  are  set  up  to  have  a  sin¬ 
gle  point  of  entry  have  no  chance  of 
fending  off  coordinated  attacks  like 
those  that  disabled  Web  sites  belonging 
to  Amazon.com  Inc.,  eBay  Inc.  and  oth¬ 
ers,  Lloyd  said  at  a  press  conference 
here  last  week. 

“You  have  to  build  distributed  sys¬ 
tems,  because  when  you  attach  to  the 
Web,  you’ve  got  100  million  people 
coming  at  you,”  he  said.  “Some  people 
just  Web-enable  their  shop  front  with¬ 
out  properly  engineering  their  systems. 
Nobody  can  protect  those  sites  from  a 
flooding  attack,  and  so  nobody  should 
be  building  systems  like  this.” 

E-commerce  security  must  go  hand 
in  hand  with  customer  management, 
according  to  Lloyd.  Trusted  users  who 
have  registered  at  a  site  should  be 
granted  extra  user  privileges  that  run 
on  one  server,  while  the  general  public. 


which  is  likely  to  include  malicious  in¬ 
truders,  is  restricted  to  the  shop  front 
server. 

“That  way,  if  someone  launches  an 
attack,  they  may  get  part  of  your  site, 
but  they  won’t  get  it  all,”  Lloyd  said. 
The  part  of  the  site  likely  to  be  disabled 
by  such  an  attack  would  be  the  public 
areas,  rather  than  those  used  by  rev¬ 
enue-generating,  loyal  repeat  custo¬ 
mers,  he  noted. 

The  distributed  denial-of-service  at¬ 
tacks  have  increased  user  fears  about 
conducting  transactions  over  the  Inter¬ 
net,  according  to  Lloyd  Tanaka,  market¬ 
ing  manager  for  CA’s  eTrust  security 
products. 

“We  believe  that  there  wiU  be  some 
short-term  effects  on  e-commerce  as  a 
result  of  these  attacks,”  he  said.  “Elec¬ 
tronic  business  cannot  afford  to  have 
this  happen  again.” 

Downloads  of  the  Islandia,  N.Y.- 
based  company’s  free  intrusion-detec¬ 
tion  software  have  increased  signifi¬ 
cantly  since  the  attacks,  Tanaka  said. 

Asian  Attacks  on  the  Rise 

In  Asia,  Web  attacks  are  on  the  rise, 
according  to  Richard  Jacobson,  a  senior 
Internet  analyst  at  Singapore-based 
International  Data  Corp.  Asia/Pacific, 


NETWORK  GRADS  NASA  PHOTOS 


Before  NASA’s  space  shuttle  Endeavour  touched  down  last  week  after  its  historic  mapping 
mission,  astronauts  helped  middle  school  students  from  the  U.S.,  Japan,  France  and  Germany 
collect  many  high-resolution  digital  images,  such  as  the  one  pictured  above,  for  study.  The  ed¬ 
ucational  initiative,  called  EarthKAM  {www.earthkam.ucsd.edu),  is  a  project  developed  by  the 
University  of  California,  San  Diego  (UCSD). 

Student  mission-control  centers  at  the  participating  schools  were  able  to  submit  photo  re¬ 
quests  through  a  special  Web  site  managed  by  UCSD,  said  Alann  Lopes,  chief  technology  offi¬ 
cer  for  the  project.  UCSD  then  relayed  the  requests  to  the  shuttle’s  mission  control,  which  up- 
linked  them  to  the  spacecraft.  Lopes  said  it  took  only  a  few  hours  for  the  images  to  make  their 
way  back  to  Earth,  where  they  were  processed,  organized  and  stored  on  the  special  EarthKAM 
network  at  UCSD. 

The  network  was  built  around  the  CoreBuilder  7000  network  switch  from  3Com  Corp. 
in  Santa  Clara,  Calif.,  which  Lopes  said  is  an  Asynchronous  Transfer  Mode  switch  that  also 
accommodates  Ethernet  packet  trafTic. 

Lopes  said  the  digital  images  taken  from  the  spacecraft  have  been  posted  on  the  Web  site 
for  the  11,000  participating  students  to  examine  and  download.  -  James  Cope 


with  corporate  espionage,  cyberacti¬ 
vism  and  cyberterrorism  becoming 
greater  threats. 

Re-engineering  systems  and  getting 


Just  a  reminder  the  next 
time  you’re  thinking  of  a  new 
iine-of-business  soiution. 


Microsoft^ 
SQL  Server' 
Enterprise  Edition 
is  now  the  worid 
record  hoider  for 
the  PeopieSoft 
HRMS  benchmark, 
with  17,500 
concurrent  users. 


Microsoft 

Where  do  you  want  to  go  today? 
microsoft.com/sql/worldrecord 


t)  2000  Microsoft  Corporation.  Alt  ngjxts  reserved.  Miaosoft.  Windows  NT  W7>er>»<:Jo  voo  wanf  fj •< 

tfademafksofUad0mark5OfMicro5OflCofpof8tion»ntheUr'redS*n*f-> 

of  PeopieSoft.  inc  Thebenchmarkof  17, 500concuirenfiif4^rsY<3sach3e-,ecJrr{»iir  -  vi  if.tiu-fpfTV  I-  f .  .•>  i 
server  runnmgon  Windows  NT<if  4.0  Ej>terprise  Edition. flesuitsjifc'  Hjrati  '  *  '>*  .'4.00. 


to  know  more  about  customers  are  the 
best  ways  to  minimize  attacks  on  the 
open  Internet  and  prevent  potentially 
serious  business  losses,  Tanaka  said.  I 

Legard  writes  for  the  IDG  News  Service 
in  Singapore. 
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Color  Me  Readable:  TTTc’s 
Screen  Clears  Things  Up 


A  bright  color  display  makes  the  new  Palm  the 

personal  organizer  you’ve  been  waiting  for 


BY  MATHEW  SCHWARTZ 

Beautiful  —  that’s  the  only 
word  for  Santa  Clara,  Calif.- 
based  Palm  Inc.’s  new  IIIc, 
the  first-ever  Palm  with  a 
color  screen.  Mind  you,  I’ve 
been  using  a  Palm  for  more  than  a  year, 
and  I  was  skeptical  that  color  could 
really  enhance  what  is  essentially  an 
electronic  date  and  address  book. 

But  the  IIIc  has  something  that  nei¬ 
ther  Handspring  Inc.’s  Visor  nor  any 
other  Palm  has:  really  good  readability. 
Since  your  eyes  love  contrast  when 
reading,  the  IIIc’s  true  black  against 
true  white  makes  it  a  lot  easier  to  stare 


at  for  long  periods  of  time.  The  mono¬ 
chrome  screen  on  other  Palms  is  really 
LCD  almost-black  on  LCD  gray.  Now, 
there’s  no  need  for  a  backlight  in  dim 
situations:  This  Palm  is  so  bright, 
it  can  double  as  a  flashlight. 

Aside  from  readability,  what 
impresses  me  about  the  IIIc  is 
the  elegant  way  it  uses  color.  Sure,  you 
get  a  free  JPEG  image  viewer,  but  the 
Palm  is  primarily  an  organizer.  So  even 
though  few  applications  take  advantage 
of  the  color  yet,  some  give  a  taste  of  its 
potential.  For  instance,  conflicting  ap¬ 
pointments  in  the  Datebook  applica¬ 
tion  get  a  red  bar  beside  them,  selected 


Free 
eUBMS 


Build  and  run  Web  apps  faster! 

Download  a  free  Cache  license  at  www.e-DBMS.cofn. 
or  call  800.753.2571  for  a  free  license  on  CD. 
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text  is  highlighted  yellow  and  menu 
bars  are  blue. 

Now  for  the  particulars:  The  IIIc 
comes  with  Palm  software  and  a  dock¬ 
ing/recharging  cradle.  The  Palm’s  case 
is  a  new  color:  dark  slate.  It’s  7mm 
longer  than  previous  III  Series  hand¬ 
helds,  so  old  III  cases  may  not  fit,  but 
any  III  accessories  will.  Speaking  of 
which,  you’ll  want  to  invest 
$30  in  a  separate  recharger 
kit  so  you  can  keep  the 
IIIc  going  when  you  trav¬ 
el.  Like  the  Palm  V,  the  IIIc  uses  a 
built-in  lithium  ion  battery.  Palm 
claims  the  battery  will  stay 
charged  for  two  weeks  of  normal 
use,  though  I  haven’t  had  my  review 
unit  long  enough  to  verify  that.  Unlike 
the  Palm  V,  which  had  a  recharging 
light  only  on  the  cradle,  the  IIIc  has  a 
recharging  light  built  into  the  body  of 
the  Palm  itself  which  provides  a  wel¬ 
come  visual  cue,  regardless  of  recharg¬ 
ing  method. 

The  Palm  IIIc  also  ships  with  Version 
3.5  of  Palm  OS.  With  the  updated  oper¬ 
ating  system,  the  unit  runs  faster  and 
can  hotsync  with  a  PC  more  quickly. 
And  some  previously  third-party  fea¬ 
tures  are  now  standard.  These  include 
menu  bars  that  drop  down  when  tapped 
(vs.  having  to  click  a  menu  button), 
more  file  security  options  and  a  fimc- 
tion  that  simplifies  such  tasks  as  cutting 
and  pasting  text. 

The  Datebook  application  also  sports 
a  new  Agenda  view  that  shows  appoint¬ 
ments  and  to-do  items  on  one  screen.  My 


advice  is  to  spend  $20  and  replace  Date- 
book  with  the  incredibly  full-featured 
Datebk3,  available  from  Morganton,  Ga- 
based  Pimlico  Software  Inc.  at  www. 
gorilla-haven.org/pimlico/.  Handspring 
uses  the  Datebk3  on  its  Palm-compatible 
Visors. 

Like  that  of  all  Palm  Ills,  the  exterior 
of  the  IIIc  has  a  removable  flip  top  to 
protect  the  screen.  The  up/down  rock¬ 
er  switch  has  been  replaced  with  two 
separate  buttons.  On  my  demo  unit,  the 
down  button  didn’t  work  consistently;  I 
would  have  exchanged  it  for  a  new  one. 

The  only  real  down¬ 
side  to  the  Pahn  IIIc 
is  its  $449  price 
tag.  For  that 
money,  you 
could  get 
the 


smaller  Vx 
or  almost  two  of 
the  new  Illxe’s  ($249),  both  of 
which  match  the  IIIc’s  SMB  of  mem¬ 
ory  and  flash  read-only  memory 
(ROM).  I  highly  reconunend  units  with 
the  flash  ROM,  because  it  lets  you  up¬ 
grade  the  hardware’s  operating  system. 
Some  other  models,  such  as  the  Palm 
Ille,  Palm  VI  and  all  Handspring  Visors, 
don’t  have  flash  ROM,  so  you  have  to 
use  slower  software  patches  instead  of 
firmware  upgrades. 

Regardless  of  price,  though,  if  read¬ 
ability  is  a  primary  concern,  no  other 
Palm  device  on  the  market  beats  the 
IIIc’s  color  screen.  (For  more  on  the 
Palm  IIIc,  see  story  on  page  65.)  I 
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Users  Like  Security,  Menus  in  New  Palms 


BY  MATT  HAMBLEN 

Palm  Inc.  released  its  first  col¬ 
or  handheld,  the  Palm  IIIc,  last 
week.  But  corporate  customers 
are  showing  more  interest  in 
the  Palm  Illxe  and  its  new  se¬ 
curity  and  user  functions. 

“I  wouldn’t  care  as  much 
about  a  color  screen,”  said 
Alex  Hu,  a  senior  technology 
officer  at  The  Chase  Manhat¬ 
tan  Bank  in  New  York.  “We’re 
more  interested  in  getting  data 
on  handhelds,”  said  Hu,  who 
uses  a  Palm  V  to  track  contact 
information  and  read  e-mail. 

Chase  Manhattan  has  as¬ 
signed  a  technical  committee 
to  consider  ways  the  company 
can  use  handheld  computers  as 
mainstream  business  produc¬ 
tivity  tools  and  move  away 
from  just  supporting  the  hand¬ 
helds  users  buy  on  their  own. 

The  IIIc,  which  sells  for  $449 
and  features  a  256-color  dis¬ 
play,  will  make  a  bigger  impact 
on  consumers,  analysts  said.  So 
far,  the  biggest-selling  color- 
display  handhelds  in  the  U.S. 
are  Windows  CE  machines, 
which  are  made  by  several 
companies. 

Palm,  a  subsidiary  of  3Com 
Corp.  in  Santa  Clara,  Calif,  de¬ 
scribed  the  $249  Illxe  as  ideal 
for  customers  who  work  with 
many  applications  or  have 
large  data  needs.  It’s  intended 
to  replace  the  IIIx. 

Features  of  the  Palm  Illxe 
that  several  users  and  analysts 
singled  out  as  impressive  in¬ 
clude: 

■  The  new  ability  to  password- 
protect  individual  pieces  of 
data. 

■  Standard  memory  of  SMB  — 
double  that  of  earlier  models. 

■  A  doubling  of  the  previous 
synchronization  speed  to  U5K 
bit/sec.  using  the  desktop  cradle. 

■  Upgradable  flash  read-only 
memory  for  compatibility  with 
future  versions  of  Palm  OS 
software. 

■  An  Agenda  view  in  the  user 
interface  that  allows  users  to 
see  their  appointments  and  a 
to-do  list  in  one  screen. 

■  Access  to  menu  views  by 
making  a  simple  tap  at  the  top 
of  the  screen,  rather  than  using 
a  button  command. 

■  An  optional  $99  QWERTY 
portable  keyboard  that  folds 
up  to  nearly  the  same  size  as 
the  Palm  Illxe.  “If  my  users 
were  ever  issued  handhelds, 
they’d  never  want  to  write  in 
Palm’s  Graffiti  [a  handwriting 


recognition  tool]  if  they  could 
have  a  keyboard  instead,”  Hu 
said. 

But  Ken  Dulaney,  an  analyst 


at  Gartner  Group  Inc.  in  Stam¬ 
ford,  Conn.,  questioned  the 
value  of  password-protecting  a 
single  entry  or  file. 


Rather  than  worrying  about 
somebody  stealing  a  handheld 
from  a  user  for  the  files  on  it, 
the  bigger  security  concern  is 
“what  data  can  be  taken  off  a 
corporate  server  with  a  hand¬ 
held,”  he  said. 


A  $149  snap-on  digital  cam¬ 
era  from  Eastman  Kodak  Co.  in 
Rochester,  N.Y.,  will  be  avail¬ 
able  for  the  IIIc  late  next 
month.  It  could  be  valuable  for 
mobile  insurance  or  real-estate 
agents,  analysts  said.  ► 


Vinvensys 

An  Invensys  company 


Whether  your  power  protection  problerns 
are  large  or  small,  nobody  has  iTiore»,:x 
solutions  than  Powerware. 


POWERWARE  5: 

Backing  up  the  server  room, 
so  crucial  networks  don’t  go  down. 


POWERWARE  3: 

Backing  up  desktops 
and  Ians,  so  data  isn’t  lost. 

3999B  a  99995 
39999  3  99993  ^ 
S  a  9P,s—,“ 
JPSPS  a  99PI9* 


■IHI^ 

ito: 

1 

1 

i 

°!a99r  ■  BBBP'* 

ISSKfl  a  99531 

•  •  ,  m 


-  :-/«-i::Laa9 1  bl_i 

I  f  il  9Ba 

.  It'  29999  1  999 

I  • 

59999  J  999 


I  j.iii  I  isi  rv  t 

■  I'tfiiliijlil  alf*' 
:iCTCl-..  HltH 

iifiia  HUH  I 

II  >1 1  miini  nwi' 


■■fi  j  T  >491  iK  '  II  n  i  II 


POWERWARE  9: 

Backing  up  critical  systems  and 
eciiiipnient,  when  reliable  power 
is  an  absolute  must. 


Even  the  most  experienced  IT  professional  probably 
isn't  aware  of  all  the  potential  power  threats  out  there 
—  from  subtle  distortions  that  damage  data,  to  full¬ 
blown  blackouts  that  shut  down  a  business. 
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Formerly  Exide  Efectronics 


What's  more,  we'll  help  you  determine  the  precise 
level  of  protection  you  need,  complete  with  our 
unmatched  monitoring  and  shutdown  software  and 
on-site  support. 


Luckily,  there's  Powerware.  We  are  the  UPS  experts.  To  learn  more,  check  out  www.powerware.com/359. 
Offering  not  just  products,  but  top-to-bottom  solutions:  Or  call  us  at  877-PWRWARE  (877-797-9273).  It's 

Series  3  for  the  most  common  power  threats  (failures,  the  kind  of  move  that  can  earn  you  the  corner  office, 
surges  and  sags);  Series  5  for  mid-  to  high-level  protection; 
and  Series  9  for  the  most  mission-critical  operations. 
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Win  2k  Pro: 

I  Want  It,  but  I’ll  Wait 

Windows  2000  Professional  may  prove  to  be 
a  great  desktop  operating  system,  but  don’t 
make  it  a  do-it-yourself  project. 


BY  RUSSELL  KAY 

■VE  BEEN  WORKING  with  Win¬ 
dows  2000  for  a  year  now  in  vari¬ 
ous  beta  releases,  and  most  re¬ 
cently  with  the  final,  go-to-mar- 
ket  code,  all  direct  from  Mi¬ 
crosoft  Corp.  and  factory-installed  on 
new  systems.  I’ve  written  about 
my  conclusions  and  reserva¬ 
tions,  primarily  concerning  the 
server  and  advanced  server 
versions  and  what  they  mean  for  enter¬ 
prises  and  their  networks.  One  area  I 
haven’t  discussed  until  now  is  my  expe¬ 
rience  with  the  desktop  client,  Win¬ 
dows  2000  Professional. 

What’s  Good 

Here’s  what  I  like:  When  it  works, 
Windows  2000  Professional  is  the  best 
desktop  operating  system  I’ve  ever 
tried.  On  the  whole,  Microsoft  has  nice¬ 
ly  refined  the  Windows  9x  graphical 
user  interface,  making  the  start  menu 
more  useful.  This  edition  boots  up  con¬ 
siderably  faster  than  Windows  NT. 

Besides  having  its  own  NT  file  sys¬ 
tem  (NTFS  5),  which  is  invisible  to 
Windows  9x,  Win  2k  can  read  FAT32 
disk  partitions.  This  means  that  on  my 
home  dual-boot  system.  I’m  no  longer 
forced  to  use  the  space-wasting  FAT16 
file  system  just  to  maintain  compatibili¬ 
ty  between  the  two  operating  systems. 

And  on  my  home  system’s  18-in.  mon¬ 
itor,  the  screen  image  seems  sharper 
while  Win  2k  is  running  than  the  same 
image  does  under  Windows  98.  (I  don’t 
have  any  tools  with  which  I  might  mea¬ 
sure  any  difference,  but  I  have  previ¬ 
ously  observed  that  subjective  im¬ 
provement  with  Windows  NT.  Is  this 
video  voodoo?  I  don’t  know.)  Win  2k  is 
considerably  more  stable,  requiring  far 
fewer  reboots  than  Windows  98.  Final¬ 
ly,  plug-and-play  works  well  in  Win  2k. 

What’s  Bad 

That  said,  it’s  worth  noting  that  Win¬ 
dows  2000  Professional  works  well 
only  on  a  limited  set  of  hardware.  Too 
much  of  the  time,  it  comes  off  as  plug- 
and-don’t-play.  And  therein  lies  a  tale: 
One  of  the  all-important  references  that 
comes  on  the  Windows  2000  CD  is  a 


file  called  the  hardware  compatibil¬ 
ity  list.  It’s  also  available  online  at 
www.microsoft.eom/windows2000/.  If  a 
system  or  component  isn’t  on  this  very 
long  list,  Windows  2000  Professional 
won’t  work  with  it  —  and  Microsoft 
isn’t  kidding.  Don’t  think  that  a  product 
must  be  compatible  just  because 
it’s  brand-new.  ’Tain’t  so. 

My  dual-boot  system  (Win¬ 
dows  98/2000)  has  several  new 
peripherals  attached  to  it  for  evaluation 
and  everyday  use:  an  Acer  America 
Corp.  620  Universal  Serial  Bus  flat-bed 
scanner,  an  Acer  ScanWit  2720  SCSI 
film  scaimer  and  an  Iomega  Corp. 
ZipCD  IDE  rewritable  CD  drive.  None 
of  these  is  especially  unique,  and  none 
could  be  called  “legacy”  equipment;  all 
were  introduced  late  last  year.  Yet  not 
one  of  them  is  on  the  official  list,  and, 
not  surprisingly,  not  one  will  work  un¬ 
der  Windows  2000  Professional.  This  is 
why  I  maintain  a  dual-boot  system. 

And  What’s  Really  Ugly 

A  year  ago,  when  Win  2k  Beta  3  was 
first  released  to  reviewers,  I  was 
hounded  by  many  of  these  same  hard¬ 
ware  problems.  At  one  point,  I  installed 
Win  2k  Pro  three  times,  only  to  discov¬ 
er  at  the  conclusion  of  each  installation 
process  that  the  operating  system 
couldn’t  load  because  of  a  hardware  in¬ 
compatibility.  Of  course,  it  didn’t,  tell 
me  what  the  offending  hardware  was. 
That  would’ve  been  too  simple. 

That  experience  was  far  more  frus¬ 
trating  than  it  might  sound  at  first,  be¬ 
cause  you  can’t  uninstall  Windows  2000 
Professional  the  way  you  can  Windows 
98.  If  an  installation  doesn’t  work,  your 
only  recourse  is  to  wipe  out  everything 
by  going  back  to  the  fdisk  command, 
repartitioning  and  reformatting  the  disk 
drive  and  then  reinstalling  the  operating 
system  and  all  your  applications. 

In  its  own  way,  this  reminds  me  of  the 
on-screen  warning  that  appears  with 
many  stunts  portrayed  on  television: 
“Do  not  attempt  this  at  home;  these  are 
trained  professionals.”  That’s  how  I’ve 
felt,  several  times,  about  Win  2k  —  even 
though  I’m  one  of  those  trained  pro¬ 
fessionals! 


So  that’s  why,  as  I  write  this  column 
on  my  5-month-old,  Computerworld- 
issued  notebook.  I’m  using  Windows  98 
instead  of  Windows  2000.  I’m  pretty 
sure  Win  2k  would  install  without  ma¬ 
jor  problems  —  but  I’m  not  quite  ready 
to  fully  believe  it  or  to  risk  the  expendi¬ 
ture  of  time  that  would  be  required  to 
recover  from  an  unsuccessful  installa¬ 
tion  on  this,  my  everyday  production 
machine. 

To  be  fair  to  Microsoft,  you  can 
download  the  Windows  2000  Readiness 
Analyzer,  a  2.5MB  program  that  pur¬ 
ports  to  tell  you  whether  your  system  is 
acceptable  to  Windows  2000  (www. 
microsoft.eom/windows2000/upgrade/ 
compat/ready.asp). 

I  ran  this  program  (which  took  17 
minutes  on  my  400-MHz  machine),  and 
it  told  me  that  I  have  a  number  of  appli¬ 
cations  that  won’t  run  under  Win  2k 
Pro  (including  my  antivirus  software) 
and  that  some  need  additional  files  to 
update  them  so  they’ll  run.  The  analyz¬ 


er  reported,  most  unhelpfully,  that  my 
NEC  Corp.  1260  laser  printer  may  not 
run  without  new  drivers.  That’s  curi-  \ 
ous,  because  the  same  printer  runs  just 
fine  on  Windows  2000  Professional  on 
my  home  machine,  and  it  was  installed 
directly  from  Win  2k’s  built-in  drivers. 

Also,  the  report  discussed  potential 
problems  with  a  number  of  pieces  of 
software  it  said  were  registered  as  hard¬ 
ware  (whatever  that  means). 

Did  this  report  help  me  decide 
whether  it’s  safe  to  upgrade?  No;  it  just 
added  to  the  uncertainty. 

Preinstalled  Is  Best 

The  bottom  line  is  that  even  though  I 
think  Windows  2000  Professional  will 
prove  to  be  the  best  overall  desktop  op¬ 
erating  system  Microsoft  has  ever  pro¬ 
duced,  I’m  not  yet  ready  to  install  it  on 
my  office  laptop.  I  want  Win  2k,  but  I 
need  to  know  it  will  work.  And  I’m  not 
willing  to  risk  what  could  end  up  being 
a  two-  or  three-day  outage  recovering 
from  a  failed  installation  and  a  reinstal¬ 
lation  of  all  my  applications.  The  more  I 
think  about  it,  the  less  I  want  to  be  a  > 
systems  integrator. 

So  my  advice  is  this:  If  you  really 
want  Windows  2000  Professional  on 
your  desktop,  order  a  computer  that 
comes  with  the  operating  system  and 
all  the  necessary  peripherals  installed. 

That  way  someone  else  can  work  out  ! 
the  compatibility  problems  before  you 
ever  see  them.  I 
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Customer  Relationship 

Management 


BY  ROBIN  ROBINSON 

CUSTOMER  Rela¬ 
tionship  Manage¬ 
ment  (CRM)  strat¬ 
egies  have  been 
around  since  the 
first  bazaar,  but  products  de¬ 
signed  to  automate  CRM  ef¬ 
forts  are  among  today’s  hottest 
new  computer  applications. 
Companies  are  rushing  to  au¬ 
tomate  and  better  manage  all 
the  ways  they  deal  with  cus¬ 
tomers,  including  people  who 
might  not  consider  themselves 
customers  yet. 

In  a  perfect  world,  CRM 
marshals  marketing  materials, 
tracks  customers’  histories  and 
coordinates  a  company’s  mul¬ 
tipronged  interactions  with  its 
customers. 

But  the  vendors  that  are 
rushing  to  offer  CRM  applica¬ 
tions  haven’t  quite  achieved 
this  level  of  integration,  says 
Wendy  Close,  an  analyst  at 
Gartner  Group  Inc.  in  San  Jose. 


Ongoing  Process 

Because  CRM’s  tentacles 
reach  into  so  many  areas  of  a 
business,  a  CRM  system  isn’t 
something  that  can  be  imple¬ 
mented  out  of  the  box.  Au¬ 
tomating  CRM  is  an  ongoing 
process,  says  Close,  adding 
that  no  single  vendor  is  able  to 
supply  all  the  pieces. 

“I  think  customers  have  to 
understand  that  CRM  is  a  busi¬ 
ness  strategy,  and  these  busi¬ 
ness  strategies  don’t  happen 
overnight,”  Close  says. 

“A  lot  of  clients  think  they 
can  go  to  a  vendor  and  get 
CRM.  . . .  Instead,  they  get  a 
few  components.  They  buy  a 
suite  of  front-office  applica¬ 
tions.  But  do  they  have  all  the 
channels  and  the  technology, 
all  the  functionality  and  the 
services  to  really  enable 
CRM?”  she  asks.  “It  takes  mul¬ 
tiple  technologies  and  multiple 
vendors  to  pull  this  off.” 

When  integrating  a  CRM 
system,  a  company  must  first 
review  the  business  processes, 
applications  and  technologies 
it  uses  to  deal  with  customers. 


[DEFINITION 

Customer  Relationship  Management  (CRM)  refers  to  appli¬ 
cations  that  businesses  can  use  to  manage  all  aspects  of 
customer  encounters.  A  CRM  system  can  include 
everything  from  technology  for  gathering  data  from 
cold  calls  in  field  sales  to  self-service  Web  sites  where 
customers  can  learn  about  and  purchase  products  to 
customer  analysis  and  campaign  management  systems. 


It  should  also  consider  its 
schedule,  its  budget  and  what 
it  hopes  to  gain  from  a  CRM 
implementation. 

It’s  also  worth  noting  that 
CRM  used  to  focus  on  the  tele¬ 
phone  as  the  primary  means  of 
contact,  with  little  attention 
paid  to  e-mail  or  the  Web. 
However,  electronic  messag¬ 
ing  is  overtaking  voice  as  the 
most  common  form  of  commu¬ 
nication.  Corporate  call  cen¬ 
ters  aren’t  going  out  of  busi¬ 
ness,  but  they  need  new  people 
and  equipment  to  deal  with 
e-mail  and  Internet  inquiries. 

The  three  main  areas  that 
CRM  systems  focus  on  are 
sales,  customer  service  and 
marketing  automation. 

Sales,  also  called  sales  force 


automation,  includes  the  fol¬ 
lowing  five  areas: 

■  Field  sales. 

■  Call  center  telephone  sales. 

■  Third-party  brokers,  distrib¬ 
utors  or  agents. 

■  Retail. 

■  E-commerce,  which  is  some¬ 
times  referred  to  as  technolo¬ 
gy-enabled  selling. 

Customer  service  and  sup¬ 
port  includes  the  following: 

■  Field  service  and  dispatch 
technicians. 

■  Internet-based  service  or 
self-service  via  a  Web  site. 

■  Call  centers  that  handle  all 
channels  of  customer  contact, 
not  just  voice. 

Marketing  automation  dif¬ 
fers  from  the  other  two  cate¬ 
gories  because  it  doesn’t  in¬ 


volve  customer  contact.  It  fo¬ 
cuses  on  analyzing  and  au¬ 
tomating  marketing  processes. 

Marketing  automation  prod¬ 
ucts  include  the  following: 

■  Data-cleansing  tools. 

■  Data  analysis  or  business  in¬ 
telligence  tools  for  ad  hoc 
querying,  reporting  and  analyz¬ 
ing  customer  information,  plus 
a  data  warehouse  or  data  mart 
to  support  strategic  decisions. 

■  Content-management  appli¬ 
cations  that  allow  a  company’s 
employees  to  view  and  access 
business  rules  for  marketing  to 
customers. 

■  A  campaign  management 
system,  which  is  a  database 
management  tool  used  by  mar¬ 
keters  to  design  campaigns  and 
track  their  impact  on  various 


The  Elements  of  CRM 
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customer  segments  over  time. 

Depending  on  a  company’s 
goals,  the  tools  it  chooses 
would  be  integrated  across  the 
main  areas  of  sales,  service  and 
marketing.  The  technology  in¬ 
cludes  databases,  data  ware¬ 
houses,  servers  and  other 
hardware,  telephony  systems, 
software  for  business  intelli¬ 
gence,  workflow  management 
and  e-commerce,  middleware 
and  system  administration 
management  tools. 

Integration  Is  What  Counts 

Putting  all  these  facets  into 
one  coherent,  organized  pre¬ 
sentation  to  the  customer 
could  require  the  services  of  a 
systems  integrator.  It  would 
most  certainly  require  training 
everyone  from  webmasters  to 
call  center  workers  to  field 
sales  technicians,  Close  says. 

There  are  CRM  success  sto¬ 
ries,  she  says,  but  success  in  a 
CRM  implementation  may 
best  be  measured  by  the  re¬ 
straint  an  organization  shows 
in  its  goals  and  expectations. 

“They  don’t  go  out  and  say 
T’m  going  to  do  it  all.’  They 
pick.  They  don’t  try  to  tackle 
all  of  CRM  at  once,”  Close  says. 

For  example,  a  pharmaceuti¬ 
cal  company  might  integrate 
its  database  marketing  with  its 
field  sales  automation,  a  tradi¬ 
tional  problem  in  that  industry, 
she  says. 

She  notes  that  small  and 
midsize  companies  have  been 
able  to  implement  more  com¬ 
plete  CRM  systems  because 
they  may  not  operate  globally 
and  may  be  newer  organiza¬ 
tions  that  have  fewer  business 
processes  to  contend  with. 

“So  they  may  be  willing  to 
implement  an  application  and 
willing  to  use  the  package  to 
drive  the  processes,  as  op¬ 
posed  to  larger  companies, 
which  try  to  make  the  applica¬ 
tion  fit  into  their  processes,” 
Close  says.  I 

more"" 

The  emergence  of  CRM  is  creating  new  job 
opportunities  for  IT  pros.  See  page  78. 


■  Are  there  technologies  or  issues  you  would  like  to  learn  about  in  QuickStudy?  Please  send  your  ideas  to  quickstudy@computerworld.com. 


TECHNOLOeV 


COMPUTERWORLD  February  28, 2000 


Creating  a 
business-to- 
consumer 
e-commerce 
Web  site 


Hewlett-Packard 

HARDWARE 

Full  range  of  offerings,  from  Windows  NT-based  HP  NetServer 
to  enterprise-class  HP  9000  Unix  servers,  and  online  and 
off-line  storage  systems. 

SOFTWARE 

Web  server:  OpenMarket  Secure  Web  server. 


IBM 

HARDWARE 

Full  range  of  offerings,  including  Netfinity  PCs.  AS/400  for  small 
and  midsize  businesses.  RS6000  for  Unix  customers  and 
System  390  for  large  enterprises.  Also  has  full  range  of 
storage  options. 

jj^SOFTWARE 

Web  server:  Lotus  DominoGo  Web  server. 


Storefront:  Commerce  for  the  Millennium  program  sold  through 
Internet  service  providers  (features  pre-integrated  package  that 
includes  storefront  building,  credit-card  processing  and  payment 
processing). 

Middleware/transaction  services:  HP  SmartContact 
(contact  management  infrastructure). 

Database:  None. 

Tools:  None. 

Other  applications  include:  OpenView  for  network,  applica¬ 
tion,  storage  and  electronic  services  management.  HP  Prae- 
sidium  family  for  security.  MC/Service  Guard  for  monitoring  hard¬ 
ware  components.  HP  OpenPix  Internet  imaging  software  suite. 
Chai  Java-based  embedded  software  that  lets  mobile  devices 
communicate.  HP  WebQoS  optimizes  use  of  server  resources. 


Storefront:  WebSphere  Commerce  Suite  (formerly  known  as 
Net.Commerce)  for  storefront  and  catalog  creation,  relationship 
marketing  and  order  management.  Can  add  Commerce  Integra¬ 
tor  to  integrate  with  back-end  systems  and  Catalog  Architect  for 
content  management. 

Middleware/transaction  services:  WebSphere  application 
server  manages  transactions.  MQ  Series  queues  messages  and 
manages  connections.  CICS  processes  transactions. 

Database:  DB2. 

Tools:  WebSphere  Studio  includes  set  of  predefined  templates 
and  common  business  logic. 

Other  applications  include:  IBM  Payment  Suite  for  handling 
credit  cards  and  managing  digital  certificates. 


services 

HP  Consulting  will  do  feasibility  studies  and  analysis,  architect, 
build  and  manage  the  system.  Also  has  E-services  Support 
Center. 


SERVICES 

IBM  Global  Services,  which  includes  groups  organized  by  each 
major  industry,  including  retail  and  financial.  Can  design, 
build  and  host  applications. 
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Most  major  vendors  claim  they  have 
almost  all  you  need  for  a  business-to- 
consumer  e-commerce  Web  site.  We 
asked  five  of  them  for  customers  who 
used  their  ‘solutions.’  Here’s  how  those 
customers  fared.  By  Carol  Sliwa 


ElikEriendsson 

Director  of  information  technology. 

The  Luggage  Center  Inc.,  San  Jose 
PRIMARY  VENDORS:  BroadVision  Inc.  and 
Hewlett-Packard  Co. 

APPROACH  TAKEN:  The  company  chose  BroadVision 
customer  interaction  management  software.  The  de¬ 
cision  to  use  HP  hardware  followed. 

SITE  UUNCH:  Fall  1999 
NUMBER  OF  PRODUCTS  SITE  SELLS:  1,000 
TECHNOLOGY  USED:  Netscape  Communications 
Corp.’s  Web  server,  BroadVision  4.1  one-to-one  com¬ 
merce  software  and  Oracle  Corp.’s  OracleSi  database 
running  on  two  HP  9000  N-Class  servers.  Other  ap¬ 
plications  include  Retail  Technologies  International 
Inc.’s  Retail  Pro  software  for  point  of  sales,  merchan¬ 
dising  and  inventory  control  and  Great  Plains  Soft¬ 
ware  Inc.’s  financial  applications. 

Annapolis,  Md.-based  application  hosting  firm 
USinternetworkmg  Inc.  helped  develop  the  site  and 
now  hosts  it. 


ADVANTAGES:  Redwood  City,  Calif.-based  Broad¬ 
Vision  offers  “the  most  comprehensive  ability  to 
provide  a  personalized  shopping  experience”  for 
customers,  Erlendsson  says. 

HP  is  a  good  choice  because  future  versions  of 
BroadVision  will  be  developed  first  for  the  HP  and 
Sun  Microsystems  Inc.  versions  of  Unix.  Erlendsson 
says  he  also  was  impressed  with  HP’s  expandability 
and  upgradability.  “Our  next  step,  as  traffic  increases 
and  we  warrant  additional  investment,  will  be  to  bring 
in  two  more  N-Class  servers  to  run  in  parallel  to  the 
current  setup  to  get  the  fail-over  capabihty,”  he  ex¬ 
plains.  As  HP  introduces  faster  processors,  “we  can 
very  easily  upgrade  to  that  bigger,  better,  faster  chip 
without  having  to  replace  the  whole  system.” 
DISADVANTAGES/TRADE-OFFS:  “There’s  always  a  po¬ 
tential  for  miscommunication”  when  dealing  with 
multiple  vendors,  says  Erlendsson.  The  Luggage  Cen¬ 
ter  found  that  out,  he  says,  when  it  tried  to  run  the 
64-bit  version  of  BroadVision  on  64-bit  HP-UX 
before  it  had  been  certified  on  that  platform,  due  to 


miscommunication  between  BroadVision  and  USin- 
ternetworking.  The  problem  was  resolved  by  the  hol¬ 
iday  shopping  season. 

The  Luggage  Center’s  brick-and-mortar  operation 
uses  Windows-based  software  that  isn’t  integrated 
with  the  Web  site’s  Unix  systems.  An  all-Windows 
environment  might  have  eased  integration,  but  that 
potential  advantage  didn’t  outweigh  BroadVision’s 
personalization  capabilities  and  Unix’s  scalability, 
Erlendsson  notes. 

To  connect  its  Retail  Pro  inventory  system  and 
BroadVision  order-taking  system.  The  Luggage  Cen¬ 
ter  is  building  middleware  to  perform  hourly  down¬ 
loads  from  BroadVision  and  is  working  toward  real¬ 
time  integration,  he  says. 

BOTTOM  LINE:  “To  rely  on  one  organization  to  produce 
everything  for  you,  I  think  you’re  limiting  the  possi¬ 
bilities,”  Erlendsson  says.  “What  is  vitally  important 
is  that  these  disparate  organizations  work  closely 
enough  together.  BroadVision  and  HP  are  two  compa¬ 
nies  that  have  created  a  tight  working  relationship.” 

Jaake  Jacobson 

Vice  president,  Internet  technology, 

Macys.com,  San  Francisco 

APPROACH  TAKEN:  The  company  used  IBM  as  its 

prime  contractor. 

SITE  LAUNCH:  Fall  1996;  relaunched  with  IBM  technol¬ 
ogy  in  November  1998 

NUMBER  OF  PRODUCTS  SITE  SELLS:  35,000,  expected 
to  increase  to  100,000  by  year’s  end 
TECHNOLOGY  USED:  IBM’s  WebSphere  (includes 
Net.Commerce  storefront  engine,  WebSphere  appli¬ 
cation  server  and  DB2  database)  and  Lotus  Domino 
Go  Web  server  running  on  IBM  RS/6000  hardware. 
Other  applications  include  IBM  Surf  Aid  (for  Web 

E-Commerce  Solutions,  page  70 


■  "  '  Microsoft 

HARDWARE 

None. 


SOFTWARE  'v"-- 

Web  server:  Internet  Information  Server  (part  of  Windows  NT 
and  Windows  2000). 

i 

:  Storefront:  Site  Server.  Commerce  Edition  (next  version 
I  to  be  renamed  Commerce  Server  2000)  for  building  catalogs 
i  and  shopping  carts. 

Middleware/transaction  services:  C0M+  (the  next  generation 
\  of  Microsoft  transaction  Server).  Microsoft  Message  Queue  (part 
\  of  Windows  NT.  Windows  2000)  and  Host  Integration 
Server  2000  (formerly  known  as  SNA  Server)  for  legacy 
integration  with  host  and  mainframe  environment. 

Database/back-office  applications:  SQL  Server. 

Tools:  Visual  Studio  6.0  with  Windows  2000  Developer’s 
Readiness  Kit. 

Other  applications  include:  Microsoft  Application  Center 
2000,  due  later  this  year,  which  was  designed  to  manage  Web 
server  farms. 


Oracle 

HARDWARE 

None. 


^^OFTWARE 

Web  server:  None. 

Storefront:  iStore  for  building  catalogs,  tracking  transactions, 
computing  tax.  personalizing  and  managing  content  and  config¬ 
uring  products.  Can  add  iMarketing  for  managing  targeted  pro¬ 
motional  campaigns.  iPayment  electronic  payment  software  and 
Oracle  Bill  Presentment  &  Payment  server. 

Middleware/transaction  services:  Oracle  Application 
Server. 

Database:  Current  version  is  Oracle  8i. 

Tools:  iStore  has  tools  for  store  management;  Oracle  Web  DB 
has  tools  for  building  custom  sites. 

Other  applications  include:  Oracle  Financials.  Oracle  Sales. 
Oracle  Service.  Oracle  Inventory  and  Oracle  Order  Management. 


Sun  Microsystems/Netscape  (iPianet) 

HARDWARE 

Full  range  of  Sun  offerings,  including  low-end  desktop  and  work¬ 
group  servers,  midrange  E3500,  E4500,  E5500  and  E6500 
servers  and  mainframe-class  ElO.OOO  server.  Also  has 
storage  systems. 

SOFTWARE 

Web  server:  iPlanet  Web  Server  (formerly  Netscape  Enterprise 
Server). 

Storefront:  iPlanet  MerchantXpert  (formerly  Netscape 
MerchantXpert). 

Middleware/transaction  services:  iPlanet  Application 
Server  (Also  NetDynamics  Application  Server,  Netscape 
Application  Server) 

Database:  None. 

Tools:  Recently  acquired  Forte  tools  and  NetBeans  for  building 
Java  components. 

Other  applications  include:  iPlanet  Certificate  Management 
Solution.  iPlanet  BillerXpert  for  Internet  bill  presentment  and 
payment,  iPlanet  PublishingXpert  for  digital  goods  delivery  and 
selling  and  iPlanet  Portal  Server  to  help  companies  set  up 
personalized  hub  sites. 


‘  SERVICES 


SERVICES 


SERVICES 


i  Has  Ebusiness  Solutions  Group,  lab  competency  centers  for  test- 
i  ing  applications.  The  Microsoft  Network  to  help  companies  reach 
I  consumers.  Transpoint  bill  presentment  and  Passport  for 
;  payment  and  authentication. 


Oracle  Consulting  has  dedicated  consultants  for  customers 
undertaking  e-commerce  initiatives. 


iPlanet  Professional  Services,  Sun  Professional  Services. 
Also.  Sun  has  “dotcom"  practice  to  strategize  and  build 
e-commerce  sites. 
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Continued  from  page  69 

log  analysis),  Kana  Communications  Inc.’s  customer 
relationship  management  tool  and  Digital  Impact 
Inc.’s  personalized  e-mail  marketing  software. 
ADVANTAGES:  “All  of  our  host  systems  are  on  IBM,” 
Jacobson  says.  “It  was  easier  [to  stick  with  IBM]  than 
try  to  tie  IBM  together  with  some  other  solution. 
When  you’re  trying  to  integrate  a  lot  of  different  soft¬ 
ware  and  hardware  vendors,  you’re  going  to  spend  a 
lot  more  of  your  development  resources  trying  to  get 
these  systems  to  work  together.” 

Macys.com  originally  used  Computer  Associates 
International  Inc.’s  NetCart  e-commerce  engine  run¬ 
ning  on  Sun  Microsystems  Inc.’s  Ultra  II  hardware 
with  Microsoft’s  SQL  Server  database  on  the  back 
end.  But  once  its  parent  company.  Federated  Depart¬ 
ment  Stores  Inc.,  recognized  the  importance  of 
e-commerce  and  provided  funding  and  support, 
Macys.com  switched  to  an  IBM  environment  for 
scalability  reasons. 

“All  we  could  handle  was  1,000  SKUs  [on  the  origi¬ 
nal  site]  because  that  process  was  so  manual  that  a 
thousand  SKUs  kept  a  lot  of  people  busy.  Now  we 
have  direct  data  links  from  the  Web  site  to  the  host 
system,”  Jacobson  says. 

“We  use  a  lot  of  IBM  products  within  Federated, 
so  we’re  able  to  integrate  easier  with  that  legacy 
data.  By  having  seamless  integration,  we  are  able  to 
give  our  customers  more  real-time  access  to  data,”  he 
notes.  “Being  completely  on  an  IBM  platform  allows 
us  quicker  turnaround  in  our  development  efforts.” 
DISADVANTAGES/TRADE-OFFS: 

■  IBM’s  “AIX  is  not  one  of  the  most  popular  Unix  op¬ 
erating  systems,  so  when  you  want  to  buy  third-party 
customer  relationship  management  or  personaliza¬ 
tion  solutions,  you  have  to  wait  for  them  to  be  run¬ 
ning  on  AIX,”  Jacobson  says.  But  sticking  with  AIX 
was  still  worth  it  “because  we  were  able  to  access  so 
much  more  of  the  Federated  data,”  he  says. 

IBM  response:  IBM  is  making  “heavy  investments” 
to  persuade  leading  software  companies  to  write 
applications  for  AIX,  says  IBM  Vice  President  Dave 
Liederbach.  He  also  notes  that  WebSphere  runs  on 
Windows  NT,  Solaris,  AIX,  AS/400  and  System  390. 
m  Jacobson  says  he  feels  tools  for  changing  or  updat¬ 
ing  content  are  inadequate.  So  Macys.com  built  a 
tool  to  update  SKUs  in  near  real  time  by  pulling  data 
from  the  mainframes,  rather  than  having  staffers  en¬ 
ter  information  into  Excel  spreadsheets.  Macys.com 
customized  FileMaker  Inc.’s  relational  database  and 
tools  to  create  a  collaborative  interface  that  employ¬ 
ees  can  use  to  publish  content. 

IBM  response:  IBM  is  providing  improved  capabili¬ 
ties  in  Version  4.0  of  WebSphere  Commerce  Suite,  as 
well  as  partnering  with  other  vendors, 
m  IBM’s  Net.Data  tool  for  collecting  and  displaying 
electronic  catalog  information  is  “very  complicated” 
to  use  to  update  storefront  functionality,  such  as  the 
types  of  credit  cards  accepted,  “because  the  hard¬ 


coded  templates  are  all  interdependent  with  the 
product  data,”  Jacobson  says.  “One  change  to  a 
Net.Data  macro  can  mean  that  we  have  to  make  hun¬ 
dreds  of  other  changes  to  other  Net.Data  macros.” 
Macys.com  is  moving  from  Net.Data’s  scripting  lan¬ 
guage  to  a  JavaBean  component  model  that  will  help 
it  build  a  more  flexible,  plug-and-play  environment. 

IBM  response:  The  new  version  of  WebSphere  Com¬ 
merce  Suite,  which  shipped  Feb.  I,  uses  Java  Server 
Pages  for  display  and  templating,  says  Liederbach. 
m  Macys.com  soon  plans  to  switch  from  Lotus  Domi¬ 
no  Go  Webserver  to  The  Apache  Software  Founda¬ 
tion’s  open-source  Web  server.  “As  much  as  I  can 
make  this  a  standard,  nonproprietary  environment,  I 
will,”  Jacobson  says.  “Every  vendor  would  like  to 
work  with  you  exclusively  long-term.  But  I  prefer  to 
embrace  technologies  that  are  open-standard,  like 
Java,  XML,  Apache  and  Linux.  Open  standards  allow 
you  much  more  flexibility.” 

IBM  response:  “That  comment  is  spot  on  in  terms  of 
where  we  are  taking  our  customers, 
exactly  for  the  reasons  he  described,” 
Liederbach  says.  “We  have  packaged 
with  WebSphere  Commerce  Suite  the 
IBM  version  of  the  Apache  Web  serv¬ 
er.  We  announced  a  strategic  rela¬ 
tionship  in  1998  to  work  with  the 
Apache  open-source  [project]  to  pro¬ 
duce  an  industrialized  and  commer¬ 
cialized  version  of  [its]  Web  server. 
“We  install  on  top  of  the  standard 
Apache  Web  server,”  Liederbach  notes,  adding  that 
IBM  similarly  supports  Java  and  the  XML  content¬ 
tagging  language  and  has  stated  its  intention  to 
support  Linux. 

BOTTOM  LINE:  “When  we  started  the  conversion  from 
Computer  Associates’  NetCart  [e-commerce  soft¬ 
ware]  to  IBM’s  Net.Commerce,  the  organization  gave 
us  four  months  to  do  it,”  Jacobson  says.  “The  only 
way  we  really  could  make  that  happen  in  that  time 
frame  and  scale  it  was  to  make  the  back  end  of  it  as 
vanilla  as  possible.  It’s  been  my  experience  that  the 
most  scalable  environments  to  date  are  the  Sun  and 
IBM  infrastructure  platforms.” 


JACOBSON: 
IBM  won  with 
its  scalability 


JimSchanzenbach 

Chief  technology  officer 
DrugEmporium.com  Inc.,  Columbus,  Ohio 
PRIMARY  VENDOR:  Oracle  Corp. 

APPROACH  TAKEN:  The  company  selected  an  Oracle 
database  for  scalability  reasons.  That  led  to  the 
choice  of  Oracle’s  applications. 

SITE  LAUNCH:  1997;  relaunched  in  August  1999 
NUMBER  OF  PRODUCTS  SITE  SELLS:  20,000 
TECHNOLOGY  USED:  Oracle’s  iStore  commerce  engine, 
Oracle  Application  Server  and  Netscape’s  Web  ser¬ 
ver,  running  on  three  Sun  E4500  servers  with  load 
balancers  from  Veritas  Software  Corp. 

DrugEmporium.com  chose  the  OracleS  database 
running  on  two  Sun  E4500s  in  fail-over  mode.  Oracle 
purchasing,  inventory  management,  order  entry  and 
financials  modules  run  on  two  more  Sun  E4500s  in 
fail-over  mode. 

For  storage,  DrugEmporium.com  is  using  EMC 
Corp.’s  Symmetrix  RAID  disk  arrays  at  EMC’s  host¬ 
ing  facility  in  Hopkinton,  Mass.  EMC  also  hosts  and 
monitors  the  Web  site. 

Other  applications  include  Engage  Technologies 
Inc.’s  AdManager,  ProfileServer  and  Decision- 
SupportServer  and  Kana  Communications’  e-mail 
contact  management  software  running  on  Windows 
NT  on  Compaq  Computer  Corp.  hardware. 
ADVANTAGES:  DrugEmporium.com  has  20,000  SKUs, 
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each  of  which  has  many  attributes.  The  Oracle  data¬ 
base’s  multithreading  capabilities  help  handle  the 
many  simultaneous  parallel  queries  going  on, 
Schanzenbach  says. 

“We  built  real-time  interfaces  between  iStore  and 
the  order  entry  system  on  the  back  end,  so  when  you 
place  an  order,  it  immediately  goes  to  the  order  entry 
system,  which  sends  it  to  the  fulfillment  system,” 
says  Schanzenbach.  “When  we  manifest  the  product 
for  shipment,  it  sends  off  another  process,  updating 
accounts  receivable,  doing  the  credit-card  settlement 
process,  sending  out  an  e-mail  telling  the  customer 
that  the  product  shipped.” 

Schanzenbach  adds,  “I  honestly  believe  it  would 
have  cost  four  months  to  market  if  we  had  built  a  lot 
more  customization  and  tried  to  integrate”  disparate 
products. 

The  original  DrugEmporium.com  site,  built  on  Mi¬ 
crosoft’s  Windows  NT  and  SQL  Server,  was  text- 
oriented  with  very  little  graphics.  “It  wasn’t  the  site 
we  wanted  in  terms  of  the  user  experience.  And  it 
would  not  have  scaled,”  Schanzenbach  says. 
DrugEmporium.com  opted  for  Oracle  running  on 
Sun  Solaris  servers  so  it  “can  add  boxes  without  hav¬ 
ing  to  deal  with  some  of  the  cluster  issues  that  NT 
has  now,”  he  explains. 

Sitting  behind  the  new  Oracle-based  system  are 
EMC  Symmetrix  RAID  arrays  responsible  for  more 
than  a  terabyte  of  disk  storage.  Schanzenbach  calls 
the  EMC  storage  system  “a  real  workhorse,”  noting, 
“You  obviously  pay  some  additional  money  and  ex¬ 
pense  to  get  into  a  piece  of  equipment  like  that,  but 
it’s  your  data,  and  if  that  goes  down,  your  site’s  down. 

“We  really  wanted  to  build  something  that  would 
scale  on  the  back  end,”  he  explains.  “There’s  a  lot  of 
focus  on  making  sure  the  site  is  scalable,  but  the  back- 
office  operational  process  needs  to  scale  as  well,  so 
we  really  didn’t  cut  any  comers  on  the  back  end  when 
it  came  to  customer  service  and  fulfillment.” 

Schanzenbach  notes,  “I  just  think  by  working  with 
as  few  vendors  as  we  possibly  could  and  really  build¬ 
ing  a  partnership  relationship  with  those  few  ven¬ 
dors,  . . .  you  come  up  with  a  better  product,  as  op¬ 
posed  to  the  best-of-breed  approach,  where  you  deal 
with  a  lot  of  vendors.  When  you’ve  got  10, 12  vendors, 
you  start  hitting  problems  with  the  integration  of 
these  products.” 

DISADVANTAGES/TRADE-OFFS: 

■  Schanzenbach  says  he  isn’t  satisfied  with  iStore’s 
shopping  cart  and  check-out  setups  because  they 
don’t  provide  the  company  the  flexibility  it  wants. 

For  instance,  DrugEmporium.com  wanted  to  let  its 
customers  add  merchandise  to  their  shopping  carts 
as  they  browse,  without  having  to  go  to  the  shopping 
cart  page.  But  DrugEmporium.com  had  to  do  custom 
coding  to  achieve  that  feature.  “I  think  anyone  who’s 
built  one  of  these  big  sites  with  one  of  the  big  e-com¬ 
merce  engines  has  encountered  the  same  issues,” 
Schanzenbach  says.  “But ...  I  believe  we  picked  the 
best  product,  given  our  [time]  constraints.” 

Oracle  response:  “Our  upcoming  release,  iStore  Ui 
[due  in  May],  will  contain  more  default  store  setups 
and  will  be  more  flexible,”  according  to  an  Oracle 
spokeswoman. 

m  DmgEmporium.com  employed  Oracle’s  profession¬ 
al  services  group  to  write  custom  code  and  used  its 
product  development  group  to  help  set  up  iStore  — 
and  sometimes  the  two  groups  came  into  conflict 
over  which  was  to  blame  for  problems.  “We’ve  had 
issues  that  we  believed  were  directly  related  to 
iStore,  the  product,  that  we  had  problems  getting  res¬ 
olution  on  because  there’s  always  a  back  and  forth, 
[with  the  product  group  saying,]  ‘Well,  it’s  the  cus- 
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tom  code,’  ”  Schanzenbach  says. 

“When  you  get  into  performance  issues,  you  get 
into  the  problem  of,  is  it  iStore  or  the  code  you 
built?”  he  explains.  “In  some  ways,  it’s  like  dealing 
with  two  separate  vendors.  The  irony  is  that  they’re 
both  Oracle,  and  you  would  think  it  wouldn’t  be  that 
way,  or  certainly  it  shouldn’t  be.” 

Oracle  response:  If  an  issue  arises  involving  both  an 
Oracle  product  and  code  written  by  Oracle  Consulting, 
“it  takes  time  and  analysis”  to  determine  where  the 
problem  is,  notes  an  Oracle  spokeswoman. 

BOTTOM  LINE:  “We  went  back  to  the  drawing  board, 
saying,  ‘We  need  to  build  something  competitive  and 
do  it  fast,’  ”  Schanzenbach  says.  “The  one  thing  we 
weren’t  going  to  compromise  on  was  database  scala¬ 
bility.  We  went  with  Oracle  there,  and  then  we  really 
looked  for  applications  to  fill  out.” 

Richard  Viard 

Senior  vice  president  of  research  and  development, 
SmarterKids.com  Inc.,  Needham,  Mass. 

PRIMARY  VENDOR:  Microsoft  Corp. 

APPROACH  TAKEN:  The  company  based  its  site  on 
Microsoft’s  Windows  NT  and  Site  Server  commerce 
engine. 

SITE  LAUNCH:  November  1998 
NUMBER  OF  PRODUCTS  SITE  SELLS:  More  than  3,000 
TECHNOLOGY  USED:  Microsoft  Site  Server,  Commerce 
Edition  3.0,  Internet  Information  Server  (IIS)  4.0 
and  SQL  Server  7.0  running  on  Windows  NT  4.0  on 
Compaq  servers;  F5  Network  Inc.’s  load  balancers. 
Other  applications  include:  Great  Plains  Software’s 
accoimting  system  and  WebLine  Communications 
Corp.’s  customer  interaction  suite. 

ADVANTAGES:  “NT  is  less  expensive  [than  Unix].  At 
the  time,  we  were  on  a  very  tight  budget  to  create 
the  Web  site,  and  we  had  the  expertise  with  NT,” 
says  Viard. 

“We  also  looked  at  the  [Site  Server  commerce  en¬ 
gine]  software,”  he  notes.  “We  knew  we  needed 
something  that  would  afford  a  lot  of  personalization. 

. . .  We  wanted  to  design  our  own  user  interface  and 
not  be  locked  into  templates,”  yet  not  reinvent  the 
wheel  for  commerce  functions  such  as  calculating 
prices  and  taxes. 

Microsoft  “Active  Server  Pages  (ASP)  [which  dy¬ 
namically  pull  information  out  of  databases  for  dis¬ 
play  in  Web  pages]  are  extremely 
easy  to  learn.  We  had  developers 
whose  skills  were  to  create  CD- 
ROMs,  and  we  had  Microsoft  on 
the  desktops,  so  they  were  very 
familiar  with  the  Microsoft  plat¬ 
form,”  Viard  says.  “Within  weeks, 

[our  developers]  were  up  to  speed 
doing  ASP  coding.  This  would  not 
have  happened  had  we  used 
Unix.” 

SmarterKids.com  develops  and 
sells  educational  and  entertain¬ 
ment  products,  including  CD 
ROMs,  books  and  games.  Its  Web 
site  can  recommend  products 
based  on  information  that  parents 
enter  about  their  children,  such  as 
age,  educational  goals  and  learn¬ 
ing  style.  Fry  Multimedia  Inc. 
helped  build  the  site,  but 
SmarterKids.com  staffers  created 
the  personalization  components 
and  recommendation  engines. 
DISADVANTAGES/TRADE-OFFS: 

■  Microsoft’s  SQL  Server  6.5  “can¬ 


not  be  load-balanced,  so  we  were  afraid  that  this  was 
a  very  weak  link,”  Viard  says.  In  addition  to  closely 
monitoring  the  database,  the  firm  upgraded  to  a  clus¬ 
tered  Microsoft  SQL  Server  7.0  environment  to  work 
around  the  issue.  “If  one  goes  down,  the  other  will 
take  over,”  he  says.  The  company  also  is  looking  into 
partitioning  the  database  into  several  components. 

Microsoft  response:  While  SQL  Server  can’t  be  load- 
balanced  across  servers  yet,  both  SQL  Server  6.5  and 
SQL  Server  7.0  can  be  set  up  in  a  fail-over  environment 
to  achieve  high  availability  using  clustering  technolo¬ 
gy,  according  to  a  Microsoft  official.  SQL  Server  will 
gain  some  partitioning  capabilities  in  upcoming  releas¬ 
es,  “but  we  anticipate  that  very  few  customers  will  ac¬ 
tually  need  to  take  this  approach,  particularly  in  trade 
for  the  added  complexity  required  to  set  up  and  man¬ 
age,”  the  official  says. 

m  Microsoft  is  oft  critiqued  about  scalability  —  but 
not  by  Viard.  He  says  his  company  uses  20  load- 
balanced,  front-end  Compaq  servers  and  employs 
Akamai  Technologies  Inc.’s  Internet  content  delivery 
service  for  its  Web  page  graphics.  “This  removes  the 
load  from  [our  servers],  which  enables  more 
throughput  for  taking  orders,”  he  says. 

To  further  improve  performance,  SmarterKids.com 
set  up  a  load-testing  server.  “All  our  programmers 
load-test  their  code,”  simulating  several  hundred 
users  doing  the  exact  same  function,  Viard  says.  “We 
may  spend  more  time  writing  code,  but  we  make 
sure  it  doesn’t  lock  the  database.” 

Microsoft  response:  Lfsing  the  Microsoft  platform, 
customers  who  properly  design  their  applications  with 
measurable  performance  objectives  established  up 
front  “can  achieve  big  wins  with  faster  time  to  market 
and  a  decrease  in  overall  [total  cost  of  ownership] 
rather  than  pouring  vast  resources  into  million-dollar 
servers  offered  by  other  companies,”  a  Microsoft 
spokesperson  says. 

m  “We  hear  a  lot  about  Active  Server  Pages  not  being 
fast,  and  it’s  true,”  acknowledges  Viard.  “HTML  code 
will  load  about  10  times  faster  for  the  exact  same 
page.  Of  course,  ASP  gives  you  the  dynamic  environ¬ 
ment  that  you  couldn’t  do  with  HTML.” 

To  speed  the  performance  of  ASP  technology, 
SmarterKids  created  software  that  takes  ASPs  and 
converts  them  to  HTML,  which  loads  and  displays 
more  quickly  on  users’  PCs.  “We  use  ASP  in  our  de¬ 
velopment  process,  but  before  we 
move  the  pages  to  the  live  Web 
server,  we  convert  them  to  HTML. 
...  So  when  the  page  goes  to  the 
site,  it’s  HTML,”  says  Viard. 

Microsoft  response:  Microsoft 
encourages  companies  like  Smarter- 
Kids.com  to  use  caching  to  convert 
pages  from  ASP  to  HTML.  Cus¬ 
tomers  can  choose  a  third-party 
caching  solution,  or  they  can  opti¬ 
mize  a  utility  in  the  IIS  Resource 
Kit,  said  a  Microsoft  spokesperson. 
BOTTOM  LINE:  “The  Microsoft  plat¬ 
form  matches  our  development 
style,”  Viard  says.  “It’s  based  on  an 
established  programming  lan¬ 
guage,  Visual  Basic,  and  it  allows 
for  rapid  deployment  of  new  fea¬ 
tures.  Microsoft  also  has  a  great 
track  record  of  supporting  prod¬ 
ucts,  and  I  trust  they’ll  be  around 
for  a  while.” 

Robert  Chea 

Vice  president  of  engineering. 


RICHARD  VIARD:  Microsoft  matched 
Sm(trterKids.com’s  style 
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Fogdoginc.,  Redwood  City,  Calif. 

APPROACH  TAKEN:  The  sporting  goods  retailer  inte¬ 
grated  what  it  regarded  as  best-of-breed  products 
with  one  another  and  with  its  own  commerce  engine. 

SITE  LAUNCH:  1998 

NUMBER  OF  PRODUCTS  SITE  SELLS:  60,000  SKUs 
representing  600  brands. 

TECHNOLOGY  USED:  Netscape’s  Enterprise  Web  Serv¬ 
er  Version  3.6.3,  BEA  Systems  Inc.’s  WebLogic  4.5.1 
application  server  and  various  other  software  prod¬ 
ucts,  including  a  secure  server.  File  Transfer  Protocol 
server,  load  balancer  and  order-processing  server, 
running  on  17  Sun  E250  boxes  and  one  Sun  E220R. 

An  Oracle  8.1  database  runs  on  two  Sun  E4500s,  the 
second  of  which  is  in  standby  mode. 

Other  products  include  Kana  Communications’ 
customer  service  management  system.  Resonate 
Inc.’s  Central  Dispatch  for  load  balancing  and  Net¬ 
work  Appliance  Inc.’s  F760  for  storage.  Exodus  Com¬ 
munications  Inc.  hosts  the  site. 

RATIONALE:  “For  the  most  part,  we  picked  vendors 
that  were  No.  1  in  their  category,”  Chea  says.  The  ex¬ 
ception  was  the  storefront.  Fogdog  uses  its  own  cus¬ 
tom-coded  storefront  because  it  had  built  up  a  large 
code  base  over  the  years  and  didn’t  think  a  packaged 
application  could  reproduce  its  effort,  Chea  says. 

The  company  stuck  with  Oracle  for  the  database 
and  Sun  for  hardware,  in  part  because  they’re  well 
supported  by  third-party  software  vendors,  Chea 
says.  Fogdog  also  chose  Sun  boxes  because  they’re 
reliable,  require  little  management  and  support  the 
latest  Java  technology. 

Chea  says  he  chose  Network  Appliance  storage  be¬ 
cause  “they  use  [Network  File  System]  mounting,  as 
opposed  to  a  direct  SCSI  connection  to  a  storage  ar¬ 
ray.  We  have  single  responsibility  for  different  ser¬ 
vices,  such  as  Web  services.  We  can  mount  multiple 
servers  in  front  of  that  repository  with  little  effort.  It 
lowers  maintenance  and  work  when  we  add  a  new 
Web  server.  If  the  database  server  crashed,  all  the 
data  is  sitting  on  the  storage  device,  so  we  can  bring 
up  another  server  within  minutes.” 

Fogdog  switched  from  Apache  to  Netscape  Web 
servers  to  get  a  well-documented  and  supported 
product.  Although  Fogdog  didn’t  choose  Netscape 
Web  servers  so  it  could  stay  with  the  Sun/Netscape 
alliance,  Chea  says  he’s  happy  the  alliance  took  over 
the  software  maintenance  “because  I  know  over 
time,  they’re  going  to  be  able  to  improve  the  perfor¬ 
mance  on  it.” 

Fogdog  opted  for  BEA’s  WebLogic  application 
server  last  spring  over  the  Netscape  Application 
Server,  Sun’s  NetDynamics  product  and  the  then- 
promised  iPlanet  Application  Server,  which  has  since 
been  released.  Chea  says,  at  the  time,  he  was  con¬ 
cerned  about  how  long  Sun  and  Netscape  might  take 
to  finish  the  iPlanet  product,  and  he  didn’t  want  to 
choose  a  platform  “and  have  it  change  substantially.” 

Sun/Netscape  response:  “For  every  Fogdog  we  lose, 
there  are  a  number  of  high-traffic  sites  where  reliability 
and  scalability  make  the  decision  for  iPlanet  products,” 
says  a  company  spokeswoman,  adding  that  every  ap¬ 
plication  server  user  must  make  changes  to  conform  to 
the  latest  Java  platform. 

BOTTOM  LINE:  “My  approach  in  looking  at  vendors 
includes  three  main  criteria:  the  quality  of  their 
product  offering,  the  quality  of  their  support  infra¬ 
structure  and  the  timeliness  of  their  product  up¬ 
grades  and  integration  with  other  vendors,”  Chea 
says.  “Fogdog  always  needs  access  to  the  latest  and 
greatest  applications  and  features,  and  working  with 
leading,  best-of-class  vendors  has  enabled  us  to  get 
access  to  those  apps  and  features  first.”  I 
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E-mail  Service  Puts 
Spam  Back  in  the  Can 

Start-up  Brightmail  promises  to  kill  junk 
e-mail  before  it  wastes  employees'  time 


BY  AMY  HELEN  JOHNSON 

ET  YOUR  Viagra 
here!  Check  out 
hot  babes!  Repair 
your  credit!  Get 
rich  in  no  time! 

Welcome  to  the  world  of 
spam.  It’s  hardly  the  kind  of 
e-mail  that  keeps  the  wheels  of 
corporations  running  smooth¬ 
ly.  Brightmail  Inc.  wants  to 
trash  it  before  it  ever  hits  your 
company’s  e-mail  gateway. 

Brightmail  Anti-Spam  Ser¬ 
vice,  aimed  at  Fortune  500 
companies,  provides  dummy 
e-mail  addresses  that  appear 
legitimate  to  spammers.  Bright¬ 
mail  examines  the  e-mail  re¬ 
ceived  at  these  dummy  ad¬ 
dresses,  hunting  for  potential 
spam.  The  San  Francisco- 
based  company  runs  an 
around-the-clock  operations 
center  staffed  by  people  who 
read  the  suspect  e-mail  to  de¬ 
termine  its  appropriateness.  If 
it  is  spam,  they  send  updated 
filtering  rules  to  Brightmail 
software,  which  sits  in  front  of 
the  client’s  e-mail  servers. 

Bandwidth  Advantage 

Brightmail  CEO  Sunil  Paul 
cites  two  major  benefits  to  cor¬ 
porations  that  use  his  com¬ 
pany’s  service:  a  reduction  of 
spam’s  impact  on  corporate  re¬ 
sources,  such  as  bandwidth, 
server  load  and  disk  space,  and 
a  need  for  much  less  effort  on 
the  part  of  information  tech¬ 
nology  departments  compared 
with  do-it-yourself,  server-side 
solutions  and  desktop-filtering 
programs.  Paul  claims  a  cur¬ 
rent  80%  interception  rate, 
with  continuing  efforts  to  push 
that  number  up  to  100%. 

The  company  will  go  online 
soon  with  its  first  corporate 
customers.  In  the  meantime, 
it’s  building  a  track  record  with 
the  service  through  AT&T 
Corp.  AT&T  WorldNet  per¬ 
sonnel  have  been  testing 
Brightmail  since  Oct.  1.  The 
service  provider  went  live  with 
the  antispam  service  on  Feb.  1, 
offering  it  free  to  all  of  its 


e-mail  customers.  Edward 
Plaskon,  product  management 
director  at  WorldNet,  says 
market  research  indicates  that 
about  10%  of  the  messages  cus¬ 
tomers  receive  are  spam. 

The  pilot  program,  which 
involved  45,000  individual 
users  of  WorldNet,  reported 
that  spam  dropped  by  60% 


Brightmail  Inc. 

Location:  301  Howard  St.,  18th 
Floor.  San  Francisco,  Calif.  94105 

Telephone:  (415)  365-6133 

Web:  www.brightwail.com 

Niche:  Spam  filtering  service; 
people  examine  spam  and  set  fil¬ 
ters  to  block  it. 

Why  it’s  worth  watching:  The 

service  stops  spam  before  it  en¬ 
ters  the  corporate  e-mail  system. 

Company  officers: 

•  Sunil  Paul,  CEO  and  co-founder 

•  Tim  Pozar,  director  of  operations 
and  co-founder 

•  Chris  Madsen,  director  of  busi¬ 
ness  development  and  co-founder 

•  Jeremy  Crandell,  product  man¬ 
ager  and  co-founder 

Company  goal:  “We  want  to 
build  the  most  mission-critical  set 
of  e-mail  services  on  the  Internet,” 
says  Paul. 

Milestones: 

•  October  1997:  Company  founded 


with  Brightmail  in  use. 

Jonathan  Penn,  a  senior  in¬ 
dustry  analyst  at  Giga  Informa¬ 
tion  Group  Inc.  in  Santa  Clara, 
Calif.,  says  Internet  service 
providers  like  WorldNet,  not 
corporations,  are  Brightmail’s 
bigger  market.  Corporations 
want  their  service  providers  to 
handle  spam,  he  says,  before 
it  even  comes  close  to  their 
e-mail  gateways.  And  although 
Brightmail  has  signed  up  sev¬ 
eral  large  providers  that  offer 
filtering  capabilities  for  their 


Burn  money:  Total  of  $17.5  mil¬ 
lion  from  Accel  Partners,  Crosslink 
Capital  lnc.,Technology  Cross¬ 
over  Ventures.  Flatiron  Partners. 
SippI  Macdonald  Ventures  and 
individuals 

Customers:  AT&T  WorldNet. 
Earthlink  Inc.,  Excite  Inc.,  Juno 
Online  Services  Inc. 

Partners:  Netscape  Communica¬ 
tions  Corp.,  Software.com  Inc., 
Sendmail  Inc. 

Red  flags  for  IT: 

•  Internet  providers  are  starting  to 
filter  spam.  When  that  happens, 
the  corporate  sector  won’t  need  to 
buy  Brightmail's  service. 

•  It’s  a  service,  not  a  product.  If  the 
company  goes  bust,  you’re  left 
with  nothing. 


e-mail  customers,  no  major 
corporation  is  on  record  as  a 
customer  a  year  after  the  prod¬ 
uct’s  launch. 

However,  Penn  says  Bright¬ 
mail’s  service  does  a  good  job 
addressing  spam. 

“It  has  the  right  mixture  of 
technology  and  human  con¬ 
trol,”  he  says.  “They’ve  got  a 
great  solution  that’s  really  im- 
paralleled  in  its  capabilities  and 
accuracy.  But  the  market  really 
hasn’t  determined  that  there’s 
a  pressing  enough  need  to  war¬ 
rant  this  kind  of  solution.” 

Spam’s  Decline 

Overall,  Penn  says,  less  at¬ 
tention  will  be  paid  to  spam  for 
two  reasons:  a  general  de¬ 
crease  in  spam  as  companies 
wise  up  to  permission-based 
marketing  and  the  short-lived 
nature  of  corporate  e-mail  ad¬ 
dresses  (due  to  people  chang¬ 
ing  jobs),  giving  spammers 
fewer  legitimate  mailboxes  to 
target.  If  spam  declines  in  vol¬ 
ume  and  importance,  then  fil¬ 
ters  —  which  are  becoming 
part  of  corporations’  standard 
sets  of  security  tools  —  may 
prove  to  be  adequate,  he  says. 

Paul  disagrees,  saying  spam 
is  only  going  to  get  worse. 
“Spam  is  a  phenomenon  that’s 
driven  by  fairly  small  organiza¬ 
tions  or  individuals  who  are 
spamming  from  their  homes 
or  businesses,”  he  says. 
‘'Those  people  rely  on 
ISP  access.  As  ISP 
access  gets  distrib¬ 
uted  throughout  the 
world,  spam  will 
rise.” 

Paul  says  the  com¬ 
pany’s  plans  include 
opening  the  rules  engine  to 
customers  so  IT  departments 
can  set  filters  to  catch  e-mail 
that  isn’t  strictly  spam  but  is 
still  unwanted,  designing  a 
similar  service  for  small  busi¬ 
nesses  and  building  an  anti¬ 
virus  product. 

He  says  he  sees  the  latter  as  a 
natural  extension  of  the  com¬ 
pany’s  current  e-mail  service 
because  many  viruses  arrive 
embedded  in  e-mail.  A  server- 
based  solution  that  stops  virus¬ 
es  at  the  Internet  gateway,  as 
Brightmail  does  with  spam, 
would  give  better  protection 
than  the  currently  popular  so¬ 
lution  of  installing  antispam 
software  on  individual  desk¬ 
tops,  he  says.  I 


Johnson  is  a  freelance  writer 
in  Seattle. 


“WE  WANT  TO  BUILD  the  most  mission-critical  set  of  e-mail 
services  on  the  Internet,”  says  Sunil  Paul,  Brightmail’s  CEO 


•January  1999:  Com¬ 
pany  introduces  anti¬ 
spam  service 


Employees:  70;  expects 
an  increase  of  100%  per  year 
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Holding  the  Line 
On  Junk  E-mail 


A  common  trick  thal  spammers  use  is 
to  make  up  e-mail  addresses  by  linking 
domain  names  with  possible  user 
names,  such  as  sue@earthlink.net  or 
joe@timewarner.com.  The  spammer 
doesn’t  know  if  the  account  exists,  but 
sending  another  message  into  cyber¬ 
space  is  such  a  small  incremental  cost 
that  the  gamble  is  worth  it. 

Because  of  these  types  of  “auto- 
dialer"  programs,  Internet  service  pro¬ 
viders  get  hit  with  many  undeliverable 
messages.  Edward  Plaskon.  product 
management  director  at  AT&T  World- 
Net,  says  spam  makes  up  a  significant 
portion  of  WorldNet  traffic.  AT&T  rejects 
millions  of  messages  per  day  that  are 
sent  to  nonexistent  WorldNet  addresses. 

Corporations  can  do  keyword  filtering 
to  block  spam.  With  filtering,  a  rule 
checks  messages  as  they  arrive.  The 
rule  works  by  testing  the  sender  or 
searching  for  keywords  in  the  subject. 
But  it’s  a  crude  solution,  says  Giga  Infor¬ 
mation  Group  Inc.  analyst  Jonathan 
Penn,  and  often  either  lets  through  mail 
it  shouldn’t  or  deletes  valuable  items. 

Programs  like  Mail  Essentials 
{www.gficomms.com)  have  antispam 
capabilities  as  well.  In  addition  to  securi¬ 
ty  features,  this  server-based  program 
blocks  messages  based  on  the  originat¬ 
ing  domain  and  checks  for  keywords 
that  indicate  potential  spam. 

As  people  have  tried  to  police  spam¬ 
ming  on  the  Internet,  a  few  Web  sites 
have  been  created  to  educate  people  on 
effective  antispam  techniques. 

Mail  Abuse  Prevention  System  LLC 

www.mail-abuse.org 
A  set  of  tools  for  service  providers  to 
refuse  e-mail  from  other  providers  sus¬ 
pected  of  harboring  spammers  and 
to  prevent  their  servers  from  being 
hijacked  by  spammers. 

Network  Abuse  Clearinghouse 

www.abuse.net 

Report  abuse:  find  tools  for  uncovering 
the  true  origins  of  spam  messages. 

Responsible  Net  Commerce 

www.spam.abuse.net 
Offers  tools  to  limit  spam,  policies  to 
implement  at  your  site  and  updates  on 
antispam  legislation. 

Coalition  Against  Unsolicited 
Commercial  E-mail 

www.cauce.org 
Lobbying  organization  working  on  leg¬ 
islation  to  stop  and  punish  spammers, 
with  affiliate  groups  in  Europe  and  Aus¬ 
tralia.  -  Amy  Helen  Johnson 
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EMERGING  TECHNGLOGIES  SPOTLIGHT 


For  more  information  on  advertising, 
call  (800)  343-6474  Ext.  6000 


The  problem  is, 
your  timing's  off. 


Bad  timing  can  throw  a  wrench  into  the  workings  of  any  company.  In  today's  global  e-business 
marketplace,  time  is  money.  Accurate,  synchronized  time  for  all  your  network  components  is  essential 
for  integrity  and  security.  The  answer?  TymServe™,  the  proven,  system-independent  solution  for  accurate 
global  time  synchronization.  Without  it,  you're  simply  out  of  time. 

■  Plug  and  play.  Rack-mountable  units  install  while  your  server  is  up  and  running  -  unlike  others. 

■  Redundant  sources.  Use  GPS  (Global  Positioning  System),  TRIG  (Inter-Range  Instrumentation 
Group)  time  code  or  dial-up  for  time  sources. 

■  Low  cost.  Improved  synchronization  and  unsurpassed  reliability 
leave  you  free  to  focus  on  other  issues. 

■  Secure  source.  NTP  (Network  Time  Protocol)  traffic  stays  inside 
the  firewall  -  unlike  other  time  solutions. 
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Automated  Notification  &  Response 
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AlarmPoint 

Automated 

Wh^jffliMems  are  directed,  To  obtain  your  free 
CMtact  the  prper  peopHlW 
>Pager 2- 
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lepointSys. 
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If  you  need  notification  for  paging  and  e-mail  only, 
download  our  new  AlarmPoint  Paging  from  our  Website: 
www.SinglepointSys.com. 
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Providers  of  custom  software  development,  system  integration, 
analysis  and  Y2K  compliance  for  the  PC,  mid-range  and  large  scale 
systems  markets. 

Four  reasons  to  choose  Cyber-US  for  your  custom  software  develop¬ 
ment  and  programming  needs: 

-  Expertise  in  a  wide  range  of  programming  languages,  operation 
systems  and  platforms 

-  Experience  in  a  variety  of  industry  segments  and  application  fields 
such  as  transportation,  banking,  real  estate,  communications,  geol¬ 
ogy,  geographic  information  systems,  and  decision  support 

-  High  quality  consulting  services 

-  Very  competitive  rates 

Call  today  for  your  FREE  consultation.  We  will  be  happy  to  respond 
with  our  suggestions  on  how  we  might  help  your  company  with  its 
Information  Technology  and  programming  needs. 

Cyber-U.S.,  Inc. 

703-299-0804 
www.cyber-us.com 


Update  WEB  PAGES  in  Real  Time 

BVJ  Web  View  automatically  puts  your  data  base  on  the  Internet 
or  corporate  intranet.  HTML  pages  are  dynamically  created  and 
updated,  freeing  up  your  valuable  web  developer's  time.  Allows 
your  users  to  point-and-click  to  follow  relationships  between  your 
data. 

Logon  to  WWW.bVJaCOITI  for  FREE  demo 
Call  978-458-4107  for  FREE  consultation 


Be  Financially 

Independent  1 

Achieve  your  financial  goals  by  becoming  « 

a  VAR  for  The  Argent  Guardian,  the  world’s  ' 

leading  monitor  product  of  production 
servers. 

VARs,  Consultants,  System  Integrators  may 
be  eligible  for  one  of  the  most  attractive  VAR 
programs  in  the  industry  with  a  proven 
winner:  Argent  has  over  3,400  customers. 

i 

% 

-  » _ 

Get  on  the  road  to  financial  independence: 
email  VAR@ArgentSoftware.com 
for  your  own  roadmap. 
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BL  TVading 

authorized  distributors  of 

Datasouth  Heavy  Duty  Printers 

featuring  the: 

Intelligent  Desktop  Thermal  Printer 


•  Intelligent  Stand  Alone  Capability 

•  FREE!  Label  Design  Software 

•  300  DPI  Laser  Quality  Printer 

•  Rugged  Metal  Cabinet 

Please  contact  Rob  Littlefield  for  details  and  pricing: 
robertl@bltrading.com  www.bltrading.com, 
voice;  781.982.9664  fax:  781.871.4456 


A  FREE  Service  for 
Computerworld  Readers 


“I  really  like  GPack.  It  allows  me 
to  do  “one  stop  shopping”  on  a  vari¬ 
ety  of  products,  without  having  to 
search  individually  through  all  their 
sites.” 

Anne  Agnew, 
Billing  System  Administrator, 
Bio- CypherlUnilab. 

“It’s  an  easy  way  to  get  monthly 
information  on  IT  products  and  ser- 

•  >5 

Vices. 

Eleazar  Briceno, 
Direct  Sales  Manager, 
Computer  Associates 

“Ingenious  idea,  you  guys  are  amaz¬ 
ingly  efficient!  Thanks  for  all  you 
provide.” 

Dawn-April  Williams, 
Business  and  Project  Manager, 
Chopelas  &  Associates 
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ePack 


Welcome  to  w  I  MWIm,  the  fast  and  easy  way  to  get  product  information 
instantlyl  Just  follow  the  simple  instructions  below: 


o 

O 


Select  a  Oucgdiy 


Select  items  to  place  them  to  your  list 

Click  on  the  'Check  Out"  button  below  when  you  are  finished  browsing. 
Follow  the  detailed  Instructions  that  appear  at  the  top  of  each  page. 


Thank-you  for  using  Computerworld  ePackI  Your  requested  information  will  be  sent  to  you  via  US  Mail  or  email. 
If  you  would  like  to  receive  an  e-mail  notification  when  new  offers  are  posted  to  ePack,  please  go  to  the  ePack 
Registration  Paoe. 

Copyilght  e  2000  Computtnrorid,  Ino.  AM  rights  rtstrvtd. 

Reproduction  in  whole  or  in  ptit  in  enyfom  or  melton  without  e>^f«ss  written  oetimssion  of  Cowiputerworid,  bo.  is  prohibited. 
ComputerwoHd  end  ^Computtrworid  end  the  respective  logos  ere  tredeinefks  of  IntemetionelDeteQfOup,  Im. 
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ePack  is  the  industry’s  first  permission-based  email  resource  of  its  kind  for  information  on  IT  products  and 
services.  Each  month,  ePack  will  be  emailed  to  you  full  of  special  offers  from  IT  vendors  of  hardware,  software, 
training,  and  networking  products. 

Check  it  out  at  www.computerworld.com/epack 
If  you  are  not  currently  receiving  ePack  via  email,  please  register  at  http://epack.COniputerworld.COm. 
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http://www.facetime.net  FaceTime  Communications  is  the  leader  in  real-time, 
business  communications  on  the  Internet.  FaceTime  provides  applications  and  a 
robust  communications  platform  for  e-businesses,  enabling  them  to  take  advan¬ 
tage  of  the  fast  growing  instant  messaging  communication  channel.  After  all, 
every  business  needs  a  buddy!  On  the  web  at  www.facetime.net 
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http://www.msmoney.com  MsMoney.eom  is  poised  to  become  the  premier  financial  website 
for  women.  We  are  dedicated  to  educating  and  empowering  women  to  be  financially  healthy. 
Through  best  of  breed  partnerships,  MsMoney.eom  is  the  “two  minute  a  day”  solution,  offering 
a  new  depth  of  content  and  services  missing  today  on  the  internet  for  this  extremely  important 
target  group. 


http://www.praja.com  Praja  is  dedicated  to  shaping  the  way  people  experience 
events.  We  offer  a  suite  of  event  production  and  delivery  platforms  that  enable 
businesses  to  create  and  manage  comprehensive  events  on  the  web.  With  our 
Event  Suite,  customers  can  build  and  maintain  event  directories,  while  also  devel¬ 
oping  rich,  interactive  live  event  experiences. 


http://www.thinktree.com  ThinkFree.com  otters  pure  web-based  software  solutions  that 
enable  true  anytime,  anywhere  computing.  Centrally  hosted  at  its  high-availability  applica¬ 
tions  portal  site,  ThinkFree  Office  provides  fast,  Microsoft  Office-compatible  word  pro¬ 
cessing,  spreadsheet,  presentation,  e-mail  and  file  management  solutions  for  Windows, 
Macintosh,  Unix,  or  Linux  platforms  that  can  be  used  offline  with  end-to-end  security. 
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http://www.demo2000.com  Over  the  past  10  years.  Demo  has  propelled  nearly  1000 
products  to  market  —  products  like  the  first  multimedia  PC,  an  intriguing  little  handheld 
device  called  Palm  Pilot  and  a  new  programming  language  called  Java.  Demo  has  been  a 
showcase  for  emerging  technologies  and  a  catalyst  tor  numerous  partnership  deals,  ven¬ 
ture  investments  and  mergers  and  acquisitions. 
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Half.com  brings  together  buyers  and  sellers  in  a 
safe,  easy-to-use  environment  where  everything  is 
discounted  more  than  50%.  Find  out  how  it  works. 
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http://www.half.com  Half.com  is  a  new,  innovative,  online  marketplace  that  con¬ 
nects  buyers  and  sellers,  like  you,  of  previously  owned  books,  music,  games  and 
movies.  Everything  at  Half.com  is  always  50%  oft  the  list  price  or  more.  Buy 
now  and  take  advantage  of  our  limited  time  tree  shipping  offer  on  all  orders! 


http://www.ispheres.com  iSpheres  Corporation  delivers  a  rapid  deployment  plat¬ 
form  tor  building  e-service  exchanges.  These  exchanges  harness  the  power  of  the 
Internet  to  integrate  people,  services,  and  appliances.  They  also  empower  services 
to  communicate  and  partner  with  one  another  to  complete  complex  tasks. 
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http://www.kachinanet.com  KachinaNet.com  develops  intelligent  Internet  search  tech¬ 
nology  that  improves  the  use  of  Web  sites  as  the  primary  means  tor  an  e-business  to 
exchange  information  and  conduct  transactions  with  its  customers.  It’s  flagship  product, 
KachinaGuide,  is  the  first  interactive  guided  search  tool  that  enables  online  shoppers  to 
conduct  highly  refined  searches  within  a  Web  site. 
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TANTMJ  provides  software  and  solutions 
for  Integrated  wired  and  wireless  access 
to  crtttcat  business  applications. 


http://www.tantau.net  TANTAU's  Wireless  Internet  Platform  enables  companies  to 
build,  deploy  and  integrate  applications  for  the  wireless  and  wired  Web.  Customers 
include  companies  such  as  banks,  brokerages  and  retailers,  that  must  transact  real  busi¬ 
ness,  in  which  money  changes  hands,  anytime,  anywhere.  The  product  is  architected  at 
its  core  to  offer  mission  critical  scale,  availability,  transaction  integrity  and  security. 
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www.idiominc.com  Idiom,  Inc.  is  the  world’s  premier  provider  of  e-business  globalization  solutions. 
Idiom’s  unique  approach  encompasses  software,  strategy,  and  services  that  enable  enterprises  to  deploy 
a  multilingual  and  multicultural  Web  presence,  thereby  increasing  revenue,  improving  customer  loyalty 
and  reinforcing  brand.  Idiom  was  recently  named  one  of  Computerworld’s  “Top  100  Emerging  Companies 
to  watch  in  2000.”  To  find  out  more,  visit  our  Web  site  or  call  us  at  (617)  456-3000. 
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http://www.livewater.com  LiveWater  delivers  Java-based  tools,  technologies  and  adaptable 
eCommerce  frameworks  that  fully  leverage  the  J2EE  platform  and  simplify  development  and  reuse  of 
standards-based  Java  eBusiness  solutions.  The  LiveWater  J2EE  Solutions  Suite  is  distinguished  by  its 
easy  adaptability  to  unique  and  challenging  eBusiness  requirements  and  by  the  thoroughness  of  its 
J2EE  implementation. 
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The  cutting  edge  of 
servicing  customers 

While  customer  relationship  management  has  existed  as  long  as 
merchants  have  been  doing  business,  technology  is  turning  it  into 
the  driving  force  for  marketing.  This  means  a  huge  opportunity  for 
IT  pros  who  combine  the  right  technology  and  business  skills. 


BY  LESLIE  GOFF 

When  a  major  airline  announced 
two  years  ago  that  it  would  be 
departing  American  Express 
Co.’s  Membership  Rewards  pro¬ 
gram,  customer  relationship  manage¬ 
ment  (CRM)  technology  flew  to  the 
rescue,  recalls  Dave  Towers,  who  was 
the  marketing  manager  for  the  program 
at  the  time. 

The  program  awards  customers 
points  toward  frequent-flier  miles  for 
the  purchases  they  charge  to  their 
American  Express  cards.  If  the  airline 
flew  the  coop,  Amex  feared  its  cus¬ 
tomers  who  used  their  points  for  travel 
on  the  airline  would  take  off  as  well. 

“It  was  a  real  challenge  because  the 
value  proposition  we  were  selling  to 
those  customers  had  the  potential  to 
disappear  overnight,”  Towers  says.  “We 
had  to  take  quick  action  to  make  sure 
the  airline  wouldn’t  leave  and  that  cus¬ 
tomers  wouldn’t  leave.” 

So  Towers,  who  is  now  director  of 
CRM  at  J.  Crew  Group  Inc.  in  New 
York,  piloted  a  multifaceted  campaign 
using  American  Express’  CRM  systems 
to  persuade  the  airline  to  remain  in  the 
program.  From  its  databases,  the  com¬ 
pany  identified  cardholders  in  each  of 
the  airline’s  hub  cities,  including  fre¬ 
quent  users  of  the  airline.  It  extracted 
data  revealing  their  overall  spending 
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TECflNOIMSKILLS  SCOPE 


Career  outlook  and  advice 


So  where  can  CRM  take  your  information  tech¬ 
nology  career  and  how  can  you  get  there?  Here’s 
some  advice  from  the  experts; 

Robb  Rasmussen,  managing  director  of 
enterprise  appiication  services  at  Electronic 
Data  Systems  Corp.  in  Plano,  Texas 

■  Career  outlook:  “Because  of  the  Internet,  this 
is  one  of  highest  growth  areas  in  IT.  There’s  so 
much  competition  out  there  on  a  global  scale  for 
products  and  services,  the  big  game  now  is  being 
able  to  quickly  get  mind  share  with  exactly  what 
the  buyer  wants." 

■  Advice:  “Take  some  classes  in  the  CRM  mod¬ 
ules  of  third-party  applications  like  Oracle,  SAP, 
PeopleSoft.  Someone  who  has  taken  an  SAP 
CRM  certification  class  would  definitely  be  ahead 
of  other  candidates.  If  you’re  an  application  devel¬ 
oper,  you  need  integration  skills.  I  would  focus  on 
C++  and  Java.  While  C++  is  a  language,  it’s 
really  about  connecting  objects,  and  it  gives  you 
the  dimension  of  how  to  integrate  [different  soft¬ 
ware].  Get  to  know  enterprise  application  integra¬ 


tion  tools  -  technology  that  connects  applications 
together." 

Michael  Manis,  director  of  IT  marketing 
products  at  Harrah’s  Entertainment  Inc.  in 
Memphis 

■  Career  outlook:  “There  isn’t  a  technology  that 
you  could  be  in  now  that  can’t  be  taken  into  CRM. 
You  just  need  to  find  the  right  application.  The  In¬ 
ternet  and  data  warehousing  are  the  hottest  plat¬ 
forms.  There’s  a  whole  [software]  engineering  ca¬ 
reer  path  with  how  customer-facing  applications 
interface  with  warehouses.  Application  develop¬ 
ers  have  a  range  of  [paths]  -  if  you  know  cam¬ 
paign-management  tools,  you  can  go  into  mar¬ 
keting,  or  if  you  can  analyze  customer  data  to  find 
the  80-20  rule  [80%  of  revenue  comes  from 
20%  of  products],  that  can  lead  you  to  the  busi¬ 
ness  side.  And  if  you  can  link  how  many  people 
hit  your  Web  site  to  overall  customer  behavior 
patterns,  that’s  r6sum6  power." 

■  Advice:  “Have  you  dealt  with  an  application 
that  enables  a  worker  to  answer  questions  when 


the  customer  is  standing  right  in  front  of  them?  A 
purchase  order  system  that  can  also  answer  any 
question  that  comes  up?  If  you’ve  been  in  the 
batch  world  all  your  life,  you  won’t  make  it  here. 
On  the  data  warehouse  side,  have  you  worked  on 
a  customer-centric  warehouse  based  on  cus¬ 
tomer  ID  numbers?  If  it’s  based  on  product  IDs, 
that’s  not  customer-centric.  And  if  you’ve  been 
working  on  a  Web  site,  is  it  personalized?  Would  I 
get  a  special  offer  that  wasn’t  offered  to  anyone 
else?  If  the  Web  site  is  the  same  for  every  cus¬ 
tomer,  you’re  not  what  I’m  looking  for." 

Mike  Levine,  senior  vice  president  of  infor¬ 
mation  technologies,  national  consumer 
services  at  The  Chase  Manhattan  Bank  in 
Garden  City,  N.Y. 

■  Career  outlook:  “This  is  a  burgeoning  field. 
And  if  you’re  assembling  customer-centric  tech¬ 
nologies,  it  positions  you  for  marketing  manage¬ 
ment,  business  analysis  and  senior  business  man¬ 
agement  and  senior  IT  management.  Early  on,  I 
was  involved  in  linking  customers  to  our  data  cen¬ 
ter  on  the  wholesale  side  of  our  business;  I  was  in 
IT,  but  I  spent  a  lot  of  time  in  marketing  and  CRM, 
and  that  prepared  me  well  for  where  I  am  now." 


■  Advice:  “Get  some  experience  in  marketing 
and  statistical  analysis  to  understand  customer 
behavior  patterns.  On  the  technoiogy  side,  get  ex¬ 
perience  in  databases,  messaging  systems  and 
the  Web.  We  look  for  people  who  have  both  spe¬ 
cific  software  experience  and  a  certain  way  of 
thinking,  have  good  architectural  backgrounds, 
are  inventive  and  are  good  politicians,  because 
you  interface  with  lots  of  users  who  have  different 
demands.  It’s  a  very  unusual  skill  set.” 

Dave  Towers,  director  of  CRM  at  J.  Crew 
Group  Inc.  in  New  York 

■  Career  outlook:  “This  is  definitely  a  growing 
field,  a  constantly  changing  field  and  one  where  IT 
plays  a  critical  role  in  moving  forward.  It’s  difficult 
to  separate  technology  and  customer  relationship 
management,  because  it’s  ail  very  intertwined.  We 
live  and  die  by  our  customer  databases,  and  the 
ability  to  make  that  work  for  us  is  critical.” 

■  Advice:  “You  need  to  be  comfortable  doing 
hard-core  programming  one  minute  and  going 
into  a  marketing  meeting  to  discuss  the  content 
of  your  next  outbound  e-mail  the  next.  You  should 
have  a  strategic  view  of  the  business.” 

-  Leslie  Goff 


patterns  and  air  travel  charges. 

Then,  via  direct  telephone  surveys, 
Amex  solicited  customer  reaction  to 
the  announcement  and  tracked  it  in  a 
database.  Coupling  the  feedback  with 
the  spending  data,  Amex  was  able  to 
“prove  the  value  of  the  partnership”  to 
the  airline.  Towers  says.  “We  showed 
them  the  benefits  and  convinced  them 
to  stay.” 

It’s  the  kind  of  save-the-day  use  of 
CRM  technology  that  careers  are  made 
of.  Towers’  combination  of  strategic 
business  thinking  and  tactical  technol¬ 
ogy  know-how  illustrates  a  new  hybrid 
career  path  that’s  emerging  as  CRM 
systems  become  ever  more  critical  to 
the  way  companies  operate. 

“CRM  has  been  done  since  the  begin¬ 
ning  of  time  —  it’s  the  shopkeeper  re¬ 
membering  your  name  and  saying, 
‘Hey,’  when  you  walk  in,”  Towers  says. 
“But  technology  opens  it  up.  Given  the 
complex  world  we  live  in,  it  has  evolved 
to  be  the  driving  force  behind  how 
companies  market  goods  and  services.” 

Dual  Background 

Towers,  30,  joined  American  Express 
in  1995  after  earning  an  MBA  from  the 
University  of  Texas,  where  the  business 
marketing  curriculum  fostered  a  Web¬ 
centric  focus.  His  initial  marketing  ex¬ 
perience  as  an  ad  copy  tester  in  Los  An¬ 
geles  and  his  exposure  to  technology- 
driven  marketing  at  college  paved  his 
way  into  Amex,  where  he  acquired 
technology  project  management  expe¬ 
rience.  J.  Crew  hired  Towers  in  August, 
based  on  his  dual  background. 

He  works  one-on-one  with  J.  Crew’s 
director  of  Web  development,  Sundar 
Rajan,  to  coordinate  the  CRM  IT  strat¬ 
egy,  which  is  largely  Web-based.  Tow¬ 


ers’  role  is  managing  the  technology 
partners  and  ensuring  that  the  CRM 
strategy  and  applications  fit  with  J. 
Crew’s  overall  branding  effort,  mesh 
with  what  the  company  is  doing  in  its 
catalog  and  retail  channels  and  work 
for  the  customer. 

He  must  have  a  fundamental  under¬ 
standing  of  what  the  technology  can  do, 
how  it  works  and  how  it  can  be  lever¬ 
aged  to  improve  CRM. 

His  first  project,  for  example,  was  se¬ 
lecting  an  e-mail  management  vendor 
to  develop  a  platform  to  improve  J. 
Crew’s  ability  to  respond  to  customers’ 
e-mails. 

Next,  Towers  worked  with  Rajan  to 
coordinate  migrating  the  Web  site  to  a 
Java-based  architecture.  Now  he’s  in¬ 
volved  in  a  project  using  CRM  technol- 

Just  the  Facts 

CRM  is:  Capturing  and  combining  customer 
data  to  pinpoint  the  marketing  of  products  and 
services:  creating  a  seamless,  consistent  expe¬ 
rience  for  customers  at  all  points  of  contact; 
providing  customers  vi/ith  what  they  want,  when 
they  want  it;  tailoring  customer  marketing  for  a 
one-on-one  interaction:  knowing  your  customer. 

■  Driving  forces:  Globalization.  Webification, 
the  ever-growing  need  to  increase  sales  while 
lowering  costs  by  putting  the  right  product  in 
front  of  the  right  customer  at  the  right  time 

■  IT  positions  involved:  Project  managers; 
database  architects,  analysts  and  administra¬ 
tors;  application  developers 

■  Types  of  IT  projects:  Anything  that  touches 
the  customer  -  including  managing  inbound 
and  outbound  call  center  applications  and  oper¬ 
ations:  generating  customer  profiles  from  infor¬ 
mation  in  myriad  databases:  devising  and  man- 


ogy  to  personalize  the  Web  site.  By  de¬ 
veloping  applications  that  track  a  shop¬ 
per’s  page  views,  actions  and  transac¬ 
tions  during  each  visit  to  the  site, 
jcrew.com  aims  to  get  the  right  chinos 
in  front  of  the  right  customer  at  the 
right  time. 

Knowing  Your  Customers 

“On  the  Web,  we  want  to  be  at  a  point 
that  we  know  our  core  customers  well 
enough  that  if  you  are  a  sweater  buyer, 
the  next  time  you  come  to  the  site,  your 
home  page  will  feature  a  sweater,”  Tow¬ 
ers  explains.  “Then  maybe  you  go  to  the 
product-selling  page  to  look  at  the 
sweater,  but  abandon  it.  Two  weeks  lat¬ 
er,  we  could  e-mail  you:  “Remember 
that  sweater  you  looked  at?  Now  it’s 
20%  off.” 


aging  e-mail  response  systems:  developing  and 
integrating  electronic-business  applications;  ty¬ 
ing  real-time  inventory  management  to  order- 
entry  and  fulfillment  systems;  creating  data 
warehouses  and  data  mining  applications;  coor¬ 
dinating  customer  marketing  campaigns 

■  Hot  industries:  With  CRM,  it’s  easier  to  talk 
about  industries  where  it’s  not  hot.  Basically, 
any  company  that  sells  products  and  services 
can,  and  should,  use  CRM  technology.  But  in 
segments  like  aircraft  manufacturing  and  aero¬ 
space,  the  circle  of  customers  is  so  small  that 
CRM  isn’t  as  critical  as  in.  say.  direct  marketing, 
retailing  or  financial  services. 

■  Skills/experience  wanted:  A  hybrid  of 
technical,  creative  and  marketing  skills.  Integra¬ 
tion  and  customization  of  software  is  critical  be¬ 
cause  CRM  involves  tying  together  an  array  of 
systems,  including  a  number  of  prepackaged 
applications.  Experience  is  required  in  C++  and 
Java  as  integration  development  tools;  data¬ 
base  architecture,  management  and  develop- 


His  favorite  part  of  the  job.  Towers 
says,  is  getting  in  touch  with  customers, 
understanding  their  point  of  view  and 
using  CRM  technology  to  identify 
trends  over  a  sample  customer  base. 
The  most  taxing  part  is  dealing  with  ex¬ 
ternal  events  beyond  his  control  that 
have  an  impact  on  customers. 

“When  the  business  has  a  bad  day, 
you  have  a  bad  day.  You  hear  about  it 
consistently,”  Towers  says.  “Being  in 
CRM  ...  I  am  the  voice  of  J.  Crew.  If 
something  goes  wrong,  you  have  to  step 
up  and  take  the  blame.  The  last  thing  a 
customer  wants  to  hear  is,  ‘It’s  out  of 
my  control.’  My  team  represents  the 
company,  and  we  have  to  take  responsi¬ 
bility.”  » 


Goff  is  a  freelance  writer  in  New  York. 

merit;  data  warehousing  and  data  mining:  proj¬ 
ect  management;  Web-related  development: 
and  ERP  implementation. 

■  Key  prepackaged  software:  Siebolt;  Van- 
tive  (just  acquired  by  PeopleSoft);  Oracle  CRM 
front-end  package;  Chordiant;  SAP’s  related 
modules;  Arriba;  Commerce  One;  IBM  MQ 
(message  queuing)  Series  and  MQ  Workflow; 
Cognos  Impromptu;  Personify,  and  more 

■  Personality  wanted:  The  abil’rty  to  think  like  a 
marketer  and  act  like  a  technologist,  and  to  inter¬ 
act  with  customers  and  co-workers  across  mar¬ 
keting  and  advertising,  merchandising,  call  cen¬ 
ter  management,  inventory  and  IT;  political  savvy 

■  Salaries:  Anywhere  from  S60.000  entry  lev¬ 
el  to  $150,000  for  someone  with  three  to  five 
years  of  related  experience 

SOUtKES  MKE  LEVINE.  S£^AOR  VK:E  PNESlOeN  r  Of  tNFOtmAnON 
TECHNOLOGIES  NATIONAL  COT^UMER  SERVICES.  TmE  CHASE  MAfi 
HATTAN8ANK.aAm)ENCrTY.NV  Mk>iA£L MAM8. O^ECTOR Of  IT 
MARKETINO  (PRODUCTS.  HARRAH’S  ENTEFTTAlNKrENT  MC  MELtpHtS. 
ROeS  RASMUSSEN.  MANAGING  DIRECTOR  Of  ENTERPRISE  APRvCA 
TION  SERVICES.  ELECTRONIC  DATA  SYSTEMS  CORP  PLANO.  TEXAS 
DAVE  TOWERS.  DIRECTOR  OP  CRM  J  CREW  GROUP  INC  NY 


careers 


IT  CAREERS 


I 


CO#  M096d4229  -  Software  Engineers  needed  to  work  extensively  in  analysis, 
design.  custon)i2atk>n,  implementation  and  training  phases  of  Oracle  Financials  & 
Manufacturing  package.  Design  and  document  enhancements  for  business  uses. 
Improve  work  flow,  assessing  user  needs  and  coordinating  developers'  work  to 
acfrieve  the  best  solutions  in  areas  such  as  Order  Entry,  Account  Receivables, 
Inventory.  Purchasing,  Bill  of  Materials,  etc,  using  Oracle  Tools  such  as  Oracle 
Forms  4.5..  Oracle  Reports  2.5  and  2.0,  SQL*  forms  2.3.  PLySQL.  SQL*  Plus.  SQL’ 
Loader.  Pro*C,  SMARTO0.  etc.  Analyze  the  workload  on  DB  Servers  and  study 
vanous  Data  Structures  to  identify  Data  to  be  purged  or  archived  based  on  user 
requirements.  Monitor  enhancements  or  customizations  of  Oracle  Application 
Packages  and  create  test  plans  for  business  users.  Rne  tune  the  Oracle  applica¬ 
tions  to  improve  performance  and  efficier>cy  though  code  optimizations;  enhance 
algorithms.  Other  responsibilities  include  System  Integration.  Open  Interfaces,  AOL 
(Application  Object  Library)  Object  Maintenance  and  Migration,  Technical 
Documentation  of  enhancements  and  customizations  to  ensure  smooth  migrations, 
and  Code  Maintenance.  Sal  @  $84K/yr:  O/T  @  $48/hr;  40  hr/wk;  9-6  pm;  reqs  BS 
in  Elec  Eng  or  rel.  field  &  1  yr  of  relevant  experience  in  Oracle  Financials  & 
Manufacturing  Package.  Mail  two  copies  of  resume  and  copy  of  this  ad  to 
Department  of  Labor.  Licensing  and  Regulation.  1100  North  Eutaw  Street.  Room 
201.  Baltimore,  Maryland  21201.  Job  Order  No.  9684229.  Job  Location:  Columbia. 
Maryland  and  multiple  sites  in  the  United  States. 


Computer 

At  Lucent  Technologies,  we're 
defining  the  future  of  telecom¬ 
munications.  We're  looking  for 
individuals  with  a  BS  or  MS  and 
1-2  years  of  directly  related 
experience  as  an: 

•  Consultant 

•  Database  Engineer 

•  Electrical  Engineer 

•  Engineer 

•  Hardware  Engineer 

•  IS  Analyst 

•  IS  Managers 

•  Network  Analyst 

•  Phrase  Development  Analyst 

•  Process  Engineer 

•  Product  Engineer 

•  Product  Market  Engineer 

•  Product  Validation  Engineer 

•  Product  Wireless  Development 

•  Project  Manager 

•  Program  Manager 

•  Programmer 

•  Programmer  Analyst 

•  RF  Engineer 

•  Software  Architect 

•  Software  Developer 

•  Software  Engineer 

•  Software  Tester 

•  System  Administrator  & 
Integrator 

•  Systems  Administrator 

We  seek  expertise  in  the 
following: 

•  C/C+-f/UNIX 

•  CDMA 

•  Fiber  Optics 

•  GUI  Design 

•  Internet/Network 
Protocols/WinNT 

•  Object  Oriented 
Methodologies/SmallTalk 

•  Oracle  Development/ 
Applications 

•  Quality 

•  RDBMS 
•SAP 

•  Software  Tools 

•  Switching  Technology 

•  TCP/IP 

•  VB 

•  Wireless  Telecommunications 

Please  submit  your  resume  on-line 
at:  www.lucent.com/hireme 
EOE 


Software  Engineer 

Westford,  MA;  Interprets,  devel¬ 
ops.  designs  and  tests  applica¬ 
tions  solutions  in  the  telephony 
communications  industry  for 
custom  software  applications 
projects  with  documentation. 
Develops  and  supports  down¬ 
load  and  upload  4GL  program¬ 
ming,  designs  and  develops 
GUI  software  in  X  Windows  and 
MS  Windows  environment. 
Develops  and  integrates  both 
high  and  low  level  software 
solutions  with  Unix  system  to 
achieve  performance  and  appli¬ 
cation  requirements.  Works  with 
Unix/Shell/C/Pert/Java/TCP/lP  and 
MS  Windows  programming, 
project  programming  using 
Sybase  or  Oracle  Database 
System  design.  Applies  knowl¬ 
edge  and  skills  In  programming 
with  large-scale  relational  data¬ 
bases.  as  well  as  data  process¬ 
ing  and  applications  program¬ 
ming  in  a  client/server  and 
Internet  environment.  Req'd, 
Masters  in  Comp.  Scie.  or 
Physics  or  a  related  field  or  for¬ 
eign  equivalent.  No  experience 
necessary.  40hrs/wk.  9a-5p. 
$68,500/yr.  Applicant  should 
submit  two  (2)  copies  of  his/her 
resume  in  response  to:  Case 
•  19982817.  P.O.  Box  8968. 
Boston,  MA  02114. 


Seeking  IT 
Professionals! 

Pursue  an  exciting  career 
with  Emerald  Solutions 
Inc.,  a  dynamic  NATiONAL 
consulting  firm.  We  have 
offices  in  Birmingham,  AL, 
Phoenix,  AZ,  Walnut 
Creek,  CA,  Greenwood 
Village,  CO,  Atlanta,  GA, 
Edina,  MN,  Warren,  NJ, 
Portland,  OR,  Dallas,  TX, 
Vienna,  VA,  and  Bellevue, 
WA. 

Positions  Available: 

Software  Engineers 
Programmer  Analysts 

Requirements:  Bachelor’s 
Degree  in  Computer 
Science  or  related  field  or 
equivalent. 

Send  resume,  including 
location  preference  to: 

Emerald  Solutions,  Inc. 

Ref#CWAD02 
111  SW  5th  Ave.,  #2700 
Portland,  OR  97204 
E-mail: 

cwad02  @  emenaldsolutions.com 

EOE 


Software  Engineer.  Duties: 
Analyze,  design,  develop  & 
modify  computer  system  for 
assurance  &  merchandise 
mgmt.  info,  using  COBOL, 
CCS,  DB2  in  an  IBM  3090 
mainframe  environ.  Oversee 
the  implementation  of  required 
enhancements.  Coordinate 
encoding  &  perform  system  & 
software  testing.  Manage 
debugging  procedures.  Perform 
maint.  &  provide  support  for 
system.  Requires:  M.S.  (or  for¬ 
eign  equiv.)  in  Comp,  or  Info. 
Sci.,  Eng.  or  a  related  field  and 
2  yrs.  exp.  in  the  job  offered  or 
2  yrs.  exp.  as  a  Systems 
Analyst  or  Analyst/Programmer. 
Exp.,  which  may  have  been 
obtained  concurrently,  must 
incl.  2  yrs.  exp.  developing  & 
modifying  computer  systems  & 
2  yrs.  exp.  performing  maint.  & 
providing  support  tor  system. 
EOE.  40  hrs./wk.;  8:00  a  m.  to 
5:00  p.m.  Salary:  $59,850/yr. 
Send  resume  (no  calls)  to: 
Danielle  David,  CTG,  Inc.,  7401 
West  129th  St.,  Suite  110, 
Overland  Parks,  KS  66213- 
2634. 


SOFTWARE  ENGINEERS 

needed  to  design  and  develop 
host  database  applications  on 
Oracle  8,  Windows  NT,  UNIX 
platforms  using  Java, 
PowerBuilder  and  Shell  Scripts; 
to  provide  quality  assurance 
using  automated  test  tools. 
Master's  required  in  Math, 
Computers,  Engineering  or  any 
other  related  field  of  study,  plus 
one  year  of  experience.  Must 
have  proof  of  legal  authority  to 
work  in  the  U.S, 

Salary,  $65,(XX).00/year  for  a 
40  hour  work  week. 

Interested  applicants  submit 
resume  to: 

Jane  Hosley, 

Ref.  #1240,  DES  275  E.  Main 
St.,  2-W,  Frankfort,  KY  40621. 
Ad  paid  by 
An  Equal  Opportunity 
Employer. 


instructional  Designer.  Duties: 
Interpret  training  requirements 
&  develop  general  detailed 
designs  for  self  paced  materials 
ranging  from  workbooks  to  mul¬ 
timedia  CBT  to  electronic  per¬ 
formance  support.  Determine 
course  characteristics  &  general 
interface  strategy  incl.  delivery 
platform,  interface  design, 
media  selection  &  treatments, 
interactivity  &  navigation  &  user 
controls  using  Knowledge 
Producer.  Resp.  for  determining 
course  structure  &  sequence 
learning  objectives  &  develop¬ 
ing  measurement  plans  and 
learner  profiles  using  Microsoft 
Word.  Requires:  M.S.  in  Instruc. 
Systems,  Comp.,  or  Info. 
Systems  or  related  field. 
Coursework  must  incl.  classes 
in  Instructional  Systems, 
Performance  Systems  Analysis 
&  Program  Evaluation.  EOE.  40 
hrs/wk;  8:00  a.m.  to  5:00  p.m. 
Salary:  $59,280/yr.  Send 

resume  (no  calls)  to:  Steve 
Thornton,  CTG  Inc.,  5295  Brook 
Hollow  Pkwy.,  Suite  120, 
Norcross,  GA  30071-3619. 
Must  have  legal  auth.  to  work  in 
U.S. 


Senior  Software  Engineer 

(2  openings):  Design,  develop 
and  implement  software  sys¬ 
tems  to  determine  feasibiiity  of 
design  and  directs  software 
testing  procedures,  program¬ 
ming  and  documentation.  Work 
involves  extensive  travel  and 
frequent  relocation.  Must  have 
one  year  of  experience  using:  1 
of  Group  A  and  1  of  Group  B 
and  1  of  Group  C;  OR  1  of  A 
and  2  of  B;  OR  1  of  A  and  2  of 
C  as  follows:  Group  A  - 
Windows  3.1,  Windows  NT, 
Windows  95,  Windows  98, 
Unix,  HP-UX,  IRIX,  Sun  OS; 
Group  B  -  Visual  C-i-i-,  Visual  C, 
C,  C-i-r,  Visual  Basic, 
PowerBuilder;  Group  C  -  JAVA, 
TCP/IP,  HTML,  MFC,  CGI, 
PERL,  ASP,  COM/DCOM, 
Active  X,  MTS.  Master's  degree 
in  one  of  several  limited  fields: 
Computer  Sci/Apps,  Eng., 
Chem.,  Math  or  Physics.  Will 
accept  Bachelors  degree  with 
five  years  of  progressive  expe¬ 
rience  as  computer  profession¬ 
al.  Salary  is  $70,000  per/yr,  40 
hrs/wk.,  9:00-5:00  p.m.  Please 
submit  resumes  to:  Mr.  Tom 
Rusnack,  Manager,  Charleroi 
Job  Center,  10  Paluso  Dr.,  P.O. 
Box  210,  Charleroi,  PA  15022: 
Job  Order  No.:  2030162. 


Software  Engineer 

Design  and  develop  object  ori¬ 
ented  technology.  Network  rela¬ 
tional  and  database  manage¬ 
ment  systems.  Graphical  User 
Interfaces.  Work  with  object  ori¬ 
ented  languages  such  as  C-i-i-, 
Java.  Demonstrated  ability 
working  with  SNMP  (Simple 
Network  Management  Protocol) 
to  develop  network  manage¬ 
ment  systems.  Demonstrated 
ability  in  design  and  develop¬ 
ment  of  application  software 
using,  C,  C-1+  and  Unix.  One 
year  experience  designing  and 
developing  applications  using 
Java.  $72,480/yr.  40  hr/wk.  9 
a.m.  -  5  p.m.  Must  have  5  yrs. 
exp.  (or  5  yrs  exp  in  related 
occupation  of  Systems 
Analyst/Programmer)and  B.S. 
Comp.  Sci.,  Eng.  rel.  field/equiv. 
Send  2  copies  of  resume:  Job 
Order  #2000-109,  P.O.  Box 
989,  Concord,  NH  03302-0989. 


Logica,  Inc.,  is  looking 
for  entry-level  and 
experienced  candidates 
to  fill  the  following 
positions,  open  at  all  of 
our  US  locations: 

•  Sof^are 
Engineers 

,  Systems 
Analysts 

Please  forward  your  resume  to: 
Human  Resources 
Department  at 
carecrs@logica.com  F.OE 

WWW. logica. com 


Software  Engineer 

Design  arxl  develop  graphical 
UNIX  applications.  Design  and 
develop  UNIX,  GUI's  and  appli¬ 
cation  code  using  C,  C-i-t  and 
tools  such  as  Xlib,  Xt  and  Motif. 
Demonstrated  ability  to  design, 
develop  and  enhance  applica¬ 
tion  classes  to  support  graphics 
or  database  access  class 
libraries  using  C++. 
Demonstrated  ability  with 
implementing  2D  and  3D 
graphics  primitives  such  as 
curves  and  splines  (Bezier  and 
B-spline),  hidden  removal, 
mesh  generation,  clipping. 
$63,000/yr.  40  hr/wk.  9  a.m  -  5 
p.m.  Must  have  2  yrs  exp.  and 
B.S.  in  Comp.  Sci.,  eng.  rel. 
field/equiv.  Send  2  resumes: 
Case  #19983253,  P.O.  Box 
8968,  Boston,  MA  02114. 


Software  Engineer 

Duties:  Resp.  for  the  DB2 
design  &  modification  of  sys¬ 
tems  applications  in  an  IBM 
mainframe  environ.  Perform 
software  develop,  of  system 
incl.  network  applications,  soft¬ 
ware  testing  of  modules  &  appli¬ 
cation  documentation  using 
COBOL.  Perform  troubleshoot¬ 
ing  &  maint.  &  provide  support 
for  computer  system.  Requires 
M.S.  in  Comp,  or  Info.  Science, 
Eng.  or  related  field  (will  accept 
B.S.  or  foreign  equiv.  &  5  yrs. 
progressive  exp.  in  the  comput¬ 
er  ind.)  &  3  yrs.  exp.  in  the  job 
offered  or  3  yrs.  exp.  as  a  Sr. 
Programmer  or  Programmer/ 
Analyst,  Exp.  which  may  have 
been  obtained  concurrently, 
must  incl.  3  yrs.  exp.  performing 
troubleshooting  &  maint,  of 
computer  system  &  3  yrs.  exp. 
using  DB2  &  COBOL.  EOE.  40 
hrs/wk.;  8:00  a.m.  to  5:00  p.m. 
Salary:$65,000/yr.  Send 
resume  (no  calls)  to:  Mel 
Richter,  CTG,  Inc.,  2851 
Charlevoix  Dr.,  SE,  Suite  203, 
Grand  Rapids,  Ml  49546-7048. 


Computer  Systems  Analyst. 
Duties:  Develop  &  maintain 
transportation  mgmt.  system 
using  ActiveX  control/COM 
object  tech.  &  object-oriented 
programming  using  Visual 
Basic.  Design  relational  data¬ 
base  using  SQL  Senrer  imple¬ 
menting  normalization  rules. 
Perform  develop,  of  Windows 
NT  configurations,  system 
implementation  &  testing.  Resp. 
for  troubleshooting  &  system 
admin.  Implement  new  designs, 
write  code,  analyze  &  solve 
system  problems.  Requires: 
M.S.  in  Comp,  or  Info.  Science, 
or  related  field.  M.S.  course- 
work  must  Incl.  classes  in 
Computer  Operating  Systems, 
Systems  Analysis  &  Design  & 
Object  Oriented  Programming. 
EOE.  40  hrs./wk.;  8:00  a.m,  to 
5:00  p.m.  Salary:  $56,700/yr. 
Send  resume  (no  calls)  to:  Tim 
Weis,  CTG,  Inc.,  6000 
Lombardo  Center,  Suite  140, 
Seven  Hills.  OH  44131-2579. 


Software  Engineer 

Analyze,  design  and  develop 
commercial  software  applica¬ 
tions  for  16-bit  or  32-bit 
Windows  environments.  Design 
and  code  Windows  based 
GUI's  and  application  code 
using  tools  such  as  VC++,  VB, 
MFC,  SDK.  Design  and  imple¬ 
ment  backend  database  sup¬ 
port  using  databases  such  as 
MS  Access,  SQL  server. 
Demonstrated  ability  in 
advanced  windows  develop¬ 
ment  using  custom  controls, 
graphics,  printing  and  multi¬ 
threading.  Demonstrated  ability 
of  design  and  development  of 
OLE  servers  and  containers. 
$57,000/yr.  40  hr/wk.  9  am  -  5  p.m. 
Must  have  2  yrs.  exp.  and  B.S. 
in  Comp.  Sci.,  eng.  rel. 
field/equiv.  Send  2  resumes: 
Case  #19983254,  P.O.  Box 
8968,  Boston,  MA  02114. 


Programmer/Analyst 

to  analyze,  design,  develop, 
code,  test,  modify  and  config¬ 
ure  DAP  (Documentation 
Automation  Platform)  programs 
using  C++  for  PC/LAN  clients 
and  ILE  C/400  for  AS/400 
clients;  Use  C  programming 
language  to  modify  DAP  rules, 
and  write  DAP  rules  script  lan¬ 
guage;  Analyze  files  down¬ 
loaded  from  AS400  database. 
Require;  M.S.  degree  in 
Computer  Science,  or  a  closely 
related  field;  Must  have  a 
demonstrated  ability  to  perform 
the  stated  duties  gained 
through  previous  work  experi¬ 
ence  /  academic  coursework 
and  projects;  Extensive  travel 
on  assignment  to  various  com¬ 
pany  and  client  sites  within  the 
U.S.  is  required.  Salary: 
$53,195/yr;  M-F  8:30  a.m.  to 
5:15  p.m.  Send  resume  to: 
Elizabeth  Haney,  Asst.  V.P., 
P.M.S.C.  Center  (Int.  Of  1-77  & 
US  21 N),  Blythewood,  SC 
29016;  Attn:  Job  XL. 


PROGRAMMER/ANALYST  to 
analyze,  design,  develop,  test, 
implement,  maintain  and  support 
GUI  based  application  software 
and  databases  for  business  and 
management  applications  in  a 
client/sen/er  environment  using 
object-oriented  programming. 
Visual  Basic,  C,  C++,  Visual 
Java,  Omnimark,  Rogue  Wave, 
Sybase,  Access,  and  MS  SQL 
under  Windows  95/NT  and  UNIX 
platforms;  Evaluate  program 
needs  of  user,  and  consult  with 
users  to  identify  operating  pro¬ 
cedures  in  program  objectives. 
Require:  B.S.  in  Computer  Sci¬ 
ence,  Engineering  discipline,  or 
a  closely  related  field,  with  two 
years  of  experience  in  the  job  of¬ 
fered  or  as  a  Programmer.  Ex¬ 
tensive  travel  on  assignment  to 
various  client  sites  within  the 
U.S.  is  required.  Salary:  $65,000 
per  year,  8  am  to  5  pm,  M-F, 
Send  resume  to:  Irfan  Qazi, 
President,  IFFI  Enterprises,  Inc. 
7502  South  91st  East  Avenue, 
Tulsa,  OK  74133;  Attn:  Job  MP 


Software  Engineer  I 

Responsible  for  software  devel¬ 
opment.  Including  software 
design,  coding,  testing  and  doc¬ 
umenting  for  well  logging  instru¬ 
mentation  and  data  interpreta¬ 
tion  projects.  Perform  numerical 
modeling  and  30  graphics  pro¬ 
gramming,  cross  platform 
development,  and  scientife  pro¬ 
gramming  in  Unix  and  Windows 
using  Fortran,  C  and  C++. 
40hrs/wk.  M.S.  in  Computer 
Science,  Mathematics  or 
Electrical  Engineering.  2  yrs. 
exp  in  the  job  offered  or  2  yrs. 
related  exp.  in  scientific  pro¬ 
gramming,  including  numerical 
analysis  and  mathematical 
modeling.  $65,979/yr.  Apply  at 
the  Texas  Workforce 
Commission,  Houston,  Texas  or 
send  resume  to  the  Texas 
Workforce  Commission,  1117 
Trinity,  Room  424T,  Austin, 
Texas  78701.  JO  #TX0815742. 
Ad  Paid  by  An  Equal 
Opportunity  Employer. 


SOFTWARE  ENGINEERS 

needed  for  applications  pro¬ 
gramming  and  systems  design 
for  the  IBM  Mainframe  using 
data  and  process  modeling 
techniques.  Master's  required 
in  Math.  Computers, 
Engineering  or  any  related  cur¬ 
riculum,  plus  3  yrs.  experience 
in  any  occupation  performing 
the  job  duties  described  above. 
Employer  will  accept  Bachelors 
plus  5  yrs.  experience  In  place 
of  the  Masters  and  3  above 
mentioned.  Must  have  legal 
authority  to  work  in  the  U.S. 

Salary:  $75.CXX)/yr.  for  a  40 
hour  work  week. 

Interested  applicants  submit 
two  (2)  resumes  to  Job  Order 
#19983420,  P.O.  Box  8968, 
Boston,  MA  02114, 

#kd  paid  by  an  Equal 
Opportunity  Employer. 


Software  Engineer 

(multiple  openings):  Design, 
develop  and  implement  soft¬ 
ware  systems  to  determine  fea¬ 
sibility  of  design  and  directs 
software  testing  procedures, 
programming  and  documenta¬ 
tion.  Two  years  of  experience  in 
job  offered  or  as  a  computer 
professional  Including  two  years 
of  experience  with:  Oracle 
RDBMS,  Unix,  PI/SQL,  and 
Pro'C.  Work  requires  travel, 
relocation,  and  work  Involves 
some  evening  hours.  Bachelors 
degree  or  foreign  equivalent  in 
one  of  several  limited  fields: 
Computer  Scl/Apps,  Math, 
Chem.,  Physics,  or  Eng. 
Salary:  $65,000  per/yr,  full-time. 
Please  submit  resumes  to: 
Pittsburgh  East  Job  Center,  Mr. 
James  Woods,  Acting  Mgr., 
6206  Broad  St.,  Pgh,  PA 
15206.  Reference:  Job  Order 
No.  2030164. 


Software  Engineer 

Design  and  develop  graphical 
UNIX  applications.  Design  and 
develop  UNIX,  GUI's  and  appli¬ 
cation  code  using  C,  C++  and 
tools  such  as  Xllb,  Xt  and  Motif. 
Demonstrated  ability  to  design, 
develop  and  enhance  applica¬ 
tion  classes  to  support  graphics 
or  database  access  class 
libraries  using  C++. 
Demonstrated  ability  with 
implementing  2D  and  3D 
graphics  primitives  such  as 
curves  and  splines  (Bezier  and 
B-spline),  hidden  line  removal, 
mesh  generation,  clipping. 
$66,000/yr.  40  hr/wk.  9  a.m.  -  5 
p.m.  Must  have  2  yrs  exp.  and 
B.S.  in  Comp.  Sci.,  eng.  rel. 
field/equiv.  Send  2  resumes: 
Case  #  19983255,  P.O.  Box 
8968,  Boston,  MA  02114. 


Powerhouse  Program/ 
Analyst 

w/min.  2  yrs.  PH  exp.  To 
design,  prog.  &  test  custom 
mods.  To  our  SW  app. 
Must  have  extensive  exp. 
with  PH  QUICK,  QUIZ,  and 
QTP.  Ability  to  work  w/min. 
sup  &  interface  closely 
w/customers.  Bachelor's; 
deg.  in  Comp.  Sci.  or  equiv. 
work  exp.  Salary  $67k. 
Send  2  copies  of  resume 
to:  Job  Order  #2000-116, 
PO  Box  989,  Concord,  NH 
03302-0989. 


First  American  is  seeking 
Software  Engineer. 
Duties  include  research, 
design,  and  development 
of  computer  software 
systems,  programming, 
and  program  testing. 
Send  resume  to  Human 
Resources  Manager  - 
Technology,  8435  N. 
Stemmons  Freeway, 
Dallas,  TX  75247.  EOE 


Software  Engineer 

Design  and  develop  multi-tier 
business  applications  to  Web- 
enable  legacy  system 
Demonstrated  ability  to  develop 
applications  using  Java. 
Demonstrated  ability  to  design 
interfaces  in  C++  to  access 
backend  systems.  Knowledge 
in  writing  programs  to  access 
legacy  system.  $60,00(Vyr.  40 
hr/wk.  9  a.m.  -  5  p.m.  Must  have 
2  yrs.  exp.  (or  2  yrs  exp  in  relat¬ 
ed  occupation  of  Programmer 
Analyst/Systems  Analyst)  and 
B.S.  in  Comp.  Sci.,  eng,  rel 
field/equiv.  Send  2  resumes: 
Case#  19983358,  P.O.  Box 
8968,  Boston,  MA  02114. 


careers.com 


Dallas  based  IT  Co.  has 
multiple  openings  for 
Programmer/Analysts 
and  Software  Engineers. 
Please  send  a  resume, 
with  salary  history  & 
requirements  to: 
Information  Knowledge 
Group,  Inc,, 

Attn.;  Human  Resources, 
17440  N.  Dallas 
Parkway,  Suite  262, 
Dallas,  TX  75287 


Operations  Research  Analyst 

Suburban  healthcare  facility 
mgmt  firm  has  immediate  open¬ 
ing  for  newly  created  opera¬ 
tions  research  analyst  position. 
MS  deg  in  Industrial 
Engineering  or  equiv.  Req: 
Designing/developing  mathe¬ 
matical  decision  support  mod¬ 
els  to  manage  our  various  client 
healthcare  facilities.  Systems 
and  web  based  programming 
related  to  management  of 
healthcare  facilities. 

Competitive  salary  and  excel¬ 
lent  benefit  package.  Send 
resume  to:  Advanced 

Technologies  Group,  Inc.,  2607 
W.  22nd  St.  Ste  47,  Oak  Brook, 
IL  60523. 


MILLIONS  OF 
READERS 

MILLIONS  OF 
SURFERS 

ONLY 
THOUSANDS 
OF  DOLLARS 

TOTAL  IMPACT 
TOTAL 
SAVINGS 

Put  your  message  in 
IT  careers  and 
ITcareers.com  and 
reach  the  world’s 
best  IT  talent. 
ITcareers 


¥vhMr«  tha  bast  gat  battar 
1-800-782-2977 

IT  careers.com 
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Senior  Programming 

Analyst/Senior  Member  of 
Technical  Staff  who  will  be 
responsible  for  taking  a  staff 
role  In  Electronic  Product 
Development  Group  projects, 
Including  assisting  with  the 
research,  planning,  designing 
and  analysis  of  software  pro¬ 
jects;  performing  coding  and 
development,  testing,  docu¬ 
mentation,  and  maintenance  of 
the  system  using  object  orient¬ 
ed  analysis  and  design  para¬ 
digm,  C,  C+'t-  and  Visual 
Basic;  assuming  the  role  of 
technical  team  leader  In 
researching  the  target  applica¬ 
tion  requirements,  Including 
planning  and  designing  appli¬ 
cation  stnrcture,  and  analyzing 
the  pros  and  cons  of  each 
consideration.  Develops  pro¬ 
gramming  solutions  for 
assigned  projects  according  to 
specification;  testing  program¬ 
ming  solutions  developed  by 
team  members  and  self;  create 
program  annotations,  technical 
specifications,  help  text,  user 
documentation  and  artifacts 
using  Rational  Rose;  update, 
maintain,  and  enhance  prod¬ 
ucts  and  documentation;  and 
assist  external  and  internal 
customers  with  regard  to 
product  functionality. 

Participate  In  managerial  deci¬ 
sion  making  regarding  selection 
of  the  team  members. 
Delegate  project  assignments 
to  junior  programmers.  Work 
closely  with  the  business  units 
in  determining  the  product 
design.  Responsible  for  the 
development  and  demonstra¬ 
tion  of  prototypes.  Perform 
problem  solving  at  client  sites; 
forecast  and  other  estimations 
regarding  team  size,  develop¬ 
ment  time.  Involved  in  the 
product’s  full  life  cycle  from 
conceptualization,  design, 
development/implementation, 
quality  assurance,  customer 
support.  Must  have  a 
Master’s  degree  in  Computer 
Science.  Six  months  experi¬ 
ence  required  as  a  Senior 
Programming  Analyst/Senior 
Member  of  Technical  Staff  or 
six  months  experience  as  an 
Applications  Software 

Programmer.  Experience 
must  have  included  software 
development  using  object  ori¬ 
ented  analysis  and  design 
paradigm;  creating  and  main¬ 
taining  project  artifacts  using 
software  engineering  tools  such 
as  Rational  Rose;  software 
development  using  a  'full  life 
cycle"  approach  (product  con¬ 
ceptualization,  design,  devel¬ 
opment,  and  quality  assur¬ 
ance);  software  programming 
using  C,  C-i-f  and  Visual  Basic. 
40  hours  per  week,  8:00  a.m.  to 
5:00  p.m.,  $46,376.72  per  year. 
Must  have  proof  of  legal  author¬ 
ity  to  work  in  the  United 
States.  Send  copy  of  resume 
to  Iowa  Workforce  Center,  800 
Seventh  Street,  Cedar  Rapids, 
Iowa  52406-0729.  Please  refer 
to  job  order  IA1100991. 
Employer  Paid  Advertisement. 


Proficient  Business  Systems, 
Inc.  is  a  fast  growing  IT  services 
firm  with  Fortune  500  clients.  We 
are  currently  looking  for  IT  pro¬ 
fessionals  to  serve  as  program¬ 
mer  analysts  cind  software  engi¬ 
neers  with  experience  in  one  or 
more  of  the  following  areas; 

•  IBM  Programming  /  DBA: 
COBOL,  DB2,  IMS,  CICS, 
FOCUS,  VSAM,  JCL,  MVS 

•  Client  Server  programming 
/  DBA:  C,  C++,  VC++, 
PowerBuilder,  E-Commerce 
JAVA,  Visual  Basic,  HTML, 
Active  X,  Oracle,  SQL  Server, 
Informix,  Sybase, 

Developer  2000,  Perl 

•  ERP/ERM:  Oracle,  Siebel, 
Vantive,  Clarify,  BAAN,  SAP, 
Peoplesoft,  JDE 

•  System/Network  Admin: 
HP-UX,  AIX,  UNIX,  Unux, 
Windows  NT,  Solaris, 

CISCO  Routers,  Novell 
Networks 

•  Software  Engineering: 

TCP/IP,  UNIX,  Socket  pro¬ 
gramming  Entry  and  senior 
level  consulting  positions  are 
available.  A  Bachelor's  / 
Masters  degree  plus  relevant 
prolessionaT  experience  may 
be  required  for  most  positions. 

If  you  have  expertise  in  any  of 
these  areas  and  you  are  ready 
for  an  exciting  and  fulfilling 
career  then  send  your  resume  by 
tax  to  (847)  247  8471  or  by 
email  to  resumeOprobys.com 


INFORMATION  SYSTEMS  ANALYST/OEPARTMENT  HEAD.  Perform 
detailed  business  analyses  to  design,  implement  and  maintain  relation¬ 
al  food-manufacturing  database  system.  Modify,  customize,  and 
upgrade  existing  database  systems  including  SBT  Series  7.x,  SBT 
Professional  Series  3.x  database  system  in  both  MS  DOS  and  MS 
Windows  environment  to  re-engineer  inventory  control,  material  man¬ 
agement,  financial  analyses,  and  accounting  practices.  Design  and  pro¬ 
gram  database  applications  and  front-end  interfaces  for  all  departments 
in  the  company  by  using  MS  FoxPro,  Visual  Basic,  MS  Access,  SQL, 
and  CA-Clipper.  Administer  and  maintain  company's  LAN  network 
based  on  Novell  operating  system  under  IPX/SPX,  TCP/IP  protocols, 
Ethernet  topology  and  SNMP  management  including  system  configura¬ 
tion,  upgrade/optimization,  database  tuning  and  data  resource  security. 
Design  and  implement  system  disaster  recovery  plans,  system  backup 
and  restore  by  using  fault-tolerance  and  ArcServe  6.x  technology. 
Provide  proactive  maintenance,  day-to-day  end  user  technical  support 
for  computer  hardware,  software  and  network  related  problems. 
Responsible  for  information  system  communication  support,  Internet 
access,  and  E-mail.  40  hrs/wk.  M.S.  in  Computer  Engineering  or 
Computer  Science.  2  yrs.  exp.  in  job  offered  or  2  yrs.  related  exp.  as 
Software  Engineer  or  Programmer  Analyst  working  with  accounting  soft¬ 
ware  using  C.  $65,979/yr.  Apply  at  the  Texas  Workforce  Commission, 
Houston,  Texas  or  send  resume  to  the  Texas  Workforce  Commission, 
1117  Trinity,  Room  424T,  Austin,  Texas  78701.  J.O.  #TX0882504.  Ad 
paid  by  An  Equal  Opportunity  Employer. 


SOFTWARE  ENGINEER  to  design,  develop,  implement,  maintain, 
and  support  n-tier  and  2-tier  front  end  programs,  database  procdures, 
and  web  enabled  queries  for  credit  card  industry  applications  using 
Oracle,  SQL,  PL/SQL,  and  Delphi;  Write  Oracle  PL/SQL  queries  and 
tune  queries  for  maximum  performance;  Code  database  descriptions 
and  specify  indentifiers  of  database  management  systems:  Create 
tables  and  indexing  schemes;  Test  and  correct  errors,  and  refine 
changes  to  database;  Select  and  enter  codes  of  utility  program  to 
monitor  database  performance;  Create  and  publish  database  stan¬ 
dards;  Train  users.  Require:  M.S.  degree  (or  equivalent)  in  Computer 
Science,  an  Engineering  discipline,  or  a  closely  related  field;  Must 
have  a  demonstrated  ability  to  perform  stated  duties  gained  through 
previous  work  experience/academic  coursework  and  projects;  A.B.S. 
degree  with  an  additional  five  years  of  progressively  responsible 
experience  in  the  field  will  be  considered  the  equivalent  of  a  M.S. 
degree.  Salary:  $75,000  per  year,  8:00  am  to  5:00  pm,  M-F.  Send 
resume  to:  Stacy  Fluech,  HR  Specialist,  Nova  Information  Systems, 
Inc.  One  Concourse  Parkway,  Suite  300,  Atlanta,  GA  30328;  Attn:  Job  MK 


Systems  Consultant 

Provide  services  to  clients  in  design,  development  &  support  of  busi¬ 
ness  systems  &  applications;  design  &  develop  applications  &  mod¬ 
ules  for  financial,  manufacturing,  telecommunications  &  human 
resource  activities,  using  Windows  SDK,  Oracle,  Oracle’Case, 
Oracle’Forms,  ReportWriter,  PowerBuilder,  SQL’Sen/er,  SQL’Net  & 
Unix;  reengineer  modules  &  generate  reports  with  Crystal  Reports  & 
ERWin;  test  &  modify  systems,  install  &  implement  new  packages  & 
convert  systems  &  data  from  old  client  environment  to  Oracle  &  Unix 
environment;  provide  systems  security  &  technical  support  to  users. 
$59,529.60/yr.  40  hrs/wk,  M-F,  8  am-5pm.  Bachelor  or  Eng.  or  B.S.  in 
Computer  Sc.,  or  Computer  Eng.,  or  Electrical  Eng.  &  2  yrs.  exp.  in 
job  offered  or  2  yrs.  related  exp.  as  Systems  Analyst,  or  Programmer 
Analyst.  B.S.  may  be  foreign  equivalent  degree.  Must  have  proof  of 
legal  authority  to  work  permanently  in  the  U.S.  Position  located  in 
Naperville,  IL.  Send  2  copies  of  resume  &  cover  letter  to:  IL  Dept,  of 
Employment  Security,  401  S.  State  St.,  7  North,  Chicago,  IL  60605. 
ATTN:  Leonard  Boksa.  Ref.  #V-IL  22025-B.  An  Employer  Paid  Ad. 
No  callls. 


Senior  Software  Engineer.  Design  and  develop  traditional  two-tier 
client/server  applications  to  a  single  business  function,  process,  or 
service  using  MS  SQL  Server/Sybase  as  a  platform.  Analyze  and 
model  business.  Industry  and  application  specific  processes  and 
requirements  using  domain  knowledge.  Design,  develop,  implement 
and  test  Windows  GUIs  and  application  code  using  VB,  PowerBuilder. 
Work  with  database  back-end  access  and  development  using  ODBC, 
triggers  and  stored  procedures  with  database  systems  such  as  MS 
SQL  Server,  Sybase.  Work  on  Object  Cycle,  PVCS,  and  Case  Tools 
such  as  Power  Designer,  Demonstrated  ability  designing  and  devel¬ 
oping  reports  using  report  writers  such  as  Crystal  reports.  Report 
Smith,  Envision,  SQR,  Infomaker  or  other  commercial  report  writers. 
Demonstrated  ability  using  MS  SQL  Server,  Sybase  on  Windows, 
UNIX  platforms  such  as  HP,  IBM  RS  6000.  $70,000/yr.  40  hr/wk. 
9  a.m.  -  5  p.m.  Must  have  5  yrs.  exp.  (or  5  yrs  exp  in  related  occupa¬ 
tion  of  Systems  Analyst/Systems  Developer)  and  B.S.  in  Comp.  Sci., 
eng.  rel.  field/equiv.  Send  2  resumes:  Case  #19983345,  P.O.  Box 
8968,  Boston,  MA02114. 


Programmer  Analyst 

Design,  develop  and  test  computer  software  for  business  or  scientific 
applications.  Analyze  software  requirements  to  determine  feasibility  of 
design  and  design  software  system  testing  procedures.  Interface  with 
relational  and  object  oriented  databases  like  Oracle  and  Versant.  Use 
distributed  computing  technologies  like  Component  Object  Request 
Broker  Architecture  (CORBA)  and  Component  Object  Model  (COM). 
Use  web-based  technologies  such  as  Common  Gateway  Interface 
(CGI),  server  side  plug-ins  and  JAVA  servlets  for  e-commerce  applica¬ 
tions.  Develop  software  for  various  platforms  (Windows  95/NT  and 
UNIX)  using  expertise  in  C++,  JAVA,  Visual  C++,  and  GUI  development 
for  Windows  95/NT  and  expertise  in  software  configuration  process 
using  source  code  control  software.  Requires  a  Bachelor  of  Science 
degree  in  Engineering  or  Computer  Science  and  two  years  experience 
in  job  offered  or  two  years  related  programming  experience.  40  hour 
work  week.  $65,562  per  year.  Submit  resume  to  the  Pennsylvania  Job 
Center  at:  Mr.  James  J.  Mackin,  Manager,  Beaver  Falls  Job  Center, 
2103  Ninth  Avenue,  Beaver  Fails,  Pennsylvania  15010.  Job  Order 
#9105987.  Ad  paid  by  an  Equal  Opportunity  Employer. 
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Local 

Partnerships 


Experience.  Power.  Diversity.  The  strength  of  a  full-service, 
global  IT  consulting  firm.  The  convenience  of  multiple 
locations  to  pinpoint  both  our  customers’  and  consultants’ 
needs.  We  are  Complete  Business  Solutions,  Inc.  (CBSI), 
providing  superior  business  strategies  across  all  industries 
and  throughout  the  country. 

Denver,  CO  •  Los  Angeles,  CA  •  Milpitas,  CA 
Phoenix,  AZ  •  Portland,  OR 
Sacramento,  CA  •  Seattle,  VfA 

Since  1978,  CBSI  has  focused  on  supplying  state-of-the-art 
client/server  and  Internet  systems,  comprehensive  facilities 
and  enterprise  network  management  and  structured 
software  engineering.  Recognized  by  Business  Week  as  on  of 
the  top  100  growth  companies  of  1998,  our  competitive 
advantage  is  the  result  of  an  incredible  team  of  resources  and 
networked  approach. 

Over  500  companies  nationwide  rely  on  us  for  expert  IT 
assistance.  And  it’s  people  like  you  that  will  set  us  apart  from 
the  competition.  Find  out  more  about  CBSI  today! 


@1 


careers.com 


We  are  currently  seeking  technical 
professionals  with  experience  in  the  following 
skill  sets: 

E-Commerce  Architects 
Data  Warehouse  Architects 
Visual  Basic,  C-f-f  and  Java 
Developers 

Manufacturing  Process  Sr. 
Managers,  Managers  &  Analysts 

In  addition  to  cutting  edge  opportunities,  we 
offer  a  full  range  of  excellent  benefits, 
including: 

•  Premium  Paid  Health  and  Dental  Plan 

•  Disability  Insurance 

•  Flexible  Spending  Account 

•  Retirement  Plan,  including  a  401(k) 

Profit  Sharing  Plan 

•  Education  Assistance  and 
Project-Related  Training 

•  Paid  Time  Off  and  Holiday  Leave 

Empower  your  career  by  joining  a  market 
leader  with  amazing  growth  potential. ..CBSI. 
In  addition  to  cutting  edge  opportunities,  we 
offer  a  full  range  of  excellent  benefits.  Please 
forward  your  resume  to:  CBSI,  Attn:  Theresa 
Osbume,  1600  NW  Compton  Drive,  Suite 
210,  Beaverton,  OR  97006  or  fax  to:  (503) 
748-8001.  E-mail:  tosburne@cbsinc.com 


©CBS 

Complete  Business  Solutions.  Inc 


WWW.CBSINC.COM 

CBSI  is  protid  to  be  an  Equal  Opportunity  Employer 


CO#MD9684227  -  Senior  Software  Engineers  needed  to  work  exten¬ 
sively  in  analysis,  design,  customization,  implementation  and  training 
phases  of  Oracle  Financials  &  Manufacturing  package  and  manage 
others  doing  the  same.  Design  and  document  enhancements  for 
business  uses.  Improve  work  flow,  assessing  user  needs  and  coordi¬ 
nating  developers'  work  to  achieve  the  best  solutions  in  areas  such 
as  Order  Entry,  Account  Receivables,  Inventory,  Purchasing,  Bill  of 
Materials,  etc.  using  Oracle  Tools  such  as  Oracle  Forms  4.5.,  Oracle 
Reports  2.5  and  2.0,  SQL*  forms  2.3,  PL/SQL,  SQL’  Plus,  SQL’ 
Loader,  Pro’C,  SMARTDB,  etc.  Analyze  the  workload  on  DB  Servers 
and  study  various  Data  Structures  to  identity  Data  to  be  purged  or 
archived  based  on  user  requirements.  Monitor  enhancements  or  cus- 
tomizations  of  Oracle  Application  Packages  and  create  test  plans  for 
business  users.  Fine  tune  the  Oracle  applications  to  improve  perfor¬ 
mance  and  efficiency  though  code  optimizations:  enhance  algo¬ 
rithms.  Other  responsibilities  include  System  Integration,  Open 
Interfaces,  AOL  (Application  Object  Library)  Object  Maintenance  and 
Migration,  Technical  Documentation  of  enhancements  and  cus- 
tomizations  to  ensure  smooth  migrations,  and  Code  Maintenance. 
Sal  @  $77K/yr;  O/T  @  $38.50/hr;  40  hr/wk;  9-6  p.m.;  reqs  MS  in 
Comp.  Sci.  or  rel.  field  and  lyr  of  experience  in  Oracle  Financials  and 
Manufacturing  Package.  Mail  two  copies  of  resume  and  copy  of  this 
ad  to  Department  of  Labor,  Licensing  and  Regulation,  1100  North 
Eutaw  Street,  Room  201,  Baltimore,  Maryland  21201.  Job  Order  No. 
9684227.  Job  Location:  Columbia,  Maryland  and  multiple  sites  in  the 
United  States. 


Software  Engineer  and  Senior  Software  Engineer  Positions  to  design, 
develop  and  implement  software  systems  to  determine  feasibility  of 
design  and  directs  software  testing  procedures,  programming  and 
documentation.  Work  involves  extensive  travel  and  frequent  reloca¬ 
tion.  Must  have  one  year  of  experience  in  job  offered  or  as  a  com¬ 
puter  professional  as  well  as  one  year  of  skills  in  field.  Bachelors  or 
Masters  degree  in  one  of  several  limited  fields:  Computer 
Science/Apps,  Engineering,  Chemistry.  Math,  Physics,  or  scientific  or 
business  related  field.  Will  accept  Bachelors  degree  with  five  of  pro¬ 
gressive  experience.  Salary:  $65,000  to  $105,000  per/yr,  40  hrs/wk., 
9:00-5:00  p.m.  Please  submit  resumes  to:  Mr.  Anthony  Gebicki, 
Manager,  Westmoreland  County  Careerlink,  300  E.  Hillis  Street, 
Youngwood,  PA  15697-1808:  Job  Order  No.:  7059808 

RDBMS;  DB2,  Informix,  Oracle,  FoxPro,  MVS,  Novell,  UNIX. 
VAX/VMS,  Windows,  APT,  Crystal  Reports,  C,  C++,  COBOL. 

Oracle  RDBMS:  Designer  2000,  Developer  2000,  Oracle  RDBMS, 
Oracle  Applications,  SQL’Plus,  Pro’C,  PL/SQL,  SQL’Forms, 
SQL’Reports. 

GUI  and  Internet  Applications:  Windows  95,  Windows  NT,  Visual  C, 
Visual  C++,  C,  C++,  Visual  Basic,  PowerBuilder,  TCP/IP,  HTML. 
MFC.  CGI,  MTS. 

Mainframe;  IBM3090,  IBM  ES900,  MVS,  IMS,  CL/400.  CICS,  TSO, 
VSAM,  CQBOL,  JCL,  AS/400 

PeopleSoft,  SAP  or  Baan 


Senior  Forecasting  Specialist  (2  positions).  Develop  project  plans  and 
time  lines,  and  coordinate  and  negotiate  project  plans  with  other  team 
members.  As  team  leader,  ensure  that  projects  are  complete,  accurate 
and  on  time.  Provide  direction  and  technical  help  to  junior  team  mem¬ 
bers.  Prepare,  develop  and  report  forecast  analyses  for  senior  man¬ 
agement.  Develop  accurate  forecasts  that  allow  operations  to  develop 
manpower  requirements  for  short-term  operating  requirements,  as 
well  as  annual  and  long-range  planning.  Analyze  operating  statistics 
and  components  of  the  operations  using  statistical  and  modeling  tech¬ 
niques.  Develop  predictive  models  in  SAS  for  operational  volumes  for 
all  areas  of  customer  service,  including  freight,  trace,  customer  sup¬ 
port  and  international  operation  requirements.  Develop  advanced, 
flexible  computerized  forecasting  systems  using  SAS.  Develop  access 
to  forecasts  via  online  databases  and  reporting  systems.  Define  data 
requirements  and  create  databases  using  ACCESS  to  support  analy¬ 
sis  and  forecasting  purposes.  Requirements:  Master's  or  foreign 
degree  equivalent  in  statistics,  math,  economics,  operations  research 
or  related  field  plus  3  years  of  experience  in  offered  position  or  in  fore¬ 
casting.  business  analysis  and/or  operations  research  using  advanced 
computer  modeling  techniques  OR  bachelor's  or  foreign  degree  equiv¬ 
alent  in  statistics,  math,  economics,  operations  research  or  related 
field  plus  5  years  of  progressive  experience  in  offered  position  or  in 
forecasting,  business  analysis  and/or  operations  research  using 
advanced  computer  modeling  techniques.  Stated  experience  must 
have  included  at  least  1  year  with  SAS  and  1  year  with  ACCESS  or 
similar  database  software.  Salary  range:  $46,061 -71, 580/yr. 
40  hrs/wk,  M-F,  8:00  a.m.  to  5:00  p.m.  Position  located  in  Memphis, 
TN.  Job  order  #TN6201215.  Send  resumes  to  Barbara  Galloway,  TN 
Department  of  Labor.  Alien  Employment  Certification  Unit.  500  James 
Robertson  Parkway,  11th  Floor,  Nashville.  TN  37245-1200. 


Software  Engineer 

Develops,  implements  and  optimizes  the  high  speed  floating  point 
DSP  (digital  signal  processing)  algorithms  for  the  DAQ  (data  acquisi¬ 
tion)  subsystem  of  the  company's  proprietary  medical  image  diag¬ 
nostic  equipment,  such  as  Cardiac  MRI  (magnetic  resonance  imag¬ 
ing).  Develops  real-time  firmware,  including  diagnostics  and  applica¬ 
tion  code  tor  the  embedded  micro-controller/microprocessor  used  in 
the  data  acquisition  sub  system.  Conducts  problem  troubleshooting, 
analysis  and  SPR  resolution  and  performance  enhancements  for  the 
products.  Interacts  with  cross-functional  development  teams,  includ¬ 
ing  both  Hardware  and  Software  Engineers  to  define,  develop  and 
evaluate  new  applications.  Drives  Six  Sigma  quality  initiatives  and 
activities  in  MR  software  engineenng  development,  assists  in  intro¬ 
ducing  innovative  changes,  and  improves  the  software  engineering 
process  to  minimize  the  software  development  cycle.  Required  is  a 
Master  of  Science  degree  in  Electrical  Engineering  and  one  (1)  year 
of  experience  in  the  position  being  offered  or  one  (1)  year  of  experi¬ 
ence  in  the  related  occupation  of  Graduate  Research  Assistant.  As 
part  of  the  required  experience  in  the  position  being  offered  or  in  the 
related  occupation,  the  applicant  must  have  had  expenence  in  real¬ 
time  embedded  system  or  digital  signal  processing  application  design 
and  programming;  had  expenence  with  C/C++  and  assembly  lan¬ 
guage  programming  for  Unix  workstations:  and  had  expenence  with 
digital  and  analog  circuits  design.  Monday  through  Friday:  8:30  AM  to 
5:30  PM;  40  hours  per  week:  $59,102.16  annually.  Qualified  appli¬ 
cants  can  submit  two  (2)  copies  of  resurrre  and  cover  letter  to:  Mike 
Brooks,  File  #C101279;  DWE-ALC:  PO  Box  7972:  Madison. 
Wisconsin  53707-7972.  Reference  File  #C101279. 
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IT  Careers  in 
-Business/E-Commerce 


by  Carole  Hedden 


While  the  last  three  years  have  found 
information  technology  pros  scrambling 
to  prevent  any  Y2K  bugaboos,  the  year 
2000  is  all  about  e-business  -from 
managing  customer  relationships,  to 
money  and  stock  transactions,  to 
improving  internal  networks  with 
employees.  The  opportunities  abound, 
from  architecture  to  database  analysis 
and  management. 


Out  of  the  way  Y2K,  E-Business 


is  2000’ s  Front  Burner 


Ernst  &  Young 
Applications  Services 

Chicago,  IL 

A  wholly  owned  subsidiary  of  Ernst  &  Young  LLf? 
Ernst  &  Young  Applications  Services  (EYAS)  helps 
clients  who  have  huge  backlogs  of  changes  and 
modifications  to  existing  systems,  requiring  the 
development,  integration  and  support  of  systems 
applications.  "We  help  our  clients  re-platform  into 
newer  technology,”  explains  Bruce  Shoger,  chief 
operating  officer  for  the  unit.  “We  are  gearing  up 
for  e-commerce  improvements,  web  page  con¬ 
struction  and  JAVA  tools  -  anything  that  enables 
our  clients  to  mine  the  data  in  existing  systems  or 
databases  without  completely  replacing  them.” 

The  company  has  added  more  than  100  JAVA 
developers  in  the  past  three  months  and  can  see 
maintaining  this  type  of  hiring  level  throughout 
2000.  “There  are  two  categories  of  people  we 
need,”  says  Shoger.  “We  need  specific  skill  sets 
and  experience  in  open  systems,  object-oriented. 


maybe  some  C+-i-  or  JAVA.  But  we  also  need  entry- 
level  people  who  may  not  have  the  experience, 
but  who  do  have  computer  science  or  technical 
degrees  that  provide  the  fundamentals  of  analysis 
through  development.” 

The  Ernst  &  Young  Applications  Services  unit 
operates  somewhat  differently  from  the  major  con¬ 
sulting  firms.  “Our  philosophy  is  that  you  should 
be  able  to  live  and  work  in  the  same  city.  We’re 
building  centers  in  major  metro  areas  as  our 
client  demand  grows,”  says  Shoger. 

To  assist  in  developing  skills,  EYAS  is  establish¬ 
ing  centers  of  expertise.  “These  are  built 
around  technical  and  thought  leaders  who  will 
develop  folks  who  work  for  EYAS,”  says  Shoger. 
“It’s  the  job  of  these  centers  to  push  beyond 
the  work  to  what  will  be  needed  in  the  future. 

It’s  the  core  of  our  professional  development 
program.  We  won’t  have  to  wait  until  a  new  tech¬ 
nology  becomes  generally  accepted  in  the  mar¬ 
ketplace,  because  our  people  will  be  ready 
before  that  point.” 


Shoger  says  EYAS  can  offer  the  best  of  both 
worlds.  “We  are  a  place  where  advanced  thinking 
and  training  are  under  way,  and  you’ll  get  a  mini¬ 
mum  of  80  hours  of  training  every  year.  Our 
clients  are  those  that  set  the  standards  in  their 
industry.  And,  here,  every  year  is  a  new  year.” 


Information  Control 
Corporation 

Columbus,  OH 

Information  Control  Corporation  started  out  as  a 
value-added  reseller  just  over  20  years  ago. 

Today,  however,  the  company  is  a  noted  player  in 
the  field  of  full  systems  consulting  in  emerging 
technologies.  With  just  over  200  employees,  the 
company  offers  the  speed  and  flexibility  for 
employees  to  build  their  capabilities  and  take  on 
the  most  intriguing  of  projects. 

ICC  operates  in  three  categories.  Professional 
Services  is  the  consulting  arm,  where  applications 
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are  developed  and  supplied  to  customers. 
Technical  Services  designs,  supports  and  oper¬ 
ates  networks  for  ICC’s  customers.  The  third 
area,  Project  Services,  is  an  outsourcing  service 
that  delivers  turn-key  solutions  to  customers. 

"We  plan  to  hire  about  100  people  in  the  coming 
year,”  says  ICC  CEO  John  Kratz.  “Ideally,  we're 
looking  for  someone  with  development  experi¬ 
ence,  who  has  worked  on  complex  projects  using 
JAVA,  C-i-t-,  Visual  Basic  and  relational  database 
development.  There  are  plenty  of  people  with  the 
right  buzz  words  on  their  resume,  but  we  are  look¬ 
ing  for  those  who  have  applied  the  knowledge  in 
complex  projects.” 

The  company  offers  opportunities  to  those  with 
the  ability  to  lead  and  transfer  knowledge  and 
also  to  those  interested  in  providing  support  to 
teams  and  customers. 

Training  and  development  are  critical  to  this  small 
firm.  "We  customize  the  training  and  development 
to  the  individual,  to  build  technical  and  project 
skills,  but  also  in  the  areas  of  analysis  and  com¬ 
munication,”  Kratz  adds.  “There  is  no  defined 
career  path  in  a  firm  like  ours.  Our  philosophy  is 


and  change  to  the  e-business  environment.  "We 
manufacture  and  deliver  a  wide  range  of  indus¬ 
try-leading  communications  equipment,  net¬ 
works  and  software  that  enable  e-business,” 
explains  Sandi  Clarey,  Lucent  recruiting  manag¬ 
er.  "They  range  from  high-capacity  optical  net¬ 
working  systems  for  communications  service 
providers,  to  communications  switches  for 
small  businesses. 

“We  also  offer  Customer  Relationship  Management 
(CRM)  solutions,  which  provide  businesses  with 
systems  and  software  that  help  build  and  maintain 
long-term  relationships  with  customers.” 

One  of  the  hot  project  areas  for  Lucent  this  year 
is  customer  relationship  management  tools.  “The 
secret  to  business  is  developing  and  maintaining 
long-term  relationships,”  she  says.  "Companies 
need  a  strong  system  to  sustain  top  of  the  line 
growth.  People  expect  better  service  than  ever, 
and  they  are  tough  customers.  Companies  need 
tools  to  help  them  handle  their  millions  of  cus¬ 
tomer  contacts." 

Lucent  is  also  involved  in  multi-media,  comput¬ 
er  telephony,  workflow,  predictive  tools  and 


NOVO 

San  Francisco,  CA 

Building  an  e-business  system  is  one  thing.  At 
NOVO,  the  goal  is  to  evolve  an  e-business  entity, 
from  strategy  and  planning  to  how  the  e-business 
looks  and  responds  to  customers.  A  privately 
held  firm,  NOVO  has  U.S.  offices  in  San 
Francisco,  New  York,  Los  Angeles  and  Detroit. 
Clients  range  from  Continental  Airlines  and 
General  Motors  to  Ernst  &  Young  and 
Levi-Strauss  &  Co. 

NOVO  offers  clients  a  collaboration  of  disciplines  - 
business  planning,  engineering,  creative  and  market¬ 
ing,  as  well  as  e-business  implementation.  NOVO’s 
Rapid  Customer  Value  Deployment  methodology 
creates,  measures  and  develops  end-user  value. 

“We  believe  that  real  market  evolution  will  be  dictat¬ 
ed  not  by  companies,  but  by  consumers,”  explains 
NOVO’s  CEO  Kelly  Rodriques.  “This  dynamic  requires 
that  traditional  agencies  partner  much  closer  with 
the  product  development  teams  than  they  have  in 
the  past.  We  can’t  approach  the  Internet  as  simply  a 
new  sales  channel,  but  as  an  interactive  services 


geared  to  the  individual  -  not  a  repetitive  track, 
but  rather  geared  to  you.  That’s  the  biggest 
advantage  to  working  at  ICC. 

“This  is  a  great  place  to  build  your  career.  You’ll 
be  exposed  to  diverse,  high  visibility  projects,” 
says  Kratz.  “These  are  projects  that  are  critical  to 
our  customers’  ability  to  move  fonward  so  it’s  a 
results-oriented  environment.” 


Lucent  Technologies 

Murray  Hill,  NJ 

When  Lucent  Technologies  became  an  indepen¬ 
dent  company,  separated  from  AT&T,  four  years 
ago,  it  became  the  breeding  ground  for  new 
technologies  and  ideas.  Manned  by  Nobel  Prize 
winners  and  the  top  thinkers  in  the  technology 
world.  Lucent  today  is  helping  businesses  adapt 


interactive  voice  systems.  “It’s  a  very  volatile 
business  where  we  have  new  developments  on 
a  regular  basis,”  says  Clarey.  “To  develop 
these  kinds  of  tools,  we  need  people  with 
experience  in  the  field.  We  do  some  college 
recruiting,  but  we’re  looking  for  people  who 
have  developed  or  implemented  systems  for 
call  centers,  with  project  management  skills 
and  the  engineering  know-how. 

“Just  as  important  as  these  technical  skills,  we 
need  people  who  have  a  ‘fire’  inside  them  to  eat 
up  the  competition,”  adds  Clarey. 

Lucent  focuses  on  each  employee  being  in 
charge  of  his  or  her  career,  supported  by  an 
extensive  team  of  mentors  and  education  offer¬ 
ings.  “We  offer  opportunities  in  90  different  coun¬ 
tries,  so  this  is  a  company  that  has  learned 
about  being  global  and  operating  in  a  diverse 
environment,”  says  Clarey. 


medium  that  demands  the  collaboration  of  technolo¬ 
gy,  business  strategy  and  marketing. 

“NOVO  is  looking  to  hire  individuals  with  strength 
and  knowledge  in  their  particular  discipline  and 
that  are  interested  in  sharing  their  knowledge  in  a 
learning-focused  environment,”  adds  Rodriques. 
“We  want  people  who  are  looking  to  have  a  great 
time  while  they  create  excellent  work  for  our 
clients  and  who  understand  the  awesome  implica¬ 
tions  of  helping  to  build  the  digital  world." 


Origin  Technology 
in  Business 

Dallas,  TX 

Origin  Technology  in  Business  expects  to  grow  10 
fold  in  the  next  three  years.  The  firm  is  part  of 
Origin,  a  global  company  serving  the  e-business 


market  from  its  base  in  the  Netherlands.  The  par¬ 
ent  company  operates  in  32  countries,  providing 
ERP  and  technology  integration,  support  and 
development,  desktop  systems  and  networking, 
database  management,  mainframe  and  mid-frame 
architectures.  With  $2  billion  in  revenues,  the 
company  continues  to  grow,  with  e-business  at 
the  forefront  of  that  growth. 

“We’ve  seen  a  lot  of  activity  surrounding  cus¬ 
tomer  relationship  management  and  supply  chain 
management,”  says  Matt  Semrad,  director  of 
e-business  solutions  in  North  America.  “But  the 
most  immediate  opportunity  is  surrounding 
employee-oriented  applications  to  improve  how 
organizations  perform.  We’ll  be  customizing  the 
enterprise  portal  for  employees  -  to  address 
areas  ranging  from  procurement  to  human 
resources,  to  time/expense  to  managing  corpo¬ 
rate  knowledge  in  core  business  processes  like 
research  and  development.” 

The  company  is  looking  for  individuals  with  business 
consultancy  skills.  “That’s  where  this  business  starts,” 
says  Ann  Wurster,  vice  president  of  professional  ser¬ 
vices.  “We  need  people  who  know  business,  know 
customers  and  know  the  manufacturing  environment. 
The  technical  skills  range  from  architecture  to  web- 
based  transaction  to  distributive  computing.” 

Origin  prides  itself  on  its  global  presence.  “You’ll 
be  working  with  some  of  the  top  100  companies  in 
the  world,”  says  Wurster.  “Yet  with  that  worldwide 
scope,  there’s  an  entrepreneurial  approach.  While 
we  expect  fast  growth  here  in  the  United  States, 
we’re  also  seeing  strong  growth  in  the  United 
Kingdom,  the  Netherlands,  Germany  and  France.” 

“We’re  looking  to  grow  at  a  fast  rate  in  multiple 
markets  so  those  coming  to  work  at  Origin  will 
see  opportunity  and  exposure  in  technical  and 
business  development,”  adds  Semrad.  “The 
hottest  areas  in  the  states  are  Dallas,  the 
Midwest  and  the  East  Coast.”  Origin  has  develop¬ 
ment  centers  in  Cincinnati  and  Washington,  D.C. 


PaineWebber 

New  York  City 

When  PaineWebber  launched  its  online  customer 
presence  three  years  ago,  the  route  of  e-business 
was  still  being  defined.  Today,  the  firm  is  moving 
ahead  aggressively  to  provide  clients  with  exten¬ 
sive  online  access  to  research  and  other  account- 
related  information,  to  enhance  relationships 
between  financial  advisors  and  clients. 

Natalie  Leone,  corporate  vice  president  for  staffing, 
says  the  firm  will  be  taking  on  new  projects  during 
the  coming  year.  One  such  project  is  to  continue  to 
build  and  enhance  PaineWebber’s  online  services. 
T-t-1  is  another  major  effort. 


“Currently  stock  exchange  trades  are  settled 
within  three  days.  We’ll  be  moving  to  an  immedi¬ 
ate  system,  one  in  which  processing  will  occur  in 
real  time  to  permit  trades  to  settle  the  next  day,” 
says  Leone. 

To  address  existing  and  new  projects,  Leone  is 
looking  for  individuals  with  experience  in  multi¬ 
platforms,  web,  mainframe  and  client/server  envi¬ 
ronments,  telecommunications,  system  architec¬ 
ture  and  database  management  and  modeling. 
The  company  offers  extensive  career  and  profes¬ 
sional  development  opportunities,  including 
on-site  degree  programs  through  Rutgers 
University  and  Stevens  Institute  of  Technology. 
“The  marketplace  is  very  competitive,”  Leone 
admits.  “We’ve  launched  an  employee  referral 
program  named  E-VOLUTION  to  attract  the  talent 
we  need.  The  idea  is  to  encourage  employees  to 
refer  others  to  the  company,  because  that’s 
where  we  have  the  greatest  recruiting  success.” 

Individuals  will  be  hired  to  work  on  team  projects, 
primarily  in  the  Manhattan  or  Weehawken,  NJ, 
offices.  “We  plan  to  hire  approximately  550-700 
people  in  the  IT  area  in  the  coming  year,”  adds 
Leone.  Currently,  the  IT  group  includes  approxi¬ 
mately  1,900  people. 

“PaineWebber  is  a  large  firm  with  an  entrepreneur¬ 
ial  feel,”  Leone  explains.  “We  put  significant 
resources  into  employee  training  and  development 
and  encourage  employees  to  work  toward  achiev¬ 
ing  career  goals  and  personal  life  balance,  through 
programs  such  as  telecommuting  and  flex  time.” 


SkillsVillage.com 

Sarita  Clara,  CA 

SkillsVillage.com  views  itself  as  the  community  of 
IT  experts,  serving  as  an  online  trading  communi¬ 
ty  that  matches  hiring  managers  with  IT  contrac¬ 
tors  and  staffing  companies.  It’s  an  e-business 
serving  the  e-business  world. 

“We  are  not  a  job  board,”  explains  Chris  Wong, 
president  and  CEO.  “It’s  a  more  complete  service 
of  staffing  procurement  for  corporate  clients." 
Independent  contractors  use  the  exchange  to  bid 
on  projects  or  to  expose  themselves  to  project 
opportunities.  “When  we  first  started  the  compa¬ 
ny,  one  thing  that  was  clear  was  that  we  wanted 
to  serve  both  the  independent  contractor  and  the 
hiring  manager,”  says  Wong.  “We  wanted  to 
make  the  process  more  efficient.” 

To  serve  both  client  and  contractor, 
SkillsVillage.com  has  developed  a  number  of 
tools,  including  time  entry,  job  evaluation,  time 
approval  and  others.  Key  to  the  system  is  the 
digital  portfolio,  which  updates  contractor  skills 
electronically  and  in  real  time.  “As  information 
feeds  in,  in  terms  of  the  projects  a  contractor 
has  worked  on  and  evaluations  they  receive, 
these  become  part  of  the  contractor’s  portfolio 
-  which  gives  the  hiring  manager  a  better  view 
of  the  actual  experience  and  capability  of  a 
contractor,”  says  Wong.  The  portfolio  replaces 
the  resume. 

“You  need  to  have  a  resume  because  it’s  the  only 
common  denominator  between  candidates  look¬ 
ing  to  be  placed  on  projects,”  he  says.  “There  are 
inefficiencies  inherent  with  a  resume  -  it’s  written 
by  me  for  me.  What  we  found  is  that  our  clients 
need  more  details  about  job  history  -  what  pro¬ 
jects  people  work  on,  the  depth  of  the  project, 
more  authenticated  data.  That’s  what  the  digital 
portfolio  provides.” 

Wong  sees  the  advantages  to  the  contractor  as 
simple.  "You  probably  hate  updating  your 
resume  yet  it’s  your  primary  marketing  platform. 
Our  system  does  it  for  you.  You  also  get  a  whole 
set  of  tools  to  run  your  business,  for  free.  Our 
focus  is  on  finding  you  jobs  and  giving  you  the 
tools  to  manage  your  own  business.  We  plan  to 
continuously  expand  the  footprint  for  this 
operation." 

SkillsVillage.com  currently  has  8,000  inde¬ 
pendent  contractors  in  its  database,  with 
5,000  in  the  backlog.  “The  key  isn’t  registra¬ 
tion  for  our  business,"  says  Wong.  “The  key 
to  our  success  is  whether  you  have  a  digital 
portfolio  which  gives  corporate  buyers  the 
ability  to  explore  and  find  the  right  people  to 
meet  their  requirements.” 
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Systems  Analysts 

North  Bethesda.  MD.  (Multiple 
Positions)  Develop  CGI, 
client/server  soltware  lor  biomed¬ 
ical  applications,  including 
sequence  comparison,  sequence 
alignment  algorithms,  biological 
database  development,  contig 
assembly  algorithms,  protein 
and  DNA/RNA  sequence  analy¬ 
sis  methods  and  algorithms 
using  C/C-f-r,  Perl,  SQL,  CGI, 
HTML  and  Oracle  or  Sybase 
databases,  relational  databas¬ 
es,  Shell  Script  languages  lor 
OS  Windows  NT  and  Unix, 
Reqd,  B.S.C.S.  or  related  field 
and  2  yrs  relevant  experience. 
M-F,  40hrs/wk.  Send  Resume  to 
K.  Durazo,  HR,  Ret.  #  201, 
InforMax,  Inc.,  6010  Executive 
Blvd.,  10th  FI.,  N.  Bethesda,  MD 
20852. 


Computers:  Head  of  Technology, 
Manh,  NY-  Supv.  &  coord,  the 
delivery  of  info,  technology  & 
telecommunications  svces. 
Manage  tech,  staff  members  & 
have  authority  over  tech,  design 
for  computers  &  networks. 
Direct  analysis  of  business 
req'mnts  lor  technology  &  trans¬ 
lation  of  req'mnts  into  technolo¬ 
gy  designs.  Manage  the  imple¬ 
mentation  of  a  new  computer  & 
network  infrastructure  for  a 
planned  corporate  expansion, 
&  for  new  developments.  Req'd: 
Bach,  degree  in  Comp.  Sci.  or 
Technology  or  Electronics  &  1  yr 
of  exp.  In  the  above  job,  or  as 
Managing/Principal  Consultant, 
40  hrs/wk,  9am-5pm,salary 
commensurate  w/exp.  Please 
send  your  resume  &  cover  letter 
describing  your  qualifications  to 
Ms.  Nolty.Oppenheimer  Capital, 
1345  Avenue  of  the  Americas 
NY.NY  10105-4800,  or  fax  to 
{212)739-3941,  no  phone  calls, 
please. 


Client  Server  Application  Architect 

40  hrs/wk,  8:00  a.m.  to  5:00  p.m.  Job  and  interview  in  Miami,  Florida. 
Salary  $72,000/yr.  Must  have  B.S.  with  major  in  Computer  Science, 
Engineering,  Mathematics,  or  equivalent,  and  3  yrs.  exp.  in  job 
offered.  Responsible  for  development  of  ORACLE  applications  and 
client  server  access  option.  Design,  develop,  test,  integrate,  imple¬ 
ment,  and  document  ORACLE  software  relating  to  financial  applica¬ 
tions,  using  knowledge  of  SQL;  ORACLE  Forms;  SQL  Plus  and 
PL/SQL;  ORACLE  RDBMS  (relational  data  base  management  sys¬ 
tems);  ORACLE  Reports;  ORACLE  Alerts;  and  ORACLE  Financial 
Applications  (General  Ledger,  Accounts  Payable,  Fixed  Assets, 
Purchasing,  and  Inventory).  Develop  stored  procedures  and  triggers 
for  application  of  ORACLE  financial  programs  and  ORACLE  reports, 
alerts,  and  forms.  Often  acts  as  a  project  team  leader.  Support  data¬ 
base  administrator  as  required.  Assist  end-users  working  with  ORA¬ 
CLE  applications.  Develop  and  enhance  UNIX  scripts.  Create  appli¬ 
cation  documentation.  Assist  in  all  phases  of  ORACLE  application 
development.  Work  with  customers,  vendors  and  technical  staff  to 
resolve  problems  with  software  and  improve  and  enhance  ORACLE 
software  to  meet  customers'  needs.  Send  resume  to  Bureau  of 
Workforce  Program  Support,  P.O.  Box  10869,  Tallahassee,  FL  32302, 
Job  Order  #FL2042961 .  EOE. 


Analyst  II,  Oracle  DBA 

Perform  Oracle  software  installs 
and  upgrades  and  maintain 
third  party  tools.  Develop  and 
implement  backup/recovery 
strategies.  Participate  in  logical 
and  physical  design  sessions. 
Write  and  tune  PL/SQL  and 
SQL.  Create,  monitor  and  opti¬ 
mize  the  database  and  use 
advanced  Oracle  features  such 
as  triggers  and  stored  proce¬ 
dures.  Must  have  a  BS  degree 
in  CS.  Will  accept  equivalent 
progressive  work  exp.  in  lieu  of 
a  BS  degree.  Ability  to  use; 
UNIX,  NT,  &  Oracle  also 
required.  40.0  hr/wk. 
$62,000/Yr.  8:30  AM-5:30  PM 
Applicants  send  resume  to: 

J.  Falk 

Human  Resource  Department 
5985  State  Bridge  Road 
Duluth,  GA  30097 


Marketing  Coordinator 

N.  Bethesda  MD.  Coordinate  & 
provide  technical  assistance 
marketing  biotech  software 
products  &  services  in  US  & 
Europe.  Provide  bioinformat¬ 
ics/scientific  support  to 
European  sales  team.  Perform 
customer  site  demonstrations 
for  desktop  &  client-server 
biotech  software  solutions  for 
PC,  Mac,  &  Unix.  Develop  & 
implement  marketing  strategies 
to  maintain  &  expand  client 
base  among  European  pharma¬ 
ceutical  &  biotech  companies  & 
research  institutes.  Reqd. 
B.S.C.S  &  2  yrs  exp.  w/exp.  in 
biotechnology  &  bioinformatics 
software  &  post-secondary  edu¬ 
cational  background  in  biolo¬ 
gy/molecular  biology.  M-F, 
40hrs/wk,  60%  travel  reqd.  in 
Europe.  Please  send  resume 
to  K.  Durazo,  HR,  Ref.  #200, 
InforMax,  Inc.,  6010  Executive 
Blvd.,  10th  FI.,  N.  Bethesda, 
MD  20852. 


Consultant/Software  Engineer  to  sen/e  as  a  lead  technical  consultant 
responsible  for  analysis,  design,  development,  and  implementation  of 
WEB  applications  for  both  Internet  and  Intranet.  Work  with  team  of  de¬ 
velopers  using  Java  and  C/C++  under  Windows  95  and  Unix  to  devel¬ 
op,  test,  and  debug  client/server  applications  in  development  environ¬ 
ments  including  Symantec  Cafe,  Visual  J+-t-,  or  Visual  C-i-f.  Perform  all 
graphical  user  Interface  (GUI)  and  database  development  for  various 
systems.  Establish  and  monitor  project  plans,  working  directly  with  user 
community  for  project  definition.  Provide  technical  evaluation  estimates 
on  initiatives  and  maintain  user-external  group  relationships.  Requires 
Bachelor  of  Science  Degree  in  Computer  Science  or  Engineering  and 
two  (2)  years  experience  in  job  offered  or  two  (2)  years  experience  in 
design  and  implementation  of  JAVA  Applets  and  applications  on  Unix 
or  Windows  NT.  Candidate  must  also  possess  demonstrated  expertise 
performing  object-oriented  analysis  (OOA)  and  design  (OOD)  in  ar¬ 
chitecting  large  scale  applications;  demonstrated  expertise  developing 
GUI  and  Engines  for  large  scale  applications  using  JAVA;  and  demon¬ 
strated  expertise  developing  applications  using  Windows  and  UNIX  op¬ 
erating  systems  Internals  and  relational  database  internals.  Salary: 
$70,000/yr;  Mon-Fri,  9:00AM-5:00PM.  Send  resumes  to:  Case  Num¬ 
ber  19983565,  P.O.  Box  8968,  Boston,  MA  02114.  EOE.  Applicants 
must  be  U.S.  workers  eligible  to  accept  employment  in  the  United 
States  on  a  full-time  basis. 


Senior  Programmer:  Must  have  BS  in  Computer  Science,  Mathemat¬ 
ics  or  Engineering  and  one  year  of  recent  experience  in  UNIFY  Data¬ 
base,  SQL  and  RPT  as  well  as  documented  knowledge  of  C,  FOR¬ 
TRAN,  PASCAL  as  well  as  web  development  using  HTML.  The  position 
cal  Is  for  the  building  and  maintenance  of  applications  over  the  under¬ 
lying  UNIFY  DB  as  well  as  the  manipulation  of  text  tiles  to  design  for¬ 
mat  using  C  or  other  programming  languages  with  a  VI  editor  as  well 
as  writing  shell  scripts.  "Must  be  conversant  with  the  working  of  mail¬ 
order  catalog  companies  in  terms  of  offers,  media  codes  and  offer-dri¬ 
ven  pricing."  The  position  requires  excellent  communication  and  report 
writing  skills  as  well  as  the  ability  to  provide  status  reports  to  clients  and 
supervisor  along  with  daily  maintenance  of  database  applications.  The 
Senior  Programmer  will  also  coordinate  the  activities  of  other  pro¬ 
grammers  including  the  delegation  of  assignments,  supervision  of  their 
performance,  training  of  new  programmers,  maintaining  work  logs  and 
reporting  to  VIP  on  these  duties.  Candidate  should  provide  samples  of 
report  writing  skills.  Must  be  willing  to  travel.  Salary  range  from  $30,000 
to  $45,000  depending  on  experience.  Must  have  legal  authorization  to 
work  in  the  United  States,  40  hour  per  week.  Send  resumes  to 
Chet  Stahl,  1 776  Peachtree  Street,  200  North,  Atlanta,  Georgia  30309. 
No  phone  calls  please. 


Senior  Power  Builder 
Sybase  Developer 

Charlotte,  NC:  Develop  client 
server  appis,  define  busin.  reqs 
In  accordance  w/system  specifi¬ 
cations,  test  &  deploy  system 
modifications.  Work  w/Java, 
PowerBuilder.  Relational 
Dbases,  Sybase  &  related  tech¬ 
nology.  Reqs.  Bachelor's  in 
Computer  Science  or 
Mathematics  &  3  yrs  exp  in  job 
offered  or  as  a  developer  or 
programmer  analyst,  incl. 
development  of  PowerBuilder  & 
Sybase,  incl  stored  procedures 
&  triggers  &  atleast  1  yr  or  req'd 
as  project  lead/manager.  40 
hrs./wk.  Send  resume  to: 
Donna  Mason,  1525  West  W.T. 
Harris  Blvd.,  NC0775, 
Charlotte,  NC  28262-0775. 


Programmer  Analyst 

Analysis,  design,  development, 
test  and  implementation  of 
Business  Application  Software 
using  ORACLE  toolset. 
Implementation  of  ERP  pack¬ 
age.  Job  to  be  performed  in 
Sharon,  Massachusetts  and 
various  unanticipated  client 
sites  throughout  the  United 
States,  as  assigned.  Requires 
M.S.  in  Math,  Engineering, 
Science  or  Computer  Science, 
plus  2  years  experience  in  job 
offered  or  in  Oracle 
Customization.  40  hrs/wk  (8:30 
to  5);  $75,000/yr.  Send  two 
resumes/response  to  Case 
#19983547,  Box  8968,  Boston, 
MA  02114. 


Software  Engineer 

Atlanta  opening  to  design  and 
develop  online  analytical  appli¬ 
cations  and  datawarehouse 
projects  using  Designer  2000  & 
Developer  2000,  Java,  C, 
PL/SQL,  PERL,  SQR,  &  HTML. 
Analyze,  design  and  develop 
relational  and  Multi- 
Dimensional  Databases. 
Provide  technical  solutions  and 
recommend  appropriate 
Hardware/Software  based  on 
user  requirements.  Also 
responsible  for  load  testing 
applications  with  appropriate 
software.  Req.  MS  in  CS,  CE, 
EE  or  other  engineering  disci¬ 
pline  plus  at  least  one  year 
work  exp.  $66k/yr.  Resume  to: 
HR  Manager,  SoftTech,  Inc. 
8282  Western  Way  Circle,  Ste 
1110,  Jacksonville,  FL  32256. 


NETWORK 

ADMINISTRATOR 


..  .XM.M. . 

Ross  University  School  of  Medicine  seeks  indi¬ 
vidual  with  minimum  of  five  years  experience  in  an 
academic  learning  resource  center.  Must  be  a  cer¬ 
tified  Windows  NT  Administrator.  Will  be  respon¬ 
sible  for  maintaining  a  help  desk  for  students  and 
faculty.  Must  have  experience  troubleshooting  hard¬ 
ware  and  software  problems. This  position  requires 
relocation  to  the  Caribbean  island  of  Dominica. 

Please  forward  resumes  to:  M.  Freed 

ROSS  UNIVERSITY 
460  West  34th  Street,  1 2th  Floor 
New  York,  NY  10001 
fax:  212  629-3147  or  212  268-7767 
emaihfriedm®  rossmed.edu 


Mark  Your  Calendar  for  The  9th  Annual 
Computerworld  Technical  Recruiting  &  Retention  Conference 

Be  with  us  on  May  21-24,  2000.  Meet  hundreds  of  technical  recruiters  who  are  facing  the  same  challenges  as  you.  Listen.  Learn. 
Share.  Pick  up  new  ideas,  insights  and  techniques.  Selected  presentations  will  include: 


Sue  Keever,  The  Keever  Group 

Effective  Employer  Branding  for  Recruiting  &  Retention 

Dr.  Bret  Hollander,  NETRECRUITER 

More  Cutting  Edge  Tools  for  the  Internet  Recruiter 

Harry  Joe  Esq.,  Jenkens  &  Gilchrist 
Immigration  &  International  Recruiting  Update 

Tracey  Claybrooke,  Claybrooke  &  Associates 
International  Internet  Recruiting 

For  More  Information 
call  1-800-488-9204 


This  conference  program  is  developed  exclusively  for  corporate  human  resource  professionals  who  recruit  directly  for  their  hiring  organizations. 
Vendors  of  selected,  targeted  products  and  ser%'ices  may  participate  through  sponsorships  and/or  exhibits. 
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OO  DEVELOPMENT  GROUP  PRACTICE  LEADER 


Professional  Services  Is  our  business. 

Tech  Software,  a  company  with  close  to  twenty  years  of  experi¬ 
ence  providing  enterprise  solutions  to  clients,  is  looking  for  ag¬ 
gressive  Team  Leaders  &  Senior  Developers  to  expand  our  OO 
development  practice. 

We  are  looking  for  individuals  with  the  following  drills  &  abilities: 
id  Excellent  knowledge  of  and  experience  in  OO  development 
techniques  and  tools. 

Ability  to  maintain  and  nourish  relationships  with  Develip- 
ment  Partners  in  the  Object  Oriented,  n -tiered,  E-Business, 
ASP  development  environments. 

es  Presence  and  composure  to  represent  Tech  Software  at  cli¬ 
ent,  prospect  and  partner  sites. 

Experience  initiating,  planning  and  mentoring  full  life  cycle 
OO  systems  development  and  deployment, 
ef  Demonstrated  skill  in  building  &  managing  teams  of  develop¬ 
ers. 

er  Drive  and  desire  to  stay  current  with  technology  to  keep  our 
clients  at  the  cutting  edge. 

To  Individuals  who  meet  these  requirements  Tech  Software  offers 
the  opportunity  to: 

^  Work  with  industry  leaders  helping  them  enhance  their  00 
libraries  and  frameworks. 

Define  and  develop  new  technologies  as  required  by  clients 
and  the  technical  industry. 

ef  Be  a  prime  player  in  building  &  leading  teams  of  developers, 
er  Increase  your  earnings  in  the  form  of  profit  sharing,  perform¬ 
ance  bonuses  and  other  motivational  incentives. 

For  consideration  please  send  your  resume.  Indicating  Job  history 
and  salary  requirements,  to  resume@techsoftinc.com  (preferred) 
or  fax  to  516-365-3726,  Attn;  Human  Resources. 

Visit  US  oniine  at  www.techsoftinc.com 


Senior  Software  Engineer  to  analyze  business  requirements  of  end 
users  and  make  systems  recommendations.  Design  and  architect  in¬ 
frastructure  that  are  scalable,  extensible,  and  enhanceable  for  online 
and  batch  processes,  business  applications,  and  systems.  Design  and 
develop  multi-tier  client/server  systems  using  object-oriented  technoi- 
ogy  under  MS  Windows  NT  and  Windows  95  environment.  Identity  and 
design  common  components,  interfaces,  and  tools  to  help  staging  and 
dissemination  of  systems  internaliy  (Intranet  and  client/server)  and  ex¬ 
ternally  (Internet).  Lead  responsibility  in  construction  of  plan,  policies, 
guidelines,  components  definition,  conceptual  and  logical  modeling  of 
business  requirements.  Design  and  develop  graphical  user  interface 
(GUI)  using  Visual  C-n-,  Java,  MFC,  OLE,  and  DCOM.  Design  and  de¬ 
velop  business  objects  using  Java,  Enterprise  Java  Beans  (EJB),  and 
other  services  of  distributed  architecture.  Requires  Master  of  Science 
Degree  in  Computer  Science  or  Engineering  and  three  (3)  years  ex¬ 
perience  in  job  offered  or  three  (3)  years  experience  in  architecting  and 
developing  applications  in  a  multi-tier  environment  or  Bachelor  of  Sci¬ 
ence  Degree  in  Computer  Science  or  Engineering  and  five  (5)  experi¬ 
ence  in  job  offered  or  five(5)  years  experience  in  architecting  and  de- 
veioping  appiications  in  a  multi-tier  environment.  Candidate  must  also 
possess  demonstrated  expertise  developing  distributed  architecture 
(DCOM  orCORBA)  using  C-f-i,  MFC  or  JAVA;  demonstrated  expertise 
designing  and  developing  application  systems  using  object-oriented 
anaiysis  (OOA)  and  object-oriented  methodologies  (OOM);  and  demon¬ 
strated  expertise  architecting  infrastructure  and  enterprise-wide  sys¬ 
tems.  Saiary;  $76,000/yr;  Mon-Fri,  9:00AM-5;00PM.  Case  Number 
19983594,  P.O.  Box  8968,  Boston,  MA  02114.  EOE.  Applicants  must 
be  U.S.  workers  eiigible  to  accept  employment  in  the  United  States  on 
a  fuli-time  basis. 


Unique  Computing  inc.,  is  a  high-growth  software  development  and 
consulting  organization  engaged  in  architecting,  designing,  develop¬ 
ing,  deploying  and  managing  multi-tiered  applications  using  state-of- 
the-  art  technologies  and  tools.  In  order  to  staff  a  number  of  projects 
at  various  stages  in  the  development  cycle,  we  are  seeking  to  hire 
software  engineers,  developers,  architects,  analysts  and  administra¬ 
tors  with  experience  in  one  or  more  of  the  following  areas; 

Development  Lanouages/Environments:  C-i-i-,  Visual  C+-r, 
Visual  Basic,  PowerBuilder,  HTML,  Java  Script,  ASP,  Java, 
AWT,  Developer  2000,  Lotus  Notes. 

Enabling  Technolooies:  Enterprise  Java  Beans,  RMI, 
COM/DCOM,  MTS,  CORBA,  Tuxedo 

Web  Servers:  IIS,  Apache,  Netscape  Application  Server, 
Oracle  Web  Server,  Domino 

Databases:  Oracie,  Sybase,  SQL  Server,  DB2 

Qneratinn  Systems:  Windows  NT,  Unix,  Linux 

To  be  considered  for  a  position,  the  candidate  must  have  at  least  a 
bachelor’s  degree  or  equivalent  in  computer  science,  engineering, 
mathematics  or  a  related  field,  and  1  -5  years  of  work  experience. 

Compensation  packages  are  designed  to  attract  and  retain  the  best 
talent.  Send  resume  to:  Human  Resources,  Unique  Computing,  Inc. 
1661  Worcester  Road,  Framingham,  MA01701,  or  lax  to:  (508)  598- 
6101,  ore-mail  to:  hr@uniquecomputing.com 
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SQLServer  Database  Administrator.  Atlanta.  GA.  Provide  all  database 
administration,  including  ongoing  support  and  maintenance  for  corpo¬ 
rate  wide  Microsoft  SQL  Sen/er  6.5  and  7.0  databases.  Assist  SQL  Pro¬ 
grammer  and  Business  Analysts  with  advanced  technical  needs  with 
respect  to  databases  and  servers.  Install,  configure,  support  and  main¬ 
tain  databases  and  database  server  for  all  client  systems.  Provide  dis¬ 
aster  recovery  procedures,  insure  quality  backups  and  conduct  per¬ 
formance-tuning  measures  to  insure  fast  data  response.  Analyze 
database  needs  for  client-server  products  and  plan  for  future  capacity. 
Req.:  B.S.  in  Business  or  computer-related  field,  two  yrs  of  exp  in  data¬ 
base  administration.  Experience,  which  may  have  been  obtained  con¬ 
currently.  must  include  2  yrs  exp  administering  SQL  Server  Database; 
and  2  yrs  exp  using  Microsoft  Access.  Salary:  $57,000/yr.  Leighanne 
DeMarzo,  Director  of  Human  Resource  Development,  6600  Peachtree- 
Dunwoody  Rd,  500  Embassy  Row,  Atlanta,  GA  30328. 


ADABAS 
NATURAL 
CICS 

VB-VC++ 
WEB 
ORACLE 

Mike  Sullivan 

Mutual  Computer  Consulting  Inc. 
964  3rd  Ave.,  31st  Floor 
New  York,  NY  10155 
800-310-9744 
FAX:  212-421-5887 
E-mail  to:  mutualc@ibm.net 


HI 

Benefits 


Systems  Analyst,  Malden,  MA: 
Design,  develop,  test,  imple¬ 
ment  database  applications 
using  Visual  Basic,  Oracle, 
Informix,  SQL  Server,  MS 
Access,  Crystal  Reports  and 
SQA  Team  test.  Provide  techni¬ 
cal  support,  Req'd  Masters  in 
Comp.  Applic.  or  Comp.  Sole.  1 
yr.  exp.  in  job  offered  or  1  yr. 
exp.  as  a  Programmer  Analyst. 
40  hrs/wk,  9a-6p,  $60,000/yr- 
Applicants  should  submit  2 
copies  of  resumes  in  response 
to:  Case  #  19983542,  PO  Box 
#8968,  Boston,  MA  02114. 


Full  time  Systems  Engineer 

responsible  for  analyzing  software  requirements  for  the  company  and 
the  company’s  clients.  Evaluates  interface  between  hardware  and 
software,  and  operational  and  performance  requirements  of  the  over¬ 
all  software  system.  Using  C/C++,  Delphi,  TCP/IP,  system  software 
and  user  software  specification-writing  and  coding.  Responsible  for 
the  architecture,  operations  and  procedures,  the  database  structure 
and  data  definitions,  likely  configurations  problems  and  any  neces¬ 
sary  solutions.  Responsible  for  the  system  interfaces  with  third  party 
systems,  and  for  the  successful  operations  of  the  computing  systems 
and  networks.  Training  both  the  company  and  client's  staff.  Provide 
consultancy  and  feasibility  reports  on  data  transfer  and  operations  for 
new  customers.  Provide  after  sales  support  to  clients  in  the  U.S.  on 
behalf  of  the  overseas  company.  Oversee  and  maintain  numerous 
aspects  of  the  day-to-day  operations  of  the  company  and  provide 
feedback  to  the  software  development  team  overseas. 
Documentation  of  system  design,  implementation  and  procedures. 
Must  have  a  Master's  degree  in  Electronics  Engineering  or  foreign 
degree  equivalent  accepted.  Must  have  2  years  of  experience  in  the 
job  offered  or  a  position  with  same  duties.  Salary:  $77,430.00.  Send 
resumes  to:  Arvis  Gilbert  at  Harvest  Electronics  Inc.  120  Interstate 
North  Parkway  East,  Suite  1 1 8  Atlanta,  Georgia  30339. 


Analyst  II 

Assisi  with  new/existing  devel¬ 
opment  and  maintenance/sup¬ 
port  initiative  HRIS  employee 
self  service  project.  Complete 
coding,  testing,  and  debugging 
of  web  applications  for  employ¬ 
ee  self  service  project.  Build 
project  in  MS  IIS  4.0.  Using 
Visual  Interdev  as  tool,  create 
data  environment,  create  ADO 
connection,  write  ASP  VB 
script,  JavaScript,  Java,  XML 
according  to  specs.  Problem 
solving  &  trouble  shooting  for 
end  user  problems;  able  to  ana¬ 
lyze  errors  and  resolve  them. 
Must  have  a  BS  degree  in  CIS 
or  CS  or  related  degree.  In  lieu 
of  a  BS  degree  will  accept 
equivalent  progressive  experi¬ 
ence  or  MS  degree.  Ability  to 
use:  JAVA,  C++,  SQL,  and  MS 
IIS  4.0  also  required.  40.0  hr/wk. 
$58,31 2/Yr.  8:30  AM-5:30  PM 
Applicants  send  resume  to: 

J.  Falk 

Human  Resource  Department 
5985  State  Bridge  Road 
Duluth,  GA  30097-8028 


SOFTWARE  DEVELOPER; 

Design  and  development  of 
Graphical  User  Interfaces  (GUI) 
lor  various  Business/  Commercial 
application  systems  in  a  Windows 
NT  environment;  Demonstrated 
ability  in  Visual  C++,  MFC; 
Dertxmstrated  ability  in  MS  SQL 
Server.  Demonstrated  ability  in 
ODBC,  DLL.  Requires:  B.S.  or 
equivalent  in  Math,  Comp-Sd, 
Engg  or  related  field  plus  2  years 
experience  in  job  offered  or  soft¬ 
ware  development;  40  hrs/wk, 
800  am.  to  5:00  p.m.; 

$62.000i'yr  Send  two  (2)  copies 
of  resume/respond  to:  Case 
#19983311,  PO  Box  8968, 
Boston.  MA  02114. 


PROGRAMMER/ANALYST  to 
design,  develop,  analyze,  test, 
implement  and  support  GUI 
and  RDBMS  software  systems 
in  client/server  environment 
using  Oracle,  DEVELOPER 
2000,  (Forms  4.5.  Reports  2.5), 
VB,  PL7SQL.  SQL*Loader,  MS 
Access  under  Windows  NT/95 
and  UNIX  operating  systems; 
design  and  develop  web  based 
applications  using  Java 
Programming,  JavaScript,  VB 
Script,  HTML  etc.  Require:  B.S. 
in  Comp/Sci  or  Engineering 
(any  branch)  and  2  yrs  exp.  in 
the  software  industry.  Salary: 
$62,000/yr,  full  time.  Send 
resumes  to:  Mike  Williams,  VP 
of  Operations,  Synergy 
America,  1565  Woodington 
Circle.  Suite  101  Lawrenceville, 
GA  30044. 


Sr.  Prog'r/Analyst:  Research, 
dsgn,  upgrade  Power  Aco'ting 
Mgt  sys  w/VisualWorks 
SmallTalk  2.5.1  &  C++  on  VTel 
Desktop  &  DCA’s  Irma 
Workstation  for  Win  EMU  2.2.0; 
Dsgn  In/Outbound  Transfer  win¬ 
dows  w/DDE/VTel  Desktop 
applic'n  of  Lucent’s  CTI  sys; 
Devlp  specific  sys.  tools  in 
VisualWorks  w/Envy  3.01  by 
Obj.  Tech.  &  PVCS  ver.  Mgr 
5.2.07  to  store  a  product'n  ver. 
of  SmallTalk  image  contig'n; 
Inlegrate  various  call  ctr 
applic’n  w/EMU  2.2.0  for 
Mainframe  terminal  emulation. 
40  h/w,  $79k/y,  8-5,  MS  in 
Comp.  Eng'g,  1  yr  in  job/2  yr  in 
any  posit’n  w/VisualWorks, 
SmallTalk  &  Vtel  Desktop. 
Resume  to  Bureau  Wrkfc,  PO 
Box  1 0869.  Tallahassee. 
FL  32302  Re:  Job#FL-2047273. 
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Systems  Development  Engineer. 
Marietta,  Georgia.  Provides  for  a 
high  level  of  technical  support  In 
design  and  development  of  front- 
end  GUI  applications  and  back¬ 
end  Relational  Database 
Management  Systems  (RDBMS) 
server  applications  In  both  UNIX 
and  Windows  using  C,  C++  and 
Oracle  RDBMS.  Design  and 
develop  RDBMS  to  interface 
with  company’s  Print,  CD-ROM 
and  Internet.  Media-related 
Products  and  Services  sold  and 
distributed  to  client-customer 
base.  Support  customization 
software  development  projects 
for  clients  that  need  a  diverse 
range  of  technical  applications 
and  project  management/  data¬ 
base  development  support  as 
required  by  set  goals.  Position 
requires:  B.S.  and  M.  S.  in 
Computer  Science  and  a  work¬ 
ing  knowledge,  through  academ¬ 
ic  coursework  or  experience,  of 
object  oriented  programming, 
the  design  and  optimization  of 
relational  databases,  parallel  and 
distributed  programming  sys¬ 
tems  and  the  control  of  the  soft¬ 
ware  development  process. 
Salary  ranges  from:  $47K-  low 
$70’s.  DOE.  Contact:  The  Stibo 
Group,  Inc.,  400  Franklin  Road, 
Marietta,  Georgia  30067,  c/o 
Human  Resources.  We  are  an 
Affirmative  Action  Employer. 
EOE/D/V/F 


Systems  Developer 

Charlotte,  NC:  Develop  & 
implement  enhancements  & 
modifications  of  systems  appli¬ 
cations.  Reqs  4  yrs  exp  in  job 
offered  or  as  a  programmer  or 
software  engineer,  incl.  pro¬ 
gramming  and  coding  using 
Microsoft  Visual  C++,  Visual 
Basic  and  SQL  on  Windows  NT 
platform,  object  oriented 
methodologies  including  OMT 
on  CASE  tools;  and  object  ori¬ 
ented  design  and  analysis.  40 
hrs./wk.  Send  resume  to: 
Donna  Mason,  1525  West  W.T. 
Harris  Bivd.,  NC0775, 
Charlotte,  NC  28262-0775. 


Wanted  a  Programmer  Analyst 
by  Computer  Services  Firm  in 
East  Windsor,  NJ.  Must  have 
Masters  in  Comp  Science, 
Engineering  or  Math  &  1  yr  exp 
or  Bach.  Degree  with  5  yrs  exp 
analyzing,  designing,  develop¬ 
ing,  implementing  and  main¬ 
taining  Client/server  and  stand¬ 
alone  business  applications 
using  C++,  C,  Visual  Basic, 
PowerBuilder,  FoxPro,  Oracle. 
Respond  to:  HR  Dept,  Strand 
Management  Solutions,  Inc,, 
569  Abbington  Drive,  East 
Windsor,  NJ  08520 


ORACLE/SOFTWARE 

ANALYST: 

Design,  develop  &  implement 
business  software  applications 
using  Oracle  tools  and  UNIX. 
Registration  of  applications 
using  Application  Object 
Library.  Bachelor's  in  Computer 
Science,  Electronics 

Engineering  or  related  field.  1 
yr.  exp.  specializing  in  Oracle. 
Please  send  (or  fax)  resume  to: 
Stephana  Wynter,  Hearst 
Distribution  Group,  Inc.,  250 
West  55th  St,  NY,  NY  10019, 
fax  212-756-7807. 


Programmer-Analyst: 

Design,  development  and 
Implementation  of  application 
software  using  PowerBuilder 
v6.0  and  Oracle  v7.3.  Plan, 
develop  and  test  programs. 
Requires:  2  yrs.  exp.  in  job 
offered  or  2  years  exp.  as  a 
Programmer  or  a  related  posi¬ 
tion  with  same  duties  and  B.S. 
Engg,  Computer  Science  or  a 
related  field.  Exp.  ref.  required. 
Salary:  $62,000/yr.  EOE.  Send 
resume  to:  BPL  Systems,  7001 
Peachtree  Ind.  Blvd.,  Suite  231, 
Norcross,  GA  30092. 


Programmer  Analyst,  Lowell 
MA:  Analyze,  design,  develop, 
lest  and  implement  applications 
using  Oracle  Forms,  SQL 
•ReportWriter,  PRO'C,  PL/SQL. 
UNIX  Shell  Scripting  and  C. 
Provide  technical  support. 
Req'd.  Masters*  in  Computer 
Inf.  Systems  or  Math,  or  Engg, 
or  Comp.  Scie.  1  year  exp  in  job 
offered.  'Will  accept  Bachelors 
degree  and  five  (5)  years  of 
experience  In  lieu  of  Masters.  40 
hrs/wk.,  9a-6p,  $70,000/Yr. 
Applicants  should  submit  two 
(2)  copies  of  resume  in 
response  to  Case  #19983556, 
P.O.  Box  #8968,  Boston,  MA 
02114. 


WEB  DEVELOPER  (ATLANTA) 
Lead  large  web  projects  in 
dvipmnt/  implementation. 
Responsible  for  full  web  site  life 
cycle.  Support  web  sites. 
Research/dvipmnt  for  web 
releases.  Create  dynamic  data- 
base-driven  web  applications. 
Bachelor’s-Computer  Sci, 
Engineering  or  equiv,  proficien¬ 
cy  w/  ASP,  JavaScript, 
VBScript,  HTML,  FrontPage, 
Visual  InterDev  reqd.  $57K. 
Send  resume  to:  Dir,  of  Product 
Development,  3rd  Millennium, 
125  Clairmont  Ave,  #400, 
Decatur,  GA  30030,  REF#MA1. 


Senior  Technical 
Consultant 

wanted  by  New  Jersey 
based  IS/IT  Consulting 
Services  Firm  for  job  loc 
throughout  US.  Must  have 
Bach  in  Comp  Sci,  Engg  or 
Math  &  3  yrs  s/ware  exp. 
Respond  to:  HR  Dept, 
Avenir,  Inc.,  16  Peart  St, 
Ste  205,  Metuchen,  NJ 
08840. 


Software  Engineer:  design, 
develop,  code,  lest  and  debug 
system  applications.  Prepare 
detailed  technical  specificalions 
and  (ireate  scoping  documents. 
Analyze  and  revise  existing  sys¬ 
tem  logic  for  cument  and  new 
systems.  Provide  internal  techni¬ 
cal  support.  Participate  in  code 
and  specification  walkthrough. 
Req.  BS  or  equivalent  in  CS. 
Proficiency  in  C++.  OO. 
RDBMs,  and  html.  $45,000/yr. 
40  hrs/wk,  8:00  a.m.  to  5:00  p.m. 
Contact  Human  Resources. 
McCamish  Systems,  LLC,  6425 
Powers  Ferry  Rd.,  3rd  FL, 
Atlanta,  GA  30339. 


The  World  Of  Work  Is 
Changing  Every  Week. 


Luckily,  We  Are  Too! 


For  the  most  up  to  date  opportunities  and  cover¬ 
age,  stay  tuned  in  with  us. 

ITcareers 

where  the  best  get  better 

1-800-762-2977 


CW00022aC  I? 


Computerworld  •  InfoWorld  •  Network  World  •  February  28,  2000 


WE  INVEST  IN  THE  PEOPLE 
WHO  MAKE  US  SUCCESSFUL. 


And  that  starts  with  you. 

SNFT  Information  Technology  has  two  full-time 
openings  for  experienced  PIVl  Programmer 
Analysts  in  New  Haven,  CT. 

piyi 

PROGRAMMER  ANALYSTS 

These  positions  are  responsible  for  ongoing 
support  for  a  mission  critical  system  including 
maintenance,  enhancements,  and  all  phases  of 
project  development. 

Qualified  candidates  must  have  at  least  5  years  of 
experience  in  PL/1 ,  IMS  DB/DC,  and  all  aspects  of 
system  design,  development,  and  implementation. 

We  offer  competitive  salaries  and  an  excellent 
benefits  package.  For  prompt  consideration,  please 
send  your  resume  to;  SNET,  Attn:  Mary  Porterfield, 

I  555  Long  Wharf  Drive,  5A,  New  Haven,  CT 06511, 
or  e-mail:  mp2823@ctmail.snet.com. 

SNET  is  an  Equal  Opportunity  Employer.  All 
qualified  applicants  will  receive  full  and  fair 
consideration  for  employment. 


WEB  DEVELOPER 


Be  in  good  company  at  Blue  Cross  and  Blue 
Shield  of  South  Carolina.  Due  to  rapid 
growth,  we  are  currently  accepting  resumes 
for  positions  at  our  Columbia,  SC  offices: 

Three  years  developing  .netsite  or  .netsite 
functionality  is  required  as  well  as  programming 
experience  dependent  upon  educational 
background.  Strong  pc  or  mainframe  relational 
data  base  knowledge  is  also  required.  In 
addition  we  require  experience  in  C,  Java 
applet/servlets,  cgi  scripting,  xml,  experience  In 
e-commerce,  and  client  soft  web  pack  and  migration 
from  server/mainframe  to  web. 

Must  have  demonstrated  proficiency  in  site 
coding,  graphics,  multimedia  authoring, 
production  and  encoding,  operating 
systems  and  E-business. 

We  offer  competitive  salaries, 
flexible  benefits  program,  relocation 
benefits,  &  an  excellent  career 
development  opportunity. 


CALL,  SEND,  FAX  OR  E-MAIL  RESUME: 
I/S  Recruiting 

Blue  Cross  and  Blue  Shield  of  SC 
1-20  East  @  Alpine  Rd.,  Columbia,  SC  29219 
FAX;  803-419-8096 
john.stoughton@bcbssc.com 
EOE/M/F/D/V 


BlueCross  BlueShield 
of  South  Carolina 


Director  of  Programming 

Database  system  designing 
company  requires  the  Director 
of  Programming  to  lead  a  team 
of  software  engineers,  network 
administrators,  database 
administrators  and  web  admin¬ 
istrators  to  create  survey  prod¬ 
ucts  and  services.  In  addition, 
this  individual  will  manage  and 
participate  in  the  development 
of  software  applications,  and 
manage  projects  which  includes 
determining  resource  require¬ 
ments  as  well  as  communicat¬ 
ing  product  plans  to  employees 
and  the  marketing  department. 
The  Director  of  Programming 
will  establish  schedules,  con¬ 
duct  performance  and  operation 
reviews,  and  prioritize  day  to 
day  business  functions.  This 
individual  will  also  be  responsi¬ 
ble  for  working  with  Account 
Management  to  address  client 
needs  and  share  responsibility 
for  working  with  other  members 
of  the  client  support  staff  to 
establish  a  consistent  strategic 
direction  across  the  product 
line.  Qualified  applicants  must 
possess  a  Master’s  degree  in 
Computer  Science  or  Electrical 
Engineering  with  three  (3)  years 
related  occupational  experience 
that  must  include  three  (3)  years 
experience  with  the  following 
computer  software:  Visual 
Studio  6.0  (including  Visual 
FoxPro);  SQL  Server  7.0;  Office 
98,  VBA,  DCOM,  Windows  3x, 
9x  and  NT  (Server  and 
Workstation),  IIS4.0,  Exchange 
Server  5.5,  Microsoft 
Networking,  and  Web 
Application  Development.  In 
addition,  one  (1)  year  of  the 
three  (3)  years  of  related  occu¬ 
pational  experience  must 
include  one  (1)  year  in  design¬ 
ing  algorithms  for  various  sur¬ 
vey  methodologies  and  sam¬ 
pling  criteria  and  one  (1)  year  of 
management  experience  with 
programmers.  Hours:  8-5. 
Salary  $68,350/yr.  Only  persons 
authorized  to  work  permanently 
in  the  U.S.  need  apply.  Please 
fonward  resume  to  Jane  Hosely, 
Ref.  #1229,  Kentucl^ 
Department  for  Employment 
Services,  275  E.  Main  St.  2-W, 
Frankfort,  KY.  40621. 

An  equal  opportunity  employer. 


Software  Engineer 

to  provide  on-site  consultancy 
design  and  development  of 
customized  reporting,  inter¬ 
faces  and  conversions  for 
Oracle  applications  and  finan¬ 
cials  customization:  develop 
and  design  Oracle  client/server 
applications  using 

Developer/2000,  PL/SQL, 
PERL  and  AOL, 

Designer/Developer  2000, 
Oracle  Web  senrer,  JAVA  and 
HTML  programming;  design 
and  develop  software  systems 
using  CASE  System  Architect, 
ERWin,  object  oriented  pro¬ 
gramming.  multiple  databases 
such  as  Oracle.  Sybase,  Ingres 
and  Paradox.  Require;  B.S.  in 
Computer  Science/Engineering 
and  four  years  experience  in 
the  job  offered.  Paid  travel 
(40%)  to  client  sites  within  the 
United  States  required.  Salary: 
$64,000  per  year,  8  am  to  5  pm, 
M-F.  Mail  resume  to;  Georgia 
Department  of  Labor,  Job  Order 
#  GA  6470946,  2943  N.  Druid 
Hills  Road,  Atlanta  GA  30329  pr 
the  nearest  Department  of 
Labor  Field  Senrice  Office. 


It’s  Fast.  It’s  Huge. 
It  Crosses  WorWs 
&  Dimensions. 
IT  CAREERS 


Get  in  on  the 


PaineWfebbe^ 


-vouTion 


SM 


/C^'wlth  an  e-Business  career. 

The  future  of  technology  is  happening  right  here, 
right  now,  with  PaineWebber's  e-Business. 

We're  a  preeminent,  full-service  securities  firm, 
dedicated  to  providing  superior  investment  advice 
and  financial  services  to  our  clients.  PaineWebber's 
e-Business  is  at  the  forefront  of  the  latest  advances. 
So,  there's  no  better  time  than  now  to  join  us. 

Ready  for  an  e- Volutionary  career  opportunity? 

Come  join  our  team.  For  more  information  visit; 

www.pwevolve.com 

Pain^^bber 

PaineWebber  is  an  equal  opportunity  employer. 


sftAMORE 
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Sycamore  Networks  is  the  leader  in  Intelligent  Optical  Networking. 
Our  products  are  laying  the  foundation  for  the  next  generation 
telecommunications  infrastructure  by  bringing  inteiligence  to  the  mas¬ 
sive  installed  fiber  optic  network  —  the  backbone  of  the  new  public 
network.  We  turn  raw  fiber  optic  capacity  into  usable,  scalable,  cost- 
efficient  bandwidth. 


•  Software  Engineer 

•  Systems  Analyst 

•  Hardware  Engineer 

•  Network  Support  Engineer 

•  Quality  Test  Engineer 


•  Diagnostic  Engineer 

•  SQA  Engineer 

•  Network  Consultant 

•  Mechanical  Engineer 

•  Systems  Integration  Test  Engineer 


The  aforementioned  positions  are  available  at  all  levels  and  require  a 
minimum  of  a  BS  or  MS  and  0-5  years  industry  experience. 


•  Optical  Engineer/Scientist  with  experience  in  Optical.  IP,  ATM, 
SONET,  network  architecture  and  design.  Ph.D.  required. 

For  all  positions,  send  resumes  to:  Staffing,  Sycamore  Networks. 
10  Elizabeth  Drive.  Chelmsford,  MA  01824,  Fax:  (978)  256-6594,  or 
e-mail:  resumeOsycamorenet.com 

We  are  an  equal  opportunity  employer. 


Randstad,  the  third  largest  staffing  company  In  the  world, 
currently  has  the  following  opportunity  available; 

ORACLE 

PROGRAMMER/ANALYST 

Peabody,  Massachusetts 

We  are  seeking  an  individual  with  two-phjs  years'  Oracle 
experience  to  support  and  enhance  our  financial 
application  suite.  Duties  will  be  focused  on  our 
Oracle-based  Payroll/Billing  and  Accounts  Receivable 
systems.  Bachek^'s  degree  in  computer  science  or  a 
related  field  required.  Experience  with  VAX/VMS  or 
Alpha/VMS  and  programming  in  C  a  plus.  CarxJtdates 
with  knowledge  oOGL  languages  will  be  considered.  A 
commitment  to  service,  along  with  strong  interpersonal 
skills,  essential. 

We  offer  an  outstanding  salary  arvf  benefits  package  to 
match  your  performaiKe.  PIrase  send  your  resume  to: 
Randstad,  Human  Resources,  Attn:  )P 
Centennial  Park,  One  Corporation  Way, 

Peabody,  KA  01960. 

Fax:  (978)  538-9560 

E-maii:  jpeeersen@randsta(kia.com 

AnEECVAAbtyloyerWfH/CW 
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www.randstadna.com  ~ir  randstad 
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True  ingenuity. 

It  accelerates  our 
technical  insight. 


Out-of-the-box  thinking  and  no-holds-barred  creativity  have  made  General  Motors  the  global  leader  in  automotive  technology  and  business  practices.  If  you  have  the  credentials  and  desire  to  help 
accelerate  GM's  leadership  into  the  new  millennium,  we  have  exciting  opportunities  available  for  you  in  the  following  Information  Systems-related  functions: 


Plant  Information 
Technology  Manager 

Provides  single  point  of  contact  in  support  of  manufacturing 
operations  plants,  including  engineering  and  support  for  the 
deployment  of  competitive  manufacturing  strategies.  Also 
provides  leadership  to  in-plant  information  systems  and 
services  and  assists  in  the  development  of  an  information 
technology  department. 

Requires  applicable  Bachelor's  degree.  Master's  preferred, 
along  with  at  least  10  years  of  manufacturing  experience 
implementing  information  technology  solutions,  including 
5  years  of  implementing  information  systems  in  support  of 
produce  vehicle  business  processes.  Project  management 
experience  and  extensive  experience  with  CIMPLICITY,  PMCS, 
Production  floor  systems,  VAX,  PLC,  SCADA,  control  systems 
and  plant  system  integration  are  crucial.  Experience  in  the 
automotive  industry  is  a  must. 

Systems  Engineer  - 
Production  Control  Systems 

Serves  as  technical  consultant  to  systems  projects  and 
communicates  technical  direction  to  staff  and  project  teams. 
Also  develops/follows  systems  interfacing  strategies  for 
custom  applications  and  COTS  packages,  and  guides  vendors 
in  designing  systems  for  reusability. 

Requires  Bachelor's  degree  in  Computer  Science,  Mathematics 
or  Engineering,  supported  by  a  strong  understanding  of  software 
development  tools,  including  integrated  development  environ¬ 
ments  (CASE,  3GL,  4GL,  Java)  and  software  development 
experience  in  both  mainframe  and  client/server  environments. 
Object-oriented  technology  and  development  methodologies 
are  preferred. 

Information  Technology  Manager  - 
Design  Release  and  Web  Strategy 

Manages  design/release  Engineers  and  engineering  Web 
applications  portfolio,  participates  in  corporate  engineering 
Web  strategy  creation,  and  investigates/evaluates  potential 
business  process  improvement  solutions.  Also  manages  IT 
developmenVdeployment  projects,  facilitates  request  processing, 
and  manages  IT  support  suppliers  to  ensure  contractual 
obligations  are  met. 

Requires  Bachelor's  degree  in  Engineering,  Computer  Science 
or  other  related  technical  field;  Master's  degree  in  Business  or 
Finance  preferred.  At  least  8  years'  IT  technical  experience  is 
also  required,  along  with  5  years'  Web  technology  experience, 
2  years'  Java  experience,  5  years'  design/release  engineering 
experience  and  2  years'  finance  experience. 

Systems  Analyst  - 
Production  Control  and  Logistics 

Manages  business  systems  in  a  matrix  environment  with 
resources  from  multiple  organizations  and  suppliers.  Also 
manages  projects  and  scope  changes  to  meet  "deliverable" 
commitments  to  customers,  evaluates/uses  innovative 
technology  when  selecting/developing  new  systems,  and 


creates/coordinates/executes  comprehensive  business 
system  testing  activities. 

Requires  a  Bachelor's  degree  in  Computer  Science  or  Supply 
Chain  Management,  mainframe  and  client/server  expertise, 
Microsoft  Access  and  Project  proficiency,  project  manage¬ 
ment  experience,  and  knowledge  of  Production  Control, 
Logistics  and  Worldwide  Purchasing  Business  practices. 

Lead  Systems  Engineer 

Leads  the  design  and  implementation  of  advanced  software 
architecture,  develops  a  rapid  prototype  application  in  Java, 
and  performs  some  supervisory  functions. 

Requires  BS  in  Computer  Science,  at  least  5  -  7  years'  experi¬ 
ence  in  software  development  for  embedded  applications, 
plus  experience  in  object-oriented  software  architecture 
design.  In-depth  understanding  of  large,  complex  hardware 
and  software  environments  is  necessary.  Communications 
Protocol  Design  and  Implementation  experience  preferred. 

IT  Operations  Analyst  and  Technical 
Support  Lead 

Oversees  daily  operations  and  management  of  call  center 
locations  and  implements  infrastructure  changes  as  required. 

Requires  BA  or  MIS  degree;  MCSE  certification  preferred. 

At  least  3  years'  experience  in  call  center  operations,  a  basic 
understanding  of  LAN/WAN  functionalities,  and  CTI,  Telephony 
and  IVRs  experience  are  also  needed. 

Systems  Engineer 

Responsible  for  developing  detailed  OnStar  specifications 
covering  the  entire  call  center  system,  including  infrastructure 
hardware,  network  diagrams,  communications  flow,  CSR 
workstations,  application  software,  and  vehicle  communications. 
Leads  the  evaluation  and  selection  of  alternative  call  center 
IT  solutions  for  implementing  new  OnStar  product  offerings. 
Develops  and  analyzes  call  workflow  and  advisor  call-han¬ 
dling  processes. 

Requires  BS  in  Electrical  Engineering,  Computer  Science  or 
equivalent,  plus  at  least  3  years'  experience  in  engineering 
and  application  development.  Experience  in  business 
requirement  analysis  and  specification  development,  as  well 
as  call  center  applications  and  infrastructure  development 
are  also  needed.  CTI,  Telephony,  IVRs  and  asynchronous 
serial  communications  experience  is  preferred. 

Project  Manager 

Performs  IT  project  planning  of  cost,  schedule  and  deliverables 
to  meet  business  needs;  along  with  information  systems 
design,  project  execution,  testing,  documentation  and  training; 
cost  reduction  analysis;  and  budget  management. 

Requires  at  least  6  years'  experience  in  IT  and  project 
management  across  diverse  applications.  Experience  in 
performance  metrics  and  business  process  engineering  a 
plus.  Also  requires  Bachelor's  degree  in  Business,  Math, 
Computer  Science,  Engineering  or  related  discipline  with 
an  Information  Technology  focus. 


Project  Manager  - 
Computer-Aided  Design 

Leads  computer-aided  design  simulation  program  management 
development  and  maintenance  of  budgets,  development  of 
infrastructure  strategy,  and  customer  interface. 

Requires  BS  in  Computer  Science  or  Engineering,  and  at  least 
10  years'  IT  experience,  including  high-performance  computing, 
computer  applications,  noise  and  vibration  and  crashworthiness. 
Excellent  negotiating  and  verbal/written  communication  skills 
are  also  required,  along  with  database  management  experience 
and  networking  skills.  Must  also  possess  language  knowledge 
of  UNIX,  NT,  NASTRAN,  DYNA3D,  PAM-CRASH,  PAM-STAMP, 
MADYMO,  CAD,  CAT  and  CAE. 

Database  Manager 

Performs  system  and  application  development  and  implemen¬ 
tation,  manages  system  and  software  databases,  and 
interfaces  with  industry  and  vendors. 

Requires  at  least  5-6  years'  IT  field  experience,  plus  expertise 
with  project  planning  and  applications  architecture  development 
Excellent  negotiation  and  verbal/written  communication  skills 
are  also  needed,  along  with  language  knowledge  of  COBOL, 
PL/1,  C,  C++,  SEl/CMM  (Level  2+). 

Project  Manager  -  Web  Development 

Supports  designers  and  other  members  of  project  teams  to 
develop  and  maintain  a  variety  of  dynamic  object  database 
driven  Web  applications  using  a  combination  of  software 
languages  and  tools. 

Requires  a  Bachelor's  degree  or  equivalent  experience; 
Master's  degree  preferred.  Experience  in  the  development 
of  new  and  maintenance  of  existing  Web-based  applications. 
Experience  in  application  design  with  specific  experience  in 
Web  technologies  such  as  Java,  JavaScript,  HTML,  PERL, 

CGI,  Visual  Basic,  C++,  Object  C,  or  other  languages.  Skill  set 
should  also  include  electronic  commerce  security  concepts 
and  database  development. 

Web  Infrastructure  Manager 

Provides  electronic  commerce  lab  to  evaluate  commercial 
electronic  commerce  applications;  defines  electronic  commerce 
lab  procedures;  conducts  assessments  of  electronic  commerce 
market  trends;  consults  with  General  Motors  users  on  evaluating 
and  implementing  electronic  commerce  solutions,  products 
and  services;  supports  General  Motors  electronic  commerce 
strategy  development;  performs  electronic  commerce  bench¬ 
marking. 

Requires  a  BS  degree  in  Computer  Science,  Mathematics 
or  Engineering.  Strong  knowledge  of  electronic  commerce 
strategies,  standards,  technologies  and  best  practices; 
well-developed  verbal/written  communication  skills;  and 
a  high  level  of  creativity  and  innovation  in  problem-solving 
required.  Must  possess  demonstrated  leadership  skills,  strong 
teamwork  and  interpersonal  skills,  the  understanding  of 
benchmarking  processes  and  techniques,  and  the  ability 
to  travel  overseas. 


To  be  part  of  our  exciting  and  diverse  workforce,  post  your  resume  on  our  Web  site  at;  vvvvw.generalmotors.coin/careers  under  the  Job  Opportunities  section;  or  E-mail  your  resume  to; 
GM-Jobs@saztec1.com  If  you  prefer,  you  may  mail  your  resume  to:  GM  North  America,  Source  Code:  ISS03-ITC,  P.O.  Box  69,  Nutting  Lake,  MA  018K-0069.  Please  be  sure  to  indicate  position 
desired  and  include  the  source  code  (ISS03-ITC)  on  the  upper  right  hand  corner  of  your  resume,  cover  letter  and/or  E-mail  subject  line.  Candidates  must  accept  drug  screening  and  have  U.S. 
citizenship  or  visa  status  that  permits  them  to  legally  accept  employment  under  U.S.  immigration  laws.  No  phone  calls,  please.  Principals  only,  no  agents.  The  policy  of  General  Motors  is  to  extend 
opportunities  to  qualified  applicants  and  employees  on  an  equal  basis  regardless  of  an  individual's  age,  race,  color,  sex,  religion,  national  origin,  sexual  orientation,  disability  or  veteran  status. 


IT  CAREERS 
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Work  FOR  Yourself, 
Not  BY  Yourself! 


SkillsVillage.com 

Being  an  independent  IT  contractor  doesn't  mean  that  you  have  to  work  without  resources  and  support. 
SkillsVillage.com  offers  independent  IT  contractors  an  online  eMarketplaceto  match  your  skills  with  the  best 
available  IT  projects.  We  also  offer  a  full  suite  of  tools  and  other  resources  to  help  you  run  your  business. 
SkillsVillage.com  is  your  personal  online  advocate,  so  you  never  have  to  work  by  yourself. 

Come  join  the  village,  wvvw.skillsvillage.com 


The  Future  of  Deveiopment- 

Its  in  the  Palm 


of  Your  Hand 

The  software  industry  changes  with  the  snap  of 
a  finger.  E-business  and  the  Internet  are 
driving  the  need  to  make  Rapid  Development  a 
reality.  Can  you  get  a  handle  on  all  the  changes? 
Is  there  a  solution  at  hand? 

It  s  all  within  reach  at  SD  2000-the  software 
industry  s  defining  event.  SD  2000  draws  the 
elite.  It  s  where  you  ll  shake  hands  with  the 
visionaries,  innovators,  and  tool  developers  who 
built  the  industry  and  are  guiding  it  into  the 
Internet  Age. 

Make  your  plans  today  to  explore  the  platforms, 
languages,  and  technologies  that  are  shaping  the 
future  of  development  for  the  e-generation. 


Software  Development 
Conference  |  March  19 — 24 
Expo  I  March  22 — 24 

San  Jose  Convention  Center,  San  Jose,  CA 

Contact  Us  for  Information  &  Registration 

800.441.8826 


415.905.2702  (Outside  the  U.S.) 
sd2000(5mfi.com  , 

www.sdexpo.com 


As  a  top  10  global  IT  consulting  company  with  nearly  18,000  consultants  worldwide. 
Origin  Technology  in  Business  is  an  innovative  leader  in  delivering  creative  IT  services 
on  a  global  scale.  Our  vision?  Bigger,  better,  faster!  Utilizing  today's  and  tomorrow's 
best  technology  to  create  the  most  innovative  solutions  for  our  clients. 

Do  You  Share  Our  Vision? _ 


We're  working  smarter  than  ever  to  fulfill  our  clients'  needs  today  and  tomorrow  and 
are  seeking  visionary  professionals  to  join  us  in  the  following  areas: 


E-Business 

Java 

C-FH- 

Application  Architecture 

EAI 

Supply  Chain  CRM 

Change  Management 

SAP 

If  you're  a  driven  professional  and  want  a  chance  to  get  on  the  fast  track,  fax/ 
email  your  resume  indicating  Dept.  Code:  RSINF0022800  to  888-551-8223, 
careers@us.origin-it.com 


oriGin 

TecHnoLOGY  in  Business 
www.origin-lt.com 

EOE  M/F/DA/ 
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IT  CAREERS 


You  live  in  a  big  city  and 
work  on  a  small  network 
How  about  switching 
that  around? 


Not  a  bad  trade-off  when  you  eonsider  you’ll 
be  working  on  one  of  the  eountry’s  largest 
privately  owned  computer  networks.  It  also 
happens  to  be  one  of  Computerworld’s 
“100  Best  Places  to  Work”  and  ranked  #14 
on  the  Fortune  500  company  list.  Add  to 
that  an  easy-going  lifestyle,  a  family-friendly 
benefits  package,  a  diverse  workplace  and 
you’ll  kick  yourself  for  not  having  made 
the  switch  years  ago. 

Contact  State  Farm  Human  Resources 
at  jobopps.corpsouth@statefarm.com 
for  information  about  current  positions. 
Or  visit  our  website  at 
statefarm.com. 


Get  there  with  State  Farm. 

state  Farm  Insurance  Companies  •  Home  Offices;  Bloomington,  Illinois 
An  Equal  Opportunity  Employer 


Join  PeopleSoft,  the  market  leader  in  ebusiness.  We’re 
committed  to  the  individuals  who  make  PeopleSoft 
work  and  offer  a  friendly,  progressive  work  environment 
With  our  phenomenal  growth,  there’s  never  been  a 
better  time  to  get  to  know  PeopleSoft  We’ve  focused 
our  technological  strengths  on  the  future  and  are  now 
offering  the  following  job  opportunities  in  California 
(Pleasanton,  San  Mateo  and  other  locations)  and 
across  the  U.S.; 

Software  Engineers 

(Development,  Applications, 

Technical  Support,  QA,Test  and  others) 

Systems  Analysts 
Programmer  Analysts 

Technical  Writers  and  Curriculum  Specialists 

Sales  Engineers 

Consultants 

(Professional  Services, 

Product  Implementation,  Systems  and  others) 

Marketing  Managers 

(Errterprise  Resource  Pianning/ 

Supply  Chain  Management) 

The  best  way  to  get  your  resume  to  PeopleSoft  is  to 
apply  online  at  www.peoplesoft.com/en/career_ 
opportunities/apply_en.html.  Or,  you  can  e-mail  us 
at  jobs@peoplesoft.com.  You  can  also  write  to  us  at 
PeopleSoft,  Human  Resources  Department  AD, 

4305  Hacienda  Drive,  Pleasanton,  California  94588. 
Please  indicate  job  code  MH-022800-CW. 

To  learn  more  about  us,  visit  our  home  on  the 
World  Wide  Web:  http://www.peoplesofLcom 


Applications  for  eBusiness'" 


PeopleSoft  is  an  Equal  Opportunity  Employer  and  Is 
committed  to  workforce  diversity. 


Sr.  Programmer  Analyst  -  E-Commerce 

Topeka,  KS  -  Salary:  $60,000-S65,000 


Find  the  perfect  fit  for  your  future  at  Payless  ShoeSource,  North 
America’s  leading  family  footwear  retailer.  Payless 
ShoeSource  operates  over  4,500  stores  worldwide  with 
annual  sales  of  $2.6  billion.  If  you  are  interested  in  a  career  at 
our  Corporate  Headquarters  in  Topeka,  KS  check  out  the 
following  job  opportunities: 

Work  with  some  of  the  best  Information  Systems  professionals  in 
the  retail  industry.  Responsibilities  of  the  Sr.  Programmer  Analyst 
include  analysis,  design,  development,  testing  and  support  of 
business  applications  for  business  to  consumer  retail  sales 
utilizing  many  types  of  Internet  web-based,  client-server  and 
stand-alone  computer  technologies.  In  this  E-Commerce  support 
role  the  preferred  experience  includes  DB2  database,  Unix, 
HTML/XML,  Pert,  Java  and  C  languages.  Bachelor’s  degree  in  a 
related  field  and  5+  years  programming  experience  in  a  mainframe 
or  client-server  environment  required,  including  1-2  years  in 
E-Commerce,  preferably  IBM  Net.Commerce. 

F^yless  ShoeSource  offers  a  fast-paced,  professional  environment 
with  a  strong  tracktion  of  internal  promotion.  Payless  offers  extremely 
competitive  salaries,  benefits  and  relocation  assistatKe.  If  you 
would  like  more  information  on  F’ayless  ShoeSource  please  visit  our 
website  www4jayless.com. 

For  immediate  consideration,  please  send  your  resume  to: 

Payless  ShoeSource,  Attn:  Executive  Recruiting  (IT), 

P.O.  Box  1189,  Topeka,  KS  66601,  Fax:  785-295-2028, 

Email;  shoefitsepaylessshoesource.com 


Hardware/Firmware  Engineers:  Conduct  research  and  develop¬ 
ment  of  new  technologies  for  computer  and  communications  system. 
Exp.  and/or  background  in  the  following  areas  (not  all  req):  servo  con¬ 
trol  theory  and  algorithm  design,  analog/digital  circuit  design  and 
stimulation,  logic  design  and  simulation  using  ALTERA  programmable 
devices.  Hardware  Synthesis,  magnetic  recording  head  processing, 
electroplating,  etching,  photolithography,  vacuum  deposition,  and 
magnetic  material  characterization  FPGA/ASIC/Custom  design  and 
timing  analysis,  microprocessor  based  systems  hardware  and 
firmware  de^gn,  MPEG-2  transport  systems,  digital  signal  process¬ 
ing,  PC  bus  intedace,  board  layout,  instrumentation  and  C/C-t-r  pro¬ 
gramming.  Req:  MS  In  EE/Comp  Eng  +  1 ,  2  or  3  yrs  exp  (or  equiva¬ 
lent)  depend  on  position  or  BS  +3-8  yrs  depend  on  position  in  Austin, 
TX.  San  Jose,  CA,  Hawthorne  or  Yorktown  Heights,  NY.  Endicott,  NY. 
Competitive  salary.  Please  send  resume  w/clipping  of  ad  to:  IBM 
Corporation,  Technical  Recruiting,  Job  Code  CW02B00,  P.O.  Box 
218.  Yorktown  Heights.  NY  10598. 

An  equal  opportunity  employer. 


CONSULTING  PARTNERS 

Retained  Search  For  A 
Management  Consulting  Co. 
Direct  Entry  Partners.  Live 
Anywhere  in  USA.  Systems 
Integration  Consulting 

Experience  With  A  Large 
Consulting  Firm  Is  Required. 
Confidentiality  Is  Assured  Send 
Confidential  Resume:  Email: 
altiedsrch@'aol.com  Fax:  415- 
921-5309  Mail:  Allied  Search, 
Inc.  Box  472410,  San  Francisco. 
CA  94147,  Attn:  Don  May. 
Managing  Director.  Questions 
(If  Any):  Tel:  1415-921-1971 


Advanced  Progrommer  Anolyst 
needed  to  analyze,  test,  debug, 
install,  ond  docunrent  computer 
software  for  inierfoce  opplicolions. 
Requires  o  AAasters  Degree  in 
Information  Services  or  rebted 
fieb.  Requires  demor^stroble  ability 
in  the  use  of:  IBM  moinfrome  or 
middle  ranged  AS400  or 
equivolent,  dotobose  design  ortd 
dotabose  structure  onolysis: 
proceduroi  languages;  and  RPG  IV 
or  C  or  C-r-r-,  f>etwork  protocols/ 
systems  TCP/IP,  UNIX,  Novell  or 
Windows  NT;  g(^  English 
communication  skills;  obility  to 
work  irregubr  hours  if  rieeded  The 
position  IS  fulHime.  40  hr/vA. 
sobry  $5  1 .653/yr.  Appliconts 
must  send  resumes  to  Dr^rtment 
of  Workforce  Services,  Attn:  Pot 
Reodir^ion.  Jcb  Order  No. 
3060WI,  MOEosi  300  South. 
First  Floor.  Sah  LcAe  City,  Ulc^ 
8411  ].  Eoe. 


careers.com 


where  the  best  get  better 
1-800-7B2-2377 
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IT  CAREERS 


careers.com 


Imagine  an  IT  job  in 
your  dream  city  with  a 
boss  who  wants  you  to  have 
a  life  outside  the  office. 


Or  go  to 
dice.com  and 
actually  find  one. 

Bneejcem 

High  tech  jobs  online 


1 70,000  high  tech  jobs,  including  your  next  one. 


NASDAQ;  EWBX 


AN  EARTHWEB  SERVICE 


Help  BUILD 

a  start-up. 

With  Big  Five 

clout. 


Ernst  &  Young.  The  name  says  it  all.  And  the  opportunity  speaks  loud  and 
clear.  We're  E&Y  Applications  Services,  LLC,  a  wholly-owned  subsidiary  of 
Ernst  &  Young,  LLP,  and  a  start-up  company  bursting  with  potential.  As  a 
group  that  provides  application  support  services  to  major  corporations,  our 
growth  is  creating  tremendous  opportunity  for  IT  professionals. 

EXPERIENCED  IT  PROFESSIONALS 

We're  seeking  full-time  Architects  and  Developers  in  our  Chicago  office  for 
engagements  today  and  in  the  future  with  the  following  skill  sets; 

JAVA  WEB  ADDITIONAL 

•  Enterprise  Java  Beans  •  Netscape  Enterprise  Server  •  EJB's 

•  Servlet  Development  •  WebLogic  •  RMI 

•  Visual  Age  Java  •  SpatialX  •  Firewalls  &  routers 

•  00  methodologies 

Candidates  should  possess  5-r  years  of  experience  in  applications 
design/development  and  systems  architecture  as  well  as  3-r  years  of 
experience  in  Java/Web  development. 

SOFTWARE  TESTERS  AND  LEADERS 

We  are  seeking  full-time  professionals  for  our  Kansas  City  office  with  2+ 
years  experience  testing  in  a  Java/UNIX  environment.  Experience  in  Web 
application  testing  with  Oracle,  VVebLogics,  EJB,  and  WinRunner  highly 
desired.  Telecommunications  experience  a  plus. 

We  are  also  seeking  professionals  with  following  skill  sets: 

•  COBOL  •  CICS  •  C/C-r-r  •  SmallTalk  •  UNIX 

Qualified  professionals  should  send  their  resumes  to:  resumes@evadc.com. 
EYAS-Recruitment  Dept.,  224  S.  Michigan  Ave.,  Suite  1700,  Chicago,  IL 
60604.  We  are  an  equal  opportunity  employer. 

Visit  our  website  at: 

www.eyappservices.com 


ERNST  S  YOUNG 

APPLICATIONS 

SERVICES 


e-commerce  opportunities 


ujJS  www.ae.com 


COOL,  CASUAL,  CUTTING-EDGE... 


AMERICAN  EAGLE  OUTFITTERS  is  growing  by  90-r  stores  this  year,  and  also  growing 
its  existing  eCommerce  team.  Our  proven  success  at  the  store  level  will  now  filter  to  the  web. 
We  have  made  sure  that  you  get  the  same  shopping  experience  at  home  that  you  would  in  one  of 
our  stores.  You  can  count  on  AE  to  continue  to  be  Cool,  Casual  and  Cutting-Edge. 


AE-DIRECT  •This  is  our  team  name  on  the  Internet.  Our  company  culture  is  unique  and  we 
are  seeking  individuals  who  can  thrive  in  a  supportive  environment.  If  you  are  creative  and  need 
an  environment  that  allows  you  to  express  yourself,  then  consider  these  opportunities; 


Site  Analyst  Sr.  Web  Developer 

Programmers  Merchandise  Planners 

Buyers  Web  Developer 


Just  like  our  culture,  we  are  not  closed-minded.  These  are  not  the  only  opportunities  we  have  avail¬ 
able,  so  feel  free  to  submit  your  credentials  for  your  area  of  interest.  This  is  your  chance  to  be  a 
part  of  a  company  that  believes  in  its  people  and  providing  the  best  working  environment  possible. 


Excellent  Benefits  Package 
Casual  Work  Environment 


For  immediate  consideration,  please  FAX  or  E-mail  resumes,  with  salary  history,  to: 
AMERICAN  EAGLE  OUTFITTERS,  INC.,  FAX:  (724)  779-S568. 

E-mail:  Fabus@AE.com.  Positions  based  in  Pittsburgh,  PA.  EOE.  M/F/V/D. 


AMERICAN  EAGLE 

OUTFITTERS 


For  IT  Careers  go  to  www.dice.com 

^aice-com 

High  tech  Jobs  online 


NASDAQ:  EWBX  Q)  earthweb  service 


@hiib 


.com 


SHOULDN’T  TECHNOLOGY  be  at 
THE  CORE  OF  YOUR  MBA? 


u 

1—1 

z 

z 

o 


We've  got 
concentrations  in 
e-business  and 
information  systems. 

For  more  information  contact: 
Zam  Hague 

The  Lally  School  of  Management 
and  Technology  at  Rensselaer 
Phone:  (518)  276-6586 
Email:  management(a)rpi.edu 


We  invite  you  to  attend  an  open  house 
on  March  31st  at  the  Troy,  NY,  campus. 
Please  call  for  details. 


your 


Computer 

NOVASOFT  INFORMATION 
TECHNOLOGY 

Rapidly  growing  software 
consulting  firm  based  in 
Lawrenceville.  NJ  seeking 
qualified  professionals  (min. 
bach  degree)  for  the  following 
nationwide  positions: 

•  Technical  Recruiters/Data 
Processing  Professionals 
(Sourcing) 

•  Client/Senrer  Developers 
(C,  C-H-,  UNIX,  VB.  Oracle 
or  Lotus  Notes) 

•  System  Admin  (Unix  or 
Lotus  Notes) 

•  DBAs  (Oracle,  Sybase. 

SQL  Server) 

•  ERP/CRM  Prof'Is  (Baan, 
Seibel,  PeopleSoft,  MFG/Pro 
or  SAP) 

•  Sales  and  Marketing 
Executive 

•  HR  Professionals 

Excellent  salary  arxt  benefits 
package  available.  Fax  or 
email  resume  to:  Novasott  HR 
Dept.  Fax;  609-588-5577 
Email;  resumesunovasottvifo.com 


It’s  Fast.  It’s  Huge. 

It  Crosses  Worlds  &  Dimensions. 

IT  careers 
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[iiareers.com 


Future-minded  organizations  around  the 
world  recognize  the  imperatives  of  the 
new  Economy.  To  become  leaders  in  the 
industry,  organizations  know  they  must 
embrace  networking  technologies. 

AT&T  Solutions  is  increasingly  recog¬ 
nized  as  the  preeminent  provider  of  cus¬ 
tom  network  solutions.  From  strategic 
business  planning,  through  the  design 
and  the  deployment  of  new  systems  and 
business  processes,  we  enable  our 
clients  to  move  from  outdated  business 
models  to  cutting  edge  practices. 

AT&T  brings  to  the  e-Business  market¬ 
place  the  same  reliability,  scale  and 
innovation  that  we  bring  to  network 
solutions.  We  are  uniquely  positioned  to 
meet  our  clients’  challenges  as  they 
quickly  turn  up  mission  critical 
e-applications. 

Our  incredible  growth  has  created  sever¬ 
al  outstanding  opportunities  for  individu¬ 
als  who  wish  to  grow  with  AT&T  by 
identifying  and  delivering 
e-Business  solutions  to  our  Global  2000 
clients.  Immediate  opportunities  are 
available  for  e-Business  Professionals  in 
the  following  areas: 


Business  Developers: 

job  codes  557,  558 

Sales: 

job  codes  A70,  469,  517  558 

Project  Managers: 

job  codes  462,  470,  469,  517 

Architects: 

job  code  39 

Developers: 

job  codes  557,  558 

Business  Continuity/Disaster  Recovery 
It's  All  About  Networking. 

Visit  our  website  at: 
http://www.attsolutions.com 

and  reference  job  code  and/or  job  title.^ 

AT&T  Solutions  is  an 

Equal  Opportunity  Fmnlnvpr  ^gtfMH|H| 


T  h 


lh*C  hho  wo  What  is  The  FIP  Wayrin  part,  it’s 

IL  3  UIC  way  WC  the  way  we  approach  the  work 

......................  I  I.,...  we  do,  the  products  we  create 

0nCOUr300  our  p0OpL0  to  and  the  solutions  we  deliver. 

,1  I  1,  I  At  FIP,  we  offer  customers  a  new 

COntnDUt0  dnCI  d.Cril0V0!  spirit  oF adventure,  one  that’s  all 

about  achievement,  improve¬ 
ment,  and  realizing  dreams  It’s  a  spirit  that  carries  through  to  our  team  members,  and 
our  work  environment  We  are  open  to  new  ideas  and  d'rverse  perspectives  We  are  curi¬ 
ous  about  how  things  work  and  how  to  improve  people’s  lives  We  have  the  energy  and 
enthusiasm  to  constantly  push  for  innovative  and  useful  solutions  The  way  we  see  it 
when  anything  is  possible,  every  day  is  an  adventure. 

We  invite  you  to  expand  your  career  possibilities  with  HPs  Enterprise  and 
Commercial  Business  in  one  of  the  following  areas  Sales,  Information 
Technology,  and  Customer  Engineering. 

For  all  positions  you  must  have  one  or  more  of  the  following  competencies/skills 
Direct  Sales  Customer  Service:  Account  Management  UNIX;  HP-UX;  OpenView; 
E-Commerce;  Internet  NT;  IT  Solutions  Database  Management  HW/SW  Installations 
Repairs  and  Updates  Developing  Sales  Solutions  Technical  Phone  Support 

HP  offers  competitive  compensation  and  excellent  benefits  including  profit  sharing,  stock 
purchases  401  (k)  and  a  retirement  plaa  For  consideration,  please 
serrd  your  resume  with  cover  letter  to:  HP  Employment  Response 
Center,  Event  *8340, 3000  Hanover  Street  MS20A2!,  Palo  Alto, 

CA  94304-1181,  FAX;  650-852-8138  or  e-mail  resume@hp.com. 

Please  reference  Event  .8340  in  all  correspondertce. 

HP  Company  is  an  equal  opportunity  employer 

dedicated  to  affirmative  action  and  work  force  divetsku.  .  . 

^  invent 


IT  CAREERS 


Software  Engineers 


Iris  Associates,  the  creator  of  Lotus  Notes,  Lotus 
Domino  and  Lotus  Domino  Designer,  seeks  to  fill  a  num¬ 
ber  of  Software  Engineering  positions  at  various  levels 
of  responsibility  at  our  location  in  Westford,  MA. 

All  positions  require  a  BS  degree  (or  equivalent)  in 
Computer  Science  or  other  relevant  field,  together  with 
at  least  4  to  7+  years’  relevant  experience; 

Senior  Software  Engineer  (QulckPlace  Internals) 

.  (XML/SSL  processors  in  Java  and  C++) 

Principal  Software  Engineer  (Notes  Client  Editor) 

.  (HTML  and  Int’l  char,  processing/bi-directional) 


Project  Manager  (Domino  Web  Engine) 

.  (Multiplatform,  HTML,  DHTML,  Javtiscript) 
Competitive  benefits  and  starting  salaries  from  $48,700- 
$102,600,  commensurate  with  the  position’s  specific 
responsibilities,  accompany  this  exciting  high-tech 
environment  growth  opportunity. 


Please  mail  or  fax  your  resume,  indicating  Reference 
Code  “IMSP,”  to:  Iris  Associates,  Attn:  Christine  Chupka, 
Human  Resources,  Five  Technology  Park 
Drive,  Westford,  MA  01886;  Fax:  978/392- 
6060.  Email:  christine_chupka@iris.com 
Visit;  www.iris.com.  Iris  Associates,  a 
subsidiary  of  Lotus/IBM,  is  an  Equal 
Opportunity  Employer 


ins 


Software  Engineers 

Conduct  research  &  develop. 
Test  &  maintain  programs, 
which  comprise  a  portion  of  a 
system  product  or  future  prod¬ 
ucts.  Exp  &/or  background  in 
the  following  areas  (not  all  req): 
relational  database  systems, 
database  management  sys¬ 
tems,  distributed  management 
and  recover  techniques, 
TCP/IP,  Socet  IPC,  C,  C++, 
SQL,  AIX,  UNIX,  JAVA,  object- 
oriented  programming  lan¬ 
guages,  Lotus  Notes,  Windows 
(95,  98,  NT)  operating  systems, 
80x86  assembly  language, 
Soft-Ice  debugger  and  device 
drivers  for  Windows,  data  secu¬ 
rity,  Internet/Intranet  WEB 
applications.  HTTP,  CGL, 
graphical  user  interfaces, 
object-oriented  analysis  and 
design  techniques,  domain 
modeling  techniques,  version  m 
management,  configuration 
management,  multimedia  stan¬ 
dards  (MPEG-4,  H.2XX,  G.7xx, 
RTP/RTSP).  Req:  MS  in 
CS/Math/ME/EE/Comp  Eng  + 
1 , 2  or  3  yrs  exp  (or  equivalent) 
depend  on  position  or  BS  +3-5 
yrs  exp  depend  on  position  in 
Austin,  TX,  San  Jose,  CA, 
Hawthorne  or  Yorktown 
Heights,  NY,  Endicott,  NY. 
Competitive  salary.  Please 
send  resume  w/clipping  of  ad 
to;  IBM  Corporation,  Technical 
Recruiting,  Job  Code 
CW02A00,  P.O.  Box  218, 
Yorktown  Heights,  NY  10598. 
An  equal  opportunity  employer. 


Mainframe  &  Client  Server 
Opportunities 

With  IT  project  teams  working 
across  eight  time  zones,  from 
seven  countries  on  four  conti¬ 
nents,  IMRglobal  is  always 
looking  for  more  opportunity. 

We  are  now  accepting  applica¬ 
tions  from  software  program¬ 
ming  professionals  with  main¬ 
frame  and  client  server  experierx». 

Programmer/Analysts 
System  Analysts 
Technical  Consultants 
Project  Leaders 
Project  Managers 

For  consideration,  please  for¬ 
ward  a  resume  to:  IMRglobal, 
Attn:  Recruiting,  100  S. 
Missouri  Avenue,  Cleanwater, 
FL  33756;  fax  (727)  467-8941; 
e-mail  jobs@imrglobal.com 
See  us  on  the  web  at: 
www.IMRglobal.com.  EOE 

IMRglobal 
the  power  of  vision, 
the  value  of  results. 

•  North  America,  •  Europe, 
•Asia-Pacific 


IT careers  and 
ITcareers.com 
reach  more 
than  2/3  of  all 
US  IT  workers 
every  week.  If 
you  need  to  hire 
top  talent,  start 
by  hiring  us. 

Call  your 
ITcareers  Sales 
Representative 
or  Janis 
Crowley  at 
1-800-762-2977. 


ITcareers 

where  the  best 
get  better 


IT  careers.com 


I  LEARN  AT 
NET  SPEED 


1  RECRUIT 
.  EVEN 
i  FASTER 


NET  RECRUITING.  A 
HANDS-ON  SEMINAR  BY  THE 
AUTHORS  OF  CAREERXROADS. 
BROUGHT  TO  YOU  BY  ITCAREERS 


If  you  need  to  recruit  in  2000,  the  Internet 
will  be  your  greatest  tool  and  your  competitive 
advantage. 

Learn  the  latest  in  recruiting  techniques, 
key  products,  and  more  from  Mark  Mehler  and 
Gerry  Crispin.  This  one-day  interactive  workshop 
will  provide  you  with: 

•  Internet  staffing  models  and  strategies  for 
both  large  and  small  organizations 

•  The  best  sites  for  realizing  specific  staffing 
objectives 

•  A  view  of  staffing  on  the  Web  today  with  a 
vision  for  tomorrow 

•  How  to  incorporate  the  use  of  Internet  and 
Intranet  applications  into  your  recruiting 
strategy  and  process 

PRESENTED  BY  INTERNET  AUTHORITIES  GERRY 
CRISPIN  &  MARK  MEHLER 

Gerry  and  Mark  have  conducted  100s  of  pre¬ 
sentations  about  the  direction  of  staffing  for 
employment  professionals,  associations  and  job¬ 
seekers.  In  the  last  12  months  they  have  been 
invited  to  present  to  nearly  eveiy  national  and 
regional  human  resource  association  (lACPR, 
SHRM,  EMA,  IHRIM,  NHRA,  NACE) 

MARK  YOUR  CALENOAR 

February 

14-15  Atlanta 
17-18  Philadelphia 
23-24  Chicago 
28-29  San  Francisco 
Single  Registration:  $895 

March 

1-2  LA  16-17  Pittsburgh 

7-8  Dallas  27-28  Boston 

9-10  Houston  29-30  Cleveland 

14-15  NY 

Register  by  phone:  Call  1-800-854-7166 
Register  online:  careerxreg@itcareers.net 

Note:  Participants  who  attend  the  1  day  work¬ 
shop  can  also  opt  for  an  additional  1/2  day  of 
hands-on  consulting  with  the  instructors.  This  is 
conducted  in  a  small  group  (limited  to  10)  and 
is  designed  to  refine  individual  strategies  and 
plans  that  were  begun  during  the  first  day. 
Individuals  interested  in  this  popular  1/2  day 
consulting  feature  will  be  contacted  directly  by 
the  instructors.  Cost  is  $595. 
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CONFERENCE 


COMPffTERWORlD 


best  IT  Leaders 


&  Innovate 


oiuDrld  s  Premier  1 00 

}rence! 


June  19-21, 2000 
Marriott  Desert  Springs 
Resort  &  Spa 
Palm  Desert,  CA 


Conference  Chair 


Maryfran  Johnson 

Editor-in-Chief 

Computerworld 


».'•  ■  A  iQn^ime  journalist  and  industry  observer,  Computerworld 
a  ;  Editorrin-Chief  Maryfrari  Johnson  is  often  called  upon  by 
'  '  •  other  major  news  organizations  including  CNN,  CNNfn,  NPR 
.  and  the  San  Francisco  Chronicle  for  her  insights  on  breaking 
T*  ;.  ;.'>  t!ews  in  the  world  of  IT.  A  veteran  news  reporter,  Maryfran’s 
.;|decade  6f  experience  with  Computerworld  includes  key  roles 
\Aas-exectrtiye  editor,  news  editor,  and  founding  editor  of 
Ojent/Server  Journal.  Maryfran  oversees  all  print  and  online 
editorial  content  and  operations  at  Computerworld  and  is  a 


'i.>,i#equent,keynbte  speaker  at  user  conferences  and  events. 


Network  with  the  best  and  learn 


At  Computerworid's  Premier  1 00  IT  Leaders 
Conference,  June  19-21 , 2000  at  the  Marriott 
Desert  Springs  Resort  &  Spa,  you'll  meet  and 
learn  from  the  finest  leaders  in  information 
technology  today.  Since  many  who  will  attend 
and  present  will  be  Computerworid’s  Premier 
100  IT  Leaders  -  Fortune  1000  IT  executives 
honored  by  Computerworld  as  outstanding 
practitioners  of  leading-edge  IT  -  you’ll  see 
early  adopters  of  technology  and  business- 
savvy  executives  who  excel  at  leveraging 
strategic  information  resources. 


Get  a  broad  perspective  from 
IT  Leaders  in  just  3  days 


Discuss  compelling  IT  issues  in 
highly  interactive  sessions 


•  B2B  E-commerce 

•  Best  Practices 

•  IT  Strategies 

•  Pervasive  Computing 

•  Web  Realities 
•ERP&CRM 

•  Supply  Chain 

•  Voice  Recognition 

•  Security  &  Privacy 

•  Mobile,  Remote  &  Wirele; 

•  Broadband 


What’s  more,  when  you  attend 
Computerworid’s  Premier  100  IT  Leaders 
Conference,  you’ll  take  away  real-world 
examples  of  leading-edge  IT,  and  great  ideas 
about  how  to  apply  them  in  their  own  indus¬ 
tries  and  organizations. 


•  E-Business  Realities  and  How 
to  Deal  with  Them 

Tap  IT  Leaders’  strategies  on  how  to 
enhance  your  business  online,  how  to 
confront  the  rise  of  'net-based  and  collab¬ 
orative  applications,  how  to  make  online 
communities  work,  and  how  to  prepare 
for  broadband. 


Computerworid’s  Premier  100  leaders  are  fun¬ 
damentally  technologists  who  also  understand 
business  needs,  take  calculated  risks  and  lead 
through  innovation.  They  are  Vice  Presidents  of 
iT,  CIOs,  IS  directors  and  business  managers 
honored  as  Computerworid’s  Premier  1 00 
from  a  wide  swath  of  vertical  industries. 

When  you  attend  this  three-day  event,  you’ll 
hear  about  proven  examples  of  how  these  IT 
Leaders  have  advanced  their  organizations 
through  innovative  leadership  of  IT. 


•  Customer  Relationship 
Management  and  Best 
Practices 

Learn  about  best  practices  of  IT  Leaders 
in  applying  Next-Generation  ERP  and 
Customer  Relationship  Management 
(CRM),  supply  chain  issues  and  voice 
recognition  technologies  in  the  enterprise. 


•  Protecting  your  Company's 
Most  Strategic  Assets 


Crafted  by  Computerworld  editors,  this  confer¬ 
ence  presents  a  radical  departure  from  the 
standard  IT  conference.  With  a  focus  on  great 
ideas,  best  practices  and  real  applications  of 
IT  strategy  from  the  very  IT  Leaders  who  are 
putting  them  in  place  in  business  today,  you’ll 
gain  direct  insight  from  leading  user  organiza¬ 
tions.  Instead  of  one-way  presentations,  the 
major  conference  sessions  at  Computerworid’s 
Premier  100  IT  Leaders  conference  will  pro¬ 
vide  highly  interactive,  entertaining  discus¬ 
sions  with  IT  leaders  and  industry  experts  - 
each  moderated  by  Computerworld  editors  in 
a  town-hall  meeting  style.  Key  topics  will  cen¬ 
ter  on  the  intersection  of  technology  and  busi¬ 
ness  in  areas  critically  important  to  IT  Leaders. 


Discover  IT  Leaders’  application  of 
Internet  security  as  it  relates  to  E-com- 
merce  and  privacy  issues  as  well  as  their 
view  of  up-and-coming  technologies  and 
standards  to  watch. 


•  Pervasive  Computing  and  How 
to  Brace  Yourself  and  Your 
Organization 

Find  out  how  IT  Leaders  are  addressing 
mobile,  remote,  and  wireless  technologies 
as  they  promise  to  impact  us  all  in  the 
very  near  future. 


REGISTER  TODAY 


FOR  COMPUTERWORID’S 

PREMIER  100  IT  LEADERS  CONFERENCE 


Earlybird  Registration 
(on  or  before  May  26) 

Pre-Registration 
(May  27- June  19) 

$1,295 

$1,495 

Registration  fees  Include  entrance  to  Computerworid’s  Premier  100  IT  Leaders  Conference  and  all  meals 
and  networking  receptions. 


■Ml,  ■  V, 


For  more  information  or  to  register  call  1-800-343-6474  x8529 
or  visit  www.computerworld.eom/p100 


Premier  100 
IT  Leaders 
Work  For: 


autobytel.com 
Avon  Products 
CEO  Express.com 
Cardinal  Health  (caidheallhcomi 
Charles  Schwab 
Cisco  Systems 


datek  online 
Delta  Airlines 
eHNC 

Ernst  &  Young 
Eli  Lilly 
eToys 

Federal  Express 

Rrst  USA/WingspanBank.com  i 

Firstlook.com 

Ford  Motor 

Fruit  of  the  Loom 

General  Motors 

HarvardNet 

Home  Depot 
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Homelife  Furniture  ; 
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Jamba  Juice 

John  Deere 

Levi  Strauss 

Marriott  International 

MCI  WorldCom  | 

Merrill  Lynch 

monster.com 

NASD/Nasdaq 

Net2Phone  i 

PaineWebber  ; 

Panasonic  ' 

PlasticsNet.com  I 

Raytheon 
Sears  Roebuck 
Shell  Energy  Services 
Starbucks  Coffee 
Toysmart.com 
Wal-Mart  Stores 
Wllliams-Sonoma 
And  more... 
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Site  Opens  Market 
To  Small  Investors 


Low-cost  service  requires 
no  minimum  investment 


BY  MARIA  TROMBLY 

MALL  INVESTORS  wtio  are  just 
getting  started  are  often  ad¬ 
vised  to  put  away  a  small 
amount  of  money  from  each 
paycheck.  The  two  main  ways 
to  invest  at  that  level  —  short  of  saving 
cash  until  there’s  enough  for  a 
significant  stock  purchase  — 
are  mutual  funds  and  the  direct 
investment  programs  that 
some  publicly  traded  compa¬ 
nies  offer. 

Unfortunately,  many  of  the  most  pop¬ 
ular  technology  companies  don’t  offer 
such  programs,  or  they  require  the  in¬ 
vestor  to  do  a  good  bit  of  paperwork. 

Now  the  Internet  has  made  it  possi¬ 
ble  for  a  third  party  —  Bellevue,  Wash.- 
based  Netstock  Direct  Corp.  —  to  offer 
direct  investment  plans  in  more  than 
2,000  companies  through  its  Share- 
Builder.com  site. 

This  service,  which  is  being  market¬ 
ed  directly  to  consumers  as  well  as  to 


Flexible  Investing  i 

Sharebuilder.com  offers:  I 

■  No  minimum  investment  j 

■  Fee  of  $2  per  transaction  ($1  for  ! 
children’s  and  custodial  accounts)  i 

'  ■  Opportunity  to  invest  a  fixed 
amount  of  money  per  week,  month 
or  other  time  period  | 

<  ■  Automatic  investing  through  j 
payroll  deduction  or  bank  account  i 
withdrawal  j 


other  online  brokers,  requires  no  mini¬ 
mum  investment  and  costs  only  $2  per 
transaction. 

According  to  Netstock  CEO  Jeff 
Seely,  the  company  is  able  to  keep 
prices  low  by  bundling  transactions  to¬ 
gether  and  processing  them  just  once  a 
week,  while  other  online  brokers  race 
to  get  their  transactions  through  as 
quickly  as  possible. 

For  example,  Seely  said  customers 
who  sign  up  to  buy  $200  worth  of  Mi¬ 
crosoft  Corp.  [Nasdaq:MSFT] 
stock  once  per  month  aren’t 
concerned  about  exactly  what 
time  of  day  —  or  what  day  of 
the  week  —  the  shares  are 
purchased. 

And  if  $200  doesn’t  buy  an  even  num¬ 
ber  of  shares,  Netstock  will  buy  and 
hold  the  remaining  fraction  of  a  share. 

Customers  can  sign  up  online  and 
arrange  for  automatic  transfers  from 
paychecks  or  bank  accounts.  Share- 
Builder.com  handles  all  paperwork  and 
keeps  track  of  the  information  neces¬ 
sary  for  tax  purposes. 

Although  ShareBuilder.com  is  a  new 
service  —  the  Web  site  debuted  in  De¬ 
cember  —  a  number  of  other  compa¬ 
nies  are  already  offering  it  through 
their  sites. 

“ShareBuilder.com  enables  our  users 
to  act  on  the  information  they  get  on 
our  Web  site,”  said  Sara  Gilbertson,  se¬ 
nior  vice  president  of  marketing  at 
McLean,  Va.-based  Womenconnect.- 
com  Corp.,  a  business  site  that  targets 
professional  women  and  women  busi¬ 
ness  owners. 

Other  sites  that  offer  links  to  Share- 
Builder.com  include  Seattle-based 
Go2Net  Inc.’s  [Nasdaq:GNET]  Silicon 
Investor  and  New  York-based  The- 
Street.com  Inc.  [Nasdaq:TSCM].  I 
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RANK 
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SOFTWARE  UP  6  3% 

ASWX 

105.00 

11.00 

Active  Software  (L) 

99.50 

g.oc 

9.9 

ADBE 

106.62 

18.84 

Adobe  Systems  Inc.  (H) 

103.56 

6.19 

6.4 

ARBA 

266.00 

30.50 

Ariba  Inc.  (H) 

268.00 

38.25 

166 

AZPN 

55.37 

8.12 

Aspen  Technoloov  Inc. 

47.00 

2,50 

5.6 

ADSK 

44,37 

17.00 

Autodesk  Inc. 

43.13 

506 

13.3 

AVID 

34.25 

9.43 

Avid  Technoloov 

14,75 

0.36 

2.6 

BMCS 

86,62 

30.00 

BMC  Software  Inc. 

40,25 

-2.31 

•5  4 

BOBJ 

132.00 

8.16 

Businesss  Objects  S.A. 

115.13 

-2.38 

■2.0 

CON 

32.31 

9.16 

Cadence  Desion  Systems 

19.69 

1.25 

6.6 

CBTSY 

47.50 

8.56 

CBT  Group  Pic, 

44.88 

1.25 

2.9 

CHKP 

205.00 

11.50 

Checkpoint  Software  Tech.  (M) 

205.00 

8.63 

4,4 

CTXS 

104,25 

13.25 

Citrix  Systems  Inc.  (H) 

104.25 

14.75 

16.5 

C06N 

74.25 

19.37 

Coonos  Inc. 

64.00 

•2.06 

•3.1 

CA 

79.43 

32.12 

Computer  Associates  IntT  Inc. 

66.75 

-6.86 

-9.3 

CPWR 

40.00 

16,37 

Comouware  Coro. 

22.00 

•0.31 

-1  4 

DCTM 

73.37 

9.37 

Documenfum  (H) 

69.81 

5,19 

8.0 

EFIl 

64.87 

32,00 

Electronics  For  Imaoino 

57,31 

7,44 

14.9 

HNCS 

130.00 

13,75 

Hnc  Software 

96.63 

8.00 

9.0 

HYSL 

49,43 

9.87 

Mvperion  Software 

46.94 

2.19 

4.9 

IDXC 

49.12 

12,43 

lOX  Systems 

35.75 

1.50 

4.4 

INFA 

143,37 

16.00 

Informatica  Corp.  (H) 

136.25 

20.22 

17.4 

IFMX 

16.50 

6.03 

Informix  Software  Inc. 

14,00 

•0.91 

-6.1 

INTU 

90.00 

22,50 

Intuit 

59.50 

•2.44 

-3.9 

JKHY 

64.75 

26.43 

Jack  Henry  Associates 

64.50 

4,75 

7.9 

JOEC 

48.31 

10.87 

J.D,  Edwards  &  Co.  (H) 

42.25 

3.00 

7,6 

L6T0 

82.50 

15.06 

Leoato  Systems  Inc. 

41.38 

8.31 

25.1 

MACR 

90.00 

26.37 

Macromedia  Inc. 

66.56 

14.50 

201 

MANU 

58.12 

5.25 

Manualstics  Group  Inc. 

53.13 

3.19 

6.4 

MENT 

18.50 

7.75 

Mentor  Graphics 

17,00 

•0.44 

-2.5 

MSFT 

119.93 

71.99 

Microsoft  Coro. 

92.88 

-4.69 

-4,8 

NETA 

52.56 

10.06 

Network  Associates 

31.63 

2.38 

8.1 

GMH 

127.00 

44,75 

Network  General 

122.75 

18.44 

17,7 

NOVL 

44.56 

16.06 

Novell  Inc. 

33.31 

•1.81 

•5.2 

ORCL 

67.88 

10.50 

Oracle  Corp.  (H) 

67.88 

6.68 

11.3 

PMTC 

35.93 

11.68 

Parametric  Technology  Coro. 

27.94 

1.61 

6.9 

PSFT 

27.75 

11.50 

PeoDleSoft  Inc. 

22.06 

•1.19 

•5.1 

PIXR 

50.62 

33.00 

Pixar 

35.25 

•1.25 

•3,4 

RAIL 

70.37 

21.87 

Rational  Soltware  Coro. 

67.69 

6.00 

9.7 

RHAT 

151.31 

7.00 

Red  Hat  Inc. 

66.13 

-4.13 

-5.7 

QSFT 

120.00 

14.00 

Quest  Software 

95.94 

13.94 

17.0 

SAP 

75.00 

23.75 

SAP  AG  (H) 

71.75 

1,19 

1.7 

SCUR 

24.00 

2.25 

Secure  Computing  Corp. 

15.00 

-1.13 

•7,0 

S£ 

44.93 

17.93 

Sterling  Commerce  Inc. 

43.63 

11.75 

36.9 

SSW 

37.50 

18.12 

Sterling  Software  Inc. 

35.94 

•0.94 

•2,5 

SDRC 

23.43 

8.61 

Structural  Dynamics  Research 

13.00 

-0.75 

-5.5 

SY0S 

25.00 

5.31 

Sybase  Inc. 

23.63 

2.06 

9.6 

SYMC 

70,38 

12.50 

Symantec  Corp. 

70,38 

6.13 

9.5 

SNPS 

75.62 

36.87 

Synopsis  (L) 

40.56 

2.94 

7.8 

SCTC 

27.75 

7.81 

Systems  &  Computer  Tech.  (H) 

24.50 

•2.00 

•7.5 

BAANF 

17.81 

5.03 

The  Baan  Co.  N.V,  (L) 

5.94 

0.56 

10.5 

TIBX 

99.25 

5.00 

Tibco  Software  Inc.  (H) 

99.25 

17.67 

21.7 

TSAI 

48.25 

20.25 

Trans.  Svs.  Arch. 

39.56 

8.25 

26.3 

VRTS 

195.00 

20.33 

Veritas  Software  Corp.  (H) 

195.00 

20.94 

12.0 

WIND 

48.38 

11.25 

Wind  River  Systems  Inc.  (H) 

48.38 

2.97 

6.5 

TELECOMMUNICATIONS  CARRIERS  OFF  1.4% 

AT 

91.81 

55,87 

Alltel  Corp.  (L) 

58.13 

■2.13 

•3.5 

ANDW 

25.50 

11.00 

Andrew  Coro. 

22.63 

1.63 

7.7 

T 

63.41 

41.50 

AT&T 

44.88 

•3.13 

•6.5 

BCE 

124.56 

38.31 

BCE  Inc. 

113.00 

•8.50 

-7.0 

BEL 

69.50 

47,87 

Bell  Atlantic  (L) 

48.25 

-3.81 

•7.3 

BLS 

51.31 

34.93 

Bell  South  (L) 

35.94 

■3.81 

-9,6 

BRW 

41.06 

16,31 

Cincinnati  Bell  Inc. 

30.06 

-1,56 

•4  9 

CMCSK 

57.68 

26.90 

Comcast 

44.50 

•0,19 

-0.4 

CO 

37.06 

15,37 

Comsat  Corp. 

16.81 

0.19 

1.1 

COX 

58.37 

32.00 

Cox  Communications  Inc. 

45.38 

•0.13 

-0.3 

6STRF 

53.75 

12,62 

Globalstar  Telecom.  Ltd. 

27.13 

3.75 

16.0 

6TE 

78.50 

56.25 

GTE  Corp.  (L) 

57.00 

•4.81 

•7.8 

NXTL 

141.50 

27.43 

Nextel  Communications  (H) 

141.50 

19.63 

16.1 

SPOT 

74,25 

26.37 

Panamsat 

48.13 

2.38 

5.2 

QCOM 

200.00 

7.67 

Qualcomm 

136,75 

0.25 

0.2 

SBC 

59.87 

34.81 

SBC  Communications  (L) 

35.50 

•1.56 

-4.2 

FON 

75.93 

38.65 

Sprint  Corp. 

58.61 

•5,19 

•8.1 

TDS 

137.00 

48.62 

Telephone  and  Data  Systems 

107.81 

4.44 

4.3 

USW 

80.00 

51.50 

US  West  (H) 

73.94 

-4.81 

-6.1 

VIA 

63.31 

36.68 

Viacom 

52.81 

•2.25 

-4.1 

wen 

86.37 

28.50 

Winstar  Communications  Inc. 

72.63 

•6,00 

•7.6 

WCOM 

64.51 

40  62 

MCI  WorldCom  Inc. 

45.13 

•1.94 

•4.1 

SERVICES  UP  0.8% 

ACXM 

30.62 

14.56 

Acxiom  Corp. 

25.50 

•0.44 

•1.7 

ACS 

53.00 

31.12 

Affiliated  Computer  Servs  (L) 

32.13 

-0.50 

15 

AMSY 

37.68 

19.75 

American  Mat.  Systems 

30.94 

1.00 

3.3 

AUD 

54.81 

37.37 

Automatic  Data  Processina 

43.75 

•1.19 

■2.6 

BSYS 

69.00 

41.37 

Bisys  Group  Inc. 

51.00 

•613 

■10.7 

CATP 

32.25 

10.62 

Cambridge  Technoloov  Ptnrs 

15.00 

•0.81 

•5.1 

CEN 

39.50 

14.75 

Ceridlan 

19.38 

•0.25 

-1.3 

CBR 

29,81 

13.75 

Ciber  Inc. 

19,31 

1.38 

7.7 

CDO 

43.00 

10.75 

Comdisco 

36.63 

0.44 

1.2 

CHRZ 

21.00 

9.25 

Computer  Horizons  Corp. 

17.13 

0.94 

5.8 

CSC 

94.93 

52.37 

Comouter  Sciences 

78.81 

•1.38 

•1.7 

DST 

76.43 

50.93 

Dst  Systems  Inc. 

58.56 

•3.13 

-5.1 

EDS 

76.68 

44.12 

Electronic  Data  Systems 

68.63 

1.25 

1.9 

FDC 

54.25 

34.43 

First  Data  Group 

45.31 

•1.81 

-3.8 

FISV 

40.75 

24.12 

Fiserv 

28.13 

3.06 

12.2 

IT 

25.75 

9.56 

Gartner  Group 

13.44 

0,00 

0,0 

KEA 

35.00 

17.25 

Keane 

23.00 

■0.13 

-0.5 

NOC 

55.25 

21.75 

National  Data 

31.31 

0,56 

1.8 

PAYX 

51.37 

23.56 

Paychex  Inc. (H) 

48.06 

1.25 

2.7 

PER 

85.75 

15,31 

Perot  Systems  Coro. 

26.75 

1.25 

4,9 

REGI 

9.75 

2,68 

Renaissance  Worldwide 

5.06 

•0.25 

•4.7 

REY 

33.00 

17.31 

Reynolds  &  Reynolds 

26.69 

•0.19 

•0.7 

SFE 

191.00 

35.75 

Safeoard  Scientifics 

151.00 

-0.38 

•0.2 

SAPE 

151.18 

23.87 

Sapient  Corp. 

75.81 

0.25 

0.3 

SMS 

73,50 

35.50 

Shared  Medical  Systems 

39.68 

-0.13 

-0,3 

SDS 

41.93 

16.87 

Sungard  Data  Systems 

31.50 

•0.75 

•2.3 

SYNT 

20.93 

7.00 

Svntel  Inc. 

13.00 

0.50 

40 

TECO 

44.68 

14.50 

Tech  Data 

21.06 

■0.56 

•2  6 

TENF 

67.93 

17.00 

TenFold  Corp. 

50.75 

•2.50 

•47 

TSS 

26.00 

14.12 

Total  System  Services  Inc. 

16.38 

0.25 

16 

TSAI 

48.25 

20.25 

Transaction  Svs.  Architects 

39.56 

8.25 

26.3 

NETWORK  UP  3  2% 

COMS 

83.37 

20.00 

3Com  Corp.  (H) 

82.13 

1281 

18.5 

AOCT 

48.25 

17.18 

ADC  Telecom.  Inc.  (H) 

44.25 

0  38 

09 

ANTC 

60.25 

18.62 

Antec 

52.19 

10.19 

24  3 

BNYN 

40.56 

6.25 

Banyan  Systems  Inc. 

37  00 

0.75 

2,1 

CS 

45.06 

7.18 

Cabletron  Systems  (H) 

45.06 

9.31 

26.0 

CNEBF 

9.75 

2.87 

Call-Net  Enterprises 

3.69 

-0.63 

145 

CSCO 

139.00 

45.81 

Cisco  Systems  Inc.  (H) 

134.13 

4,25 

3.3 

ECIL 

45.00 

23.75 

ECl  Telecom 

31.94 

•1,69 

5.0 

ENTU 

101.00 

16.87 

Entrust  Technologies  Inc 

87.38 

-0.38 

•0.4 

HRS 

40.62 

15.50 

Harris  Corp 

31.38 

-0  06 

•0  2 

GMH 

127.00 

44  75 

Hughes  Electronics/GM 

122.75 

18  44 

177 

ERICY 

97.38 

20.50 

LM  Ericsson  (H) 

97.38 

8.00 

9.0 

5^  10.25  WKKT  WKPCT 


EICH 

WEEK 

UME 

2PII  CUK6E 

CXtlKE 

JNPR 

269,75 

11.33 

Junipei  Networks  Inc  (H) 

233.75 

•20.94 

•8.2 

LU 

84  18 

47.00 

lucent  Technologies 

59.13 

6.81 

13.0 

MAD6F 

15.43 

143 

Madge  Networks 

11  31 

•131 

■10.4 

NCDI 

9.00 

3,87 

Network  Comouting  Dev 

6  75 

0.69 

113 

NWK 

14.81 

7,31 

Network  Eouipmenl  Tech. 

10.75 

-0 19 

•1,7 

NN 

39.50 

14.00 

Newbridge  Networks 

34.06 

1.44 

44 

NOK 

208.75 

62.31 

Nokia  Corp 

206.00 

11  25 

5.8 

NT 

126.50 

26.93 

Nortel  Networks  Corp 

114.88 

-7  44 

-61 

PAIR 

18  56 

7.93 

Pairoain  Technologies  Inc 

18  25 

1  86 

11.5 

PCTL 

1100 

3.25 

Picturetel 

719 

-1.06 

•129 

SFA 

110.81 

24.50 

Scientific  Atlanta  (H) 

103.13 

•169 

-1  6 

TLAB 

77.25 

35  84 

Tellabs  Inc. 

50.25 

-7.13 

■12.4 

USW 

80.00 

51.50 

US  West  (H) 

73.94 

4.81 

■6,1 

VRLK 

13.25 

1  81 

Verilink 

10.36 

-1.00 

•8  8 

WSTL 

33.50 

3.81 

Westell  Technology  Inc.  (H) 

32.13 

6.63 

26.0 

SEMICONDUCTORS.  CHIPS  S  EQUIPMENT  UP  7.1% 

AOPT 

63.56 

19.00 

Adaptec 

43.31 

■4.56 

•9.5 

AMO 

45.50 

14.56 

Advanced  Micro  Devices 

40,25 

-2.31 

-5  4 

ALTR 

80.00 

23.93 

Altera 

75.69 

0.06 

0.1 

ADI 

167.31 

24.37 

Analog  Devices  (H) 

157.75 

18,25 

13.1 

AMAT 

189.75 

48.43 

Applied  Materials  (H) 

182,03 

2.47 

1.4 

ASML 

146.43 

36.37 

ASM  Lithography  Holding 

125.56 

-3,94 

•3.0 

FCS 

39  50 

18.50 

Fairchild  Semiconductor  Coro. 

36.56 

-0.88 

2.3 

HRS 

40,62 

15.50 

Harris  Corp. 

31.38 

•0,06 

-0.2 

INTC 

116.50 

50.12 

Intel  Corp.  (H) 

114,19 

4  63 

4.2 

KLAC 

74.37 

21.18 

Kla  Instruments  (H) 

73,69 

3.25 

4.6 

LLTC 

111.50 

41.75 

Linear  Technology 

10744 

6.06 

6.0 

LSI 

59.37 

11.37 

LSI  Logic  (H) 

56.88 

6  75 

12.9 

MXIM 

64.38 

19.93 

Maxim  Integrated  Products  (H) 

64.38 

9.13 

16.5 

MU 

85.00 

34  25 

Micron  Technoloov 

72,25 

8.25 

12.9 

MOT 

164.75 

63.31 

Motorola  (H) 

162.00 

16.00 

11.0 

NSM 

74.00 

8.87 

National  Semiconductor  (H) 

69.36 

4.19 

6,4 

STM 

221.62 

40.25 

5GS-Thom$on  Microelectron. 

203.36 

13.56 

7.1 

SLR 

98.00 

37.28 

Solectron  Corp. 

65.00 

-3.31 

-4.8 

TER 

88.81 

21,84 

Teradyne  (H) 

86.61 

10.44 

13.3 

TXN 

159.00 

43.00 

Texas  Instruments  (H) 

155.94 

14.56 

10.3 

JOSU 

260.56 

18.65 

Uniphase  (H) 

260.56 

53.25 

25.7 

VTSS 

90.31 

20,37 

Vitesse  Semiconductor  (H) 

90.31 

24.81 

37.9 

XLNX 

72.37 

16.43 

Xilinx(H) 

70.44 

3.25 

4.8 

COMPUTER  SYSTEMS  UP  3.8% 

AAPL 

121.50 

32.00 

Apple  Computer  Inc. 

114.88 

0  81 

0.7 

ASPX 

15,25 

3.87 

Auspex  Systems 

12.56 

2  31 

226 

BEOS 

39,56 

3.28 

Be  Inc. 

15.94 

•1.00 

•5.9 

CPQ 

47.93 

18,25 

Compao 

26.69 

1.13 

4.4 

DELL 

55.00 

31.37 

Dell  Comouter  Coro. 

42.75 

2,56 

64 

GTW 

84.00 

28.37 

Gateway  2000  Inc. 

69.88 

13.01 

24.6 

HWP 

131.00 

63.37 

Hewlett-Packard  Co.  (H) 

126.06 

•1,94 

•1.5 

HIT 

164,50 

59.93 

Hitachi  Ltd. 

134.38 

•5.63 

-4.0 

IBM 

139.18 

80.87 

IBM 

106  88 

•7.19 

■6.3 

MUEI 

16.50 

9.00 

Micron 

11.69 

-0.06 

-0.5 

MOT 

164.75 

63.31 

Motorola  (H) 

162.00 

16.00 

11.0 

NATI 

42.93 

17.16 

National  Instruments  Corp. 

40.38 

3,31 

8.9 

NCR 

54.56 

26.68 

NCR 

39.63 

-0.50 

-1.2 

NIPNY 

125.00 

43,62 

NEC 

107.75 

-0.25 

■0.2 

PRCM 
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Standards 

must  set  the  standards,  at  least 
initially.  “If  you  were  to  wait  to 
get  the  global  community  to 
agree  on  a  generic  business-to- 
business  standard,  you’d  never 
get  one,”  he  said. 

E-Steel,  for  example,  is 
working  on  the  Steel  Markup 
Language  to  enable  the  indus¬ 
try’s  buyers  and  sellers  to  ex¬ 
change  product  and  order  in¬ 
formation.  Costello  said  he 
thinks  that  as  individual  verti¬ 
cal  working  groups  come  up 
with  XML  formats,  they  will 
borrow  from  one  another. 

That  has  already  happened 
with  the  insurance  industry’s 
standards-setting  body,  the  As¬ 
sociation  for  Cooperative  Op¬ 
erations  Research  and  Devel¬ 
opment  (ACORD)  in  Pearl  Riv¬ 
er,  N.Y.  Where  it  made  sense, 
ACORD’s  property  and  casual¬ 
ty  division  adopted  the  XML- 
based  framework  developed 
by  the  Interactive  Financial  Ex¬ 
change,  the  online  financial 
service  industry’s  standards 
group,  said  ACORD  director 
Beth  Grossman.  “We  thought 
there  would  be  a  lot  of  syner¬ 
gies,”  she  said. 

Seeking  to  prevent  fragmen¬ 
tation  and  move  quickly, 
ACORD’s  property  and  casu¬ 
alty  group  used  established 
formats  wherever  possible, 
reworking  electronic  data  in¬ 
terchange  standards  to  devel¬ 
op  its  dictionary  of  data  tags. 

Yet  despite  their  best  efforts, 
that’s  not  going  to  solve  every 
problem.  “There  are  a  lot  of 
vertical  industries  out  there 
like  finance  and  insurance  and 
health  care  that  are  related.  But 
they’re  having  XML  initiatives 
driven  out  of  separate  verticals, 
and  there’s  no  horizontal  stan¬ 
dards  effort  to  pull  all  those  to¬ 
gether,”  said  Kevin  Schipani,  a 
group  manager  at  ACORD. 

As  a  result,  there’s  much 
duplication  of  effort  across 
the  various  industry-based 
standards  groups,  said  Nick 
Lanyon,  who  chairs  a  working 
group  within  the  OpenTravel 
Alliance  in  Washington,  which 
will  soon  publish  its  first  XML 
standard,  a  customer  profile 
format,  for  the  travel  industry. 


“We  had  to  implement  a  lot 
of  infrastructure  stuff,  which 
we  rather  would  have  picked 
up  from  [another]  industry 
group,”  Lanyon  said.  “But  in 
the  travel  industry,  there  are 
some  real  problems  that  XML 
could  help  solve  now.” 

Yet  signs  of  hope  are  emerg¬ 
ing.  On  the  data  side,  the  World 
Wide  Web  Consortium  ex¬ 
pects  to  finish  an  XML  schema 
specification  this  year  that  will 
standardize  the  way  docu¬ 
ments  and  data  elements  are 
defined  —  and  force  the  indus¬ 
try  groups  that  have  already 
developed  data  definitions  to 
convert  to  the  new  format. 

United  Nations  Involved 

Another  emerging  effort 
backed  by  several  major  in¬ 
dustries  is  electronic-business 
XML  (ebXML),  which  is  being 
developed  by  a  group  that 
comprises  members  from  the 
United  Nations  Centre  for  the 
Facilitation  of  Procedures  and 
Practices  for  Administration, 
Commerce  and  Transport  and 
the  Organization  for  the  Ad¬ 
vancement  of  Structured  In¬ 
formation  Standards.  The 
group  hopes  to  complete  some 
work  in  the  next  18  months. 

“It  holds  the  most  promise 
for  identifying  the  best-of- 
breed  recommendations  for 
XML  interoperability,”  said 
Tom  Warner,  chairman  of  the 


BY  CAROL  SLIWA 

The  Sun/Netscape  Alliance 
last  week  announced  new 
server  software  aimed  at  help¬ 
ing  corporations  and  service 
providers  conduct  the  mem¬ 
bership  management,  person¬ 
alization,  content  aggregation, 
security  and  legacy  integration 
services  needed  to  run  an 
e-commerce  hub  site. 

The  iPlanet  Portal  Server 
will  act  as  a  proxy  between 
Web  browsers  and  legacy  ap¬ 
plications,  allowing  users  to 
view  and  use  those  applica¬ 
tions  in  a  secure  fashion. 

The  new  product  will  ship 
with  the  iPlanet  Web  Server 


Washington-based  Aerospace 
Industries  Association’s  e-com- 
merce  work  group.  He  also 
pointed  out  that  ebXML  seeks 
to  define  repositories,  reg¬ 
istries,  transport  and  packag- 
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Online  Auctions 

And  purchasers  are  only  too 
happy  to  tell  the  world  about  it, 
trumpeting  the  news  in  press 
releases  the  way  they  used  to 
tout  quarterly  profits  or  slam- 
dunk  customer  wins. 

“Before,  you  never  would 
hear  about  procurement  sav¬ 
ings.  Now,  traditional  compa¬ 
nies  are  using  it  to  tout  that 
they’re  an  Internet  player,  and 
that  they  haven’t  been  left  on 
the  sidelines  in  the  business- 
to-business  revolution,”  said 
Steve  Kafka,  an  analyst  at  For¬ 
rester  Research  Inc.  in  Cam¬ 
bridge,  Mass.  “It’s  funny,  but 
the  Internet  has  made  procure¬ 
ment  sexy.” 

For  example,  GM  announced 
in  February  that  it  saved  $147 
million  during  an  Internet- 
based  reverse  auction  for  rub¬ 
ber  sealing  packages.  Eighteen 
prequalified  suppliers  bid  on 
GM’s  business  at  the  automak¬ 
er’s  TradeXchange  Web  site. 

Chicago-based  Quaker  Oats 


and  Directory  Server.  It  will 
have  built-in  application  pro¬ 
gramming  interfaces  to  work 
with  personalization  and  cus¬ 
tomer  analysis  products,  such 
as  those  from  E.piphany  Inc., 
net.Genesis  Corp.  and  Net  Per¬ 
ceptions  Inc.  The  Portal  Server 
will  also  work  with  the  option¬ 
al  iPlanet  Application  Server. 

“Corporations  have  been 
faced  with  information  over¬ 
load  in  this  Internet  economy,” 
said  Tim  Minahan,  an  analyst 
at  Aberdeen  Group  Inc.  in 
Boston.  “[The]  iPlanet  [Portal 
Server]  has  the  potential  to 
pull  all  those  resources  into  a 
logical  format.”  I 


ing  protocols,  security  mecha¬ 
nisms,  architecture  and  busi¬ 
ness  process  models. 

Josh  Walker,  an  analyst  at 
Forrester  Research  Inc.  in 
Cambridge,  Mass.,  said  new 


announced  savings  of  $8.5  mil¬ 
lion  in  an  online  auction  for 
transportation  services  and 
glycerine  and  other  raw  mate¬ 
rials.  The  auction  was  set  up  by 
FreeMarkets  Inc.  in  Pittsburgh. 

State  officials  in  Pennsylva¬ 
nia  said  they  saved  more  than 
$8  million  buying  everything 
from  salt  for  icy  roads  to  alu¬ 
minum  for  license  plates  at  live 
online  auctions,  also  set  up  by 
FreeMarkets.  In  one  30-minute 
auction,  the  state  saved  $1.5 
million  buying  sugar. 

The  savings  represent  the 
difference  between  what  the 
state  paid  at  the  auctions  and 
what  it  paid  for  the  same  prod¬ 
ucts  previously  under  the  tra¬ 
ditional  request-for-proposal 
process. 

“Frankly,  it  gets  great  [cost 
savings]  results,  but  it  also 
aligns  them  as  movers  and 
shakers,”  said  Jim  Zuffoletti, 
FreeMarket’s  director  of  mar¬ 
ket-making.  He  said  FreeMar¬ 
kets  has  arranged  auctions  for 
everything  from  plastic  bags  to 
tax  preparation  services. 

Such  factors  as  access  to 
more  suppliers,  pricing  pres¬ 
sure  on  suppliers  who  must 
underbid  one  another  in  real 
time  and  significant  time  re¬ 
ductions  —  from  weeks  to 
minutes  in  many  cases  —  can 
yield  savings  ranging  from  2% 
to  25%,  Zuffoletti  said. 

But  companies  this  deeply 
involved  in  digital  market¬ 
places  are  still  in  the  minority. 

“Anyone  who’s  buying  direct 
products  [at  Internet  auctions] 
is  ahead  of  the  curve,”  said 
Emily  Andren,  an  analyst  at 
Stamford,  Conn.-based  Gart¬ 
ner  Group  Inc.  Most  compa¬ 
nies  have  long-term  relation¬ 
ships  with  suppliers.  “The 
longer  term  the  relationships, 
the  more  reluctant  companies 
are  to  destroy  them  and  go  on¬ 
line  and  do  business,”  she  said. 

Compared  with  countless 
phone  calls  and  weeks  of  push¬ 
ing  paper  back  and  forth  with 
potential  suppliers,  live  online 
auctions  are  “very  exciting. 


standards  groups  keep  pop¬ 
ping  up.  As  they  do,  he  said, 
“there’s  certainly  confusion 
around  what  businesses  are 
doing  and  what  individual 
working  groups  are  doing.”  I 


with  tense  moments  in  each  of 
them,”  said  Gary  Ankabrandt, 
assistant  chief  counsel  at  the 
Department  of  General  Ser¬ 
vices  in  Pennsylvania.  “During 
the  first  20  minutes,  there 
might  be  very  little  activity, 
then  the  bidders  —  all  of  whom 
can  see  competitors’  bids  — 
get  serious  in  the  last  minutes.” 

Savings  accrue  for  buyers 
not  only  in  pricing,  but  also 
in  the  reduced  time  spent  ne¬ 
gotiating  and  closing  deals. 

When  Quaker  Oats  did 
things  the  “old-fashioned  way,” 
getting  three  rounds  of  bids 
from  six  bidders  could  take  as 
long  as  three  weeks,  said  Carl 
Curry,  a  vice  president  at 
Quaker  Oats.  By  contrast,  he 
said,  “we  did  the  FreeMarkets 
auction  in  30  minutes.” 

Suppliers  enjoy  no  such  ben¬ 
efits,  said  Paul  Post,  purchas¬ 
ing  manager  at  J.  R.  Wald  Co.  in 
Huntingdon,  Pa.,  which  sold 
aluminum  for  license  plates  to 
Pennsylvania  in  an  online  auc¬ 
tion  last  year. 

“It  took  a  lot  more  time  for 
us  because  you’ve  got  to  get 
the  software  from  the  auction 
company,  load  it  and  train 
[people  to  use]  it.  Then  you’ve 
got  to  tie  someone  up  the 
whole  time  the  bidding  is  go¬ 
ing  on,”  said  Post.  “For  suppli¬ 
ers,  it’s  a  lot  more  time  than 
writing  it  down  on  a  piece  of 
paper  and  sending  it  in.” 

For  information  technology 
groups,  the  Internet  auctions 
are  both  a  blessing  and  a  curse, 
said  Karl  Jessen,  an  analyst  at 
The  Yankee  Group  in  Boston. 

“IT  has  a  more  limited  role  in 
[purchasing  via  online  auc¬ 
tions]  because  companies  don’t 
need  to  buy  and  install  soft¬ 
ware.  They  access  the  auctions 
through  a  browser,”  he  said. 

On  the  other  hand,  because 
access  is  so  easy,  companies 
are  likely  to  conduct  auctions 
at  several  digital  marketplaces. 
That  means  integrating  data 
from  multiple  trading  ex¬ 
changes  into  corporate  enter¬ 
prise  systems,  Jessen  said.  I 


Sun/Netscape  Unveils  Server 
To  View  Legacy  Apps  Online 
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FRANK  HAYES/FRANKLY  SPEAKING 


Microsoft  and  Java: 
It’s  over 

Microsoft  is  finally  getting  out  of  the  Java  business.  And  that’s 

good  news.  Really.  For  Microsoft,  for  Sun  Microsystems  and  most 
of  all  for  corporate  IT  shops.  According  to  Microsoft’s  product 
road  maps,  its  Visual  J++  development  tool  isn’t  being  upgraded 
with  new  versions  of  Java.  And  around  the  time  the  next  major 
version  of  Visual  J++  is  due  out  —  best  guess  now  is  spring  of  next  year  —  Micro¬ 
soft’s  lawsuit-plagued  Java  license  from  Sun  will  expire. 

Now  understand,  no  one  confirms  that  Microsoft  is  phasing  out  Java.  Officially, 
Microsoft  managers  say  they  can’t  talk  about  it  because  of  Sun’s  long-running  law¬ 


suit  against  Microsoft.  In  practice,  Microsoft 
managers  used  to  spout  off  about  the  lawsuit 
and  their  Java  plans  at  any  opportunity. 

But  reports  from  Microsoft’s  VBITS  confer¬ 
ence  earlier  this  month  make  it  clear  that  Visual 
Basic,  Visual  C++  and  other  tools  will  be  aggres¬ 
sively  beefed  up  over  the  next  year  to  meet  the 
needs  of  e-commerce  developers.  And  Micro¬ 
soft’s  version  of  Java  won’t. 

Maybe  that  sounds  like  bad  news  for  Java  — 
Microsoft  bailing  on  a  highly  touted  technology. 

But  in  fact  it’s  good  news. 

Why?  Because  the  needle  match 
between  Microsoft  and  Sun  over 
Java  has  wasted  more  than 
enough  IT  shop  time  and  dollars 
in  efforts  to  deal  with  incompati¬ 
bilities  between  the  two  ver¬ 
sions.  Microsoft  and  Sun  may 
have  money  to  burn  —  but  we 
don’t. 

It’s  good  news  because  it  sim¬ 
plifies  developers’  choices.  For 
all-Microsoft-all-the-time  shops, 

Microsoft’s  proprietary  tools  — 

Visual  Basic,  Visual  C++  and  yet- 
to-come  XML  tools  like  BizTalk 
—  are  now  clearly  the  way  to  go. 

For  the  rest  of  the  world, 
where  desktops  and  servers  from 
multiple  vendors  are  a  fact  of 
life,  Java  is  one  —  though  not  the 
only  —  tool  to  use  for  cross-plat¬ 
form  applications. 

It’s  good  news  because  desk¬ 
top  PC  management  will  be  sim¬ 
plified  by  getting  Java  out  of  In¬ 
ternet  Explorer,  into  which  it  is 
now  built.  Want  Java?  Install  it  as 
a  Web  browser  plug-in,  just  like 
RealAudio  or  Shockwave.  Don’t  want  it?  Don’t 
install  it. 

Like  the  version  you’ve  got,  but  you’re  wor¬ 
ried  about  the  next  release’s  compatibility  or 
security?  Don’t  upgrade.  No  more  guesswork  — 
you’ll  know  what  you  get. 

It’s  good  news  for  Microsoft,  which  gets  out 


of  a  no-win  situation.  Microsoft  wanted  to  make 
Java  its  own.  That  didn’t  work  out,  thanks  to 
Sun’s  lawsuit.  The  judge  has  already  tentatively 
ruled  that  Microsoft  violated  Sun’s  Java  copy¬ 
rights.  In  January  he  reinstated  an  order  forcing 
Microsoft  to  follow  Sun’s  Java  specifications. 

That’s  the  kind  of  straitjacket  Microsoft  — 
especially  its  newly  minted  Chief  Software 
Architect  Bill  Gates  —  just  hates. 

And  it’s  good  news  for  Sun,  which  gets  rid  of 
its  most  unfriendly,  sabotage-prone  Java  li¬ 
censee.  Sun  has  trouble  enough 
keeping  signals  straight  with  its 
friends.  It’s  well  rid  of  Microsoft. 

Good  news  all  around,  right? 
Of  course,  if  everybody  wins, 
that  usually  means  everybody 
loses  something,  too. 

IT  shop  developers  lose  Mi¬ 
crosoft’s  Java  programming 
tools.  There  are  plenty  of  alter¬ 
natives  —  from  IBM,  Borland, 
Metrowerks,  Symantec  and 
others  —  but  Microsoft  does 
know  how  to  make  a  develop¬ 
ment  environment. 

Microsoft  loses  leverage. 
“Cross-platform”  is  no  longer 
just  a  buzzword  for  its  corporate 
customers  —  it’s  a  law  of  nature. 

Linux,  Unix,  handhelds  and 
the  resurgent  Macintosh  are 
eating  away  at  Microsoft’s  Win¬ 
dows  base  on  both  the  front  and 
back  ends.  Losing  one  more 
competitive  feature  could  be 
expensive  in  the  long  run.  But 
for  Microsoft,  keeping  Java  is 
expensive  now. 

And  Sun?  Sun  loses  its  biggest 
excuse  for  Java’s  shortcomings. 

Pretty  soon,  if  Java  doesn’t  do  it  right  —  well, 
there  won’t  be  Microsoft  to  blame.  ► 


Hayes,  Computerworld’s  staff  columnist,  has  cov¬ 
ered  IT  for  more  than  20  years.  His  e-mail  address  is 
frank_hayes@computerworld.com. 


Microsoft 
and  Sun  may 
have  money 
to  burn  —  but 
we  don’t. 


LAW  &  ORDER  A  Southwest¬ 
ern  city’s  police  department  con¬ 
tracts  in  1989  for  a  records  man¬ 
agement  system.  Two  years  later 
it  finally  arrives  -  in  perniciously 
nonrunning  condition.  Swat 
Team  after  Swat  Team  is  sent  in 
to  debug  the  system  and  get  it 
running.  No  joy.  Finally  It’s  “start 
over  again,”  says  a  pilot  fish  who 
lasted  10  months  on  the  project 
himself.  And  who’s  on  the  street 
after  this  fiasco?  The  longtime 
manager  in  charge  “has  been 
promoted  to  captain  level,  with 
back  pay  and  a  cell  phone,” 
says  pilot  fish.  “I’m  retiring.” 

LAW  &  ORDER;  SPECIAL 
VICTIMS  UNIT  Renegade 
hacker  turned  law-abiding  secu¬ 
rity  consultant  Is  minding  his 
home  network  and  finds  he’s  be¬ 
ing  scanned.  Follows  the  hack¬ 
er’s  trail  to  the  firewall  at  local 
law  offices.  “You’ve  got  a  secur¬ 
ity  problem,"  the  ex-hacker  fish 
tells  the  firm,  explaining  some¬ 
one  must  have  cracked  the  law 
firm’s  network  and  used  it  as 
a  base  of  attack.  The  firm’s 
partners  say  they’re  gung  ho  to 
fix  the  problem.  A  tech  in  the 
trenches  eventually  tells  pilot  fish 
the  solution  the  partners  decided 
on;  change  phone  numbers  and 
passwords.  “Do  you  think  it’s 
going  to  help?”  asks  the  fish. 
“Nope,”  says  the  tech.  Now  they 
won’t  even  return  the  fish’s  calls. 


RULES  OF  THE  GAMES  No 

games  is  the  policy  at  one  big 
consulting  outfit.  IT  blocks  em¬ 
ployee  access  to  Web  game 
sites.  Even  sends  around  a  “hys¬ 
terical  e-mail  every  six  months 
about  not  going  to  nonbusiness 
Web  sites,”  reports  a  pilot  fish. 
Funny,  though  -  the  company 
intranet  has  several  such  links 
to  visit  during  off  hours. 

E-COMMERCE  server  is  so 
pokey,  the  bosses  are  ready  to 
move  it  offshore.  Pilot  fish  head¬ 
butts  vendors,  adds  specialty 
hardware  and  squeezes  out  a 
60%  improvement.  “Ahem." 
says  pilot  fish  to  brass.  “What 
about  a  simple  thank-you?” 
“Didn’t  Mary  [in  some  other  de¬ 
partment]  say  that?”  brass  re¬ 
sponds.  “Mary’s  not  my  supervi¬ 
sor,”  our  fish  points  out.  Result: 
Pilot  fish  has  been  reassigned. 

Sharky  hears  that  a  big  cell 
phone  maker  is  having  trouble  in 
its  new  offices.  The  reflective 
window  coatings  there  are  sup¬ 
posed  to  keep  out  too-bright 
sun,  but  they  also  block  wireless 
communications.  They’ll  end  up 
installing  repeater  devices  just  to 
be  able  to  use  their  own  prod¬ 
ucts.  Repeat  something  to  me: 
sharky@computerworld. 
com.  Get  it  by  wire  every  day: 
computerworld.com/sharky.  If  it 
prints,  you  get  a  Shark  shirt. 


The  5th  Wave 


E-mail  richtennant@theSthwave.com 


FEED  YOUR  BRAIN 
THE  GOOD  STUFF; 
WATCH  ''.conn'' 


Hosfpd  by 

Mark  Hamill 


E-Commerce  Tools  For 
Web  Entrepreneurs 

CYNETGIobal.com 

Supermarket  Shopping 
Solutions 

ShopEaze.com 

Electrify  Your  Drive 

General  Motors 
Corporation 

Digital  Destination  For 
African  Americans 

BET.com 

One-Stop  Ticket 
Purchasing 

Tickets.com 

Cutting-Edge  Check 
Processing 

NBDS,  Inc. 


Surfing  For 
Extreme  Sports 

TroubleWear.com 

Fun  And  Friendly  Kid 
Connection 

SurfMonkey.com 

Barbecue  Lovers  Treat 

BBQ.com,  Inc. 

Gateway  To  Managing 
Your  Finances 

Quicken.com 

Electronics  Market, 
The  New  Era 

Arrow  Electronics,  Inc. 

Internet  Forum  For 
People  Of  Color 

DiversityVillage.com 


Business-To-Business 
Internet  Auction 

ComAuction.com 

The  Latest  News  For  Industriai 
Equipment 

iMark.com 

Hassle-Free  Rebates 

CyberRebate.com 

Bingo  And  Beyond 

Bingo.com 

Online  Business  Financing 

LiveCapital.com 

Beaming  Money  On-The-Go 

PayPal.com 

The  Electronic  Era  Of  Taxes 

www.irs.gov/elec_svs 


Do  you  have  a  story?  Email:  talk@tvi.net 


.com  is  brought  to  you  in  part  by  COMPUTERWORLD  www.computerworld.com 

THE  NEWSPAPER  FOR  IT  LEADERS 


Watch  streaming  video  online  or  check  for  air  times  fi)  www.tvi.net 
.com"  is  produced  by  TV  Interactive,  an  independent,  Internet-based,  streaming  media  and  television  production  company 


800. 311.8001 


www.kingston.com/tomorrow 


THE  BEST  WAY  TO  KEEP  UP  WITH 
TOMORROW’S  TECHNOLOGIES  IS  TO  STAY 
YEARS  AHEAD  OF  THEM. 
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How  DO  YOU  GET  TO  BE  THE  WORLD’S  LEADING  MEMORY  MANUFACTURER?  If  you’re  Kingstonf  you  do  it  by  working  with 
pioneers  like  Intel®  and  Rambus®  to  create  revolutionary  technologies  like  Direct  Rambus.  You  do  it  by  being  at  the  forefront  of  today’s 
emerging  memory  designs  with  PC133  and  DDR.  You  do  it  by  tripling  your  engineering  staff  and  investing  over  $100  million  to 
support  high-volume  production  for  those  emerging  standards  of  memory  You  do  it  by  developing  memory  for  tomorrow’s  hottest 
systems,  with  DRAM  and  system  manufacturers  like  Hitachi®  and  Toshiba?  And  you  always  ship  every  memory  module  with  a 
lifetime  warranty,  100%  testing  of  every  cell  on  every  chip  on  every  module,  100%  guaranteed  compatibility,  and  free  technical 
support.  In  short,  you  do  it  through  unparalleled  commitment  and  dedication.  So  what  are  you  waiting  for?  To  find  out  how  to  buy 
Kingston  memory,  and  experience  the  future  today,  go  to  www.kingston.com/tomorrow.  Or  call  (800)  435-0669. 
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